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nodern jet 


with its mighty power, lightning speed and hich maneuverability is no 


man! Such precision flying requires @ -killed hand and hundreds of hours of experi- 


tive skill and experience rq) deeper! loday s jet aircrall require pred parts like 


ind tremendous speeds and high temperatures Bower aircralt bearings 


{ lea binye mt enegme manutacturers are built to st ind turbine speeds as high as 
rh as O00 owith a muninum of lubrication. Bower's 
rience. matehless skill and consistent emphasis on quality ceive the aireraft 
= held to tolerances measured in millionths of an inch \n experienced Bower 
bye | to show Vou how Bowel! bys Call Vout produe t's pertormance 


it may bye in to rch with Bowel! SOOT! 
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PRECISION... b0th Of Skill and experrence 


A COMPLETE LINE OF TAPERED, STRAIGHT 
AND JOURNAL ROLLER BEARINGS 
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THIS GEM OF A FLOOR PLATE 
OFFERS FIVE POINTS 


Flawless Foot Safety! 
Although all floor plates have raised fi 

, onl 
one—A.W. SUPER-DIAMOND—has 


+ f ; Precision pattern you see here. Each diamond is 
placed Perpendicularly to its neighbor. This 
means that every footstep is across the grain— 

every step is secure. 


H 
Surface Service: 
amond traction 
ardiess of the 4 
the incline of the flooring, 
holds footsteps fast, offer! 
Every diamond works 
skid-resis 
a skid. 


Jeweled 


More than forty di 
every footstep. Red 


Quality With Savings! 
The initial cost of A.W. SUPER-DIAMOND is low 
—and so is the maintenance. Perfect matching 
end-to-end and side-by-side in SUPER-DIAMOND 
permits cutting with a minimum of waste. Cleaning 
is the only maintenance. 


ge = this rolled floor Plate. It wi 
2 and heavy loads without cra 
and it's resistant to oil, heat 


No S; ecial Cleaning! 


Although SUPER-DIAMOND'S exclusive pattern 
holds footsteps, it doesn’t hold dirt. No cracks or 
joints mean this plating can be cleaned easily 


with broom, mop, or hose—and it dries fast after 
washing. If you want, SUPER-DIAMOND can be 


painted. 


For safety withecon- 
omy in potential 
accident spots in 
your factory, get 
complete informa- 
tion about A.W. SUPER- 
DIAMOND Rolled Steel 
Floor Plate. Simply clip and 
mail this coupon, and we'll 


AW. SUPER-DIAMOND 


| be glad to send you technica! 
| date and suggestion for use. | 
| ROLLED STEEL FLOOR PLATE j 
ALAN WOOD STEEL COMPANY { 
CONSHOHOCKEN, PENNA. 
| Please send me Booklet SD-41 on A. W. SUPER-DIAMOND 
| Company j 
| City - State 
a Other products: A. W. ALGRIP Abrasive Rolled Steel Floor Plate * Plates + Sheets « Strip (Alloy and Special Grades 
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Moppte of the road policies, advocated by the Presi- 
dent, are being supplied in formulating the new budget. The middle 
ground is between a balanced budget and a deficit approaching the 
average of those which came along consecutively for thirteen years be- 
ginning in 1933. In preparing the public for a larger deficit in the next 
fiscal year than had been expected, Joseph M. Dodge, the director of 
the Budget, is making cautious references to the problems relating to 
national security and the tremendous backlog of domestic and inter- 
national commitments and the large areas of human welfare that can- 
not be ignored. Security categories of expenditures make up 70 per 
cent of total expenditures. They are hard to scale down because a way 
of life must be defended as well as lives and property. 


* * * * * 


The Labor Department has taken on a new look with the advent of 
James P. Mitchell. He believes public officials should represent the 
whole public, using their specialized knowledge to help particular 
groups to make their maximum contribution to the national welfare 
and to defend them against discrimination. He thinks good govern- 
ment is good politics. 


* * * 


The willingness of Neil H. Jacoby to accept a place on the Presi- 
dent’s Council of Economic Advisers indicates that a new importance 
is attached to that agency. Jacoby was selected because of his “‘contact 
with reality.”’ 


* * * * * 


The Treasury is squeezing by on the old debt limit. As a result the 
administration will be charged with an error. If something unex- 
pected had developed the error would have been marked up against 
the Senate. The argument that an increase would have put temptation 
in the path of George Humphrey hardly makes sense. Legislators will 
not hesitate long after Congress meets. The debt limit will be raised. 


* * * * * 

Military arrangements with Spain have a business significance be- 
cause they provide additional assurance that Russian soldiers will stay 
dehind the Iron Curtain. With the free world in control of the seas and 
wich an impregnable base in Spain, occupation of Western Europe 

id be infinitely more difficult. Spain made great contributions to 


etry 


the territorial expansion of the United States. She could have blocked 
the Louisiana purchase in 1803 and the Florida purchase in 1819. With 
the exception of the clash over Cuba, friendship with Spain has been 
continuous throughout our history. 


* * * * * 


Victory in the economic campaign ahead depends more on mass 
morale than on “‘built in” stabilizers. If companies with comfortable 
reserves should sit on them when economic uncertainties develop; if 
consumers, who now have unprecedented liquid assets, should wait 
for distress sales; if organized labor should insist on kee peng all its 
gains, depression would be unavoidable. This is a parapurase of ideas 
recently expressed by Dr. Edwin G. Nourse, former economic adviser 
to the President. He is convinced, however, that we wili demonstrate 
to the world that free enterprise under democratic government can win 
this test. 


* * * * * 


Officials feel that the difficulties of the Government's fiscal situa- 
tion have been overplayed in much the same way as the danger from 
bomb attack. Tax cuts are expected to have a stimulating effect on 
business. More money will be left to spend. Majority leaders in the 
House say that proposed changes in the old tax structure which in- 
volve loss of revenue will not go through. They expect the code to be 
pulled and hauled and improved in many ways, but in their opinion 


the country 1s in no position to lose revenue in the remodeling. 


* * * * * 


A considerable increase in the total issues of tax-free securities dur- 
ing 1954 is anticipated. The prediction is based on the acute needs of 
state and local governments for funds for highways, streets, schools, 
housing, and parking facilities. The great backlog of community 
needs is being relied on to steady the economy through a possible 
shake-down. 
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Opportunities of the future; the result of poor 
public relations; production faults and safety; 
exports and imports; thoughts and reactions 
while it may be true that no 
these statutes has improved pe 
tibly upon the Ten Command; 
and the Golden Rule, they hay 
FAIRLESS tainly created enough confus; 
| | provide for the future growth o} 
| much about which legal profession for many cen 
) he knows so little.” to come. 
BENTAMIN F, F, 
Chairman of the Board, United 
An age of States Steel Corporation, at 
1) Model PA carton former in plant of Mars, Inc. progress unlimited Knox College, Galesburg, Ill. 
| Economic survival is no grave 
- Why pay more for your cartons than you have problem in America to-day; and 
b: to’ Like many other manufacturers, you will with every passing vear the oppor- 3 
r probably find that you can make them by ma- tunities for individual success are e 
chine from low-cost die-cut blanks — at striking increasing enormously. In my life- DAW SONNE 
Savings. time, I have seen the birth of the : 
a Our Model PA carton forming machine, automobile, the invention ol the I tas 
air-plane, the development ot chem- 


which occupies only 3’ x 6’ of floor space, forms het 
, ical synthetics and plastics, the mur- 
and glues the blanks at speeds up to 102 a min- - ; 

acle of electronics and the dawn ot 


The penalties of 
bad public relations 


ute. Requires only part-time attention of an i Oe 
the atomic age with all the infinite 


attendant. Delivers the finished cartons right- =e ; 
. promise it holds for the future wel- 


side-up, ready for filling. Easily adjustable for fare of man. [ have always felt that anyor y 

‘ different sizes. And still science rushes on, cross- charge of any part of a compa 
ing one new frontier after another, operation should view that opef 

IMPORTANT ADVANTAGES Ing ( frontier ifter in the I 1OL 

and finding, beyond each one, a_ tion in the same broad light 

No labor problem. No large inventory of car whole unexplored wilderness of op- top management itself does. ia 
tons to carry in stock — you make them as you portunity. In fact, if I may para- should conduct it, not in a vac f 
need them, and the flat blanks require far less phrase a much overworked quota- but in proper relationship to otf 
storage space. tion, I should say that never before activities and objectives of the 

The Model PA carton former is adaptable to has man discovered so much about pany. ] 
many different types of cartons. Uses any kind which he knows so little! His individual .operation sh 
of carton stock, including corrugated material. Truly this is an age of progress be conducted, not only economic 

) | ihe unlimited, nor is the promise of this and efficiently, but in the best 4% 

We suggest that you consult our nearest 

| age confined by any means to the  terests of the policyholders, 
office, sending samples of your cartons. 

helds of science, business, and in- with the best possible public 
dustry. In the of the creative tions. 
arts, our poets, playwrights, au- It has been learned that % 


W + f | thors, and commercial artists can turn quickly away from any “Of 
rire ror ) | hardly keep pace with the insatiable — pany or industry that does not :% 


literature INERY COMPANY : demands which are being made — the public the fairest te 


upon them by the hungry presses, ment and_ resolve r % 

microphones, and television cam- doubts in favor of the cus 

eras of our modern age. People likewise will a 

As for the  professions—well, even attack, those business 

NEW YORK PHILADELPHIA BOSTON CLEVELAND CHICAGO ATLANTA era he} — 

DALLAS DENVER LOS ANGELES SAN FRANCISCO SEATTLE TORONTO MEXICO, D.F. SOMCONE has estimated that More teel dre not CINE 7 

than 30 million laws have been en- primarily the public q 

acted since the days ot Moses, and Nothing could bring dow! = 
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Dramatic proof of ANTISEPTIC WESTONE’S 
effectiveness. The hand at left was rubbed 
across an ordinary untreated section of floor. 
The hand at right was rubbed over a section 
which had been treated with dust-controlling 
ANTISEPTIC WESTONE. 


Sweeping only rearranges dust. As a matter of fact, sweeping 
and floor traffic are the main dust spreaders—not open doors and 
windows as you might think. And dust is damaging. It spreads 
many harmful disease bacteria that often cause absenteeism. It 
affects precision apparatus and delicate finished products. Makes 
store merchandise, office and institutional floors unsightly. 


ANTISEPTIC WESTONE CONTROLS DUST. Loosens and picks it up 
from floors, bins, shelves, furniture. Seals floor surfaces. Im- 
proves their appearance. Holds down subsequent dust so traffic 
can’t raise it. Its antiseptic properties inhibit growth of bacteria. 
ANTISEPTIC WESTONE is economical. It works as fast as a man 
can walk. One man can do the work of three in maintaining 
floors. And it goes a long way. One gallon covers 4,000 square 
feet. Interested? Check the coupon. 


WANT DETAILS? 


Tear out this page and 
mail with your letterhead 


i'm interested in: 


A FREE leaflet on 
WESTONE. 


[] A talk with a West ex- 
pert about my special 
floor problems. No sales 


a 42-16 West Street, Long Island City 1, N. Y. 


pitch. No obligation. Just 
discussion and a demon- 
stration if | want it. 
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| wrath of the public on our business 
so quickly as poor administration 
of claims. 
The penalty of bad public rela- 
tions, moreover, is no longer simply 
that the public will stay away trom , 
your business. In recent years, a /) 
new form of retaliation has come NEATER B pat 
into being. It is the philosophy that, ETT ER | 
do give AT LESS COST 
the public what they are entitled to on e // 
with HANSEN TACKER Vi, 
receive, then government will take 
FASTER! Zip-zip! Fast as you grip 
Over the job. Tacks screens on TV-radios—plastic dia) 
The surest way to combat this so- | Plates—gimp bindings on chairs, etc. etc 
cialization of business activities isto | BETTER! Balanced design—positive 
action —single-leg or double-leg tac; 
demonstrate constantly, y our day- points—neater, better, precision tacking 
to-day operation, that free enter- | nd fastening. 
prise does an excellent job that war- | LESS COST! No waste! Tackpoints 
sila cal hlic’e come in economical strips. A big saving 
rants the publics support. in labor costs over old-fashioned tack 
Lewis W. Dawson hammer methods. 
President, The Mutual Life In- HANSEN VEST- KIT— 
surance Company of New York, AS NEAR AS 
at meeting of International VEST POCKET 
| Claim Association, Bolton New convenience, por 
Hansen VEST KIT. Mod & 
eee y ern way to carry 
Packed 5 Vest- supply of staples, 3/16’ 
} Kits per Box of and 1/4” lenghts. 
5,000 staples. 
1) A stee 36 Models REQUEST 
4] 80 Staple Sizes BOOKLET 
DORSETT 
rom one source A.L.HANSEN MFG. 
delays may often be 5034 RAVENSWOOD AVE. CHICAGO 40 ILLINOIS é 
causes Of aceci- 
de nts.” 4 
Anee When you combine all your steel requirements on a single 
Spe order to Ryerson you cut costs in many ways. One call—one 
rac order—save purchasing time and you also simplify book- Production capacity 
eek | keeping—reduce clerical expense. and plant safety 
So iicc In addition, combining most carbon steel purchases under No industry has even begun to 
¥ the Ryerson quantity differential plan brings further savings. tap the great reservoir of economic 
“lyst | And with larger quantities you often effect substantial re- opportunity that awaits those who 
7 duction in freight on long hauls. apply fully the sound principles of ; 
accident preventi “tl j 
All these economies are possible when you call Ryerson production 1 
for steel because Ryerson stocks are the world’s largest and and plant satety MODEL"Y” ELECTRIC), 
most diversified. Carbon steel, alloys, stainless—no matter PRODUCTIMETER 
might ca strial acc by 
what analyses you need, no matter what shapes and sizes, by 
ee you can be practically certain of getting them all with just which I mean accidents that befall . 
py. one call to Ryerson. ployees while they are on the job | Medel “Y" Electric ee 
and are attributable to their work |  Productimeter offers 
eat You can be sure of prompt delivery, too. So next time in greater or lesser degree ee a ,.)| (CY 
Z abe you need steel, no matter how many kinds Or Ss1Zes, call | need not tell you that manage- dual needs, Panel . xe] 
vour nearest Ryerson plant. mounts grouped at 
pl ment learned long ago that safety 
PAs is a profitable venture and the vast immediate production Hi-Speed — Compact -— \ 
Br ee majority of plants make it a strict figures of many ma- Totally Enclosed wih im 
ht PRINCIPAL PRODUCTS practise. As a result, plant safety | plant departments. Adaptable to ponel « 
CARBON STEEL BARS—Hot SHEETS—Hot & cold rolled, plates, sheets, tubes, etc. ae rearhed Operates accurately base mounting. ; 
ji rolled & cold finished many types & coatings REINFORCING—Bors & Ac- has reached d pons W here the over wide current i * VY 
pape STRUCTURALS—Channels, TUBING—Seamless & weld- _—cessories, spirals, wire mesh worker is safer at his machine than fluctuations. | 
angles, beams, etc ed, mechanical & boilertubes  BABBITT—Five types, also 
nae: PLATES — Mony types includ- ALLOYS —Hot rolled, cold Ryertex plastic bearings on the streets or even in his own DURANT MANUFACTURING C0. | 
bed bee ing Inlond 4-Way Safety __ finished, heat treated MACHINERY & TOOLS— 1948 N. Buffum St., Milwaukee 1, Wi | | 
Pilate STAINLESS — Allegheny bars, For metal fabrication i 3,R.! 
— That is a tribute te | the end for 148 Orange St., Providence 5, 
ale: manitarianism and the genius of | 
m \merican management, but I mus | 
T anag ust UOTIMETERS 
# 0 tell you that we haven’t even begun PROD €TIMETERS 
to plumb the depths of the full op- SINCE 1879 |_ Count Eucr cunt Luerythiig *) 
JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK © BOSTON e@_ PHILADELPHIA ) 
CINCINNATI © CLEVELAND © DETROIT © PITTSBURGH © BUFFALO « cHicAGO | POrtunity that awaits us there. 
MILWAUKEE © ST. LOUIS @ LOS ANGELES © SAN FRANCISCO © SPOKANE ¢ SEATTLE his brings me to something else 
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\\ THE BOSTON MAN 
IN 1953 


IN PORTLAND, OREGON... 


L. F. Childers 
Goodyear Rubber & Asbestos Co. 


IN CAMBRIDGE, MASS.... 


Benjamin A. Greene 
The Greene Rubber Company. 


IN NEW ORLEANS, LOUISIANA... 
L. C. Deckbar 
Woodward, Wight & Co. Ltd. 


* L.F. Childers, Goodyear Rubber & Asbestos 
Co., 205 Northwest Fifth Avenue, Port- 
land 9, Oregon (Phone Atwater 8575), a 
BOSTON distributor since LOLS, supplies 
quality rubber products to lumber and 
lied industries in Oregon and Southwest 
W ashington. 


* Kenjamin A. Greene, The Greene Rubber 


mpany, Broadway at 6th St., Cambridge, 
\lass. (Phone Kirkland 7-7655) ts a leading 


ew England specialist in industrial rubber 


duets. Climbing sales, doubled in ten 
irs, attest industry's confidence in this 
BOSTON distributor. 


oodward, Wight & Co. Ltd., New 
rleans (9), La. (Phone Tulane 2471) was 
inded in 1867. L. C. Deckbar’s 465 em- 
yees service New Orleans and the South 


of six modern warehouses, furnish 
lustry in the South with top-quality 
ISTON rubber products. 


ee the Boston Man in your area. Check 
our Classified Directory or write Boston 


oven Hose & Rubber Co. 


our safety specialists have learned. 
It is that production and accidents 
are immediately related. It is not 
difficult to reason that accidents in- 
terfere with production and thus 
with profits. Management has been 
aware of that fact for three or more 
decades. 

Is management as fully aware, 
however, of the equally important 
fact that operational delays—or 
faulty production—may often be 
causes of accidents? In other words, 
just as the appearance of a pain in 
the lower right-hand abdominal 
region can be indicative of appendi- 
citis, so will the presence of acci- 
dents in a shop indicate that prob- 
able operational faults exist which 
can and should be corrected. 


J. Dewey Dorsett 
General Manager, Association 
of Casualty and Surety Com- 
panies, at Maine State Safety 
Conterence, York Harbor, 
Maine. 


GRACE 


“How many of us 
think of foreign 
trade at breakfast?”’ 


The stake of business 
in world trade 


Imports are just as important a 
part of the stake of U. S. business 
in world trade as are our exports. 
In tact, imports touch our daily 
lives perhaps more noticeably than 
do exports. But so few of us ever 
stop to realize how close they are 
to us. 

How many of us think of foreign 
trade at breakfast, for example, as 
we may be dropping a lump of 
Cuban sugar into our cup of Bra- 
zilian coffee, which may have come 
from a can containing Bolivian tin? 
Our coffee cup itself may be of Hol- 
land china. Who thinks of foreign 
trade as he scents the aroma of 
Turkish tobacco in his American 
cigarette and opens his daily news- 
paper printed on Canadian news- 
print? 

Yet it is everywhere—we wear 
suits of Australian wool and shoes 
tanned with Argentine quebracho; 
the rubber in the heels is from 
Malaya. The straw in our hats 


comes from Ecuador. and so on 


HIGHEST OPERATING EFFICIENCY. ..LOWEST OPERATING COST 


Learn how the SCRIBE dictating machine— with miracle magnetic tape—gives you 


unmatched operating efficiency and economy. SEND FOR FREE BOOKLET 


Scribe Corporation D-1] 


North Kedzie Avenue 
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through our daily lite. The most : 


commonplace articles we know, yet 
“All Risk” coverage | those which really make the Amer- 
Modernize with for physical loss ican standard of living and the 


“OUTPUT” or damage to prop- American Way of life, find their 


way into our homes through the 
erty everywhere 


is for the 


channels of foreign trade—bananas 


the new type 


-except at the man- and pineapples, Coca-Cola and OFFICE 
INSURANCE FOR . ufacturer’s plant has chewing gum, tea and chocolate, 
MANUFACTURERS , silk and silver, platinum and porce- 
lain—the list would be endless. 
be: ; 3 ‘ y available to more But before we leave the subject of 
V 4 than 100 selected imports we must focus our atten- 


firms. In addition to | “on for a moment on the serious 
the convenience of problem of strategic materials, for 

: they are inexorably a part of the 


a single contract, it stake of U. S. business in world 
eliminates the over- trade. Since it is a simple physical 
lapping and gaps fact that many of the most essential 


strategic materials do not exist in 
that occur under a . 


4 ore | ates: the earth of this country, they must 
combination of be imported, come what may. 

separate policies. J. Grace, Je. | REDUCED BY THE USE OF 
President, W. R. Grace & Co., by 
New York, N. Y., at Mid-South hI! i- KLATTER PADS 
SCHIFF, TERHUNE bility of ab World Trade Institute at | 

ossibDillity Of ob- Iniversity of Mississinni 

& COMPANY, INC. P UNDER ALL TYPEWRITERS 

Insurance Brokers taining this complete 
If your office is noisier than it should 

Jahn Street, New Zack and made-to-order be, make this simple test today. 
t NEW YORK CHICAGO SAN FRANCISCO coverage for your Place a Kil-Klatter pad under each © 
‘ LOS ANGELES MILWAUKEE typewriter. Then notice how disturb 
company. ing and distracting noises caused by 
typing are reduced. See how errors e 

and typing mistakes caused by noise F) 

fatigue are reduced—how office eff. e 
SMIDDY steps up. 

Kil-Klatter pads absorb the shock and 

| deaden the noise of typing—keeping 
collective evi- the desk from becoming a sounding 
| dence of individual board. Kil-Klatter’s scientific design F 

fears.” literally “soaks up” typewriter disturb- 


materia Is i ances—keeps down the noise of typing 3 


all day long. 7 
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ha d ing )| | Why are people 


adding to savings? Pe =. 


— 
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74, | conomists tell us that people are 
Careful planning presentiy aading to tne liquid AS- 
planned for Hi sets. at faster than $14 bill; A 
and preparation are ets, at faster than per 
important components cost reduction \ year. This is double the rate of 4 
of a successful service If ey | 
award program hn sedey's ii about five vears ago. If even this 
I & R specializes in competitive market — cost ))) incremental half of such savings om 
“setting-up” service reduction through planned 1 were to be diverted to current pur- @ Made of genuine long life OZITE felt : 
award programs tai- \ chases there would be continued f ki f b 
quirements. Suggests able operations. ( good business rather than ANY @ Fits many other office machines, too 
types of awards to se- Without obligation, our ex- \\\ teared recession. 


lect, time and methods 
of awarding and num- 
erous other aids to 


perienced engineers will 
make a preliminary survey 
of any plant or problem to 


The challenge is: Why are peo- $125 


at your stationer or office supply dealer 


ple adding so frantically to their 


insure a successful determine the potential ( savings: Is it because goods offered “The answer to a quieter office may 

smooth-operating pro- savings and the cost. \\ are unneeded or are unattractive in be under your typewriter” 
gram. We invite your inquiry !/] 


/} quality or price? Or is it because 

( | AMERICAN HAIR & FELT CO. 
| levels in the actus ars 
Lemar ) price ieveis 1¢€ ictua O Dept. D311, Merchandise Mart 
rbéssoctates // the day cause them to fear the ade- Chicago 54, Ill. ; 
quacy of their savings plans for the , 


future; to a degree where the indi- \ LATTER 
. . . 
vidual reaction is simply to increase L - 


Sdvings to try and keep ahead of THE SCIENTIFIC TYPEWRITER PAD 


We would appreci- 
ate the opportunity to 
help make your pro- 


CONSULTING 


|) MATERIALS HANDLING 
LL COMPANY \\ ENGINEERS 


A 1861 Greenwich, Connecticut 


urers 


IRONS & RUSS 


“inflation” personally to at least 


R. \\ Over 20 Years’ Experience 
| Providence 3, B\\ 
95 Chestnut Street, some greater extent than  hereto- 
| 
Is, perhaps, the heavy current de- 
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SHEETS - PLATES - WIRE - ELECTROLYTIC TIN 


; D.E R N IN DUS TR Y 


Here’s why 24 cold forge headers in this shop use 
Youngstown Scrapless Nut Quality Wire: Every step 
in the manufacture of this wire—from ore melting 
furnaces to final drawing operation is controlled by 
a single steel producer—Youngstown—whose sole 
guide to production is customers’ requirements for 
cold process nutmaking. 

Each coil of wire is inspected, checked and re- 
checked for uniformity and high quality. The result 
is that Youngstown Scrapless Nut Wire expands with- 
out cracking, produces a finished nut of smooth, 
bright polish so desirable in a merchandised product. 

Youngstown Scrapless Nut Quality Wire is fur- 
nished in wanted AISI standard as well as special re- 
sulphurized steels. Phone or write our nearest Dis- 
trict Sales Office. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY Carbon Aly and ely S 


General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, N. Y. 


aoe PIPE AND TUBULAR PRODUCTS - CONDUIT - BARS - RODS - COLD FINISHED CARBON AND ALLOY BARS - 
PLATE - COKE TIN PLATE - RAILROAD TRACK SPIKES 


SCRAPLESS NUT 
QUALITY WIRE 
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A. B. DICK COMPANY 
5700 TOUHY AVENUE, CHICAGO 31, 
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ORGANIZATION 
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mand for better pension plans in 
union contracts and for expanded 
governmental Social Security plans 
not but collective evidence of such 
individual fears, thinking and re- 
actions ? 

Harovp F. Smippy 
Vice-President, General Electric 
Company; at convention of 
Association of National 
Advertisers, Chicago, III. 
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“The Achilles’ heel 


in our economy to- 


da\ 


More on the goose 


and the golden eggs 


We may not have as much man- 
power as Russia, for they have 800 
million people under their domina- 
We have only 160 mil- 
> the manpower, but 


tion to-day. 
lion. They have 
we have the horsepower! With that 
have the techno- 
logical know-how and scientifically 
trained brains to make it work. All 
we lack is the will to make it work. 
All we lack is the philosophy to 
This is the Achilles’ 


horsepower, we 


make it work. 
heel in our economy to-day. 

What we all seem to be doing in 
America to-day is somehow trying 
to get more golden eggs out of the 
goose that lays the golden eggs. Dif- 
ferent groups approach the goose 
differently. Organized labor says, 
“T'll squeeze the goose, and more 


eggs will come out sornehow or 
ther.” Government says, “I'll eat 


the goose and lay the eggs myself.’ 
But there are some who believe that 
the to get more golden eggs 
over a period of years is to feed the 
goose; fat on its back; 
pour a little profit back into it; put 

little investment back into it: let 


Way 


put a little 


it eat an egg itself once in a while; 
let it enjoy some of the fruit of its 
own production efforts. 

Our potential production capacity 

America is so great that we can 
never be destroyed from without 
unless we first disintegrate and de- 
from within. 

Dr. L. Burz 

Head, Department of Agri- 
Purdue 
to convention of 
Association, 


terior: 


cultural Economics. 
University. 
American Bankers 


Washington, D. C. 


Check these U. S. Electrical Too 
tures—there are many cost-so 
advantages in operating rugg 
built Model 500 Grinders. 


Standard equipment includ 
totally enclosed motor, | 
H.P., push button starter » 
viding overload protection, bi 
bearings enclosed in dust-tig 
housings, enclosed adjusta! 
wheel guards, tool tray and |i 
out water pot. Eye shields a 
grinding wheels furnished 
extra equipment. Furnished | 
220/440 volt, 60 cycles, 2 or 
phase AC. 


Model 500 Grinders are available 
stock for immediate shipment. 


The U.S. Tool line is complete, ra 
from hand drills, sanders, grindent 
buffers to heavy-duty snagging gr 
If you don’t know your nearb\ 
Distributor write at once for his # 
and free Tool Catalog No. US 37. 


NEW! 4-page folder on U.P 
Tool utility grinders, 
and dust collectors. Write 
Bulletin US 56. 


United States 
Electrical Tool Diuision 


THE EMERSON ELECTRIC MFG. 
1050 Findlay St., Cincinnati 14, Ohic 


Write for this 
free catalog. 
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Ware most of the over-all indicators 
remained at unprecedentedly high levels, signs ap- 
peared in the third quarter of 1953 that business in 
some lines may temporarily have passed their peaks. 
Whether the slight downward drift in steel opera- 
ting rates, automobile output, and housing starts may 
endure, or deepen; whether the farmers’ income 
may decline further; whether increased spending by 
consumers may counter-balance the planned reduc- 
tion in Federal outlays; these were questions which 
required exploration. The 39 Compass Points on 
pages 23 and 24 provide the background for a study 
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ot the possible future developments in the e& 


In evaluating the prospects tor 1954, the attention 


ot some business analysts tocused Increasingly on 


consumer. lt seemed certaln that the (sovernment : 
purchasing of output would decrease mildly. ‘The 
Budget Bureau thought that military spending 

the fiscal year 1954 (which ends on Jun 
may dip to $41.7 billion from the previous year’: 
$43.6 billion. While some of the experts in th 


Pentagon felt that the final figure tor armament out 
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Ser 


lays might be nearer to $43 billion, it was no- 
where expected that spending would exceed the 
year-ago level, barring an unexpected turn for 
the worse in international relations. The Gov- 
ernment’s record of spending in the past is re- 
flected in Compass Point 31 on page 24. 

It seemed likely that the current high rates of 
expansion in business’ accumulation of capital 
equipment and inventories might be discour- 
aged unless the market tor goods and services 
was demonstrated to warrant such an increase. 
New capital outlays for 1953 are expected to 
reach a record $28 billion, almost 6 per cent 
above last year’s peak of $26.5 billion (Compass 
Point 19). The hope for a full utilization of in- 
dustry’s enormous productive capacity seemed to 


rest om an increase 1n personal consumptvion. 


Consumers multiplied... 


and it was evident that they 
were well provided with purchasing power. 
Both the population and the level of disposable 
personal income reached new peaks in the third 
quarter of 1953 (Compass Points 1, 13, and 14). 
Personal consumption expenditures edged up- 
ward and liquid savings were expanded con- 
sistently, at the rate of about $3 billion a quar- 
ter, bringing individuals’ liquid asset holdings 
roughly to $368 billion at the start of the fourth 
quarter. This is an estimate based on figures 
compiled by the Securities and Exchange Com- 
mission which placed liquid asset holdings of 
individuals at $359 billion tor the year 1952, 
$278 billion for 1951, and $140 billion for pre- 
war 1939, 
While business appeared dependent to an in- 
Crease xtent on the pattern of consumer spend- 


rn heavily dependent 


ing, comsumers were 1p tt 
on business for a sustainment of high employ 
ment and incomes. Because of this interdepend 
ence, the sentiments of business men, which 
affect their plans tor expansion and inventory 
buying, are important in any attempt at evalua- 


tion otf the tuture prospects. 


There was continued optimism... 


among the executives intel 


| ] ‘ 
viewed in the latest Dun & BrapsTREET survey 
of Dusiness mens expectations. lt is Worth not 
ng that the proportion of executives expecting 


In their sales, pronts, and 


‘ 
ot employees was noticeably smaller than in 


revious surveys: the comparison this time, 


tnough, was with the quarter oO! l when 


|)! duction, employment, and sales were at. o1 
{ CVCIS 

\ mar (Sl per cent) ot the executives 
thought that their sales in the first guarter ol 
no;re Op ] i} STLICS 
with 35 per It expecting ncrease in sales 
compared with 49 per cent ot the manufacturers 
ot durable goods, 48 per cent of th wholesalers, 


] 
and +5 per cent ol the retailers. 


siightty tess than Nall of the executives 


(47 per cent) expected no change from a year 
ago in their inventories in the first quarter of 
1954, the proportion expecting some change was 
about equally divided between those expecting 
an increase and those a decrease. Retailers 
thought that their inventories at the end of the 
first quarter of 1954 might be below the year-ago 
level somewhat more frequently than did the 
other business men. 

As for employment in the first quarter of 1954, 
almost twice as many of the executives expected 
to have a larger number of people on the pay- 
roll than a year ago as thought they might em- 
ploy fewer persons. By far the majority (80 per 
cent) of the business men thought that there 
would be no change from the 1953 level in the 
number of their employees. Manufacturers of 
durable goods expected a reduction in employ- 
ment more frequently than did the executives in 
other lines, while manufacturers of non-durable 


gor ds expected a decrease least frequently. 


Higher net profits... 


in the first quarter of 1954 
were more frequently expected by the executives 
than a decline from the year-ago level. The 
weight was even more heavily on the side of 
stability in selling prices than in previous sur- 
veys, with 65 per cent of the business men ex- 
pecting no change. A slightly larger proportion 
of the executives thought that their selling prices 
in the first quarter of 1954 might exceed the 
year-ago level than thought they might decline. 

By far the majority of the manufacturers (82 
per cent) thought that the volume of their new 
orders in the first quarter of 1954 would equal, 
or exceed the 1953 volume. Although an increase 
in orders was expected most frequently among 
manufacturers of durable goods, so was a de- 
crease. The “no change” sentiments were more 
predominant among the manufacturers of non- 


durables. 


In the steel industry... 


. output for 1953 was headed for 
a peak annual volume, notwithstanding the 
tapering off in the latter part of the year. Steel 
ingot production was at the record rate of almost 
3 million tons a week this Spring; it dropped 
off thereafter, but appeared to be stabilizing at 
2.1 million tons a week in the Fall. The year’s 
output was expected to total 112 million tons, a 
new record, 26 per cent above that in 1952 when 
the strike reduced production, and 11 per cent 
above the 105 million tons in the previous peak 
vear of 1951. 

In his report on third-quarter operations, the 
president of a major steel corporation expressed 
the opinion that the elimination of excess profits 
taxes and overtime payments, coupled with the 
added productive capacity, should enable his 
company to operate as profitably in 1954 as in 
1953, when sales for the first nine months were 
at an unprecedented high. 

Some of the steel industry experts, taking ac- 


count of the huge installations of capital equip- 
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9 COMPASS POINTS OF BUSINE 


Third quarter figures for most series are based upon pre luminary estimates and Incomy lete ¢ 


4 EMPLOYMENT ‘ 4 PRICES 
1 2 3 4 5 * 10 
POPULA- NAMES IN EMPLOY MENT EMPLOY- EMPLOY- UNEMPLOY- CONSU MERS’ RETAIL WHOLESALE INDUSTRIAI 
TION REFERENCE Civilian MENT MENT MENT PRICES PRICES PRICES STOCK PRICI 
BOOK Agricultural Nonagpricultural AVERAGES 
Millions Thousands Millions Millions Millions Millions Index Index Index Dollar 
99] 1,655 37.6 11.4 26.2 42.9 43.3 81.03 
105.1 1.711 42.0 10.5 31.5 74.0 88.] 99.78 
106.5 1,82] 41.3 10.7 30.6 85.7 98. ] 90.04 
108.5 1,927 37.77 10.87 26.97 76.4 62.0 73.48 
121.8 2,213 47.6 10.0 36.3 1.5 73.3 120.9 61.9 311.24 
123.1 2,183 45.5 9.9 34.3 4.3 71.4 56.1 236.34 
124.0 2,125 42.4 9.8 31.3 8.0 65.0 47.4 138.58 
124.5 2,077 38.9 9.7 28.0 12.1 38.4 42.8 64.57 
430.9 2.116 45.8 9.3 35.6 9.5 59.4 99.() 50.1 142.66 
2.156 47.5 9.5 38.0 8.1 59.9 100.6 51.1 34 74 
133.2 2.171 50.4 9] 41.3 5.6 62.9 108.3 56.8 121.82 
1 34.7 2.156 53.8 9.3 44.5 2./ 69.7 124.9 64.2 107.20 
136.5 2,027 54.5 9.] 45.4 1.] 74.0 134.0 67.0 134.5] 
138.1 1,559 54.0 9.0) 45.0 75.2 37.5 67.6 143.32 
139.6 1,913 32.8 8.6 44.2 1.0 76.9 141.4 68.8 169.82 
141.2 2,146 55.2 8.3 46.9 2.3 83.4 155.2 78.7 191.65 
144.0 2.410 58.0 8 3 49.8 2.1 95.5 180.1 96.4 177.58 
146.6 L952 59.4 8.0 51.4 2.1 102.8 192.7 104.4 179.95 
149.2 2,654 58.7 8.0 50.7 3.4 LOLS 187.7 99.2 179.48 
151.7 2,692 60.0 102.5 189.0 103.1 216.31 
154.4 2.614 61.0 aa 54.0 1.9 111.0 206.8 114.5 257.64 
157.0 2 643 61.3 6.8 54.5 1.7 113.5 210.4 111.6 270.76 
156.0 2,628 59.7 6.1] 53.6 2.0 112.6 09.5 112.6 267.13 
156.6 2,637 61.5 54. ] 1.7 113.1] 210.2 111.5 264.158 
157.4 2,66] 62.3 7.4 54.9 1.6 114.2 211.6 111.9 279.09 
158.0 2,676 61.9 6.6 p> 1.4 114.2 210.2 110.5 276.69 
158.7 665 61.0 55 555 18 113.6 08.3 109.8 786.40 
159.3 2,663 62.0 6.5 55.2 1.5 114.1] 208.6 109.5 273.00 
160.1 2.683 => 62.9 7.4 55.5 1.3 114.9 210.4 => 110.8 268.11 
a SALES INVENTORIE 
21 22 23 74 25 26 27 28 
PARM EXPORTS IMPORTS RETAII WHOLESALI MANUFACTUR LE TAI WHOLESALI MANUFACTURING 
RECEIPTS a SALES SALES ING SALES INVENTORIES INVENTORIES INVENTORIES 
salle Million $ Million $ Million $ Million $ Million $ Million $ 
6.039 2,114 1.789 
14,570 970 3.904 36.549 60.509 12906” 
1?,606 8,228 5,278 41.364 63.659 13.484 
8,116 4,485 2,509 32,954 41,8977 10,7051 
11,299 5,241 4,399 48,459 37.814 70,262 7.298 4,024 12,775 
9.050 3 843 3 06] 41.989 57.017 3 497 
6,369 ? 424 2,09] 34,752 42,95] 2.665 9 105 
4.735 1.61] 1,323 25,013 30,774 2.307 7 332 
3,177 2.318 42.042 26,2447 61,340 5,285 3.075T 11.516 
9.056 ()?] 2.625 46.375 28.919 70.313 5.819 3 955 12.873 
11,619 5,147 3.345 55,274 36,394 98 069 7 371 4.073 17,024 
16,136 8,079 2.756 57,212 41,109 125,158 7.438 3 $30) 19,348 
20.003 12,965 3.38] 63.735 45.966 153,843 7.065 759 70.17] 
21,153 14,259 3,929 70,208 49 828 165,387 7105 3.969 19,578 
22,125 9 S06 4,159 78.304 33,708 154,458] 7.442 4.625 18,45, 
25,336 9,738 4,94) 102,488 71,915 151,402 11,231 6.606 24.620 
30.020 14,430 5.756 119.604 87,263 191.010 13.37? 7.613 79 ()3? 
30.464 1?.653 7,124 130,521 95,172 211,560 15,190 7.982 31.782 
28,129 12,05] 130.72 $8,252 196,997 14.570 7,651 29.038 
28.611 10,275 143.6894 97 666 231,746 18,3044 9561 34.171 
3? 908 15.030 10.967 158.2273 107,203 268.014 19.530 10.150 12 (56 
33.417 15.165 10.714 164.124 106.044 276.516 19.540 10.023 12 299 
6,807 4,025 2,779 36.322 25,048 67.88] 19.685 1().298 13 727 
6,657 3.99) 2.628 41.563 24,443 67.08] 19.895 9 76] 9 
9,213 3.339 7.533 $().465 26.818 67.44] 20.434 9 925 1? 66() 
10,74] 3,787 2.774 45,772 29,661 74.260 19,540 10,023 $3,829 
6,656 3.85] 2,783 39,345 25.654 74.811 21,967 10,432 44551 
6.084 4.220 43.638 75.433 77.407 21.295 10.31] 15 
> 5,500 3.800 2.700 43.000 27 300 75.800 900 10.400 15 
» Quarterly figures that are significant either for their change or their lack of change from 1 rey ious levels. gures fo ' ( 
ata. irces of tl y 
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a 
a record of business activit 
ot 
tho 
INCOME PRODUCTION — | 
11 12 13 15 16 17 18 19 20 per: 
WEEKLY WEEKLY DISPOSABLE DISPOSABLE CORPORATE INDUSTRIAL ELECTRIC BUILDING EXPENDITURES GROSS trib 
HOURS EARNINGS PERSONAL INCOME PROFITS PRODUCTION POWER PERMITS FOR PLANT & NATIONAI 
Indust. Workers Indust. Workers INCOMI Per Capita AFTER TAXES (PHYSICAL) PRODUCTION 120 Cities EQUIPMENT PRODUC] dev 
Hours Dollars Billion Dollars 1951 Dollars Bidlion dollars Index Billions kwh Million $ Bilion dollars Billion dollar 
| 1914 49.4 11.01 33.2 8868 1.9 6] 735 38.5 ulti 
| 1919 46,3 ??.08 63.5 926 5.7 72 1,181 77.9 
1990) 47.4 26.30 66.8 8 30 3.9 75 56.6 1,256 te 85.0 ° 
192] 43.1 22.18 52.8 724 0.0 58 53.1 1,493 68.2 
1929 44.2 25.03 $2.5 1,045 8.4 110 116.7 2,490 9.2 103.8 pect 
1930 42.1 23.25 73.7 965 2.5 9] 114.6 1,408 7.6 90.9 F clin 
193] 40.5 20.87 63.0 914 —1.3 75 109.4 1,006 4.7 75.9 on 
193? 38.3 17.057 47.8 782 — 3.4 58 99.4 336 2.6 58.3 | lam 
1939 37./ 23.86 70.2 1.055 5.0 109 161.3 1,029 5.2 91.3 S Car 
= = Ca 
1940 25.20 6.4 125 179.9 1,104 6.5 101.4 
194] 40.6 29.58 92.0 271 9.4 162 208.3 1,196 8.2 126.4 & 
1942 42.9 36.65 116., 1.417 9.4 199 233.1 644 6.1 161.6 2 mol 
| 1943 44.9 43.14 132.4 1,451 10.6 239 267.5 419 4.5 194.3 ] 
1944 45.2 46.05 147.0 1,517 10.8 235 279.5 709 9.2 213.7 5.57 
1945 | 4 44 39 i511 1 49? 85 203 271.3 1,028 8.7 215.2 B the 
1946 40.4 43.82 158.9 1,445 13.9 170 269.6 2,089 14.5 211.1 : Net 
1947 40.4 49.97 169.5 1,375 18.5 187 307.4 2,470 20.6 233.3 . . 
1948 40.1 54.14 188.4 1.423 20.7 192 336.8 3,111 22.1 259.0 : = 
1949 39.2 54.92 187.2 1,407 16.3 176 345.6 3.131 19.3 258.2 the 
, 1950 40.5 59.33 205.8 1,484 22./ 200 388.7 4,466 20.6 286.8 B pari 
, Ys 40.7 64.77 225.0 1.486 20.1 220 32.3 3,654 25.6 329.8 A 
» 195? 4() 7 67.97 235.0 1.493 18.6 218 463.1 3.523 26.5 348.0 ute 
10.7 66.75 228.78 [475° [9.7e 221 [15.0 715 6.1 340.40 vil 
‘ 52 4().2 66.28 231.7¢ | 4790 210* 110.4 952 6.8 345.1¢ 
40.5 67.43 | 5000 17.5¢e 15.5 973 6.? 345 30 Inco 
ay 41.4 70.90 243.0e | |e 33* 122.2 883 7:3 361.1¢ dict 
: 41.0 71.48 245.4e | 5400 20.30 174.8 R82 6.] 363.40 mos 
53 40).7 71.50 247./®@ |,539e 20.4 240* 126.2 1,143 7.2 3/2 
0.8 72.00 => 250.00 15360 21.0 234* 29.1 1,079 7.4 37 1.08 fall 
sper 
30 31 32 33 34 35 36 37 38 39 Ms : 
FEDERAI FEDERAI GROSS CONSUMER LOANS OF CURRENCY DEMAND INTERES] BUSINESS LIABILITIES és Hig 
RECEIPTS EXPENDITURES FEDERAI CREDIT COMMERCIAL OUTSIDE OF DEPOSITS ON FAILURES OF FAILURI a 
Million Million DEBI Outstanding BANKS BANKS ADIUSTED BUSINESS LOANS ae 
Billion Dollars Billion Dollars Million 3 VUillion $ Per cent Number Million $ 
1914 735 735 1.2 13.2 1.533 10,082 18,280 357.9 = con: 
IS,515 25.5 22.4 3,593 17,624 6.58 6,451 113.3 ind 
190) 6.695 6.404 24.3 28.1 4-105 19.616 6.608 S.SS| 95. ] hok 
192] 9,625 >, 116 24.0) 26.1 17,113 3.53 19.652 627.4 m the 
1979 3 999 16.9 6.48 36.0 3.557 22.809 5.83 22.909 483.3 clos 
19 3.440 16.2 5.8 37 0) 3 605 20).967 4.85 26.355 668.3 corr 
193] 3 190 3 652 16.8 4.8 25.2 4,470 17,412 4.30 28,285 736.3 forn 
193? O06 $535 19.5 3.6 4.669 15.728 47] 31.822 978.3 R 
1939 8,966 40.4 7.2 17.2 6,401 29,793 2.10 14,768 182.5 193 
1940 5.265 9,183 $3.0) 8.4 18.8 7,325 34,945 2.10 13,619 166.7 14 
194] 13,387 19.0 9.2 21.7 9.615 38,992 2.00 11,848 136.1 on 
194 696 34,158 4 6.0 19.2 13,946 48,92? 2.20 9.405 
1942 > 4) 79 627 136.7 49 19 | 18.837 60.803 2.60 3211 45.3 A 
19 $3, S89) 95,315 201.0 >. 1 21.6 23,505 66,930 2.40 1,222 31.7 1955 
1945 14.762 98.703 258.7 5.7 6.1 26,490 75,851 2.20 809 3(),2 th 
1() 60.703 269.4 S.4 26.730 83.314 2.10 1.129 67.3 
194 t0,045 39 289 258.3 11.6 38.1 26,476 87,121 2.10 3,474 204.6 
1948 33/9] 252.3 14.4 42.5 26,079 85,520 2.50 5,250 34.6 
1949 40.057 257.8 17.1 43.0 5.415 85.7950 2.70 9 246 308.1 
1950 37,045 10.167 257.4 20.8 52.2 25,398 92,272 2.70 9.162 248.3 N 
195] 18 14? 14 633 255. 21.5 57.7 26.303 98 734 3.10 8 O58 59.4 
195) 62.129 66.145 259. ] 25.7 64.3 27.500 101.100 3.50 7 O11 83.3 
39) 16.263. 958) 0.6 57.8 25.700 94 800 3.45 2.005 74.9 
>) 1] 17.930 18.604 59 |] 3 59.6 26,400 95 S00 3.51 2.089 71.9 
13.95] L7 S30 262.7 23.4 27,600 96,400 3.49 1.713 59.2 
. [3,29 18,668 67.4 25.7 64.3 27,500 101,100 3.59 1.804 77.2 
1.042 17,519 64.5 5.7 65.2 26,900 97 400 3.54 2.077 81.7 
16,973 0,59] 65.1 2/.1 65.5 27 100 97,200 3.73 2,20; 92.7 
13,916 18,229 73.0 27.6 66.5 27 500 98.100 3.75 102.2 
‘ iter data Quarterly fgures that are significant either tor their change or their lack of chang from previous lev 
gi z led ) iz expend f Third quarter figures for most series are based upon preliminary estimates and incomplete data. 
®\nn ra “O Z S 1 trom lat Sources of the statistical series and additional information concerning the figures appear on page 23. 
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ment by business generally, and the large stocks 
of durable goods in the hands of consumers, 
thought that barring all-out war, the slightly 
below-peak tendency in steel production might 
persist through the first half of 1954. A redis- 
tribution of manpower and resources and the 
development of new products were expected 
ultimately to reverse this tendency. 


For the automobile industry... 


... observers almost uniformly ex- 
pected a downward adjustment in 1954. A de- 
cline of as much as 15 per cent in the industry’s 
over-all production and sales was expected by 
james J. Nance, president of the Packard Motor 
Car Company, who felt that 1954 might be the 
most critical in the next five years for the auto- 
mobile industry. 

That automobile output in 1954 might total 
5,575,000 vehicles was the average estimate by 
the manufacturers surveyed by the Automotive 
News. While this is a drop of about 10 per cent 
from 1953 production, it would still constitute 
the third best annual output on record, com- 
paring with 5,554,000 in 1952. 

A noticeable sharpening in competition among 
automobile producers is considered likely. Much 
will depend on the general maintenance of high 
incomes and high employment. The least pre- 
dictable sector of consumer spending, and that 
most sensitive to changes in income is durable 
goods. Expenditures for durables tend to rise or 
fall at a greater rate than changes in either total 
spending or the level of disposable income; and 
automobiles are the most sensitive of all. 


High-level home building... 


is important, not only to the 
construction industry, but for its effect on other 
industries as well. Personal spending for house- 
hold appliances and furniture usually follows 
the trend in residential construction rather 
closely. The latter, in turn, has been in close 
correlation with the rate of new household 
formation. 

Reflecting largely the low birth rates in the 
1930's, new household formation declined from 
an average rate of 1.4 million in the years 1948- 
X51 to a current rate of roughly 0.9 million. 
\ccording to Census Bureau projections to mid- 
1955, the growth in households may continue at 
the rate of 0.7-0.9 million. This compares with 
the pre-war increase of 0.5 million. 
lhe market for new homes at existing prices 
has lately evidenced a tendency toward decline. 
New housing starts dipped steadily from the 
April, 1953 peak annual rate of 1.3 million units 

rate of 1.1 million units in August. The 
r rate, however, was about the same as that 
the year 1952 and higher than for any other 
in history except 1950, when the record ot 
million starts was reached. 

is conceivable that families now living in 
moded dwellings might be persuaded to buy 

homes if the prices were made somewhat 

attractive. High labor and materials costs 


ODERN INDUS TRY 


1939-1953, SELECTED LINES 


AVERAGE MONTHLY SALES 


VARYING SCALES 


Although retailers’ inventories in some 
lines appear to have increased at a some- 
what faster pace than sales, the ratios of 
inventories to sales are not often much dif- 
ferent from those in 1952 and are usually 
more favorable than in pre-war 1939. Re- 
tailers of drugs in 1953 carried about two 
months’ supply, compared with 1.8 months’ 
in 1952 and almost two and one-half 
months’ in 1939. Retailers of construction 
materials and hardware carried about 
2.7 months’ stocks in 1953, compared with 
2.4 months’ in 1952 and 3.6 months’ in 
1939. Furniture and appliance stocks in 
1953 were about the same as in 1952. 


APPAREL 
(BILLIONS OF DOLLARS) 


1939 1941 1943 1945 1947 1949 1951 1953* 
AUTOMOTIVE 
(BILLIONS OF DOLLARS) 

f 
1939 1941 1943 1945 1947 1949 1951 1953* 
JEWELRY | 
(HUNDRED MILLIONS OF DOLLARS) 4 
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1939 1941 1943 1945 1947 1949 1951 1953+ 


“ESTIMATES BASED ON PERFORMANCE IN THE FIRST EIGHT MONTHS 


RETAIL SALES AND INVENTORIES 


YEAR-END INVENTORIES 


DRUGS 
(HUNDRED MILLIONS OF DOLLARS) 
| 
| 
—_ 6 
1939 1941 1943 1945 1947 1949 1951 1953* 
GENERAL MERCHANDISE 5 
(BILLIONS OF DOLLARS) 
2 
1939 194! 1943 1945 1947 1949. 1951 1953* 
FURNITURE AND APPLIANCES 20 
(BILLIONS OF DOLLARS) 
15 
1.0 
‘ 
1939 1941 1943 1945 1947 1949 1951 1953* 
CONSTRUCTION MATERIALS AND 
HARDWARE 2.5 
(BILLIONS OF DOLLARS) 
— — 2.0 
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farm marketings helped to push the farmers’ cash 
receipts above the Summer levels, but compared 
with a year ago, farm income remained down 
slightly. The prices farmers received for their 
products this Fall were about 11 per cent below a 
year ago, while the prices they paid for goods and 
services were down 3 per cent. The farmers’ debts 
rose at a faster rate than did their assets from 
1952 to 1953 with the result that their equity de- 
clined somewhat. However, if the farmers’ physi- 
cal assets are valued in constant (1940) prices, the 


farmers’ equity in 1953, at $65.4 billion, was I 


per cent above the $64.9 billion in 1952, and 50 
per cent above the $43.7 billion in 1940. The fig- 
ures are from the Department of Agriculture. 


FARM PRICES, INCOME, AND EQUITY 


The Fall harvest and its expanded volume of 


30 


300 


FARM PRICES RECEIVED 
INDEX 1910-1914=100 
(Scale at left) 


100 


1937 1939 


0 
1929 1931 1933 1935 
“ESTIMATED 


might be cited as tormidable obstacles in the 
Way of an appreciable reduction in the cost ot 


construction, But there was evidence that 
increased competition among industrial and pub 
| s contractors had already pushed down 
prices for new factories, bridge 35 roads, and 


Declines 


were reported 


chools, scattered areas, ranging 


trom > to TO per cen 


Income tax cuts. 


scheduled early 1954 Were 
eXD d to divert $5 billion trom the Govern 
Mie! rivals spending but rise social 
[ty taxes may erase most ol the benefit 


and middle income groups. While dis 


i 
lee he } 
Pars ) the Nanas of the Upper 
yrou hould increase somewhat, the total effect 
on retaii trade mav wrx considerably less than the 
full So 


Papermill and paperboard Oj Crations reflected 


a high volume of busi 


1953 


retailers’ contidence in 


ness tor the tinal months of Orders tor 


these products, used in packaging most of the 


FARMERS’ CASH RECEIPTS 
BILLIONS OF DOLLARS 
(Scale at right) 


1941 


THE FARMERS’ EQUITY 
(ASSETS LESS DEBT) 

= SELECTED YEARS 

BILLIONS OF DOLLARS 

| Scale at left) 


{20 


| 
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1951 1953* 


1949 


1943 1945 1947 
goods sold at retail, were unusually high this 
Fall, 


tations tor consumer buying for the W inter holi- 


an advance indication of favorable expec- 


days. Spokesmen tor some of the major pro- 
ducers of paper and paperboard report that or- 
ders tor their products through the third quarter 
of 1953 ranged from 5 to 7 per cent above a 


VCdal 


avo. 


For the first half of 1954... 


| it was generally agreed that a 
less-than-peak volume of business was in pros- 
pect. It was frequently suggested that a read- 
justment in some of the major industries might 
result in a decline of perhaps 5 per cent in na- 
tional output, although for the year as a whole, 
it Was thought possible that Gross National 
Product might be as large as in 1953. This read- 
justment would be roughly comparable with 
that in 1949, when national output dipped by 
less than 5 per cent from the last quarter of 
1948 to the last quarter of 1949, while the annual 
totals for those years varied by less than one-half 
of 1 per cent (Compass Point 20). 


DEVANEY PHOTOGRAPE 
A rise in unemployment, expanding the num 
ber of jobless from the present unprecedented 
low of 1.3 million was thought possible by some 
observers. This compares with the post-war high 
of 4.7 million in February 1950 and is well be- 
low the 9.5 million in 1939 (Compass Point 6). 
A 3-million unemployment level in 1954, a 
approximately 4.6 per cent of the total labor force, 
compares with the February 1950 proportion of 
7.6 per cent and the annual levels of 5.5 per cent 
in 1949 and 17.2 per cent of the labor force un- 
employed in pre-war 1939, 
Labor’s strong bargaining power and the ex 
istence of minimum wage laws would seem to 


encourage the maintenance of high incomes. 
Unless consumers add to their savings at rates 
even greater than the abnormally high ones 


1953, a slight rise in retail volume appears plaus- [ 


ible. Unemployment insurance, old-age pensions, 4 
and farm price supports should provide a con- (3+ 
siderable cushion against over-all income de 
clines. 
Investment in capital goods... _” 
may be stimulated if a height f@ 
ening in competition encourages business me! o 
tO invest in more productive equipment. As to (1) Fe 
public construction, it was estimated by the Jou a 6 < 
Committee on the Economic Report that | 
1960 the country will require construction valu ) 
at $20 billion tor new schools, $18 billion 3) Pc 
hospitals, $50 billion for highways, and add: [qq 
tional billions for other public projects. Project : 
which have been postponed because of high cost a(S“ 
in recent years may be reconsidered if bids ar : a 
adjusted downward. 
The figures reflect basic strength in the econ | @i7 N 
omy which far over-balances the signs of weak- 
ness. The greatest hope for high-level econom« | @ 
stability lies in the ability of American busines: 
men to regard competition as a worthy chal [@ 
lenge, rather than a devastating threat. = 
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No other dictating machine ever built 
offers you all these advantages! 


(\}) Functionally designed for dictation. Lasting, 
modern beauty that “belongs” on your desk. 
The exclusive Dictabelt record. Unmatched 
elarity. 4¢ cost. Hand size. size. file 
(VP standard envelope mailability. 


Panoramic visibility. Exclusive 
ere you are feature. 


Automatic Voice Pilot for visible assurance 
perfect recording 

‘Natural dictation” Muaster-Mike—thumb 
ntrols for start-stop, automatic playback. 


uw 


Two-speaker playback — confidential hand 
ke or built-in loudspeaker. 


New positive correction system. Pinpoint 
uracy with push-button ease. Bold markings. 


New one-hand, one-motion panel! controls 
etfortless operation. 


9 “Forget the machine” dictation. Visual, 
ible, and mechanical co-pilots automatically 
you dictating smoothly. 
iC Magnesium-built for ruggedness and 
imum weight. Lightest complete machine. 
Jsable anywhere, any time... not only AC 
| built-in AC-DC models. Dictate in cars, planes, 
ns, ships. Record conferences, phone calls, 
iriety of microphones for special uses. Com- 
act, light, rugged for practical portability. 


for not U 


A personal message to every busy man who 


sing a Dictaphone — 4a 


wants to get 


the best out of himself 


¥° If communication is no part of your job—if you 
never have to write anything but a check, never have 
to get your thoughts on paper at all— you don’t need 
any dictating machine. 

BUT if it’s vitah for you to get across the very best 
that’s in your inind, nothing can help you quite so 
much as this personal electronic partner: the new 
Dictaphone TIME-MASTER “5.” 

This super) piece of office equipment... the latest, 
lightest, finest model of the revolutionary TIME- 
MASTER... actually helps you to think better, com- 


municate better. get more done in much less time. 


makers of the TIME-MASTER 
the +1 dictating machine 


CLIP THE. 
COUPON NOW! > 


Whatever, wherever, whenever you want to dictate, 
it’s said and done with TIME-MASTER! 

You can double your capacity for dealing with 
routine. But that’s just the beginning of your partner- 
ship with the TIME-MASTER 


find new reasons to wonder how vou ever got along 


Davy by day you ll 


without this versatile instrument. 


Perhaps more than most people in business realize, 


men are measured by how weil thev communicate. i. 
kG. 
success depends on ettective communica- iw” 


tion. }our suecess. Try the TIME-MASTER 


your otfice, without obligation. 


DICTAPHONE CORPORATION, Dept. 8113 
420 Lexington Ave., N. Y. 17, N. Y. 


I would like: 
| My Iree copy of des riptive ilder. 
\ TIME-MASTER demonstration with no ol il 
Name 
Company 


Street___ 


State. 


City & Zone 
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Sources of the Statistical Data 


CENSUS 1. Popuration: U. S. Bureau of 
the Census, mid-period estimates of total 
population including armed forces overseas— 
2. NaMES IN REFERENCE Book: Dun & Brad- 
street, Inc. annual totals from July Book, 
other from Book nearest the end of the 
quarter. 


EMPLOYMENT 3. Civitan’ Emptoy- 
MENT: U.S. Bureau of the Census, data prior 
to 1929 from National Industrial Conference 


ments excluding hotels, office buildin. ang 
other commercial establishments—18. 
ING Permits, 120 Crries: Dun & 
Inc.; total value of permits issued in 2)». 
porting cities—19. EXPENDITURES FoR 
AND EquipMENT: U. S. Department 0} Com. 
merce and Securities & Exchange Comm; & 
sion; totals for private industry excluding PS 
agriculture—20. Gross NATIONAL Propucr- 
U. S. Office of Business Economics: tory 
market value of all goods and services pro- ia 


Board; monthly averages of noninstitutional duced by the economy before any deduc. i 
population 14 years of age and over who tions for depreciation .. 
were at work, temporarily absent because of | 
sickness, strike, or vacation, or with instruc- SALES 21. Farm INCOME: U. S. Bure 1u of . 

0} 


tions to report for work within 30 days—4. 
AGRICULTURAL EMPLOYMENT: U. S. Bureau 
of the Census, data prior to 1929 from 


Agricultural Economics; total receipts from Bm 
farm marketings, CCC loans, and Govern. 


ment payments—22. Exports: U. S. Bureg, 


National Industrial Conference Board; of the Census; total of all merchandise—?? ee 
monthly averages of those employed in agri- Imports: U. S. Bureau of the Census: torn BE 


culture—5. NONAGRICULTURAL EMPLOYMENT: 
U. S. Bureau of the Census, data prior to 


of all merchandise—24. Retram Sares: U.s 
Office of Business Economics and Bureay of FS 


rs 1929 from National Industrial Conference the Census; data prior to 1929 from Kuzners Oe 
bs Board; monthly averages of those employed “National Income and Its Compositioy a 
f outside of agriculture—6. UNEMPLOYMENT: total sales of all retail stores—25. Wuo.;. Be 


U. S. Bureau of the Census; monthly aver- SALE SaLEs: U. S. 


Office of Business F, 
ages of those not at work but looking for 


nomics; total sales of all wholesale: 


| INVENTORIES 27. Inventoriss 
reau of Labor Statistics; Revised series; aver- te 
age cost of some 300 goods and services pur- “loa, 


work, also includes those who would have MANUFACTURING SALEs: U. S. Office ol Bu 3 
sought work except for temporary illness, ness Economics, data prior to 1929 from e 
belief that no work existed, or waiting to Kuznets “National Income and Its Compos, % 
return from an indefinite lay-off tion’; total of all manutacturers’ sales a 

PRICES 7. Consumers’ Prices: U. S. Bu- m Si 


Office of Business Economics; book 
value at end of period—28. WHOLESALE I 


chased by ‘moderate income in ilies iS a vENToRIES: U. S. Office of Business EF 
per cent of the 1947-1949 level—&. RETAIL ‘yer 
“ge ; nomics; book value at end of period > D 
Prices: U. S. Office of Business Economics, 
MANUFACTURING INVENTORIES: U. S. Ofie 
based upon data collected by other Govern- 
of Business Economics; data prior to 1929 
ment agencies; average prices at retail stores , 
from Kuznets “National Income and I: to 
as a per cent of the 1935-1939 level—9. . sa = 
, Composition ; book value at end of perl 
WHOLESALE Prices: U. S. Bureau of Labor m an 
verage wholesale prices some FEDERAL 30. Feperat Recerpts: U. m 
2,000 items as a per cent of the 1947-1949 mo s 
Treasury Department; annual totals are for Fe 
level—I0. INpustriaAL Srock Price AveErR- 
fiscal years, quarterly totals are for calendar 
Dow-Jones & Company; daily average . E. 
etal Blossom fu usiness Hon othe pres of 30 industrial stock 
Treasury Department; annual totals ar _ 
INCOME 1!. Weexty Hours: U. S. Bu- fiscal years, quarterly totals are for calendar ISS 
@ We mean money. For the manufac- Durez has developed special foundry reau of Labor Statistics: average workweek  QUarters—31. Feperat Expenprrures: U. to 
turer who ordered it and the foundry resins of high uniformity that facilitate tor production workers, includes hours Treasury Department; annual figures are a ve 
worked in overtime.—12. WeEFKLY EARNINGS end of fiscal years, quarterly figures are 
that cast it...and for an) company mass production. These resins make ak 
oF Workers: U. S. Bureau of La- ere 
that seizes the advantages available in it easier to obtain castings with de- | 
rine new shell mold method ot pro- sired qualities ot Structure, dimen- before an\ payroll deductions. reflects length FINANCE 4 +. CONSUMER CREDIT: J ier i 
ducing ferrous and non-ferrous metal sional accuracy, and finish. ot work week and hourly earnings—13. Dts- Boara, 
eR ce Standipg at end of LOANS 
castings. In other fields too... rubber, abra- POSABLE Personal INcoME: U. S. Office oj 
Business Economics, personal income  fre- OMMERCIAI DANK 


The advantages include surfaces al- 
castings con- 
forming to tolerances as small as .003 
per inch... machining minimized and 
. Rreacer 


most pacttern-smooth 


in some cases eliminated .. 


sives, paper products, wood waste 
utilization, and molding plastics to 
name a few...new Durez phenolic 
developments have made progress fas- 
ter. Let us tell you more about the 


maining after deduction of taxes and of non- 
tax payments to government such as fines, 
lcenses—I4. DisposaBLe INCOME PER CapPI 
ra, 1952 Dottars: Compiled by dividing 
Series 13 by the items in Series | and adyjust- 
ing results tor changes in Consumers’ Prices, 


volume of loans outstanding from al! 
mercial banks at end of period . 
rRency Oursipe or Banks: Federal Rese) 
Board; volume outstanding at end of per 
—36. Deposits ApyusTep: Fede 
Reserve Board; total at end of period exclu 


uniformity, hence tewer rejects ...sum- properties of these materials and how Series -15. Corporate Prorirs AFTER ing interbank and Government deposit: an 


Taxes: U. S. Office of Business Economics; cash items in the process of collection 


up to lower tinished unit cost. 


ming uy you may use them profitably. Durez ; , > Redeval } W 
With shell molding success depend- Plastics & Chemicals, Inc., 1911 Walck total corporate profits after deducting all tax ager peer’ a agp poh a | 

one liabilities soard: annual rate on snort term | ot 
ing largely on sand-bonding-resin, Road, North Tonawanda, New York. 19 cities including New York. 
PRODUCTION 16. Inpusrriat Cr 

rion (PuysicaL): Federal Reserve Board; FAILURES 38. Business Farmcures: Du th 


Bradstreet, Inc.; total number ot indust: 
and commercial failures—39. LIABILITIES 


average physical volume of manutacturing 


and mining output as a per cent of the 1935 


1939 level—I7. Evecrric Power Propuc- Far.ures: Dun & Bradstreet, Inc.; total cu 

rion: Federal Power Commission; total pro rent liabilities excluding long-term pubii 

duced by utilities and industrial establish held obligations . Ol 


MOLDING COMPOUNDS 


Structural. Elecerical and 
Chemical Properties in 
Many Combinations 


6 
RESINS FOR INDUSTRY 


Bonding, Casting, Coating, 
Laminating, Impreenating, 
ind Shell Molding 


PLASTICSTHAT FIT THE JOB 
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How the 
Pennsy 
finds fares — 


I F home, it was not my pleasure’ will augment the industrial mate- se 
“" Be and privilege yo note your new rial with the business philosophies 4 
| : magazine. that are necessary to promote and ie 
io However, the office was good maintain free enterprise. = 


af 
it 
i 
ays 
aye 


: mentary; therefore, I echo the sen- Cambridge Wire Cloth Co. In just four seconds, Filmsort gives a Pennsylvania Railroad 
, timent expressed by many of these Cambridge, Md. ticket representative in Pittsburgh the exact fare to any of 6500 cities. 
letters. ; Dear oll A whole book of railroad fare information is condensed into 
: Further representing our com- Conflicting views concerning the but 150 Filmsort-VISIrecord cards with each card having a frame of 
© pany, I am inclined to ask a favor. business outlook for 1954 make it microfilm that lists more than 45 points. 

: This relates to the question of — rather difficult to approach the prob- Concentrated, easily accessible information — that’s the Film- 
} mailing us, say three copies, of the lem of sales promotion for the com- | sort method. And what Filmsort is now doing for the PRR can easily 
+ article appearing on page 41 of the ing year. We are, therefore, asking | be adapted to your record-keeping problem. 


SEPTEMBER SONG 
Minerva Wax Paper Co. 
Minerva, Ohio 

Dear Sir: 


Due to illness and confinement 


enough to send me the September 
“Letters 
These were indeed 


issue and there I read first, 
tO the Editor” 
very expressive and very compll- 


September 1953 issue, written by 
William B. Given, Jr., Chairman 
of the Board, American Brake Shoe 
Co., on the subject of “Broadening 
the Horizon.” 


Naturally, the objective behind personal thoughts concerning the Ask your Filmsort representative to show you how you can save time " 
this inquiry covers our opportunity outlook for 1954. . — Space — money. ‘ 
of placing in the hands of our sev- Fred L. Hooper 
eral sales counselors, this particular Executive Vice-President iP | M © R T: 
Send me, wi 

A. F. Gluck Mitchell Dickerson Glass Co. formation on hew con help 

Dear Sir: IT’S IN THE CARDS ......... 

Dunbar Kapple, Inc. . Very generally speaking, it Pearl River, New York 

Geneva, Ill. would seem that there should be a 

Dear Sir: parallel between the period 1919- 
.. Sincere congratulations on 1929 and the present period. | FREE I STATE 
Dun’s Review. The material ness failures (year by year) would hs 

t has been published by Mopern _ provide the parallel. It does not. li 
ustry in the past has been of The parallel in the trend for the ke 
ODERN INDUSTRY NOVEMBER 1953 e 3 


DEVANEY PHOTOGRAPH 


calculable aid in promoting creative 
thinking for the continued advance- 
ment of manufacturing practises. 
With the merger of these two pub- 
lications, I feel sincerely that you 


Thomas W. 
Industriat Engineer 


Armsey 


SUN OR SHADE 


for the personal opinions of a few 
men are best 
qualified for the industries they 
represent. It is with this thought in 
mind that we are asking for your 


whom we believe 


in 4 SECONDS! 


f 


2 


FILMSORT 


With Filmsort, you mount microfilm in cards — IBM, Rem- 


ington Rand, McBee Keysort, VISIrecord or just plain index cards. 


Your Filmsort cards are filed in any sequence, easily revised and kept- 


up-to-date. 


When management needs a method — the choice is Filmsort. 
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“The Royal 


two periods must show up some- 
where. Can it be in business con- 
solidations—or something else? 
Raymond Overell 
Office Manager 
A glance at the Survey of Bust- 
ness Men’s Expectations on page 22 
of this issue will indicate that such 


gestions might be considered as So. 
cial Security Laws are reviewed. 
H. C. McClellan 


President 


NO MIRRORS USED 
Sterling Hardware Mfg. Co, 
Chicago, Ill. 

Dear Sir: 


a parallel ts not anticipated by 
many men.—Ed. 


On page 22 of the August issue of 
your interesting new publication, 


put us mm touch 


he 


with the = 


right people” 


4,9 


Through more than 700 Canadian 
branches, the Royal Bank offers you 
direct and helpful access to whatever 
aspect of Canadian business may 
interest you. Address inquiries to our 
Business Development Dept., at 

the Bank’s Head Office in Montreal. 


Over 780 Branches in Canada, the West Indies, Central 
and South America, New York, London and Paris. 


THE 
| ROYAL BANK 
OF CANADA 


Canada’s Largest Bank 


New York Agency— 
68 William Street, New York 5, N. Y. 


Total assets exceed $2,675,000,000 


NEVER UNDERESTIMATE... 
Old Colony Paint & Chem. Co. 
Los Angeles, Cal. 

Dear Sir: 

. | have been greatly surprised 
by the amount of interest my article 
has produced. I hope it is mostly 
favorable. It is only natural that 
those who have contacted me di- 
rectly have been most complimen- 
tary, but I am sure that many must 
disagree with my conclusions. 

Your office may find some inter- 

est in the fact that Mr. Gordon L. 

McDonough, congressman from the 

15th district of California (not my 

district) thought well enough of 
the article to incorporate it in the 

Congressional Record, and suggest- 

ed to the House Ways and Means 

Committee that some of my sug- 


Dun’s Review AND MoperN Inovs. 
TRY, there is a chart showing the 
results of a survey among execu- 
tives of a random cross-section of 
the larger representative business 
concerns in the nation. 

After studying the chart, I won. 
der whether their forecasts are 
based on wishful thinking or care. 
ful study: 62 per cent of them ex. 
pect sales may be higher in the 
fourth quarter of 1953; but 77 per 
cent expect employment may be 
unchanged and 59 per cent expect 
prices may be unchanged. 

To me, this doesn’t add up. It 
seems to me that to increase our 
sales we must either sell more of 
our product, or raise the price, or 
both. If we make more of our prod- 
ucts, we must employ more people. 


INDUSTRIAL AND INSTITUTIONAL 


SECTIONAL 


Formica 
Edge Grain Maple 
Caf-O-Lite 


Stainless Stee! 


MAXIMUM SEATING 


Cast Iron — 
Built To Last’ 
A Lifetime! 


| 


TABLES 


_with SWING SEATS 


CAPACITY IN LIMITED SPACE! 


Colorful tops and wide range of enamel paint finishes add attractive new color to 
industrial and institutional dining rooms and recreation rooms. Units in varying 
lengths seat 4 to 24 people. Attached seats (with or without backs) swing under table 


to eliminate crowding, noise and confusion of loose chairs and 
tables. Ideal for industry, schools, hospitals and institutions 


WRITE TODAY For NEW Catalog! 


illustrates complete line together with outstanding installation photos 
and complete engineering specifications. Sent free of charge. 


DISTRIBUTORS IN ALL PRINCIPAL CITIES | 
sip THE CHICAGO HARDWARE FOUNDRY CO. 


36113 Commonwealth Ave, 


Dependable Since 1897" 


North Chicago, I!'. 
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ANNOUNCING 


BRILLIANT NEW DESIGN OPENS NEW ERA IN TRUCKING 


NEW! World’s Lowest Trucks! Pick-up 
and panel floors knee-high for loading 
ease! Lower running board for easier 
entry! Lower hood for greater visibility! 
New, low center of gravity for extra 
stability, safety, handling ease! 


NEW! More Payload, Shorter Trac- 
tors! G.C.W.'s increased 3000 to 5000 
lbs. in 4-wheel tractors! New Dodge 
conventional tractors measure only 8'/2 
ft. from bumper to rear of cab ... make 
35-ft. trailers legal in any state! 


NEW! Great V-8’s and Thrifty 6’s 
In addition to cost-cutting 6's, Dodge 
now offers the most powerful V-8 en- 
gines of any leading trucks! Available 
in 2-, and 2'’%2-ton models... 
standard in 2%-, 3-, 3/2-ton! 


NEW! Tops ’Em All In Visibility! 
Big, one-piece windshield! Total cab 
vision area of 226] sq. inches .. . more 
than any leading make! New easy-chair 
seats! New cab sealing against dust, 
drafts! New higher, wider doors! 


Years ahead in DESIGN 
Miles ahead in POWER 
Dollars ahead in VALUE= 


Once again, Dodge is first with the features 
you want! 


New low, work-saving design .. . greatest 
array of truck power .. . smartest styling 
. . . utmost comfort and visibility! New 
steering system for the sharpest turning of 
any leading trucks! New, non-skid running 
boards! New cab heating and ventilating! 


More than 75 extra-value features in all! 
Plus famous Dodge features like moisture- 
proof ignition . completely rustproofed 
sheet metal! Truck-o-matic transmission 
with gyrol Fluid Drive available! 


See these ’way-ahead new trucks! Get your 
copy of free book on engine efficiency and 
its importance to you! Visit your friendly 
Dodge dealer today! 


New! Even greater value... yet still priced with the lowes! 


| 


| 


SEE YOUR 
FRIENDLY DODGE 
DEALER! 
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IN THE BEST PLANNED OFFICES (tial ine OF COURSE 


your office 


without 
touching a wall 


We could make new products, but 
that would still require more peo- 
ple. 

Since these executives expect em- 
ployment will be no higher and 
prices will be no higher, I wonder 
how they intend to increase their 
sales. It looks to me like more of 
the kind of guessing that goes into 
our economic forecasts. It’s a good 
trick if you can do it. 

John G. Sterling 
President 
the flow of 


more goods can be the result of 


Increased sales or 
more employment, greater produc- 
tivity, or a reduction of inventories. 
None of these factors 1s co-depend- 
ent. In addition, increased produc- 
tion often results in lower unit cost 
although the over-all cost is higher. 


—Ed. 


First, congratulations upon your 


filter 


CAMBRIDGE 


can build almost any type of wire 
cloth part to your specifications. 


Most likely the type of special 
wire cloth assembly you use 


| has been built here in our i. 
wor rom your specifications, 
Hunt Foods Inc. q 
or our Engineering Depart- 
' Fullerton, Cal. ment can draw up working 4 
Dear Sir: prints and specs based on = 
: We have been working on an merely your description of 4 
1 ‘ Thy 
employee manual, one feature of what the part must do. Wh) 3 
, not let us quote the next a 
time you need special wire 
‘ 
é cloth forms? ef 
/ 
° ALSO WIRE CLOTH 
IN BULK 
@ from warehouse or woven to order 
You can plan for tomorrow’s eo” 
business today, with Security CRESTLINE o 
Steel Office Furniture and the CRESTLINE Office-Plan-Rule. e| 
For one thing, CRESTLINE Office Furniture is built to give you years e | N 
of service. It is designed to be functional and versatile. For these reasons, e| W 
alone, it will return rewards throughout the years. ve 
Secondly, when you plan your office installation using the @® We can also supply you with 0 
CRESTLINE Office-Plan-Rule you can accurately forecast the location “‘Mr. Addison won't get on the phone @ wire cloth in bulk for your \ 
of your future CRESTLINE Office Furniture so that you will, at all until you're on—now what? @ own fabrication. Many com- 
times, receive the maximum of office efficiency. You can purchase exactly which is a manual of telephone] @ mon types are ready for im | 
mediate shipment from stock. 
what you need, as you need it. . . secure in the knowledge that as your courtesy. You published a cartoon | @ Asid 2f your order needs special a“ 
business grows you will be able to expand to handle it. ; on page 124 of Dun’s Review ann] @ production, we'll achedule our . 
Mopern INoustry for September @ looms to have the material in 
— — (see cut) which we would like very | @ Your plant without delay. We \\ 
- | can weave in any metal or 
| much to use e 
a. an a Bradtord Fish e alloy and in sizes from 20 x 
= jradford Fiske 250 mesh up to 4” openings. 
IVIES ARE BETTER complete information write 
SECURITY STEEL EQUIPMENT CORPORATION : direct for this illustrated cata- Conc hdge 
10 MIDDLESEX ROAD. AVENEL. NEW JERSEY Barber-Greene Co. @ log. Or call in your Cambridge wera 
NE Field Engineer for a confer-/ 
Please send me the CRESTLINE Office-Plan-Rule and one CRESTLI AAUrTOTA, . ence in your plant. He’s listed / ~=- 
Catalogue without obligation. Dear Sir: deeded 


ecent issue. | am sure that all o wi 
re Cl th Co. 
your readers tound it as interesting | 
Cn Jone | _ | as we did here at Barber-Greene. 
We have for many years been 
staunch devotees of motion pictures ; 
as a sales tool. We have, in fact. es- OFFICES IN PRINCIPAL INDUSTRIAL C'T/ES 
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...on the days 
you want them 


} by using our 
statistical dept. 


No more worry, overtime or 
working with old figures when 
your tabulating work is turned 
over to us. 


Your work will be done by ex- 
perienced personnel on our mod- 


ern punched card machines. It 
will be done to your specifica- 
tions and on time. 


b hy not telephone or write now 
> tor an estimate based on your 
requirements ? 


RECORDING & STATISTICAL 


tablished what amounts to a picture 
production company within our 
own organization and are actually 
classified as producers rather than 
an industrial account by those who 
serve us. Except for sound stage 
facilities and the production of re- 
lease prints, we handle the entire 
job of writing and producing with- 
in our Own organization. 

We are especially interested to 
note that the yardstick in the indus- 
try is still approximately $1,000 per 
minute for a completed film. Our 
most recent estimate leads us to 
believe that our cost is something 
less than $150 per minute and I do 
not believe that we have sacrificed 
the quality of our production in 
achieving this low rate... . 

R. W. Richardson 
Publicity Assistant 


Crowley Films, Ltd. 
Ottawa, Ont. 
Dear Sir: 

Hearty congratulations on “Films 
for Management” department in 
your September issue! It is certainly 
one of the most useful and con- 
structive film departments in any 
magazine. 

Is this to be a regular depart- 
ment? I hope so. 

Graeme Fraser 
Vice-President 


GENERALLY SPEAKING 
New York, N.Y. 
Dear Sir: , 

Please send me a copy of the 
pamphlet of Dun’s Review which 
is printed in two colors and shows a 
bar chart illustration. ... 

Walter Turner 

This one left us up in the ar as 
it would have required a small sled 
to convey the matertal answering 
this description.—Ed. 


PRICE PRAISE 
Wisconsin Telephone Co. 
Milwaukee, Wisc. 

Dear Sir: 

Several of us have read with in- 
terest the article, “What Price Secu- 
rity’ by J. C. McClellan in the July 
1953 issue of your magazine. We 
feel that this article would make 
profitable reading for all of the peo- 
ple on the executive level in our 
company and we would therefore 
like to reproduce it by means of 
mimeograph for distribution. 

A. A. Tubbey 


General Personnel Supervisor 


Consider the subtle impressions 
you get from a letter before read- 
ing it. If it is typed on a fine rag 
content bond, it crackles like new 
money. It has that “important” 
feel typical of documents and 
certificates. 


Usually the letterhead will be 
sharply printed since most printers 
take extra care with rag content 
paper runs. The typed, page will be 
neat—free from erasure smudges 
because the long interwoven cotton 
fibers take repeated erasings with- 
out breaking. Even before the letter is read, the paper starts making 
favorable impressions. 


2480?” 


To increase the effectiveness of your business letters through the correct 
choice of paper and letterheads, Neenah offers you, free, The Psychology 
of Business Impression, which has been endorsed by thousands of 
prominent executives. 


NEENAH PAPER COMPANY 


Check the material you want, sign 


your name, and attach to your business letterhead 


The Psychology of Business Impres- 
sion, Letterhead Test Kit and Opin- 
ion Cards. 


The Facts about The Quality, a pic- 
torial guide to give you a better un- 
derstanding of fine business papers. 


SIGNATURE. 
NEENAH PAPER COMPANY, NEENAH, WISCONSIN D-6 
Matching envelopes in all grades of Neenah rag content bonds. 
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Investment in Men 


CONTINUED FROM COVER I 


That force was the thought that our plan 
might produce some ideas relating to executive 
development. Dozens of these visitors, many of 
them top men in their industries or presidents 
of their own companies, have asked: 

“Where do you get your replacements for top 
management jobs? If anything happened to me, 
there isn’t a man in my organization qualified 
to take over my job. How do you train your 
young men to become leaders?” 

First let me say there is little that is basically 
novel, and nothing truly earth-shaking, in any 
of our techniques or procedures. Probably the 
most interesting aspect of the entire philosophy 
5 its simplicity. There is much more that can be 


FALL FEATURES 
NEAR BRISTOL, N. H. 


done, and we will retain our corporate health 
for just so long as we recognize the fact and 
keep working constantly to fulfill to the utmost 
our obligations to all—the stockholder, the em. 
ployee, the community, and the competitive 
enterprise system that must be continued and 
strengthened if we are to avoid being nibbled 
to death by socialism, communism, or a power- 
hungry, free-spending Federal Government. 
The selection, appraisal, training, and develop- 
ment of potential top executives is only one 
phase of our Multiple Management Plan, but it 
is a highly important one. I can honestly tell 
our visitors who pose this question, that our 
plan—flexible, simple, democratic, and effective 
—will stimulate any company, help to create a 
beneficial working climate, and produce quall- 


I n any field of endeavor, whether 
it be governing a nation or running a 
business, strong, forceful leadership is 
needed. Such leadership must not only 
perform the tasks of to-day, but aid in the 
preparation for to-morrow. They must 


find, foster, and train the future leaders. 


problem, involving what to look for. 
where to find it, and how to develop it. 


is a combination of many characteristics. 


CHARLES P. McCORMICK 
President, McCormick & Company, Inc. 


fied leaders, provided the chief executive of the 
COMpany 

Accepts responsibility as a trustee for his pco- 
ple in the field of human relations; 

Does not consider that his board of directors 
has a monopoly Ot} brain Powe! It) the Orvalil 
ZAnvion: 

W ishes to hnd out which his lov CI 


middle management men are thinkers: 


Without delegating final authority respon 
sibility, is willing to provide an opportunity fo: 
the Various echeions of Managemen ( ress 
their thoughts and transmit their ideas to top 
management. 
In an executive development course condu 
by William McLarney, Associate Protessor oft 


Iministration. and Dr. Mary Kar! 


4 
Business 


Replacing top management is always a 


One company has found that leadership 
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Assistant Professor of Education, both members 
of the faculty of the University of Maryland, 
and our Department of Human Relations, lead- 
ership was discussed very thoroughly. It was 
defined as the combination of characteristics in 
an individual which enable him to induce peo- 


ple to strive for a common objective. 


Leadership Qualities 


A real leader, it Was pointed Out, has the abil- 
itv to get others to work willingly through his 
influence and example. He has mastered the art 
of dealing with people by studying the qualities 
which move them to put forth their best efforts. 
Having learned to accept his associates as they 
are, an able leader influences them through these 
traits to gain their interest and respect, so that 
he may guide them to their best achievement. 
His efforts are directed toward influencing peo- 
ple tO Want to do certain things “not to make 
them obey his commands. 

The effective leader in industry does not seek 


hence. He IS more interested In help- 


blind obec 
ing his tollowers develop their potentialities. In 
a scnse he Serves while he leads, VW hen he studies 
his associates and encourages them to co-operate 
with him toward the goal all are seeking. Con- 
cerned with the satistacuon he can bring to 
those he leads, he realizes that real leadership is 
no longer simply a torm of self expression. 


Our standard of living has been achieved as 


42 


DEVANEY PHOTOGRAPH 


the result of group effort and the ideals of team- 
play. Since no group can function effectively 
without a leader to control its activity, the need 
arises for individuals qualified to lead. In any 
undertaking, business or otherwise, the sure way 
to get things done is to persuade each individual 
in the group to want to do his best. The leader, 
because he strives constantly to understand hu- 
man relations, works with this in mind. 

Naturally, we must bear in mind when dis- 
cussing leadership that the requisite qualities do 
not appear in every leader to the same degree. 
It is difhcult to name a quality without pointing 
to an acknowledged leader in some field who 
does not appear to possess it in even an infini- 
tesimal degree. But they are traits of character, 
according to Professors McLarney and Karl, 
found most typically in leaders to a more pro- 
nounced extent in some than in others. 

First of all, they listed honesty—a quality 
which all men require of their leaders. People 
want to tollow someone they can trust, whose 
promises they believe in, and who gives them a 
sincere impression of solidity and_ reliability. 
Every industrial leader must have a personal in- 
tegrity which is an inspiration to his associates. 
In no other respect is the leader’s example fol- 
lowed so carefully or his responsibility so clearly 
defined. A leader must make his superiors, his 
associates, and his employees certain that their 


interests are in safe and capable hands. 


DUN’ 


The problems that face management every day keep ) :en 
working at night, sometimes shortening their effec:ive 
business life. Behind these lighted windows, retirem. nt; 
take place and replacements must be found. To ep 
executwe development at a high standard, replacen. n 
material sources must be maintained in the varied fie! ds. 


Other personal attributes requisite to success- 
ful leadership which were discussed during the 
course included: 


Intelligence Self-control 
Self-confidence Vision 
Enthusiasm Initiative 
Aggressiveness Cheerfulness 
Loyalty Perseverence 
Friendliness Understanding 
Patience Personal appearance 
Energy 


Once the budding leaders in any group are 
spotted, it should be the obligation of the guid- 
ing force to provide the path to the proving 
ground by way of opportunity. The extremes of 
youth and the extremes of age should be con- 
sidered as wholly secondary to the maturity of 
man’s judgment, the breadth of man’s mind, 
Certainly youth should not be penalized merely 
because it is young; nor should it be rewarded 
because of the same reason. Tender years should 
be no deterrent to opportunity, nor should they 
form a barrier to achievement. 


Unlimited Possibilities 


Napoleon, who commanded an army when he 
was 27, once told his troops that every French 
soldier had a marshal’s baton in his knapsack. 
Similarly, we should be able to tell every young 
man starting out in business that he has a com- 
pany presidency in his brief case. But it will 
remain there, moldering and gathering dust, 
unless he has the ability, plus the opportunity, 
to prove his worth and capacities to the man- 
agement of the company. 

All of which is by way of preface to the prob- 
lem facing the chief executive of every com- 
pany: “How can I insure the continuity and 
growth of my company in the years ahead?” 

Of course there are essential, though contribu- 
tory, factors. The company must manufacture a 
good product that has high acceptance. There 
must be adequate research and development to 
keep abreast of technical changes. Matters of 
finance must be governed by common sense, in- 
telligence, and foresight. 

There is, however, one all-important dominant 
element that binds and circumscribes every one 
of these factors, and that, in the final analysis, 
will determine conclusively whether a compan 
can be assured of continuity and growth in the 
years ahead. This element can be named in onc 
word—People. 

If we possess people with talent, people with 
imagination, people with minds, then we needn't 
worry too much about the problems of products. 
research, sales, merchandising, and finance, pr 
vided, and only provided, that to-day’s top man 
agement accepts entirely its responsibility as 

Continued on page 
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PLACING THE HANDICAPPED... 


lt takes more than a big heart 


ALFRED G. LARKE 
Employer Relations Editor 


40 HANDICAPS—BUT JOBS FOR EACH 


THORACIC REGION 


ASTHMA 
BRONCHITIS 


LUNG PATHOLOGY 


HEALED T.B.C. 


CARDIO-VASCULAR 
HEART 
HYPERTENSION 
VARICOSITIES 
GENERAL G.I. 
HERNIA 
BACK & 
SPINE 


LOWER EXTREMITIES 
HIPS 
LEG AMPUTATION—1 
LEG AMPUTATION—2 
LEG DEFORMITY 
FOOT AMPUTATION—1 
FOOT AMPUTATION—2 
FOOT DEFORMITY 


HEAD CONDITIONS 
AGE & DEBILITY 
VISUAL DEFECT 
BLIND 
ONE EYE 
MISCELLANEOUS INJURIES 


UPPER EXTREMITIES 
SHOULDER 
ARM AMPUTATION—1 
ARM AMPUTATION—2 
ARM DEFORMITY 
HAND AMPUTATION—1 
HAND AMPUTATION—2 
HAND DEFORMITY 
FINGER AMPUTATION 


GENERAL DISABILITIES 


NEUROSIS 

GENERAL PARALYSIS 
EPILEPTIC 

CEREBRAL HEMORRHAGE 


DERMATITIS 

ARTHRITIS, RHEUMATISM 
DEAF MUTE, DEAFNESS 
CANCER 
DIABETES 


MISCELLANEOUS 


Ox: OF THE most effective ways 
of hiring the handicapped is not to fire them in 
the first place. 

This is not as open-and-shut a platitude as it 
appears to be on the face of it. Every company 
that has had one of its employees suffer a serious 
injury has probably had the experience of 
shuffling through the files to find a job as night 
watchman or receptionist for the crippled victim 
of an in-plant accident. 

That is testimony as to the good-will of the 
management, and its interest in its workers as 
people, as well as to the fact that workmen’s 
compensation rates are tied to the insured’s ex- 
perience. 

But there are many more cases, and often 
they involve employees returning from a lay-off, 
where the disability of non-plant origin, may be 


less visible or less dramatic than a missing leg or 


arm, where the company sincere)y feels it can-— 


not find a job for the handicapped man. 

Legitimate objections are raised. Should we 
hire—or keep—a person who may do great harm 
to himself or even endanger others? Often the 
reluctant answer is, “No.” 

Earlier this year a large company of undoubted 
good-will laid off an employee found to be an 
epileptic. A board of arbitration ruled, however, 
that its reasons were not good enough, and 
ordered the man reinstated, with back pay. 

Only last month (October), the courts upset 
the board of arbitrators and upheld the com- 
pany’s decision. It’s tough on the epilep 
employee, no doubt of it; but would it be less 
tough to let him remain at work and _ possibly 
pitch into a piece of moving machinery during a 
seizure, Or, Cven WOTse, endanger the lives Ol a 
number of tellow employees? 

The answer would seem to be, “No.” And yet, 
at Ford Motor Company’s Rouge plant at Dear 
born, Mich., there are a substantia! number of 
epileptics gainfully employed. They are among 
more than 4,100 handicapped workers on the 
payroll there, and are witness to the fact that a 
company can find a great many places for th 
handicapped if it has a methodical system of 
placement to fit worker to job, and job to worker. 

The 4,100 is a tremendous number; so is the 
Ford payroll of approximately 60,000 at the 
Rouge plant. But a simple bit of division shows 
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Into the files delves Thomas Hetu, Ford Motor 
Company medical placement and counselling super: 
visor, cking a lor a hand apped worker. 


that one out of fifteen Rouge workers, more or 
less, is suffering a handicap. The disabilities of 
ihe great majority are of non-job origin. Yet no 
one has ever described the Ford Motor Company 
as an eleemosynary institution, run only to aid 
the Out-of luc 

It is the boast of Robert T. Ross, Ford Man 
ager of Employee Services, who described the 
program al the Fall meet of the President's 
(Committee on Employment of the Physically 
Handicapped, that not one of the 4,100-0dd now 
at work had al 1ob created for him. 

Careful placement techniques found jobs that 
each of the handicapped, with his Varying abih 
ties, could perform as well as a non-handicapped 


worker on the ob, 


No Special Dispensation 
What is perhaps even more surprising, at least 
o anyone who has trod gingerly through the 
angles Of SCHIOTITY requirements al Dig Com 
pany, none of the handicapped required a dis 


pensation O1 senrority to get his 


And. in the entire plant. as of a month Ago, 

fewer than 100 were on a reserve list. on what 
‘ 1 

know i Ai lay oll, because no ApPpro 


riate yob could be spotted tor them. The num 
ber Huctuates: but the fact it Huctuates 1s prool 
that those on medical lay-off are not torgotten 
men. Constant search htting robs goes on. 
Men who are intimately tamiliar with different 
dings in the big Ford plant, as well as with 
thie capabilities thre individuals medical lay 
off, constantly check the one against the other. 
There are three good reasons why the percent 
ol employed handicapped Al Ford SCCTHIS 


1 At one time. well betore World War Il. the 


virtually solicited Ol the 
abilitv. to accommodate all the applicants. 


tne program a COM Menta 


UC nt mention of 


How Ford places the handicapped 


By funneling through its Medical Placement group all the cases of 
workers requesting or returning from ‘sick leave, seeking group insur- 
ance, returning from compensation case leaves, asking reinstatement 
or rehiring, or requesting job adjustments, Ford keeps an accurate 
account of all among its 60,000 Rouge plant employees who may be suf- 
fering physical handicaps or other job disabilities. 

By assigning specific areas to placement representatives, who are 
required to know the jobs in these areas, it finds work to fit any handi- 
cap. Because each case is handled separately, affected employees are 
enabled to do a full day’s work, without the aroma of charity, and 
supervision is encouraged to accept the handicapped. 

Company, community, and individual all are gainers. 


tor on a company radio program did nothing to 
stem the influx. 

2. During the war, like many another com- 
pany pressed to find labor, Ford lowered even its 
normally broad physical standards in hiring, and 
took on many who are now the concern of the 
Medical Placement unit. 

3. The company lists among its handicapped 
not only the amputees, the crippled, the deaf, and 
the blind who come to the average person’s mind 
when “the physically handicapped” are men- 
tioned. It includes all employees who, for any 
physical or medical reason, must have their 
abilities matched up with their job’s physical 
conditions and requirements, before they are 
placed. How broad the list of handicaps is at 
Ford is indicated by the illustrated outline on 
page 45. 

Physical examination is required of all em- 
plovees returning atter three days absence for 
illness. From these examinations, and of those 
given the newly hired, the company keeps its 
record of handicaps up-to-date and complete. 

The completeness of the list of handicaps for 
which Ford believes special placement efforts 
Fe NeCESSATY and desirable has Its practical ad 
vantages for the company, the community, and 
the employee, aside from any humanitarian as- 
pects Which it obviously has. 

For the company, it helps keep down accident 
rates and theretore insurance rates. It shortens 
the duration of workmen's compensation, It fa- 
rating tor un- 


vorably affects the 


employment compensation taxes. 
For the 


employed, reduces the need for retraining and 


experience 
community, it keeps citizens usefully 


rehabilitation, lessens the number requiring pub- 
lic assistance of all kinds. 

For the individual, the advantages, both eco- 
nomic and psychological, are obvious. 

Ford’s Medical Placement unit consists of a 
dozen people, working under the Employment 
Unit of the Hourly Personnel Section. They are 
a supervisor, Thomas Hetu; five men, each re- 


sponsible for knowing thoroughly the jobs in 


one building or a small group of buildings: 
three other men in the ofhice, and three girls. 
The group was originally a part of the Medi. 
cal Department, but when it became clear that 
knowledge of the plant, acquaintance with su- 
pervision, and familiarity with seniority prov) 
sions play a major role in medical placement, it 


was moved to Hourly Personnel. 


New Problems Not Sought 

Occasionally new employees with handicaps 
that cause the least difhculty in placing are still 
hired, but the company’s big present load and 
the fact that some men still remain on medical 
lay-off result in most of the unit’s work being 
with employees presently on the pay-roll. 

A handicapped worker already placed, whos« 
job changes, requiring he be placed anew, and 
employees returning from medical leave or la) 
off give the dozen members of this placement 
group by far the most of their work. 

Most of the returning workers are in pertectly 
normal health, and are reassigned to their pre- 
vious jobs. When, however, one comes back with 
a note from his own doctor suggesting limita- 
tions on the work he can do, or the compan) 
physical examination indicates a_ limitation, 
Hetu’s men ZO tO work. 

It is part of each placement specialist’s job to 
tour, constantly, the plant areas assigned to him, 
so he may keep up with changes in jobs and 
working conditions and may keep on good talk- 
Ing terms with all supervision in his area. 

Thus, when a handicapped employee from his 
area needs special placement, the chances are 
good that he can spot a place for the man imme 
diately, out of his day-to-day knowledge of the 
operations. Comparatively seldom does he have 
tO gO OUl and look tor the right job. 

Sometimes it may be necessary to have a repre- 
sentative of the plant’s industrial health labora- 
tory go out and make an on-the-spot check of the 
air or some other aspect of the job environment. 

Ford’s Medical Placement service does not ; 


tempt to do job descriptions of all its jobs in 
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terms of their physical requirements, a proce- 
dure suggested by the U. S. Government’s Bur- 
eau of Employment Security. Changes in con- 
tent of jobs is so frequent in the auto industry 
that rewriting job requirements would take more 
time than it is worth, the company believes. 

As important as knowing the jobs is knowing 
the supervisors. The placement specialist can- 
not order the handicapped man put on a job; he 
can merely recommend him to the foreman or 
supervisor. It is the placement man’s responsi- 
bility to find not only jobs the handicapped 
worker can do, but those he can do as well as 
any other man. Only this way, in the long run, 
will supervision be persuaded to co-operate fully 
in the placement program. 

This need of an ability to get along with fore- 
men probably accounts for the fact that a place- 
ment specialist is often a man with some sales- 
manship in his own past employment record. 

The small company, incidentally, can find 


Industrial hygienists are called in to test job or location when questions arise 
that placement men can’t answer. Here Lawrence Soneson uses an electro- 
static sampler to measure dust concentration near the body grinding line. 


Handicapped workers have sometimes had to 
yield their seniority to find work, either because 
they could not do the work of a man they might 
otherwise “bump,” or because they have had to 
take jobs outside the units where they have ac- 
quired seniority. 

Occasionally, too, they will have to take a 
lower-paying job. But so expert are the place- 
ment men_ that 
worker can hold his seniority and pay level, both, 


normally the handicapped 
even though working on a different job. 
Sometimes no change in the job is required, 
except that the handicapped person may be for- 
bidden to do some portion of it which would be 
risky in his case. An electrician with a bad heart, 
for instance, might be “grounded”—in the aero- 
nautical, not the electrical, sense. He would be 
permitted to do any of his normal work except 
that which would require him to climb a ladder 
or work in high places. In a group where there 
were plenty of others to do the off-ground jobs, 


Pack in the industrial health laboratory, tests are 
stances connected with jobs and health, among them such things 
oils for their eflects upon dermatitis sufferers and others with similar ailments. 


varietv of sub- 


iS sol ve nt 


made on a 
and 


The union has contributed. in another way. to 


the smooth working of the Medical Placement 
program. Union members having themselves re- 


United Auto Workers 


Health Institute often accept more readily the re- 


checked through the 
stricuons placed on their activities after they 
have found their “own” union doctors say the 
same as the company’s medical men. Handi- 
capped workers with personality problems are 
more apt to accept Institute suggestions, too. 
How tar Medical Placertent’s work goes be- 
yond finding jobs tor the blind or the crippled 
“neurosis 


is shown by the number yf cases 


placed—and the company does not code a 
worker such unless his cond:tion is grave. Some 
workers are given jobs which cause no mental 
or emotional strain. In some cases they require 
close supervision, in others, they need tasks they 
can do away from other people. 

Even the senile can be given productive work 


—closely supervised, they are helpful packaging 


z similar assistance in fitting the handicapped in, this would be no handicap to the group. parts, or where there is no fixed work standard, } 

4 and in selling supervision on how to make the Fellow workers and the union have been as as in some kinds of stock jobs. * 

| best of them, from any local office of its state co-operative as the supervisors, Ford has found, If the man could do anything to earn his liv- a} 

: employment service. in making whatever adjustments are desirable. ing, Ford has been able to place him. ‘ a 

= lypical is Andrew Varga, 60, who hurt his leg in an off- Varga was found a job as a materials handler in tank en- Cane by his side, Varga is a working member of Ae 

@ theyob auto accident and can’t return to his old foun- gine plant. Supervisor Edgar Quinley here instructs him as the team again. Once upon a time he might i 9 | 
dry job. Placement man James Peters interviews him. Earl Dilworth, plant production control manager, looks on. have become a family or community charge. | i | 
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In THESE golden years of Amer- 
ican prosperity the threat of unemploymént 
seems an anachronism. But that, as plenty of 
job-hunting vice-presidents can tell you, depends 
on your vantage point. 

The messenger boy, fired because his coffee 
breaks were beginning to conflict with his lunch 
hours, finds a dozen jobs “with opportunity for 
advancement” listed in every morning paper. 
The secretary, provided she knows a typewriter 
ribbon from a hair ribbon and refrains from 
popping her gum during the employment inter- 
view, can usually start to work again next Mon- 
day morning. She may not even have time to 
file tor her unemployment compensation. 

Not so-with you, the executive. Your talents 


are unique—at least, that’s the impression you 
have been trying to convey for a number of 
years. And the task of finding the right-shaped 
hole in which those talents can fit and expand 
demands as much resourcefulness, ingenuity, 
and just plain hard work as any job in your 
experience, 

The need of “finding a better opportunity” 
comes to most executives sooner or later. Any 
one of a number of reasons may lead you to sub- 
mit your resignation (an executive is never 
hred; he always resigns—this is one of the con- 
ventions of executive job-hunting). You may 
suddenly realize that ABC Company will never 
put you in the Cadillac bracket or enable you 
to send your son to a private school. Or the 
initiative may come from higher management, 
perhaps a downward turn in the sales curve, 
perhaps a sideward shift in policy. 

But you and ABC are more likely than not to 
part some time—with sweet sorrow on one side 
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INDING A MORE PROF- 
ITABLE POSITION CAN BE AN ESPECIALLY 
FRUSTRATING EXPERIENCE FOR THE 
BUSINESS EXECUTIVE. WHETHER THE 
SHIFT IS VOLUNTARY OR NOT, THERE IS 
NO EASY PATH TO THE GREENER FIELDS 
BEYOND. BUT SOUND ADVICE CAN USUAL- 
LY HELP TO SURMOUNT SOME OF THE 
DIFFICULT PROBLEMS, AND A TOUCH OF 
HUMOR CAN HELP TO KEEP THE PROB- 


LEMS IN THEIR PROPER PERSPECTIVE. 


PHOTOGRAPH 


DEVANEY 


Hundreds of letters will have to be mailed in the 
search for a new position. How much should be 
said, what approach to use, are perhaps small items 
and yet much thought must go into the planning. 
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LOIS STEWART and JACQUELINE WESTERMAN 


American Management Association 


or the other. Only 5 per cent of proprietors 
and managers covered in a 1951 United States 
Department of Labor survey had been in the 
same job for ten or more years. A recent study 
by the management consulting firm of Booz, 
Allen & Hamilton indicates that executive turn- 
over is, if anything, on the rise. 

After separation, what? Finding “another 
connection” is going to be harder for you than 
for your secretary. For one thing, the market 
is tighter—so-called executive shortage or no 
executive shortage—and not nearly so _ well 
cased. For another, you probably have had less 
experience than she with this sort of thing. 
Even fewer clerical and kindred workers than 
executives had a job tenure of ten years or more 
in 1951—less than 4 per cent, according to the 
Labor Department study. 

And finally, your path is fraught with deli- 
cate economic and psychological pitfalls. Your 
secretary can admit she was fired—if she has 
a passable alibi. You can’t, even though no- 
body’s going to believe you anyway. She can 
admit she needs a job; in some cases this is 
even considered an advantage. You can’t. You 
have to maintain a superhumanly casual air 
while “looking around”—around what mound 
of unpaid bills you never dare to hint. 

In short, you have to work like a demon while 
maintaining the bland indifference of a Buddha. 

This is going to *e a full-time job. Your 
first step is to turn your home into an ofhce 
and your wife into the sort of secretary ABC 
would give its dividend rate to find. She will 
have to type hundreds of letters and resumes, 
handle dozens (you hope) of telephone calls, 
keep innumerable dates and figures in the fore- 
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front of her consciousness, and manage some- 
how or other to maintain your dwindling bank 
account without the minutest drop in your out- 
ward standard of living. 

Your basic tool in this new venture is your 
experience resumé. It should summarize in 
lively, readable form everything in your past 
that might be considered to have prepared you 
for the position you want—yet it should not run 
over one page in length. You're the one who 
wants to work, not your prospective employer. 

Lead off your resumé with a specific job 
title—“ofice manager” or “wage and salary 
administrator,’ not “executive” or “trouble- 
shooter.” It may seem to you that the content 
of your resumé indicates clearly enough what 
you are capable of doing, but it never pays to 
demand too much intelligence or imagination 
from any prospective employer. 

Never cite more than one job title; if you 
don’t know what you want to do, who does? If 
you think your capabilities are varied, prepare 
an additional resumé for each job you can han- 
dle. Here you are limited only by the clerical 
situation at home. But favor each employer with 
only one; employers are easily confused. 

Employment experts are divided in allegiance 
between the two basic types of resumé—the 
chronological or “suspense” resumé, which lists 
your past jobs step by step, and the functional 
or “slanted with honesty” one, which identi- 
fies each major responsibility and lumps together 
all experience in that field. If you use the 
latter, stress throughout what you can do for 
the company, not what you want from it; a list 
of your needs more properly belongs in an ap- 
plication for relief. 
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Your educational background should be 
placed at the bottom of the resumé. For em- 
ployers schooled by hard knocks to whom de- 
grees mean nothing, this is the right spot; the 
others will probably read from the bottom up. 

Avoid saying anything about salary, either 
received or hoped to receive. If the figure you 
cite is too high for the job that happens to be 
open, you won't be considered; the same will 
be true if it’s too low. If you happen to hit 
their figure right on the nose, they may suspect 
you of having a spy within the organization. 
It’s more than probable, particularly if you've 
been “at liberty” for some time, that you would 
be willing to work for less than they are offer- 
ing; if so, you can’t afford to let them know it. 

Never include a picture of yourself. While 
half of those who see the resumé may find your 
face handsome, intelligent, and forceful, you 
wili have eliminated the other half, maybe 
more, right at the start. 

Be sure to put on the resumé your full name, 
address, and telephone number. This may seem 
elementary, but a surprising percentage of 
executive job-seekers forget it. Avoid gimmicks 
—such as putting a green engraved border 
around the resumé (supposed to suggest a valu- 
able security) or enclosing as a character refer- 
ence a weighing-machine card whose reverse 
side indicates personality traits. These devices 
have actually been used by job-seeking execu- 
tives, but the mentality they indicate is suited 
only to a few very specialized types of job. 

Circulation of your resumé should come just 
about as close to that of the Reader’s Digest as 
you can manage. In addition to those copies 
you hand out in person, you will have to mail 


out at least 300 to get as many as fifteen good 
replies. Whatever the extent of your sales back- 
ground, you will soon become as familiar as any 
promotion specialist with the depressing statis- 
tics on return from direct mail. 

Meanwhile you will be milking your con. 
tacts for all they are worth. Contacts, for pur- 
poses of executive placement, fall into four 
principal classifications! 

1. Friends, who will never get you a job (un- 
less you happen to owe them money) but will 
just hand you on to other friends. Despite the 
best of intentions, your friends will never be 
able to do a topnotch selling job on you; only 
strangers are capable of building up the highly 
idealized picture that is essential. 

2. Newspaper and trade paper ads, likely to 
be misleading but often productive of contacts 
that may lead to something. If you are still 
working, steer clear of blind ads; they may be 
placed by your own company, perhaps even for 
your own job. There’s no guarantee that you 
will recognize the description. 

3. Management consultants, who at least will 
give you a brief opportunity to luxuriate in the 
plushest surroundings you have ever seen. If 
you have been earning more than $10,000 a 
year, any consultant will give you the glad 
hand, but since his fee depends on the salary 
you can command and his overhead is high, 
you wont get past the pompadoured receptionist 
unless you can show a pretty impressive salary 
check trom your last employer. 

4. Protessional and management associations, 
whose placement staff will probably refer you 
to the management consultant you just saw. 

In addition to these employment media, you 
will, of course, be writing directly to companies 
in which you are interested. Send your letter, 
with resumé enclosed, to the company president 
or the head of the organizational unit in which 
you want to work. It is always easier to get 
passed down the line than up, and the disad- 
vantages of approaching the man you hope to 
replace should be obvious. 

The same generalization—start at the top— 
applies to telephone calls. There is no easy 
formula for getting a phone call past a secre- 
tary, but there are certain obvious don'ts. Don’t 
try flirting with her; secretaries, especially of 
top executives, are not so dumb in real life as in 
the comic strips. 

Avoid such devious—and thin—approaches as 
“This is a distant relative of Mr. ————’s just 
in from Pocono” or “We met in Haiti last Sum- 
mer and he asked me to call whenever I was in 
town.” Most secretaries can scent a favor-seeke! 
on the telephone as well as in person; it is 

Continued on page 172 


Is this the beginning or the end? The interview pre 
sents unique difficulties. So much depends on the 
attitude and mood of both partie 
must show confidence, but not bluster; friendliness, 
but not familiarity; pride, but not arrogance. Under 
tense conditions happy mediums can be elusive. 


The interviewee 
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and does 


MARGARET L. JONES 
Executive Methods Editor 


As the clock strikes them, it tells you more than the time (if you care to 


‘A 


avin 


read between the minutes, that is). For the way business men spend family time 


affects their office efficiency; their health; their creative thinking—as 


The PROBLEM of the family 


hours—just as with that of the office hours— 


is not merely one of putting minutes into the 


right pigeonholes. Rather it is the problem of 


properly distributing one’s energy over the days 
and weeks. In this sense, it is a health problem, 


involving the individual’s mental attitude and 
personal habits (the loaded family dinner table, 
and diets being politely omitted from this dis- 
CUSSION ). 

An intelligent hard-working man brings home 
the bacon. But a genius brings along with the 
bacon the charm, energy, brains, conversation, 
humor, and ideas that make him a good worker 
and keep him in that promotion line. 

And while his wife and offspring may think 
an uncomplaining, unselfish 


et the latter as 


angel, actually he is a brilliant, realistic “devil” 


out for selt-gain: For his rewards are tremen- 


dous since his approach makes his total existence 


much more co-ordinated, healthy, efhcient—and 
happy. 

(;cnius in this rorm, it 1s comforting tO know, 
can be had by all of us. The individual who is 
merely intelligent only needs to learn how to 
squeeze as much trom the tamily hours as he 
does trom the business hours; and he will be a 
haloed genius, COO 

\t the othce, a good executive arranges his 
time and distributes his energy properly by ana 
lyzing, planning, delegating, and concentrating 
on the goals he must reach. He can do the same 


at home. (But generally he doesn’t.) 


This clever, ofhce-time tactician goes home 


what? He slumps, he grumbles, he 


worries. He uses family sympathy, tood, and 


4S 


drink in varying degrees depending upon his 
capacity to get, and hold, them. 

His tamily accepts this situation as traditional 
and murmurs “Poor man, he’s had a tough day” 
—or disappears. 

Nothing in these activities or attitudes gives 
the “poor man” the genuine rest, the stimula- 
tion, and the change of pace he needs to knock 
off a couple of to-morrow’s office problems with 
punch and verve. 

His personal habits and mental attitude great- 
ly affect his supply of energy. The fellow in the 
ofice, for instance, who always gets so much 
done is not necessarily blessed with a gift of 
abnormal energy. But he Aas learned to develop 
those attitudes, and to create those situations 
that stimulate his normal supply into ever- 
running streams of energy. 

He knows that change rests his mind. He has 
therefore developed the habit, at the ofhce, of 
switching from one task to another. The new 
task, he finds, is as refreshing to his mind as a 
quick shower to the tired body. After a change 
like this, he can return to the first task and many 
times reach a speedy, efhcient conclusion. 

On the other hand, if he always plugs at the 
same job until it is finished he can become as 
inert as a long soak in a hot bath makes him. 

Now what happens to the man who goes 
home to slump, or grumble, or worry? Is he 
developing habits that provide change, and that 
rest his mind at home? 

Naturally not. He is draining his energy like 
you drain bath water to the point of no recovery. 
For when he grumbles to his wife about an office 


unpleasantness that day, she clucks sympatheti- 


D 
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well as the lives of wives, children, dogs, cats, and the cook’s disposition. 


cally and counters with a story about the maid 
not showing up, or the neighbor’s dog which 
ruined her petunias that morning. 

It is a psychological fact, reminds Dr. G. L. 
Freeman, that at-home hours of this kind take 
more out of a man than if he mustered all his 
charm and good humor with which to face his 
family after a terrible day. As his boorishness is 
met with minor domestic tragedies, so his charm 
is rewarded with stimulating or amusing family 
conversation and incidents. 

Unless a Maggie-Jiggs situation exists at 
home, little personal habits can mean the differ- 
ence between energy, or its absence, during the 
family hours. 

Mental attitudes spell out the same difference. 
One mental factor, for example, is a great sup 
plier of energy. That factor is motivation. 

In the office, the efhcient exec ive has no 
trouble increasing his zip because ise constantly 
motivates himself by target planning. The bull's 
eye that he wants to hit keeps his mind wide 
awake, his will power on the right course, and 
his body from reclining. 

As the same man goes home, and walks 
through the front door, what goals come to 
mind? Do they stop at the “Welcome” mat that 
he crosses, are they concerned with what he lett 
behind at the ofhce, or do they take on a 
family hue? 

Family goals, says The Royal Bank of Canada 
Monthly Letter, must be permanency, compan- 
ionability, co-operativeness, and major opportu 
nities for the self-development of both partners 
and their children. 

These goals are easier to hit, if the master 
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FAMILY PORTRAITS: Which are yours? 


This report tells why some of these “portraits” are good, 


some bad. Before reading it, check those you recognize 


as yours. They are drawn from five clues (buried in the 
text) to happier family hours and to greater personal 
efhciency for business men. 
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of the house uses, among other ammunition, the 
following five ideas of: 

sringing the wife and family into one’s work; 

Bringing the wife and family into one’s play; 

Showing one’s social skills and personality at 
home as well as at work; 

Resisting inappropriate demands on family 
time; 

Making time for family rituals. 

The application of these ideas will automati- 
cally improve the business man’s mental atti- 
tudes and personal habits at home. 


Coach Your Home Team 


Introducing the family to your work is prob- 
ably one of the toughest to apply. It is done 
partly through casual conversation, if the talk 
centers not on gripes but on the interesting peo- 
ple you meet, the challenging problems that 
come up; that public-opinion matter the boss 1s 
pondering, or the humorous touches of the day. 

Conversation like this pays off in a sympa- 
thetic, interested hearing; even in a good, fresh 
idea from that consumer, public-opinion-holder, 
your wife; and in the shared thinking so neces- 
sary to family integration. 

After-hours shop talk is another way to “edu- 
cate” the family. Instead of staying downtown 
for dinner with a business associate, bring him 
home for a meal. You accomplish an objective 
and the family learns something about what 
you do. 

The editor of one newspaper often talks over 
editorial ideas at his home with staff members. 
And while not permitted to monopolize the 
scene, and as yet unable to benefit completely 
from the exposure, his three-year-old daughter 
plays the game of “I’m writing an editorial” as 
often as she plays house. 

Time being given its chance, she will eventu- 
ally know much more about her father’s work 
than most children. So many have not the 
faintest comprehension of what the old man 
does, much less an appreciation of his work 
and efforts. 

Even carrying the bulging brief case home at 
night can be a virtue if used to bring the tamily 
into your work. Some paper work is routinized 
enough that vou can perform it on a_ low- 


ttention level. 


Bring home the odd jobs that you can do in 
the midst of the tamily circle (with the older 
members even helping) rather than the ones 
that must be performed behind barred study 
doors. The busy man will do two things at once 
a little torethought he 


in his othce: and with 


can practise what psychologist Freeman calls 


“brain octopussing” at home, too. 

A somewhat easier idea tO tollow through 1S 
the suggestion of bringing the family into your 
play. Americans are used to the family picnic, 
the Sunday drive in the tamily car, and the 
annual tamily pilgrimage to the circus. 

Many times though, tather’s big play interest 
turns out to be the family’s sleeping pill. Conse- 


volt by himself while 


4 


quently he goes off to play 


50 


mother explores antique shops, and the children 
» their inexplicable ways. 

The secret of successful play together is to 
have more than one interest. Think in terms of 
several even if you have a dominant one. For a 


cy 


man skilled in several sports, and with various 
hobbies up his sleeve, has a better chance of 
sharing family play and there are two rewards 
for this) of adding to his own self-development. 
Here’s where he shows real “genius”: 

Besides hitting a note in common with the 
family, he will strike more mutual sparks among 
business associates; be that much more human 
and interesting as a boss. 

Of course, the chance is good that the wife’s 
chief hobby or play interest may not be as dull as 
it seems either. Wiser are the men who do not 
overlook this form of shared play. One business 
man tells the following story on himself: 

Married to an “antique china collector,” he 
started a collection of chanrber pots as a gag. 
Not only did his wife remain unruffled, but his 
own gag backfired on himself. From becoming 
interested in the pottery types and manufactur- 
ers’ history of his collection, he graduated to 
gathering china of a different order. 

Sull another way to make playing together 
more fun is to avoid forcing your favorite hobby 
into the family bosom though you clutch it 
proudly to your own. Many men find that their 
personal enthusiasm is a better silent salesman 
than any of their loud pleadings or forceful 
exhortations. And if the sale is made, they avoid 
disappointments by acknowledging that the 
same bug can bite in a number of ways. 


Share Your Hobbies 

Take one executive’s family. He hunts for old 
adventure books; his son for old guns; his 
daughter for old dolls; and his wife for (you’ve 
guessed it) old glass. Each member has a budget 
to aid this hobby; and, when on hunting expe- 
ditions together, they act as financiers for each 
other if one finds an irresistible but expensive 
treasure. 

This family shares the man’s dominant inter- 
est in one form or another. Other men’s experi- 
ence with hobby sharing is not as complete. But 
the fun and stimulus is still there if, like one 
father, they keep in mind the family goal to 
encourage everyone to be individuals—not just 
replicas off the old block. 

This father found relaxation in antiques. In 
fact his way to change pace developed into a 
profitable small business on the side. His old- 
est son, though, disliked anything connected 
with this part of his father’s life. Yet the oppo- 
sites in tastes did not rule out motivation that 
comes from tamily co-operativeness. Father, for 
instance, had some interesting fun tracking 
down a nineteenth century baritone horn for the 
boy who, because of his deep interest in music, 
thoroughly appreciated this result of the old 
man’s hobby. 

The idea that home is an important place to 
show social skills and personality may be a hard 


one for the tired business man to swallow. ‘| he 
results though are worth the medicine. 

Here is mental persuasion to avoid self-symja- 
thy, to draw yourself up for renewed effort in- 
stead of letting down. 

Here also is another way to help your wife 
keep pace with your self-development. Says F \sie 
McCormick in Wives Can Bore You to Death 
(Saturday Evening Post, June 13, 1953): 

“At the office, suave Albert is glib and enter- 
taining. But at the end of his work day, he \l! 
turn into a silent, cryptic clod. ... If a normally 
intelligent woman is turning into a bore, the 
chances are that her husband is more to blame 
than she is. After all, he is the one who gets out 


” 


every day.... 
Learn How To Relax 


The man who is as much on his toes socially 
when he enters his home as he is when he calls 
on a customer is far more receptive to relaxation 
than if he acts like a rustic lout. Lolling on a 
sofa, with a newspaper over one’s face, and 
emitting occasional grunts is not genuine relaxa- 
tion very often. By this, no one means a man 
should not retreat to his castle and make himself 
at home, or curl up for a good nap, or go to 
bed early. 

But many people have a cockeyed idea of 
relaxation, as a matter of fact. It is not neces- 
sarily, according to medical authorities, going 
home to slump, doing nothing, or simply play- 
ing. In its fullest scientific sense, relaxation is the 
correct release of aroused nervous energies 
through one outlet or another. 

When these residual energies can’t escape, they 
are a physiological liability and tear down inter- 
nal equilibrium, resulting in personal ineffec- 
tiveness. (This process of maintaining internal 
equilibrium is called, technically, “homeostasis.” ) 

The incorrect versus the correct ways to help 
accumulated nervous energy escape makes an- 
other whole story. Some of the best ways, how- 
ever, to release them require only conscious prac- 
tising, not money; and they are always at hand. 

They are the very things a man does uncon- 
sciously :f he arrives home with his personality 
and social skills intact: talking (but not for 
talk’s sake); laughing; doing for others; plan- 
ning (uncompleted home tasks, dangling situa- 
tions create tensions); changing one’s thinking 
processes (don’t stop thinking, simply refocus 
the brain cells on something different); imagin- 
ing (a shift from business ideas to the world of 
books, music, or painting). 


That a man should resist inappropriate de- 
mands on family time is a far more appealing 
idea to the tired working man, certainly, than 
the just discussed concept of his home social 
behavior. It can be as hard to apply, though. 

First come the business demands: Phone calls 
from the office; an after-five meeting with visi’ 
ing firemen are samples. This type of demand 
must either be resisted completely, except for 
real emergencies; or compromised with. 


Continued on page 13/ 
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HILE THE USE- 
FULNESS OF A MECHANISM, ANI- 
MATE OR INANIMATE, MAY BE 
CURTAILED THROUGH AGE AND 
PROGRESS, THERE STILL REMAIN 
CERTAIN FUNCTIONS IT CAN FUL- 
FILL. [O PUT A MAN OUT TO PAS- 
TURE AT A GIVEN AGE REGARDLESS 
OF CAPABILITIES, CAN BE SHORT- 
SIGHTED AND PERHAPS INHUMAN. 
BoTH BUSINESS AND THE INDIVID- 
UAL CAN PROFIT FROM A SYSTEM 
THAT WILL ENABLE THEM TO 
RETAIN AN ACTIVE INTEREST IN 
EACH OTHER. 


SHOULD REHIREMENT 


| HERE WAS a brave smile on 
ithe man’s face as he went through the executive 
Fofices of a well-known corporation saying 
“good-bye” to his associates of more than 30 
Nears. But there was panic in his heart. He was 
being retired. So far as his company was con- 
ecerned, at 65 he was “through.” Yet he looked 


pwas dead, a victim of the pension-them-off-and- 


let-them-out tide that is sweeping the business 
] 

pworld. 


His case is not uncommon, particularly among 


— 


smen at, the executive level. 

here is, of course, a sizable percentage of 
smen who look forward to retirement and, retir- 
hing, live happily for many years. But many die— 
Hit not literally, at least spiritually—when they 
ag up active work. 

e time has come for us to face the realities 
ol surement as a business policy, involving as 
. s both economics and “humanics.” The 
pproblem is raising some serious and challenging 


MODERN 


skeen and vigorous. Fourteen months later he. 


T 


ROBERT R. UPDEGRAFF 


questions which are bothering many business 
men. 

In more than a quarter of a century of service 
as advisor in the broad field of human relations 
to the managements of a number of America’s 
prominent corporations, I have observed the 
working of retirement policies at close range in 
a variety of companies. 

I have seen businesses go to seed at the top 
because executives were kept in their jobs into 
their late seventies—long after some of them 
were fit to discharge their responsibilities. These 
oldsters blocked younger men with fresh ideas 
and imagination, and priceless energy and en- 
thusiasm, until these understudies were no 
longer young and energetic. When promotion 
finally came to them, it gave them no thrill. 
Worse, it was too late for them to make the 
contribution to the business that they might 
have made. 

On the other hand, I have watched the spectre 
of automatic retirement begin to sneak up on 


R Y 


| Supplement Retirement? 


hundreds of men in their late fifties and early 
sixties, striking fear to their hearts and making 
them old before their time. Because they did 
fear retirement, all too often they have been 
less keen, less useful, during the last three or 
four years in their jobs than they otherwise 
would have been. Quite unconsciously they were 
worriedly marking time, unintentionally cheat- 
ing their companies out of their wholehearted 
effort during the last few years of their service. 

After their retirement, too often the tragic 
story has been repeated: a helpless struggle to 
adjust to a workless existence, ending in un- 
timely death. Literally, they have been casualties 
of a well-intentioned, but as yet crudely admin- 
istered social policy. 

Mandatory retirement at a given age—and in 
some industries there seems to be a trend to 
ward retirement at 60—is the easy answer to 
business management's responsibility to the 
aging worker. But not a single corporation exec- 


utive in my broad circle of contacts is altogether 
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HOPES... 


The young man, approaching his prime, 
views the future with a great deal of con- 
fidence and aspiration. From where he 
stands now he can see the crest of the hill 
and the milestones he must pass to reach 
it. At this time of life retirement holds no 
fears, for the years ahead hold rich prom- 
ise for the fulfillment of all his hopes 
and desires. Man needs success, security, 
contentment, comfortable living for his 
family, the satisfaction of a job well done, 
and the other important item that makes 
an entity of his life—the peace of mind 
that enables him to relax doing the things 
he most wants to do, whether it be golfing, 
fishing, travelling, or whatever. Retire- 
ment, takes on a rosy glow at this time, 
but will it when the time comes? 


happy about it. Many thoughtful businessmen 
do not like this easy answer because it 1s too 
inhuman, and because they do not think it good 
economics. But they are baffled by three aspects 
of the problem: 

First, that retirement is not merely a finan- 
cial problem; it involves mental health and spir- 
itual well-being. 

Second, that retirement at a given age re- 
moves from the productive life of America too 
many men who are still capable of pulling their 
own weight in the boat—and much more. 

Third, that medical science is making great 
strides in prolonging life expectancy. There is 
promise that the rising generation of scientists 
will be able to help us to extend by several years 
not merely life, but our physical, mental, and 
spiritual health and vitality. 

Are men to be retired automatically at 60 or 
65 with years of potentially useful work-life 
ahead Oo} thern, \ hen busine SS 18 1N sore need 


OF experi1enc ed, 


self-supporting, self-reliant citi 
ens, capable of helping to carry the world’s 


work-load, of contributing to the nation’s pro- 


duction, and of continuing to pay income taxes 
toward the support of government? 
ls therc’ not some better solution than indis- 


criminate latory retirement? 


lt is unthinkable that intelligent variations to 


tne oF the aging empioyee Wilk NOt De 


worked out aul 


business managements come to with It. 


ing the next ten or hitteen years, 


Unconventional thinking and open-minded ex 


perimentation will be needed. Both employer 


and employee May have CO thei 


rights —the employer his “right” to retire every 


employee at an arbitrary age; the employee his 


ty 


“right” to a particular job after his period of 
fullest usefulness in that job is past. 

One variation is here offered, not as a com- 
pletely satisfactory solution to the problem, but 
as a plan that calls for serious consideration right 
now, before we permit the pattern of retirement 
practise to become “set.” 


Basic Premises 


The proposal is based on five broad premises: 

1. That, with modern machinery, facilities, 
and methods, it is stupid to assume that men 
must work Aard until they drop in their tracks. 
Much of the work-load has been lightened in 
recent years, as applied to men’s minds as well 
as their muscles. And long hours of grinding 
labor are a thing of the past, except in occasional 
emergency situations. 

2. That there comes a time when most men 
begin to slow down physically, taper off in ini- 
tiative, imagination, and resourcefulness, and 
lose some of their driving force. 

3. That each new generation has a right to 
try out its ideas while still young, creative, and 
energetic, to see if better Ways cannot be worked 
out to do just about everything that needs doing. 

+. That the productive mechanism we call 
“business” has an obligation to the three sides— 
body, mind, and spirit—of the man who gives to 
it a full measure of service during his energetic, 


creative VCal >. 


5. That there should be a definite age for 


most men to drop at least part of the load they 
have been carrying. 

Starting from these five premises, the follow- 
ing is submitted as at least one point of attack 


on this age-old problem of old age. It is applied 


D U 


to the salaried group in business, as a st. rte; 
with the hope that, if successful, it might yl;;. 
mately filter down through all work-level 

First of all let it be agreed that some | sce— 
whether it be 60, 65—be selected as the retire. 
ment age. 

When a man reaches this age, whether |e be 
chairman of the board, president, department 
head, manager, superintendent, foreman, siiper. 
visor, or salesman, it would be understood that. 
so far as the job he then fills is concerne:|, he 
will be automatically retired. He will have jo 
further right to that particular job, title, sales 
territory, ofhce, or function. He will be officially 
through, so far as that job is concerned. Nor 
will he have any further right to the compensa. 
tion he has been receiving. In short, no longer 
will he have any vested right in anything con. 
nected with his old job. 

If, when this day arrives, he wishes to leave 
the company he will be free to do so, under 
whatever pension has been provided by his em 
ployer. Or, if he wishes, he can leave and take 
a job with some other employer (if his pension 
arrangement is not thereby violated), thus ob 
taining a salary to supplement whatever pension 
he may receive. Or he can go into business for 
himself. 

However, if he does not wish to do any of 
these things, but prefers to stay on with his 
company—and it is my observation that many 
older men do not feel up to tackling a new job 
in a strange business, or starting an enterprise of 
their own—he would then be considered for re 
Airement. 

Perhaps at this time he should be required 
to take a physical examination, so that he may 
know how to use his mental and physical energy 
safely and wisely over the remaining years ot his 
life. This in his own interest, as well as for the 
benefit of his employer. If his physical exami- 
nation shows him to be in condition to continue 
working, he might then be offered another and 
less arduous job or assignment, or given some 
entirely different type of work, at whatever fee 
or salary that particular job or assignment can 
reasonably support. 

The sentimental may object at once that when 
a man has spent the best years of his life in a 
job, and has become accustomed to a certain 
income, it is little enough to ask that he be kept 
on in that job, and at that pay, for his remaining 
years. But if they could see the deadening effect 
of such sentimentality on a business organiza 
tion, and witness the injustice it works on the 
up-coming generation and the business, these 
sentimentalists would realize that such a polic) 
often wrongs literally hundreds of people out 
of consideration for one person. 

Nor will a downward adjustment in compen 
sation at that age usually work undue hardship. 
For at retirement age men usually do not re 
quire as large an income as they formerly did. 


In most instances their homes are established 
ind 


and furnished, their children are educated 
as a rule self-supporting, and their pressing 
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seeds are usually fewer than in their earlier 
ears. What is more, the fee or salary at which 
-he business can profitably rehire them may be 
somewhat larger than the pension they can 
expect to receive, plus their social security. 

Or a man might receive his pension, plus an 
,ppropriate retirement salary or fee. Or, possibly, 
he might be given the choice between taking his 
pension, or holding up its payment while re- 
ceiving his reAirement fee, thus making the 
monthly pension larger at the time he and the 
company finally call it quits. 

The big, human, socially significant fact is that 
the man who is rehired will still be useful, still 
self-supporting, sull a man with a job or a 
definite and demanding daily or weekly respon- 
sibility in a business he understands. In short, 
he will still be a busy and self-respecting citizen 
with a sense of usefulness. Furthermore, he will 
be available to carry responsibilities that may be 
crying for experienced handling, possibly at the 
same time training young men to take over. 

It might be wise, at least until a backlog of 
rehirement experience has been accumulated, to 
make all reAirement arrangements on an annual 
basis. At the time of review, the whole situation 
would be re-assessed. The initial arrangement 
might be continued if it is working out with 
satisfaction both to the man and to the com- 
pany. Conceivably, with the passing of years and 
the diminution of his energy, a man might be 
rehired to do work of progressively less respon- 
sibility. In many cases the man would still be 
better off, both financially and spiritually, than 
if he had been retired on a pension. 

As an example, the chairman, president or 
vice-president of a company might be re/ired to 
take active charge of a small unit of the com- 
pany—perhaps a branch or department—where 
his experience and judgment would be useful, 


REPRINTS AVAILABLE OF 


MODERN TOOLS 


for better management 


T. G. MacGOWAN 
Marketing Research Director 
The Firestone Tire and Rubber Company 


Reprints of the article 
by Mr. MacGowan which 
appeared in the October 
issue may be obtained 
trom the editors. Mr. 
MacGowan, who has been 
very active in the Ameri- 
can Marketing Associa- 
tion and the Committee 


tor Economic Development, has been a trequent 
contributor to the advertising and marketing press 
since 1936. He 1s the author ot Post-War Market 
ing, American Industry Looks Ahead, and Blue- 
prints for To-Morrow’s Marketing. He received 
one of the first National Awards from the AMA 
and recently was enrolled in the Hall of Fame in 
Distribution at the Boston Conference on Distri- 
bution: one of 8Y living Americans so honored. 
Since 1939 Mr. MacGowan has been in charge ot 
marketing for the Firestone Tire and Rubber 
Company; an error in the company name ap- 
peared in the October issue. 
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MEMORIES... 


The man who has attained the crest of life 
now sees that the plateau, which was envi- 
sioned as endless in his youth, has in real- 
ity a decided declination. For him the 
future is at hand, retirement is to be his 
next step torward, and the hopes are not 
nearly so rosy. Memories take first place in 
his mind. They come crowding in from 
all sides. He recalls the fullness of his past 
years, the work-crowded days, the satis- 
faction of relaxation, the joys of accom- 
plishment, the heartaches and happiness 
attending his strides torward, and the joy 
of seeing his family grow and mature. 
Most men at that age preter the look back 


loose ends can become strangling. 


than the bleak prospect of workless days 
just around the corner. For the busy man, 
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yet where there would be less strain and respon- 
sibility than his former job entailed. Part of the 
requirement of his new work would be the 
training of younger men for larger responsibili- 
ties in the business, so that instead of blocking 
the upcomers he would be developing them. His 
salary might be considerably less than in his 
former job, yet larger than his pension, and 
adequate for comfortable living. 

A retiring department head might be re- 
hired to manage a less important department, 
or to organize a sub-department where his long 
experience and seasoned judgment would be 
particularly valuable. 

The manager of a big-city store in a chain- 
store system might be reAired to manage a store 
in a small city or town, where life would be 
more leisurely, and the job-pressure much less 
than in managing the big-city unit. In this case, 
too, the training of younger men in store man- 
agement would be part of his re/irement re- 
sponsibility. 

The toreman of a large department in a 
factory might be reAired to head a smaller de- 
partment, or to do a less demanding super- 
visory job for which he is particularly well fitted. 

A retiring executive with ability to teach others 
might be reAired for training work, where he 
would be contributing importantly to the future 
welfare of the business. 

A retiring salesman with a large territory, or 
a territory of special importance to the business, 
might be reAired for a smaller or less important 
territory, or to concentrate on the promotion of 
some particular line or product needing special 
attention. His salary or commission scale would 
be set at whatever the less important territory 


R Y 


or less demanding assignment would support. 


Note that the emphasis in each case is on a 
regular job or responsibility, rather than a “con- 
sulting” arrangement or some manufactured as- 
signment with little or no responsibility. Jobs 
that are created just to “make a place for faith- 
tul old Brewster” are likely to be torgotten jobs 
in which the incumbent vegetates. loses his self- 
respect and the respect of his asscciates, and be- 
comes a burden on the enterprise. 

“Consulting” arrangements, presently so pop 
ular as an easy solution, are seldom of great 
value to the business; for unless he is in almost 
daily contact with what is going on, both inside 
and outside the company, even the ablest man 
soon loses touch, in this fast-moving and highly- 
competiuve age. He is likely to find that he is 


not being consulted, or that the advice he volun 


teers is not taken too*seriously, with the result 
that he gets no mental or spiritual satisfaction 
Oul ot the drrangement. This is to be re cretted: 
but except in rare instances it seems to be true. 

Ordinarily, only an active job or assignment, 
with definite responsibilities, which makes 
daily contribution to the operation of the busi 
ness, is economically or socially sound. And only 
such an arrangement will support most men’s 
self-respect. 

There will be objection that giving a retire 
position further down in the scale of respons: 
bility will cheat some man out of that particulas 
job. That may be true; but men will move up 
all along the line in between, to fill the vacancy 
created by his retirement from his higher job 
And the fact that he is still being retained by 
the company as a usetul member of the organ! 


Continued on page 
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PLASTICS that expand 
to fill product needs 


ANNESTA R. GARDNER 
Industrial Editor 


standbys as foam and expanded rubber, curled set up a wood or metal base; spray the foam on 


PLASTICS industry is 


blowing up—and doing it in a way that’s help- 
ing manufacturers of electrical equipment, sport- 
ing goods, refrigeration units, food, furniture, 
and a host of other products. 

Expanded or foamed plastics—actually made 
by “blowing up” the materials with heat, gas, or 
chemicals—are offering a new approach to some 
of industry’s toughest cushioning, packaging, in- 
sulation, construction, and flotation problems. 

These materials may be rigid or flexible; open- 
or closed-celled; zephyr-light or relatively dense. 
Some will foam in place; others may be pre- 
foamed and sprayed or cast as the need arises. 
Some are bouncy and resilient; others have good 
shock-absorbing and vibration-damping abilities. 
In addition, many of them offer such highly de- 
sirable qualities as non-flammability, resistance 
to rot and mildew and to oils and solvents, buoy- 
ancy, retention of strength and flexibility at low 
temperatures, and insulation against heat, noise, 
and electrical loss. 

Small wonder, then, that expanded plastics are 
finding applications in so many diverse fields. 
But these new materials are by no means the 
only ones that can be used. They have plenty of 
competition to face: 

For cushioning and insulation, there are such 


hair, rubberized fibers, felt, cellulose fibers, cork, 
and mineral wool. In packaging, even popcorn 
is a competitor for the new foamed resins. 

Each of these materials has its place—and an 
important one. But each has limitations which 
make it not entirely satisfactory for certain jobs. 
And that’s where expanded plastics come in. 

For instance, natural rubber resists acids and 
alkalis; but it won’t stand up to oils and greases 
—and many of the expanded plastics will. Like- 
wise, rubber can get a lot hotter than many 
plastics without feeling it. But when the tem- 
perature reaches 350° fahrenheit, even rubber 
falls by the wayside—and expanded silicones find 
the welcome mat waiting. 

As another example, foamed rubber latex is 
an excellent material for seat cushioning. It 
“breathes,” it’s resilient, and it holds its shape. 

But suppose the cushion is to be covered with 
vinyl film, an increasingly popular upholstery 
material. Immediately, the picture changes. Rub- 
ber and vinyls are not compatible. Either an 
intermediate, protective layer must be added— 
or some other material must be used. Foamed 
vinyls are the natural answer, and they promise 
to create a near-revolution in furniture-making 
as well. Using pretoamed vinyls, it’s possible to 


it; and spray a vinyl film on top of that. No 
cutting. No sewing. And no seams. 

Again, for insulation—thermal, electrical, and 
noise—dozens of materials have been used. But 
the combinations of chemical and physical prop. 
erties offered by one or another of the expanded 
plastics are bringing these materials into an in- 
creasingly broad range of products. 

Recently, Anaconda Wire & Cable Compan) 
announced an all-weather, all-channel TV line. 
made possible by development of a foamed poly- 
ethylene that has very low electrical loss, holds 
wires firmly in place, and resists weather, sun- 
light, and abrasion. The material is particular] 
good, say Anaconda W&C engineers, because cut 
ends don’t have to be sealed. That makes termi- 
nation of the line unusually simple. It’s onl; 
necessary to strip the last inch, form the drip 
loop, and secure the line to the antenna post. 

In packaging and display, expanded plastics 
have gotten some jobs simply on the basis of 
novelty. Producers of luxury products are always 
on the lookout for “something new” to attract 
the sated customer. But even here, the fire- 
resistance, shock-absorbency, light weight, and 


Continued on page 5 


Strength and rigidity are built into aircraft sections by lightweight foam- 
in-place plastic that expands to fill space completely. Here, ‘* Armofoam”™ 
was used. The metai skin has been rolled back to show the plastic in place. 


W orkability is an important pencionny of many expanded plastics. These 


“Styrofoam” boards are being sawe 


to length for use as insulation in 


freezer rooms. Boards are also used for house walls, can serve as plaster base. 
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Not one material, but many... 


they offer a 
wide range of 


Density of expanded plastics can be varied to 
fit the job. Here, Nopco Chemical shows range 
of its Lockfoam’’ alkyd-isocyanate resin. 


Shape of expanded plastic products is practically 
unlimited. Here, B. F. Goodrich Chemical Com- 


pany shows a few of those made with its resins. 


Two materials may be even better than one. 
Westinghouse shows how higher strength may 
be had by foaming resin in honeycombed paper. 


Weights, shapes, and textures—running from 
feather-lightness to substantial solidity; from 
blocks and boards to extremely intricate forms. 
All this—and more 
tribute. At least ten major types of plastics may 
now be had in expanded form—and new ones 
are rapidly being added. Naturally, not every 
plastic is obtainable in every shape and form; 
but the variety is nonetheless very great. Small 


~xpanded plastics can con- 


Texture can range from wide-open spaces to tiny 
closed cells. These pictures show just a few of 
the gradations possible with “‘Insulfoam’’ 


Softness or rigidity can be obtained by varying 
composition and foaming technique. Both of 
these samples are made with Nopco Chemical 


High temperatures don’t faze silicone resins. 
Dow Corning foam stands prolonged exposure 
to 500° fahrenheit, is good insulating material. 


~ 


wonder that expanded plastics are proving use- 
ful in items as diverse as ailerons and art sup- 
plies; floats and furnaces. The photographs 
below point up physical properties and the pos- 
sibilities of combination materials; on the next 
two pages, foaming methods are pictured; and 
on pages 58 and 59 is a sampling of current 
applications for these interesting new materials; 
plus a chart to guide selection and use. 


phenolic resins. Westinghouse says their proper- 
ties suggest applications in filtration, thermal 
and acoustical insulation, flotation, and the like. 


Company's Lockfoam,”’ a closed-cell, buoyant 
alkyd-isocyanate composition, originally devel- 
oped for aircraft, but now moving into other jobs. 


Low temperature insulation is another field for 
expanded plastics. Sponge Rubber Products Com- 
pany s Spongex’’ insulates this all-plastic tub. 
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PLASTICS 


continued 


oi] resistance of expanded plastics are enabling 


them to meet competition on an engineering and 


price as well as an appearance basis. They open 
up some brand new possibilities, too: 

Using foam-in-place resins, it may eventually 
be possible to “pour the package around the 
product’”—cushioning the item right in its con- 


tainer. As yet, materials cost is too high to permit 
Resilient vinyl foams can be produced with inex- pany process. Resin is mixed with inert gas, and P 
pensive molds, or even sprayed on continuously emerges, already foamed, through nozzle, as ar [\ff 
and expensive instruments——bdut if may de COM- 

| an | moving sheet by new Elastomer Chemical Com- _left. Center picture shows experimental mold 
monpiace one oF these days. 


this application except perhaps for very delicate 


Some applications for expanded plastics are 
based not so much on their ability to out-perform 
established materials in areas where these are 
already good; but rather on ability to offer some- 
what different qualities—qualities which might 
_at first glance seem less desirable. 


Special Qualities Go to Work 


For instance, Nopco Chemical Company, Har- 
rison, N. J., points out that some of its flexible 
“Locktoam” (alkyd-isocyanate) compositions are 


~ 


Seu 


not nearly as resilient or bouncy as rubber. But 


there are applications where this is a decided 


advantage. Because these materials recover 


slowly rather than rapidly after shock or com- | 

pression, they are much less likely to retransmit | 

Foam-in-place resins are self-activating:justmix craft shows how Lockfoam”’ alkyd-isocyanate 
~aaeon Chat makes them unusually good vibra- the components and pour. Here, Lockheed Air- resin is used in making radomes. Previously pre- |/ 
tion- and sound-dampeners. They're being tested 


tor use in ear flaps tor pilots’ helmets, in aircraft 
strut mountings, and the like. 

What kinds of plastics can be expanded? Most 
of the well-known plastics families are repre- 
sented in the group. And there are some new 


ones as well. The list of currently produced ex- 


panded plastics includes polystyrene, polyethy- 


> 
& 


lene, polyvinyl chloride, cellulose acetate, alkyd- 


isocyanate, polyurethane, urea and phenol for- 


maldehyde, polyester and silicone resins. 
Among the expanded plastics, there are open- 
celled and closed-celled; flexible and rigid forms. 


However, no single group of plastics is pro- 


duced in all four types; and several are avail- 


able in only one or two combinations. 
Silicone resins are easy to handle. Material is lyst are mixed in, and resin is poured into mold Af 


However, the mere fact that a certain type of | | | | 
melted (far left); then blowing agent and cata- Chere, Dow Corning uses simple sheet metal mold 4 


plastic 1s not now available in a particular ex- ) 
panded torm does not mean it will not be made 
in the future. There is every reason to expect 
the range of types to grow—and grow rapidly. 
It is only within the last year, for instance, that 
expanded silicone resins (as opposed to ex- 
panded silicone rubber, which is a very dif- 


ferent material and is not classed as an expanded 


plastic), high-strength polystyrene foam, expand- 


ed polyethylene, and flexible isocyanates have 


peeped out of the test tube. 


It can also be expected that the price of many 
expanded plastics will drop as time goes on. 
Some of the materials are already encouragingly CELOGEN 
low in cost. Dow Chemical Company’s “Styro- 
foam,” Colton Chemical’s “Colfoam,” and “Elas- 
¥ | : Closed-cell vinyls are produced by a process simi- resin, blowing agent, plasticizer, stabilizer—are 1 
Continued on page 59 lar to that used for expanded rubber. Ingredients — mixed and poured into mold. Encased in stecl 4 
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and a used to produce seat cushion. Photograph at 
eet! right shows foam produced by spraying resin on 
old cardboard. Resin used was supplied by Bakelite. 


pared glass-plastic shells are mounted on dies, 
and resin poured between them (first two pic- 


5 


* for laboratory demonstration). Placed in the 
+ oven, the material puffs out to the desired ex- 


‘'rame, mold is 


center). Then, 


held under heat and pressure 
molded part—still original size 


T 


See how they foam 


Some plastics will expand in place—rising 
much as bread dough does after the yeast has 
been added. Some, like waffles, expand during 
cooking in a closed mold. Still others are 
whipped into a froth—like whipped cream. 

The method of expansion is important because 
it affects the material’s properties and the way 
in which it is sold. Resins which must be ex- 
panded in closed molds under controlled condi- 


tures). Then, plastic expands in place (third pic- 
ture). After expansion and post-cure (at 200° 


tent (oven temperature determines density of 
finished product). After final heat-cure, foam 


—is removed and placed in oven or boiling 
water, where full expansion takes place. At 


nF 


tions generally reach the end-product user in 
block or plank form. Foam-in-place resins, on 
the other hand, are designed specifically for ex- 
pansion by the end-product user. They are sold 
in the form of two or more separate components 
which are mixed together at the site. 

The pictures here show four expansion meth- 
ods. To see the kinds of products that can be 


made, turn the page. 


fahrenheit), dies are separated (fourth picture), 
and the finished part is removed (last picture). 


will stand temperatures as high as 700° fahren- 


heit, and the material ts strong, rigid, buoyant 


right, original mold is compared with finished 
part. [hese are U. S. Rubber Company pictures 
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Precast concrete panels, with Styrofoam core, are light in weight, easy 
ro install, combine structural strength with insulation. Marietta Concrete 
Corporation made these for Dow Chemical Company's own warchouse. 


NEW YORK CHICAGO ROUTE 

Electrical properties, as well as light weight secured this unusual job 
for Styrofoam, expanded polystyrene. Bell Telephone Laboratories needed 
a lightweight material for a microwave Delay Lens Antenna that would 


Delicate transistor wires are gently but firmly held by expanded polystyrene at Sylvania Electric 
Products Company plant. This novel application, conceived by Sylvania engineers, is only one of 
many found for expanded plastics on the production line as well as in product design and packaging. 


Delicate capsules are also protected by Dow 
Chemical’s expanded plastic, ‘‘Styrofoam.”’ Ir 
provides a good display background as_ well. 


Low temperature insulation is a prime application for expanded plastics. 
Durable, moisture-resistant Styrofoam pipe covering is used on these re- 
frigerant lines which lead from a compressor to a cold-processing chamber. 


provide electrical insulation, resist weather. Styrofoam slabs filled the bil!. 
They hold conducting metal strips in position without interfering with 
their function. Completed station is at left; at right, slabs are installed. 
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PLASTICS 


continued 


tofoam,” produced by Elastomer Chemical Com- 
pany, Harrison, N. J., are all obtainable for less 
than 60 cents a pound. 

Yet even the most expensive expanded plastics 
have jobs in which they can pay their way: 

Armour & Company Adhesive Division’s 
“Armofoam” polyurethane costs about $5 a 
pound, and Nopco Chemical’s “Lockfoam” al- 
kyd-isocyanate is $6.50 or more. Nevertheless, the 
aircraft industry has not hesitated to pick up the 
tab. It’s worth that much—and more—to get 
lightweight reinforcing materials that will fill 
aircraft control surfaces completely, resist gaso- 
line and oils, and make it possible to eliminate 
the time-consuming labor involved in stiffening 
such sections with riveted metal ribs. 

It’s not surprising, then, that the aircraft in- 
dustry has pioneered with this type of resin. 
(Lockfoam was developed by Lockheed, and 
licensed to American Latex Products and Nopco 
Chemical; and Goodyear Aircraft Corporation, 
Akron, Ohio, and Zenith Plastics, Gardena, 
Calif., have alkyd-isocyanates of their own.) 


Closing the Right One 

Despite the variety of resins which can be 
foamed, choosing between them is not nearly as 
difhcult as it might seem. Each type of resin has 
its own particular job to do. As Dr. Paul John 
Witte of Strux Corporation, Lindenhurst, L. L, 
N. Y. (maker of cellular cellulose acetate), point- 
ed out in an excellent survey of expanded plastics 
prepared for the Institute of Aeronautical Sci- 
ences: 

“Foams with unconnected cells have their 
place where low water absorption is required. 
Foams with connected cells have superior sound 
absorption and other acoustical properties. High 
density foams with good mechanical strength are 
valuable as relatively low-weight strengthening 
members. Lower density foams with lesser me- 
are useful for] packaging and 


chanical strength 
space-filling, especially where transportation costs 
must be considered. Spongy, expanded rubber- 
toamlike plastics have their niche; and solid, 
hrmer materials fill other needs.” 

When the broad outlines of a projected appli- 
cation have been roughed out, and electrical, 
chemical, and physical requirements have been 
specified, the choice will narrow down to a mere 
handful. Then, if the design of the product dic- 
tates a foam-in-place or prefoamed resin, per- 
haps only two or three choices will remain. 
That’s the point at which to call in the experts. 
Producers of the plastics themselves, makers of 
loaming agents, and formulators of resins for 
expansion all have data and helpful information 
to guide the prospective user. (The list of infor- 
mation sources includes all the companies men- 
tioned here—and several others as well.) 

So, if you need a material that satisfies any 
f the requirements checked in the chart at 
right, don’t overlook the expanded plastics. 


MODERN IN DU S 


T 


Buoyancy and water-resistance of closed-cell expanded plastics is bringing them many jobs. At left 
is a float; at right, a water board; both made by Sponge Rubber Products Company using U. S. Rub- 
ber Company's ** Marvinol”’ vinyl resin. Boat fenders and life rafts may also be produced this way. 


Cushioning ability makes expanded vinyls a natural for protective padding. Battle suit vest and face 
seal of hood (left) are made of U. S. Rubber Company's “‘ Ensolite.’’ At right, Washington Redskins 
don pads of vinyl sponge made by expanding B. F. Goodrich Chemical’s ‘*Geon"’ polyvinyl! paste. 


WHAT EXPANDED PLASTICS OFFER 


When should you consider expanded plastics? Here is our own rough guide, 
made up as this story was prepared. It outlines some of the more-important 
properties of these materials as a guide to selection and usee It should 
be remembered, though, that properties vary with production methcd as well 
as chemical formla--and both are constantly being improved. 


tf these properties are 


important for your product » consider these materials: 
CCA| S |vog|vee| | | uf| si 
High tensile and compressive strength Yiv 
Rigidity YViviYv YViviviviviv 
“Flexibility 
resiliency | | | 
damping ability CSA 403 
Insulation against: pe | | 
heat (250° fahrenheit or more) f _| | |vijvivlv iv 
low temperature 
electrical loss | VAR Al | | 
Method of application: | 
self-activation (foaming in place) |v |} | / || | 
pre-expansion 
Compatibility with: | | 
vinyl resins and sheeting / io | | | 
polyester resins PAM 
petroleum products Iv} [| | | 
Flame resistance (self-extinguishing ) v4 | VARY | "4 
low water pickup (closedcells) VW 
Very light weight (2 lbs./cue fte or less) "4 1 Yio 
_Iowest cost (under 60 cents a pound) “as | 
[ CCA: cellular cellulose acetate S: polystyrene foam 
key to | Es polyethylene foam Vog: polyvinyl chloride, open-cell, gas-—blown 
symbols | I: alkyd-isocyanate foam Vecs polyvinyl chloride, closed-cell 


Us polyurethane foam Uf: urea formaldehyde foam 
| me phenolic foam Sis silicone foam 
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7 
W HEREVER any job is per- 


formed, both men and capital are at work. 
Just as men vary in their abilities to pro- 


duce, so does the yield of capital vary ac- 
cording to the way it ts put to work. Bust- 
ness men are constantly seeking to increase 
their investment in the more productive 
areas, but additional capital is often hard 
to find. How can existing investments be 
shifted to those areas of higher returns? 


Ca pit al 


/ -DAY. business and 


are discovering a new and important source of 


industry 


working capital: their own operating statements. 


bor here, in black on white, Dusiness men are 


nding sizable sums of idle or slow-producing 
dollars, money which if properly invested would 


1 
Viel” tar petter returns. 
Lhe discovery Nas set in moton a trend to 


| 


UNnCOVer WCan Spots internal capital lInvest- 


] 
ments. withdraw the monev where possible, and 
reinvest it in More productive parts of their op- 


} 


Among these would be merchandise, 
materials, 


idea behind it all is plain and simple: to-day, 


plant expansion, and the like. The 


business Wanhts a full day's work from every 
dollar invested. 

The search tor slow-moving capital has often 
led business men to reexamine some of their 
fixed assets which tie up huge sums. Included in 
this group are buildings, plants, warehouses, 
large machinery, truck and car fleets, plus many 
others. In many cases, the result of extensive 


investigation is a switch from ownership of the 


EVEN A PLANT SUCH AS THIS MIGHT BE LEASED. CAPITAL FREED IS DIRECTED INTO OTHER CHANNELS WHERE NEED MIGHT 


JOHN W. ROLLINS 
President, John W. Rollins and Assoctates 


fixed assets to a rental or leasing basis. The con- 
version frees the capital for more productive 
uses, and quite often the rental or leasing system 
proves more economical as well. 

Actually, there is nothing new about leasing. 
The conversion from ownership of certain types 
of fixed assets to a leased or rental basis is a 
common practise in the business world, and has 
been for some time. Many firms are leasing 
certain types of ofhce equipment, plant machin- 
ery, and tools without being particularly aware 
ot the working capital released by such leasing 
Operations. 

For years, small, medium, and large size com- 
panies have all leased postage metering ma- 
chines. This equipment, it purchased, would te 
up considerable funds, yielding only savings of 
clerical time. Under the leasing set-up, com- 
panies enjoy the time savings of postage meter- 
ing machines and without one penny of capital 
investment. 

In the real estate field, it is now a common 


practise for firms to get out from under the 


D U N 


BE GREATER.-~~ DEVANEY PHOTOGRAPH, 


Conversion for Higher Returns 


ownership of buildings, plants, and warehouses. 
Almost every day, the real estate pages of news- 
papers report some company withdrawing its 
capital from real estate and putting it to work 
in its own business. 

Such was the case of a large department store 
in New York City, which not long ago sold the 
building in which it was located to an insur- 
ance company. With a 99-year lease in its pocket, 
the department store invested the capital derived 
trom the sale in improvements and expansion 
as well as in additional merchandise departments 
and stocks. 

Economic advisors of the store charted clearly 
the higher returns which would be realized 
trom the new working capital, and at the sam: 
time reported that leasing would be more eco- 
nomical for the store. 

There are a number of firms to-day in th 
business of leasing expensive tools and machines 
to industry. And among their customers are th: 
big concerns as well as the smaller ones. T 
the former, it means additional working capital. 
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To the smaller companies it makes available 
the best and most costly tools and machinery— 
equipment they would not otherwise be able to 
afford. 

One well-known example is the shoe industry, 
where, generally speaking, the large and expen- 
sive machines required for manufacturing are 
leased on long-term contracts. This type of op- 
eration enables many more companies—espe- 
cially smaller companies—to enter the field, and 
many of those‘in the industry to expand their 
operation further and faster than if the shoe 
machinery had to be purchased. 

Even such common office equipment as chairs, 
desks, filing cabinets, and typewriters can be 
leased to-day. A number of large business and 
industrial organizations have tapped this source 
of working capital already. If they owned acres 
of such office equipment, they sold it and then 
turned to leasing. Or, if they were faced with 
the need for additional quantities of office furni- 
ture, typewriters, filing cabinets, and the like, 
they saved their capital for other uses and leased 
the equipment. In either case, the net result was 
the same—less money tied up in non-productive 
fixed assets. 

Probably the newest field for leasing is com- 
pany transportation. Ownership and mainte- 


nance of car and truck fleets has long been a 
large consumer of working capital. But the pic- 


DEVANEY PHOTOGRAPTI!I 


Machinery grows more complex as the American economy expands. The men whose jobs require the operation and 
control of the various mechanisms must keep up with the times. Modern machinery in the hands of skilled workmen 


ture 1s changing to-day. The sharp risé in the can perform production miracles. But it takes a sizable investment to provide and maintain the necessary equipment 
number of car and truck leasing companies in in the gigantic plants of to-day. It ts an investment which might be put to better use in some other form or location, 


The final cost of a product ts determined by taking into account literally hundreds of factors, small and large. Some 
of them take no detection to find, but there are many others which are intangible. It is hard to measure the value added 
to a product by the investment in office equipment, and yet business men realize that such equipment and such value is 
essential. Desks, files, accounting machines, and other equipment, large and small, can play their part in releasing capital. 
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recent years—from a handfvl in existence at the 
end of World War II to an estimated 1,000 fleet 
leasing companies currently in business—is in- 
dicative of the trend in this direction. 

A closer examination of the car leasing and 
truck leasing operations will reveal the general 
pattern of most types of leasing. It will also 
indicate why some companies should lease their 
transportation and why some will find it advis- 
able not to lease. And many of the factors, many 
of the advantages of leasing transportation ve 
hicles are similar, if not identical, to those of 
other types of leasing. 

One of the first considerations of many cdm- 
panies in approaching a car leasing plan is the 
matter of additional working capital. 
question invariably is: How much will it mean 
to us’? To this there are three answers—a | 
a little, and nothing. 

In a typical Case involving a fleet of 100 cars 
—not an especially large number of cars as com 
pany fleets go to-day—a leasing plan can mean 
quite a bit to the company. There is a plan on 
the market which would offer this company 
three-year program that calls tor 100 new cars 
each year at a cost of $5,036 per month. The 


purchase of a similar fieet of cars would equire 
an outlay of $161,874. 

This plan, which the leasing firm calls the 
“Amortization Plan,” brings up another impor 
tant aspect of leasing. 


A mayor hazard in fleet leasing is the fluc 
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Despite the tremendous progress made by scientific man, there is a long way to go before the human element, de- 
manded by every phase of business, becomes in any sense superfluous. From the highest to the lowest, over 60 million 


of them, they offer time, loyalty, labor, and experience. But none of this can be bought or sold—it can only be leased at 
a fair price. The workers who enter and leave the factories of this nation have great significance in any analysts of economics. 


ation of the used-car market. A drop in this 
market means losses tor somebody, and the usual 
way for many fleet leasing companies to fore- 
stall such losses is to make a monthly charge of 
2.75 per cent per month of the original cost of 
the car, of which 0.75 per cent per month shall 
be for rental and 2 per cent for reserve. At the 
time of the sale of the used car, if the amount 
received from the sale plus the reserve is less 
than the original cost of the car, the company 
that uses the car shall pay the deficiency. 

For instance, companies using this method 
buy a car at a discount and the car would nor- 
mally run approximately $1800. Cars are now 
depreciating at the rate of 27 per cent of the 
value in the first six months of their life or 
$486 (according to Standard & Poor’s reports) 
and instead of 2.4 per cent monthly depreciation 
which exists now we hope the market will level 
oft to 2 pet cent depreciation, thus $216 the 
second six months or $702 yearly depreciation. 

Where depreciation reserve is 2 per cent or 
$422 per year this would mean the leasing com- 
pany would have to pay $280 or $23.33. per 
month, and in some areas, due to market condi- 
tions, contingent lability will be much greater. 
A vear ago the depreciation was running 0.75 per 


cent per month and it made this plan very de- 


sirable. However. due ce the tremendous drop 
Hi} the used Cal market, which has now fre- 
turned to normal, it leaves the company with a 
huge contingent liability, which, in the example 
shown above, would he $280. 

Under the “Amortization Plan.” the rental 
comes out slightly higher than the rental plus 

per cent under the reserve fund plan. For a 
car listed at about $1800, the lessee would pay 
about $56 a month; under the reserve plan he 
pays about $49.50 a month (plus the contingent 
ability, if he has any). But the company that 


uses the “Amortization Plan” runs no risk of 


having to pay out a fat contingent liability at 
the year’s end. Since it’s a three-year contract, 
the company’s rate is fixed for three years—and 
longer, if he wants to renew his contract. 
Many of the points for and against car leasing 
apply to trucks. The purchase of truck fleets, 
plus the cost of repair and maintenance, can 
corner a considerable amount of capital. And, 
often, the leasing of these vehicles will release it. 
Take, for example, a company which has a $2 


million inventory which it turns, let us say, t 
times a year. In short, the company does $2() 
million worth of business on a $2. milli 
operating capital. 

Carrying the example a step further, let vs 
assume that this company has $1 million j, 
vested in its trucks and trucking operation. Th); 
would not be an unusually high figure for . 
company of this size, or as trucks and truckine 
costs go to-day. 

Now, it becomes apparent that the compan, 
can increase its net income by 33'% per cent 
from $20 million to $30 million—by taking ji: 
money out of trucking equipment and putting 
it into working capital through leasing. 


A Growing Field 


The large and better-known leasing firms to- 
day have expanded their operation far beyond 
the scope of such companies a few years ago. 
What with boats and other marine equipment, 
as well as air-planes and special limousines for 
executives available to business and industry on 
a leasing basis, some observers have predicted 
that as soon as space ships and commercial 
rockets are placed on the market, the leasing 
companies will be ready with fleets. They prob. 
ably will be. 

To many companies, leasing must mean sav. 
ings before they will make the change-over. It 
will to most, but it may not to some. 

Here’s when leasing will bring a savings to 
the company: 

A typical company depends upon 45 salesman- 

Continued on page 138 
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The shipment of merchandise from hundreds of sources to thousands of destinations ts a tremendous operation. It | 
one that uses, in some companies, a large percentage of leased equipment and services. To tie up capital in owne: 
equipment might make it difficult for many companies to be in business. Too often the reasons for failure cannot b 
found in balance sheets nor can they be found by the most thorough reading of sales reports. 
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© Select a small country inn, one you can rent in 
entirety at off-season rates, far enough away 


from the city to muffle its many distractions. 


Be ready. Check them in, show them their rooms, 
explain the layout and setup, tell them what's 
coming. Immediate, friendly orientation pays off. 


Ww 


A first night cocktail party breaks the ice. Use 
different colored flowers, name tags, for spot 
identification. Make sure name brass circulates. 


How to hold a BIG TIME sales meeting 


OW qd small time budget 


I: YOU ONLY want your sales- 


men to have a good time, don’t waste much 


effort planning your next sales convention. See 


that the speakers are witty, that you tell how 


much bigger your advertising campaigns will be, 


| 
= and make sure the bar is open. But, starting six 


months ahead, begin doing little favors for your 
controller because he’s going to blanch when he 


sees the bill. Meanwhile, your salesmen will be 


measuring the bags under their eves for a more 
precise determination of how much better this 
year's conference was than last year’s. 

In the lush era of the excess profits tax the 
real purposes of a sales meeting are often thrown 
out of proportion. Essentially the company wants 
its salesmen to go back to their territories with 
(2) more enthusiasm for the company and its 
products, and (b) a better understanding of the 
products and their applications. Coincidentally, 
management wants the men to enjoy the session. 
What has actually happened, however, is that 
some salesmen now think of a convention almost 

ely as a gay time at company expense. 

Think of the typical sales meeting. It is held 

a large hotel in a large city. Meetings are 
inned for the mornings and afternoons. But 
morning sessions are sparsely attended and 
the afternoon sessions last later than four 
lock the audience slinks surreptitiously toward 

exits. In other words, you are fighting a 
ugh battle when you try to compete with met- 
politan diversions. And you are paying pre- 
um prices for the privilege. 

What 


~ 


about your pre-conference planning: 


'ODERN IN 


JAMES K. BLAKE 
Marketing Editor 


A long sales conference is expensive. Every waking minute 


12 


should pay off. You can pare costs to little more than 


room and board by using company experts, provocative 


material, variety, and a keen sense of the dramatic to 


drive your points home— without pain. With sound plan- 


nin g you can wind up with a meetin g that matches the best. 6 


On the surface, your departments seem to have 
done a yeoman job. But as the conference pro- 
gresses you see that, although they have gone 
through the motions in prescribed Harvard Busi- 
ness style, they didn’t follow through on basics 
that really sell a sales representative on the meet- 
ing and via the meeting, the company. 

If this sounds like an old dog of a cliche, think 
back again over the sales conferences you've 
attended. The pattern goes like this: You arrive 
at the hotel, check in and visit headquarters. 
You shake a few hands, pick up the schedule 
and read it. Speakers and subjects are aptly 
chosen and those conference “extras” look worth 
while. You pin on your name tag and the spell- 
ing matches your birth certificate. 

Then you make the rounds of the meetings 
and what happens? The speakers really haven’ 
got their material in hand. They either read their 
entire message or they fumble through notes. 
There is a great deal of clawing at the micro- 
phone while volume, height, and distance are 
adjusted. One speaker uses a lectern, the next 
one prefers to expose his Phi Beta Kappa key. 


R Y 


The production executive talks about problems 
that have no direct bearing on your sales prob- 
lems. Some sessions are too long—which means 


will, with apologies, be cut 


that the next one 


down—or else they run short. 
If it 1s 


you are exposed to this: the tab 


an after dinner or 
e. large enough 
for dining, becomes cele small and cluttered [Or 
note-taking. The speakers’ table is well hightes 


1 
but. bv contrast. the room is in a haze ot dim, 


soft light. You cant see well enough to take 
notes comfortably and, besides, the atmosphe: 


IS SO soporinc Vou don't really mucn care. | he 


drone and the haze have done their job. 

All of this can be avoided by ipplying some 
principles that are almost second nature to any 
sales executive. For example, know your prod. 
uct, talk about it in terms of custome! idv: 
don’t overtalk, and above all. plan 1 complet 


presentation. Translating these sine qua nons 


selling Into conference planning Is important. 


You Can eliminate CXPChsl ve NOopla, OU you 


must replace it with better performance. 


In these days ot rising costs, proDiems are 
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multiplied by the battle of the budget. The prob- 
lem becomes one of holding the best conterence 
at the lowest practical cost. One of the most 
common sense solutions to the problem of cost 
versus quality was found recently by Cuno En- 
vinecring Corporation, a filter and electrical 
automotive equipment producer in Connecticut. 

The Cuno conference tormula joined three 
kev elements of a successtul sales meeting: an 
informal but businesslike atmosphere, a judi- 
cious mixture of work and recreation, and prox- 


imitv—the men had maximum exposure to each 


other and to company management. To these 


basics. the sales and promotion departments 


added a varied diet of meetings that really 


packed a sales wallop. Their planning began 


long enough in advance to allow for dry runs 


to iron out any untoreseen kinks. 

Highlights of the session, all of them adapt 
able to other companies, were these: The com 
pany rented a small hotel and cottages on the 
(connecticut shore lor a week al off-season 
rates. The inn was near enough to the plant to 
encourage plant visits and management could 
shuttle back and torth treely. But the hotel Was 
tar enough from any large city to discourage 
midnight safaris. 


Important but small 


] ] 

details were well 

pianned, For CXampile, Sales representatives were 


the Cuno 


vreeted at the door by a member of 
nanagement team, personally ushered through 
the signing-in formalities and shown to their 
reom. W th them went a printed schedule of 
thre week's ACTIVITICS. The schedule WialS still 
(sessions morning, afternoon, and night for 
three days) but the salesmen broke into it grad- 
ually. 

First came a cocktail party with company man 
agement. [his was tollowed by a dinner with 

new twist on this traditional break-the-ice 
athair. Featured speaker was not a company big 
wig but a mayor customer, Executive V. P. 


Schwanhausser of Worthington Corporation. 


Bringing in the customer as a dinner guest 
speaker or as an expert for consultation is an 


! 
idea with tremendous potential tor tuture sales 


Invite the customer to tell you what he wants. Cuno featured speaker E. J. 
Schwanhausser, Worthington Corporation executive v. p. at first night din- 
ner. Said he, ‘‘Selling has been the most inefficient industrial process.’ 


relations, one that has been too little explored. 

Beginning on the second day, the conference 
got down to real work. But, long before the 
final schedules were frozen, management had 
sent_a detailed questionnaire to the salesmen. 
The memo said, in effect, “This is what we are 
planning now. What have we missed?” On the 
basis of the replies, six general areas were 
blocked out to conform with needs and wants 
of the salesmen. 

Pre-conterence promotion letters also checked 
on the number who wanted to make plant visits, 
what they wanted to see, and on their recrea- 
tional preferences (surprisingly few wrote 
“bar’’). 


tables were enclosed from major cities to New 


Another sound planning touch: time- 


Haven. 

The actual workweek began immediately after 
breakfast on the second day. All of the sessions 
were placed on the agenda in a sequence that 
would provide plenty of variety. Knowing that 
duration is as important as change of pace, man- 
agement made way for in-session breathing 
spells. There were coffee breaks and question 
periods imbedded in all meetings that ran over 
one hour. Representatives sat at tables with ade- 
quate working space, fresh, large pads and pen- 
cils, and room to stretch out their legs. 

The morning and afternoon meetings covered 
two of the firm’s major products. But these were 
not the usual sales “puff” sessions, the inspira- 
tional talks on the dollar-for-dollar values of the 
product. Rather, the company marshalled its 
production engineers and research people for 
an intensive analysis of product potential. In 
a sense, these sessions served as a clearing house 
tor selling ammunition. New applications, new 
designs, and new fields as well as those under 
explorative study, were discussed in considerable 
detail by company specialists and covered in 
terms of the salesmen’s interests. 

Atter a dinner break the men moved into the 
meeting room tor another session. This was 
a meeting ofhcially termed “Representatives 
Night” 
but unprintable title. Purpose of the meeting was 


and unofhcially given a more descriptive 


Let the salesman tell you what 4e wants. A ‘‘gripe night”’ helps to let off 
steam, shows sales management direction of front-line thinking. Your prob- 
lems may not be his problems, but his are certainly your responsibility. 


to find out what gripes, criticisms, and sugges- 
tions relating to products or policy were fore- 
most in the salesmen’s minds. 

To show that the company was in earnest, the 
head of every department was at the front table, 
ready to answer questions in his bailiwick im- 
mediately. Any details not at hand were prom. 
ised later by mail. To get the ball rolling, each 
department head gave a short, provocative talk, 
designed to stimulate response from the floor. 
Typical question: “Why don’t we get out a 
filter with a clear plastic sump? Competitors are 
getting the jump on us.” Answer: “We've inves- 
tigated that but the price is out of line. How 
much of a premium will your customers pay, do 
you think?” After burning some midnight oil 
the sales reps seemed to be satisfied that man- 
agement understood their point of view al- 
though, like salesmen everywhere, they still 
thought something could be done about de- 
liveries. 

The second full workday began with another 
seminar on remaining company products. High- 
light of the session was the dramatic introduc 
tion of a new design feature on one of the firm’s 
basic products. Actually, this opportunity might 
well have been passed by and many firms ignore 
it. Only a few hand-tooled models were avail. 
able and research was not complete. But man- 
agement believed, and the response proved tt, 
that knowing the firm has an on-the-ball re- 
search department is vital to sales morale. A 
session on product development—even if you 
have no cat to let out of the bag—which shows 
the direction of your thinking is a sure-fire atten- 
tion builder. 

The afternoon period provided another change 
of pace, utilized the time for voluntary plant 
visits. These were quick, the guides were trained 
and they were tailored to individual preferences. 

The evening session was admittedly an exper! 


ment. Cuno calls it “Application Engineering. 


Translated, that boils down to a seminar on 
definitions. Theory behind it was that although 
most of the representatives were engineers, 1 


wouldn’t do any harm to review technical termt 
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ology relating to products and applications. 
This was followed by a discussion led by the 
ead of the laboratory. Topic: the lab, when to 
se it and when not to. Every company that 
vorks with customers’ test samples could use a 
imilar session as a basis for policy on what to 
end to the lab, how to prepare the samples, 
vhat sizes are required. 

Having run intensively, but quickly through 
he phases of production, research and applica- 
tion, the final day of work plunged into adver- 
ising and promotion. As with previous sessions, 
hese were designed for effective audience par- 
uicipation. The advertising department explained 
in detail how it was integrating sales promotion 
vith sales. The real punch in these sessions came 
trom two approaches: The first was that talks 
were slanted toward the sales reps point of view, 
hat is, how each element directly affected his 
sale. The second was tossing the ball to the 
audience for appraisal. 

In these sessions, Cuno used another technique 
available to most other firms. They didn’t talk 
ibout their advertising agency and their pro- 
gram. They called in the agency to do its own 
talking, to explain media selection, copy ap- 


proaches, layout and market research. 


For the final evening session, the meeting 
room was split up into tables with placards 


mmarking major clients by industry—steel, Die- 


sels, machine tools, etc. At each table sat a 
company expert on the freld. The idea was to 
present a clean-up period, a clinic for any specific 
problems not previously covered. 

The cumulative effect of nine sessions over a 
three-day period, each with top company spe- 


cialists on tap, was to build confidence that the 
firm was backing up the line sales function with 
very means at its disposal. 


Rather than close the conference at night with 


big party the meeting was formally closed at 
poreakfast. No one left shaking and debilitated. 
win fact many didn’t leave at all. They played 
golf, tennis, or went deep sea fishing—a nice, 
vind-up for a meeting that covered all the bases 
gand ill stayed within a modest budget. 
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xploit your research team to the hilt. New products, product development, 
deas, even if in the drawing board stage, are worth a session or more. To- 
Jay's hard selling demands that the salesman know what you're doing. 


it 


i 
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Show what your sales promotion department is accomplishing and how. 
Don't puff only the national campaigns. Show the time, effort involved and 
the effect of trade show displays, direct mail and competitive information. 


Put your agency to 
work. Chirurg Agency 
sent account exec Bren- 
del to explain how it 
works with the firm to 
select medta, copy to 
pinpoint effectiveness 
Says Brendel. ‘* We block 
and tackle. You'reout to 
make the touchdowns.”’ 


Man a clinic with sales- 
men expert in dealing 
with different types of 
customers. Informal ad- 
vice on specific field 
problems comes fast 
when men in similar 
situations get a chance 
to trade their solutions 
and learn applications. 


End conference in the 
morning but plan rec- 
reation for salesmen 
leaving later. Cuno gave 
men all day to relax be- 
fore going back. AtoZ 
planning ignored chance 
of boat battery going 
dead. And this, ( of < Ourse, 
is what happened, left. 
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charge account buying? Are we endangering 


THEODORE H. SILBERT 


President, Standard Factors Corporation 


AIR seems to be full of 
Ik these days on the matter of consumer credit. 


re people going overboard in installment and 


e country’s future by making credit buying 


Hf too easy? Have we reached a point at which 

99 

. “Regulation W” (to restrict consumer credit) 
ought to be reenacted again? 

very major consumer industry is concerned 
4] with this problem, since one would be hard put 
| to find a consumer durable product which does 
not enter into installment sales to-day. 

W hear echoes to-day ol the position taken 
) a generation ago, when James Couzens expressed 
, his views in the North American Review. He 

accused installment selling of “breaking down 
. character and resistance to temptations, to ex 
travagance, and to living beyond one’s means, 
: breeding dishonesty, and causing many young 
people tO yet their first experience Ol being dead 
beats through yielding to temptations that are 


| 
placed betore them.” This 1s a severe indictment. 


The present load of short-term consumer debt 


standin yr 1s about $. billion. Of that total, 


‘ 


nut $20.5 billion is installment debt. The over 


: 1} 
all dollar total is the largest on record. When we 
| al thre billion short term consumer 
dep carried the nation consumers, We 


reasonably ask: “What proportion 1s that 


disposable income?” 


consumers: By dispos 


thie imcome is meant simply the money lett to 
alter thnev Nave paid their taxes, 
ln 1929. we had $82.5 billion in disposable 


personal income, and the short-term consumet 
| lebt outstanding was 7.6 per cent of the income. 
| In 1940, we had $75.7 billion in disposable pet 
onal income, and debt outstanding was 10.8 pei 
nt of the income lhat was highest peak, 
doit sank to 3 er cent in 1945 when no 

hard goods were ay ible to consumers, 

controls ndecd und people 
ould radios, retrigerators, automo 
bles, and washing machines, short-term con 
sumer credit outstanding rose to 7.6 per cent 
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LS HERE ARE GOOD AND 
BAD ELEMENTS IN THE USE OF CREDIT 
\ND THI | UDGE CONSIDERS BOTH. 
AN ALL-ROUND LOOK AT THE NATION § 
CREDIT POSITION WILL PROVIDE BUSI- 
NESS EXECUTIVES WITH HELPFUL FACTS 
FOR EVALI 


WISI 


ATING THOSE TWO OPPOSING 


ELEMENTS AND 


DECIDING WHICH IS 


CURRENTLY MORE IMPORTANT, 


DEVANEY PHOTOCRAPH 
is NOLAING NEW about the use of credit, hut 
which it has been applied 


{ tremendous wave ot optimism has 


fAere is in the lo 


s. 


Sidvept over the country in recent years and more 


people are buying more goods than ever before. |ust 


about everything can be DOUR ht nowadays with cred 


this should De aliou ad YO is ad 


question that affects people and industries altke. 
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RETAIL SALES AND CONSUMER CREDIT 


ALL OTHER RETAIL CREDIT OUTSTANDING 


RETAIL 
SALES INSTALLMENT CREDIT OUTSTANDING 
Billions (Seale on right) 
of Doliors 


10 _ peg 


effect. In May, 1952, when Regulation W was 
laid aside, consumer credit was at 8.6 per cent 
of disposable income, and to-day, the percentage 
is around 9.7 While dollarwise, our outstanding 
consumer credit to-day is the highest on record, 
in terms of percentages, it is below peak levels 
of the past. 

In the words of the Federal Reserve Board, 
“Much of the post-war rise (in consumer credit) 
has been due to the tremendous backlog of de- 
mand for durables that existed after the war, 
coupled with the substantial rise in prices. The 
high rates of population increase and of family 
formation with the consequent boom in new 
residential construction were other important 
factors affecting the demand for durable goods 
and therefore the demand for consumer credit.” 

The Board also points up the necessity tor 
considering the present level of consumer credit 
in relation to other factors, and states, “On the 
basis of historical relationships between con- 
sumer debt, incomes, and liquid asset holdings, 
it does not appear that the rise in outstandings 
has been excessive.” 

Economists who are afraid we may be teeter- 
ing on the edge of another 1929, use that memor- 
able year as the basis of comparison—when 
our consumer credit was only 7.6 per cent 
of our income. Actually, comparisons with 1929 
may be misleading. The tremendous shifts over 
the past several years in the distribution of our 


Every day throughout the year the highways of this 
nation feel the impact of high-powered traffic. ln no 
other country is the use of an automobile, for pleas- 
ure or business, taken for such an accepted fact. The 
automobile industry is one of the weather vanes of 
our economy. It’s continued production depends on 
the buying power of the individual and that, in a 
majority of cases, depends on credit.—vrvaxey rnoro 
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INSTALLMENT 


RETAIL SALES 


Billions 
of Dollars 
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national income, cast new light on the matter 
of consumer credit. 

Since 1929, we have had “a bloodless revolu- 
tion.” That quiet upheaval has decreased the 
proportion of total income going to the top 
brackets, and raised that going to the middle 
and lower-income groups. Since these latter 
groups are the people using consumer credit, it 
is not surprising to find that as the middle and 
lower groups earn more, they desire better liv- 
ing, and as their credit rating improves because 
ot larger and steadier earnings, ‘rey use credit 
purchases more and more to raise their stan- 
dard of living. 

For example, the richest 5 per cent of our 
population got 22.7 per cent of our disposable 
income in 1939-40. In 1948, according to Dr. 
Simon Kuznets of the National Bureau of Eco- 
nomic Research, this same group got only 15.] 
per cent. That's a difference of some $18 billion 
annually which did not go to the upper group, 
but which went (and continues to go) to the 
middle and lower-income groups. A somewhat 
different formulation reported by the Federal 
Reserve Board last vear (1952) showed that 
income for the top tenth of the population 
dropped from 46 per cent in 1929 to 29 per cent 
in 1950. The middle-income 60 per cent of the 
population increased its share from 43 per cent 


to 52 per cent over the same period, 


whil 
lower-income 30 per cent of the population 
perienced an $8 per cent boost. High employ 


tnis 


ment levels nave contri 
tion ot the national income. 

As the middle and lower-income groups 
creased their snare of the national income, the\ 
also raised thei standards OF living and e€ievales 


their tastes in keeping with their better an 


Continued pa ¢ D> 


F 
Tf 
— 
4 2 « \ 
— 
| 
4 


hatte > 


lle 


| 


PHOTOGRAPH 


LOADING CIGARETTES AT WINSTON-SALEM~—DEVANEY 


for 24 Wholesaling Lines 


Providing an unusually helpful basts for the comparison of operations among wholesalers, these important ratios 
have been compiled annually since 1931 by Roy A. Foulke, Vice-President of DUN & BRADSTREET, INC. The 
definitions of the ratios are on page 70. Similar figures for 12 retail lines were presented in the October number 
of DuNn’s REVIEW AND MODERN INDUSTRY; ratios for manufacturers will appear in the December tissue. 
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Dun Per Ce Per Cen Per Cent Time Times Days Times er Cent Per Cent er Cent Per Cent Per Com Per Con 
9.0] 3.3] 12.33 15.54 +.57 9.95 25 7.3 7.4 20.6 36.1 63.8 $4.4 x 
Automobile Parts and Accessories (183) 3.24 29 7.15 9.94 3.44 4.86 33 5.4 13.8 34.4 62.8 54.0 54.8 1S.) 
2.43 0.87 314 394 2.60 350 39 42 27.0 53.6 94.7 106.1 80.5 
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0] 16.2] 18.63 07 19 9 () 5.? 35.7 4) 7 77.4 48 3 63 
Drugs and Drug Sundries (60) 2.59 |./5 9.74 12.17 5.99 17 6.7 10.9 57.0 58.8 97.4 66.9 
201.04 0.79 47 37 5.4 22.8 85.1 106.1 119.7 95.7 
9.08 60 896 10.65 4.52 5.58 4) 8 3 15 99 236 449 25.1 87 
Dry Goods (151) 3.// 1.22 3.97 4.45 3.39 5 >2 6.2 4.6 28.5 60.3 66.5 56.3 16 
2.3/ 0.27 ().92 3.27 63 4.9 12.6 60.9 77.0 92.5 80.2 35.9 
3.42 3.33 14.68 19.76 5.44 7.39 32 8.9 4.6 31.6 49.) 60.3 38.9 2 
Electrical Parts and Supplies (121) 250 240 10.29 13.23 4.34 5.87 39 66 5 523 715 83.7 806 15. 
38 6.25 7.83 2.98 3.64 +4 4.0 26.1 82.6 130.1 103.9 115.6 6.0 
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Current Net Net Net Profits Net Sales Net Sales Net Fixed Current Total Inventory | ded 
. , “wie Assets to Profits Profits on Net to Tan- to Net Average Sales to Assets to Debt to Debt to to t Curren Debts to 
Current on Net on Tangible Working gible Net Working Collection Inven Tangible langible Dangible Working Debt t Net rk 
Caaceras Debt Sales Net Worth Capital Worth Capital Period tory Net Worth Net Worth Net Worth Capital Inv ory ing Capital 
Times er Cent Per Cent Per Cent Times Times Days Times er Cent Per Cent Per Cent Per Cent Per Cent a 
6.08 2.45 20.50 32.62 15.44 23.80 9 | 36.0 10.5 8.7 16.1 15.9 50.3 7.9 
Fruits and Produce, Fresh (54) 3.2] 1.02 11.82 21.69 10.66 20.38 1] 31.5 22.5 25.2 39.] 38.4 134.6 22.7 
Ae 0.4] 3.43 3.07 6.36 11.82 19 21.0 32.8 49.9 55.6 64.3 231.4 53.8 
7.50 9.87 20.16 34.17 4.52 6.06 37 7.8 1.4 13.2 42.6 41.9 30.9 7 0 
Furnishings, Men’s 3.19 3.07 14.07 19.15 3.05 4.26 52 5.4 5.0 36. | 80.1 70.1 65.2 42.5 
oF ay 1.6] 4.52 5.32 1.70 2.32 74 4.3 13.4 67.5 172.8 88.3 131.9 5.5 
3.77 2.61 10.68 34.63 6.99 16.57 19 21.6 19.7 20.3 41.8 48.6 80). S 4 
Gasoline and Lubricating Oil (46) 2.30 1.55 6.67 19.62 4.03 11.04 28 15.6 40.0 29.9 68.9 7/.2 139.6 34.2 
1.47 1.26 3.43 11.18 3.26 7.04 3 11.0 74.6 68.7 63.1 112.6 229.) 78.0 
4.93 1.44 15.23 15.69 11.41 15.30 |? 11.9 6.9 20.6 64.9 74.8 32.7 14.6 
Groceries (255) 2.74 0.76 6.55 ts 7.90 10.00 16 9.5 14.0 45.1 91.4 99 | 56.1 27.5 
1.94 0.3] 2.11 2.7/7 9.51 6.85 24 /.6 28.4 80.2 119.9 136.9 SO). | 
5.69 3.79 9.03 1215 4.78 5.13 25 58 175 5570.6 9.3 
Hardware (171) 3.35 2.38 6.83 8.56 2.99 3.56 35 4.2 13.2 37.7 67.6 87.3 48.6 17.2 
2.38 1.27 4.72 5.47 2.44 2.98 44 3.4 23.0 61.5 94.5 LO8.0 41.8 31.5 
7./9 17.33 35.36 5.37 6.96 28 10.7 1. 14.3 43.0 41.1] 37.5 6.7 
Hosiery and Underwear (46) 3.94 3.05 13.48 13.86 4.16 4.66 40) 6.9 3.0 32.2 >7.1 39.2 63.6 14.1] 
2.62 1.3] 3.21 3.9] 2.49 2.97 4.8 13.0 71.8 SOLS 94.3 50.6 
3.37 13.5] 17.04 8.14 10.90 28 11.2 3 37.6 36.5 63.5 14.8 
Household Appliances, Electrical (119) 2.22 1.49 9.8] 12.02 6.18 8.19 35 8.7 8.8 59.3 112.2 74.9 92.9 1.9 
1.77 0.72 3.85 3.53 4.97 6.10 50 6.6 18.6 02.3 178.1 107.6 130.5 37] 
6.90 5.21 26.80 29.07 4 94 5.70 36 1.7 17.4 83.0 48 IS 7 17.2 
Jewelry (45) 3.17 2.64 7.0 6.67 3.24 3.91 19 3.9 4.] 33.7 01.0 68.6 64.5 33 () 
2.13 0.6] 1.98 2.02 69 2.6 8.8 $7.2 35.5 91.8 109.0 5.5 
4.50 2.3 11.95 15.47 16.17 22.95 2] 19.7 2.4 16.4 6.6 25. >>.0 16.6 
Lumber (93) 2.92 0.92 7.10 10.03 7.13 11.05 29 6.0 6.6 38. ] 84.2 3.4 77.4 24.5 
2.15 0.56 2.66 4.54 ?.82 4.32 $5 4.] 24.3 65.3 127.6 104.8 157.6 $3.3 
4.80 2.22 10.35 14.25 6.85 § 96 26 9 | 7.6 19.9 36.9 512 $34 8 6 
Lumber and Building Material (77) 3.32 1.2] 5.54 6.63 3.95 5.87 35 7.1 18.5 29.) $6.9 705 67.0 18.5 
2.13 0.45 2.74 3.36 2.49 3.23 4? 27.9 8.9 134.2 97.5 96.8 +).6 
405 1.0, 13.15 17.69 16.53 50.93 57.7 17.9 11.9 232 () 16.4 
\feat and Poultry (41) 0.52 6./4 12.05 12.53 17.78 L6 22.2 +.) $5.4 179.6 15 3 
1.62 0.29 4.1] 10.15 3? 41.0 00.0 59.6 6.2 
4.86 9.25 13.06 5.28 LO.] >.4 19S $4.3 
Paints, Varnishes, and Lacquers (30) 3.03 1.55 7.6] 4.52 >.46 +5 6.9 15.4 38.4 36.5 6 3.4 
?.16 0.58 ?.14 49 7.6 6? 35 3() | 59 | 923 7 1977 3 579 
4.02 15.70 6.2/7 9.32 30 15.5 >. | 1.9 19> / 

Paper (123) 2.7/8 1.48 7.18 9.17 5.24 5.94 7.4 13.3 +1.2 75.0 r.0 ‘9 4 
2.09 3.02 3.3] 3.24 +.04 40) 66.2 95.4 93.5 114.) 
5.76 3.79 13.86 15.63 5.04 6.0, 30) §.2 17.4 60.5 
’lumbing and Heating Supplies (127) 3.55 1.7] 8.19 9.3 4.26 5.08 4() 3.5 13.3 32.3 63.5 77.1 19.3 
2.22 1.07 4.43 6.0] 3.27 3.7/ 49 + 3 23.8 S87 1145.4 94 9 Rf 3 ) 

4.70) 9.73 9.8] 6.76 7.52 35 95 737 

Shoes, Men’s, Women’s, and Children’s (56)3.25 0.84 4.04 4.45 478 5.56 56 36 3 6 1] } 72.9 77.9 

1.99 0.27 0.99 3.61 3.94 /| 9.7 90). | 106.5 99 4 
2.33 1.46 10.97 16.64 10.10 17.28 28 14.0 5 35.6 65.9 57.6 37 
Wines and Liquors (40) 1.73 0.89 7.45 9.39 4.97 9.09 $3 8.7 12.6 19.0 $3.0 93.1 130.1 ; 
1.36 ().42 2.72 1.3 4.2] +.5 43.0) 98.4 133.3 160. | 186.4 
4.74 +.0] 12.4] 14.6] 7.08 0] $0) 13.1 2.3 19.4 6.4 4/9 6.5 
‘omenswear, Coats, Suits, and 3.06 1.55 7.55 8.54 3.76 4.58 3 9.9 4). 12.7 96.8 6.3 
Uresses (36) 2.32 0.76 2.54 3.49 1.99 2.4] 63 » 19.9 37.1 165.1 65.5 150.3 5.0 

WHOLESALE GROCERS—BY SIZE (TANGIBLE NET WORTH) CLASSES—MEDIANS ONLY 
Under $200,000 2.59 0.68 5.33 6.02 8.50 9.7] Is 8.5 33.4 10)5.? 59.4 35 8 
$200,000-$500,000 2.76 0.92 8.04 11.52 7.53 10.0] 15 9 9 17.3 41.9 97.3 9?.9 53.1 26.4 
()ver $500,000 2.99 0.79 7.56 Q 4] 7.39 12.37 16 11.2 40.5 81.0 7 55.5 26.4 
Derrinirions or Terms Are ON Pace 70 
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DEFINITIONS 
OF TERMS USED 
ee IN FOURTEEN 
IMPORTANT RATIOS 
THe Rarios—The data used are based 
. upon a representative sampling with a tangi- 
a New Auto -ftypist ble net worth which only occasionally is be- 
| low $50,000. .. . The center figure for each 
of the 24 lines is the median. The other two 
fi i ° figures in each line are quartiles; for each 
to Bene if your usiness ratio they indicate the upper and lower limits 
of the experiences of that half of the con- 
cerns whose ratios are nearest to the median. 
When any figures are listed in order accord- 
ing to their size, the median is the middle 
figure (same number of items from the top 
and the bottom) and the quartiles are the 
figures that are located one-quarter and 
three-quarters down the list. 
CoLLEcTION PER1top—The number of days 
that the total of trade accounts and notes re- 
ceivable (including assigned accounts and 
discounted notes, if any) less reserves for bad 
debts, represents when compared with the 
annual net credit sales. Formula—divide the 
annual net credit sales by 365 days to obtain 2 
the average credit sales per day. Then di- . 
vide the total of accounts and notes receiva- 
ble (plus any discounted notes receivable) by 
the average credit sales per day to obtain the : : 
average collection period. TUBING ; 
CurRRENT Assets——Total of cash, accounts 
1 and notes receivable for the sale of merchan- 4 
if dise in regular trade quarters less any re- i 
ik serves tor bad debts, advances on merchan- in considerable volume, you may 
iF dise, inventory less any reserves, listed se- profitably make it yourself from : 
curities when not in excess ol! market, state coiled strip ona small, compact 
and municipal bonds not in excess of mar- 
et, and United States Government securities. 
od Current Desr—Total of all liabilities due Daily production from 25,000 to 
| New Auto-typist Model 30-54 within one vear from statement date includ- 50,000 feet with only one oper- : 
, has 30 push buttons for ing curre nt payments on serial ae, mort- ator and a helper. Amazingly A 
. automatic selectivity of gages, debentures, or other funded debts. simple and trouble-free, the new . 
a 30 letters or paragraphs. This item also includes current reserves such 4-in-] Yoder welding trans- & 
t as gross reserves for Federal income and ex- former insures highest output of 3 
cess profits taxes, reserves for contingencies quality tubes at lowest cost per : 
set up for specific purposes, but does not in- énot of tnile F 
clude reserves tor depreciation. 
/ Fixep Assers—The sum of the cost value Yoder Tube Mill Book tells com- =: 
* Now, by Pushing Buttons dictating button or buttons that correspond to ot land and the depreciated book values ot plete and interesting story of the P| 
‘ and office correspondence bottlenecks the letter desired, Auto-typist takes buildings, oe oe eee OED, Yoder method and answers most 
can be reduced or eliminated entirely. over and types it. Manual insertions pertinent questions about first 
The Auto-typist method of automat- of personal data can be made in any tures, gold notes, serial notes, or other obli —— rispaces cnt Dw = 
not only reduce typing time, but more _ necessary and you get perfectly typed Ta Sea ee operators, power consumption, ‘ 
than double correspondence output letters every time. material in process, and finished merchan weldable materials, tooling, etc. . 
typists. on buildings, machinery, equipment, furni Latest Yoder development: Highly 
Auto-typist, for there 1s a model to ture, and other assets of a fixed nature; after economical new process of mak- 
The Personal Touch—Well over half suit your particular needs. Hundreds reserves for Federal income and excess profit ing aluminum, brass and other 
of general office correspondence is of businesses, such as banks, insurance — form- 
‘ QO COST < et. TLIC ‘ve S. er, 
routine. Order acknowledgments, an- companies, stores, industries, publica- after charge-offs for bad debts: after miscel Devails tyes cou1led strip. 
swers to inquiries, promotion letters tions and small 1-girl offices, are using laneous reserves a adjustments; but before ; 3 
and the like that must be manually Auto-typist equipment efficiently and ee eee kee eee, THE YODER COMPANY 
typed, can be prepared by Auto-typist effectively. Why not get complete in- 
2/2 times faster than any typist, and formation today on how Auto-typisi tor pic nag allowances, and discounts from y 1 
without error. Yet they are as personal can benefit your business. 4 
as your signature. obtained by dividing the annual net sales by 
the statement inventory. This quotient does 
Simple, Easy to Use — Salutations are Avite-TYPisT not represent the actual physical turnover 
: ally type shi which would be determined by reducing the 4 
manually typed. Then by pushing the annual net sales to the cost of goods sold, : 
and then dividing the resulting figure by the 
Statement inventory. 
AMERICAN AUTOMATIC TYPEWRITER CO. The excess of the 
a current assets over the current debt. # 
World’s Largest Manufacturer of Pneumatic Typing Machines TANGIBLE Net WortuH—The sum of all (CS. 
outstanding preferred or preference stocks (if at: in 
: any) and outstanding common stocks, sur- Electric Weld 
plus, and undivided profits, less any intangi- - 
Mail AMERICAN AUTOMATIC TYPEWRITER CO. 4-11 ble items in the assets, such as good-will, 
614 North Carpenter Street, Chicago 22, Illinois trade-marks, patents, copvrights, leaseholds. TU BE 
attached coupon mailing lists, treasury stock, organization ex- : 
today for penses, and underwriting discounts and ex- 
complete Company and Title penses. M | LLS 
information on TUR NOVER TANGIBLE Net Wortu— 
ddress [he quotient obtained by dividing annual E 
Automatic Typing City ies eit Se net sales by tangible net worth. ‘ 
TURNOVER OF Net WorkKING Capliral 
The quotient obtained by dividing annual net 4 
sales by net working capital. 
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THE NIGHT NOBODY SLEPT 


It may seem a far cry from penicillin to a steel company, but the 
Alloy Fabricators Division, one of seven divisions of Continental Copper 
& Steel Industries, Inc., has a very important part in writing a happy 


ending to such nightmares. 


Just as Alloy Fabricators was called to produce equipment for making 
urgently needed penicillin, so do many other industries turn to Alloy 
for specialized process equipment that will meet the most exacting 


demands. And this Division has served them well for over 20 years. 


Serving America this way, in industry and the home, is the ultimate 
purpose of all divisions of CCS. They are deep in the constant search 
for ways to make our lives happier and healthier—a search which has 


given us the wonderfully high standard of living we now enjoy. 


ALLOY FABRICATORS DIVISION, process equipment. BRAEBURN ALLOY STEEL DIVISION, foo! stee/s. HANOVER WIRE CLOTH DIVISION, wire screen, 
woven wire products. HATFIELD WIRE & CABLE DIVISION, wire, cable, cord sets. NIAGARA FALLS SMELTING & REFINING DIVISION, non-ferrous 
alloys. WALSH HOLYOKE BOILER WORKS DIVISION, pipelines, snow plows, heavy equipment. WELIN DAVIT & BOAT DIVISION, /ifeboats, pleasure craft. 


COPPER & STEEL 


INDUSTRIES. INC. 
345 MADISON AVENUE, NEW YORK 17, N. Y. 


FABRICATORS OF METALS 
FOR HOME AND INDUSTRY 
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A trainload of uses! 


Allwood is the new, dependable, 

durable Douglas fir hardboard 

—for shipping containers, 
boxes and carliners. 


—for table tops, partitions 
and cabinets. 


—or for use in almost every 
product or plant. 


SIMPSON LOGGING CO., Seattle, Wash. 
are national sales agents for Allwood 


Write tor free information booklets 


OREGON 
LUMBER 
COMPANY 


BAKER 
OREGON 


REHIREMENT 


Continued from page 53 


zation will serve notice to the 
entire organization that the com- 
pany does not ruthlessly drop every 
man automatically at a given age. 
This would provide at least partial 
compensation: that a man’s period 
of employment might be extended 
several years if he were ambitious 
to continue to serve the business. 

For reAirement to be acceptable 
to the individual, the tapering-oftf 
idea will have to be stressed to the 
point of developing a new retire- 
ment conception. The whole prob- 
lem of retirement will have to be 
lifted out of the realm of sentiment, 
and reAirement will have to attain 
the dignity of an established per- 
sonnel policy. 

Any temptation there may be for 
a rehiree to adopt a lazy, indifferent 
attitude, based on the-firm-owes-me- 
a-living theory, will be corrected 
by the knowledge that his reAire- 
ment will be coming up for review 
automatically on each anniversary 
of his retirement age, when his cur- 
rent contribution to the business 
will be reappraised. 

Will men accept reAirement in 
jobs of lesser importance and at 
reduced pay? Admittedly some men 
will not be altogether happy to do 
so. The first ones to be rehired may 
not particularly enjoy their new 
status. But if the practise were to 
become fairly common in the busi- 
ness world, before long its wisdom 
and benefits would be appreciated, 
and it might become generally ac- 
cepted. In all probability rehirees 
would rapidly lose their self-con- 
sciousness and be relieved to be 
able to relax to the lighter load they 
are required to carry. They would 


still have a job to go to every « vy, 
in a business with which they _ re 
familiar, still be earning their 
ing, and still enjoy self-respect | id 
a sense of usefulness. As they > 
joined by associates, also rehired 
for less arduous jobs, they wold 
form a new personnel group with 
recognized standing. 

After all, each rehiree would } ve 
the satisfaction of knowing that he 
had held down a big job during 
his energetic years. Why should it 
not be handed over to a younger 
man so that he, in his turn, could 
put his ideas, his energy, and his 
enthusiasm into it—before he, too 
reaches the retirement age? 

Critics may object to the whole 
idea as being discriminatory, since 
(assuming a man wants to stay on 
in a job or assignment of less re- 
sponsibility) the decision as to his 
reAirement rests with his employer. 
To insure fairness it may be nec- 
essary to set up an impartial Com- 
mittee of Review and Recommenda- 
tion to_pass on all cases, and to 
decide on behalf of the manage- 
ment whether there 1s a place in the 
business where the man can really 
earn his salt. This committee would, 
presumably, function under the 
personnel director, and be made up 
of representatives from various ce- 
partments or segments of the busi- 
ness. In the case of top executives, 
a committee of the board of direc- 
tors might assume responsibility. 

At an appropriate time—perhaps 


a year or two before the actual 
retirement date—each retiree might 
be invited to sit with the commit 
tee and discuss his impending r 


expresses a de- 


tirement. It he 
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sire to stay on, the reAirement idea 
would be explained to him in detail, 
stressing the fact that no one can 
be retained except on the basis of a 
regular job or assignment. He 
might be shown the set of stand- 
ards used by the committee to de- 
rermine availability for reAirement, 


HOWE PHOTOGRAPH 


so that he will understand that 
sentiment and influence are def.- 
nitely “out” as a basis for reAire- 
ment. 

At this time the retiree might be 
invited by the committee to volun- 
teer any ideas he may have as to 
whether and where he might fit 
into the company’s operations in 
the future. But no promises would 


be made, or even implied. 


From then on the situation would 


be handled on its merits in each 
case, with the committee consulting 
the retiree’s superiors and _ associ- 
ates, and an earnest attempt made 
to find a useful niche for the man. 
In the end, the responsibility would 
be theirs to recommend retirement 
or reAirement. 

If a retiree were reAired, the same 
committee would review his case 
yearly, and make the decision as to 
whether he is to be continued in 
his job, moved into some other job, 
or asked to leave the company. 

Whatever the plan or device, the 
whole idea will fail if sentiment, 
favoritism, or prejudice are per- 
mitted to influence the decision. 

It is doubtful whether re/ire- 
ment would be feasible as a per- 
sonnel policy if all retirees desired 
to stay on. There would hardly be 
enough legitimate openings in most 
businesses. But, as already sug- 
gested, some men are eager to re- 
tire, for reasons of a family situa- 
tion or the desire to carry out some 
personal plan or project. And not a 
few are compelled to retire for rea- 
sons of health, or because of the 
need or wisdom of moving to a 
milder climate. 


Counting these out, there would 


LOMA 
PLASTICS 


because .. 


@ “they save us money — 
@ they help us strengthen 

product identification — 
@ and they've solved our 
problems of labeling plastics!” 


Your business can also profitably 
use these labels. Loma Plastics 
is just one of hundreds of 
wide-awake firms who are making 


substantial savings with Avery Kum-Kleen Labels. 


Here’s how: 1. Fast Dispensing with Avery’s patented 
dispensers feeds die-cut labels off roller tape, 
ready for instant, clean labeling. 
2. Easy Application with the touch of a finger! 
No moistening, soaking or heating! No sticky mess! 
Loma labels directly from dispenser to product. 


With Avery electric 
dispensers labeling is 
as muchas 5 

faster than with 
ordinary methods! 


3. Cut Costs with Avery Kum-Kleen Labels. 
Save time, steps and money. Savings 
are often 90° 


of ordinary methods, 


Where can YOU 
use these labels 
in YOUR business? 


5 times 


AVERY ADHESIVE LABEL CORP., DIV. 101 


1616 S. California Ave., Monrovia, Caiifornia 
There's an Avery Representative in your city. 


Comemilice of M00 


W ITH due credit to alert manage- 
ment, Servel’s fortunate location in 


Evansville has favored its growth. 


Adaptable, industrious workers 
have made it possible to shift from 
buggy production to gasoline engines 
to refrigeration products and to war 
materials, over a long stretch of 
years. The Servel plant now covers 
over two million square feet of floor 
space and the pay roll has been about 


$1 million weekly. 


Transportation facilities have been 
helpful. Steel can be shipped eco- 
nomically by river barge from six 
large mills upstream. Finished prod- 
ucts can move by water to the mar- 
kets of the world. In rail and truck 
and air shipments, average distance is 
minimized, because Evansville is so 
close to the population center of the 
U.S. market. 


Also important to Servel — as to 


many manufacturers are the bene- 


fits of economical natural gas, ade- 


INC. 
137 LOCUST STREET 
EVANSVILLE, IND. 


quate electric power, and ample wa- 


ter supply. 


If you are concerned with all these 
favorable aspects for plant location, 
your inquiry will be discreetly safe- 
guarded and your questions given 
competent attention. Make a note to 
ask for details about the Evansville 
community — now — while you are 
thinking about it! 


Pioneering by Servel has made Evansville 
the ‘refrigeration center of the world." But 
190 other Evansville plants are included 
in the 1950 U.S. Census of Manufactures. 
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**Seen one of these lately ?’’ 


Few probably have. To the average person, this com- 
plex switchboard conceals an electrical mystery behind 
each compartment door. 


Though often unrecognized, this enclosure of circuit 
breakers, switching equipment, meters, and instruments 
is just as fundamental as a plant’s foundation. For here 
is the nerve center of a plant’s power distribution system. 
Not only does this “switchgear” protect plant and equip- 
ment; it efficiently distributes power through a network 
of feeder wires to any point in the plant where electricity 
is used. 


Switchgear is an I-T-E specialty. Today, as plant 
equipment grows larger, stronger, and consumes more 
power than ever before, I-T-E switchgear plays an in- 
creasingly important role in the drama of American 
industry. 


I-T-E CIRCUIT BREAKER COMPANY 


manufacturers for industry 


circuit breakers e metal-enclosed switchgear 
power switching equipment e mechanical rectifiers 
electronic components e specialized metal fabrications 


probably be in many companies 
enough men who would like to 
keep on working, who are in good 
health, and who would be useful to 
the business in some position of 
reduced responsibility, to make re- 
hirement worth considering as def- 
nite company policy. It would prob- 
ably be worthwhile if, at the out- 
set, as many as one out of five—or 
even ten—could be rehired with 
mutual satisfaction and profit. 
Admittedly, reAirement as a sup- 
plement to retirement is neither an 
easily worked out nor a completely 
satisfactory solution to the problem 
of the aging employee. There will 
be many who cannot or should not 
be refired. Because of failing 
health, lost efficiency, or a sour atti- 
tude toward accepting refirement 
on the only terms it can be offered, 
their years of usefulness to the busi- 
ness are definitely over. There 
should be no vested right even in 
reAirement in such cases. 
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AUTHOR 


Ropert R. Uppecrarr, author, publisher, and 
business consultant, was born in Salt Lake 
City, Utah, but now makes his home in the 
East. As president of The Updegraff Press, 
he is responsible for the publication of many 
books on the art of working and the art of 
living. 

Over the past 35 years he has steadily con- 
tributed cogent articles to the business press 
and has also authored a number of books, in- 
cluding Ofvious Adams, Captains in Con 
flict, Yours to Venture, and The Subconscious 
Vind in Business. 

Besides this indirect aid to business, Mr. 
Updegraff is director of the Jewel Tea Com- 
pany, W. T. Grant Company, and the Scars 
dale National Bank. For the past 25 vears he 
has served as adviser to the managements of 
1 number of America’s leading corporations 
on problems of public relations, personnel, 
advertising and sales. and on broad _ policy 


pians and decisions. 
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Admittedly, too, men cannot be 
expected tO work forever: there will 
come a time with nearly every man 
when re/irement must cease. But 
physical health and the exigencies 
of lite have a way of taking care of 
situations in the course of time. 

To make refirement work as a 
personnel policy will require all the 
ingenuity and good-will that man- 
agement can muster, to keep re- 
Airing men year after year, and em- 
ploying them usefully and _profit- 
ably as they advance in years. On 
the refirees’ part it will call for a 
major adjustment in attitude. But 


D U N ’ §S 


Don’t walk-TALK with 
Executone intercom! 


No need to waste time shuffling between 
offices for information and instructions 
Just push a button and talk! Walking 
time becomes working time. Telephon 
lines are kept open for outside calls: rov- 
ing employees are located immediately: 
Production is increased, costs are cul 
Installations in every type of busines: 
and organization prove that Executo: 
pays for itself many times over. 


INTERCOM 
SYSTEMS 


EXECUTONE, INC., Dept. L-l 

115 Lexington Ave., New York 17, \.) 
Without obligation, send booklet 
scribing how Executone helps cut cost 
I am particularly interested in: 


Intra-plant communication 
Switchboard relief 
| Locating personnel 
Name Title-—— 


Firm 
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| Inter-ofhce communication 
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Diamond Roller Chains 
Provide Long-Life Dependable Performance . . ; 
No Slip or Stretch .. . 98-99% Maintained Efficiency 


SHOT- PEENING 
SINCE 1944 


Diamond Chain has long 
recognized that certain 
types of interng! stressing 
of chain parts would in- 
crease fatigue resistance. 
To this end, link plates have ay 
been specially processed 
ond chain rollers and other 
ports have been shot- 
peened since 1944. 


® Diamond Roller Chains cut maintenance 
and adjustment costs. The toughened side 
plates of great reserve strength take the 
shock loads and tension;—the hardened fin- 
ished surfaces of the rollers, bushings and 
pins resist wear for longer useful life. At 
high, medium or slow speeds, operation is 


N IN DUS TRY 


smooth and quiet with exact speed ratio 
maintained. 


DIAMOND CHAIN COMPANY, Inc. 
Where High Quality is Traditional 
Dept. 422, 402 Kentucky Ave., Indianapolis 7, Indiana 
Offices and Distributors in All Principal Cities 


Refer to the classified section of your local telephone directory 
under the heading CHAINS or CHAINS-ROLLER 
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may not the resulting good, to busi- = vancing age, nor will there eve: be. 
ness and to the individual, be worth As a supplement to retirement, -na\ 
all the trouble it will entail? not reAirement be worth a fair and 
There is no easy answer to ad- __ hopeful trial? 
a ~ 
Pid The statement below referring to Mr. Updegraff’s 
Fa through thick } article and work was written by Harold R. Hall. 
/ or thin - / 
Harold R. Hall, formerly Manager of the Drug Products Division of | 
8 
/ Procter & Gamble, is the author of Some Observations on Executive Re- : 
{ tirement, published by the Division of Research of the Graduate School 3 
{ CKlb of Business Administration of Harvard University. This book, the most 3 
intensive and extensive study so far undertaken in its field, was based a 
{ on a painstaking research covering the broad problem of executive retire- f 
| ment, which the author undertook while serving as Professor of Research | 
\ in Business Administration at the Harvard Business School. Jn recent years a 
Y he has written authoritative articles on executive retirement and delivered 3 
addresses on special phases of the subject. 
_— My work in the field of executive (2) The requirement that all men 
retirement has brought out sharply retire as they reach a specific & 
that organizations vary greatly in age. 
f the policies used for retiring top and In the first of these two extremes fF 
; : middle-management personnel. The — of policy the conclusion is usually § 
4 each grip following two extremes are found, _ reached, “We must not discriminate 
: é r WI any gradatic - and s ‘ » stay may do 
length serves long with many gradations be ind o all who wish to stay m ty di 
; of tween them: so.” In the second the conclusion 
hd a wide (1) Permission to all men who so usually is, “We must not discrimi- 
ie 
ts range of desire to continue on their jobs nate and therefore a// must retire as 
13 . so long as they might wish to they come to the age stipulated by 
continue. us. 
fo speed 
assembly and 
simplify stock HORTA | STOR, 
requirement “VG 
with a 4 
# many ways, you save time and money with Southco LIQUIDOMET eo é 
Screw Fasteners. In countless applications, the wide grip : 
range is but one of many advantages. Tension is always uni- Fi 
form, never too tight or too loose. A turn of the screw locks @ FOR GAUGING LIQUIDS 5 
or unlocks, instantly. Installation is easy, without special OF ALL KINDS : 
equipment. Tapped holes are eliminated, along with screws, IZ 4 
bolts, lock nuts, lock washers, etc. Alignment is not critical @ 100% AUTOMATIC i 
because fasteners “float” in the outer panel. Skilled help is : 
not required. Even if access plates or doors or frames become @ APPROVED BY | 
warped, Southco Fasteners continue to perform, easily and ’ 
efhiciently, for the life of the assembly. UNDERWRITERS 
You get all these advantages and more, when you use LABORATORIES 
Southco Fasteners. For complete information write Southco 
Div., South Chester Corp., 1414 Finance Bldg., Philadel- 
phia 2, Pa. 
Important for military contractors! ‘ 
Prompt deliveries now possible. : 
PAWL, SCREW AND SPRING * DRIVERIVETS | 
ANCHOR NUTS ENGINEERED SPECIALTIES WRITE FOR COMPLETE DETAILS | 
OFFICES IN PRINCIPAL CITIES 
WHEREVER TWO OR MORE PARTS ARE FASTENED TOGETHER, STANDARD AND LIQUIDOM ETER 
| SPECIAL DESIGNS FOR IMPROVED PERFORMANCE AND LOWER PRODUCTION COSTS 
| 39-17 AVE., LONG ISLAND CITY,IN.Y. 
| 
| 78 DUN’S REVIEW at& 


FF 

pet 

| 

ri, 

4 

V4 

‘4 
+ 
: 

Fars 
ONE 
Des 

hey. 
| 
| 

& 

ef 

gt 

eh 

las 
q 

OF 
ope 
au. 

44 

-Diste tt 


1a) 


nen 
“thie 


mes 
ally 
late 
do 


O 


D 


Another new development using 


with Geon coated harness 


This is a Pratt and Whitney Wasp 
Major 28 cylinder engine that 
powers United Air Lines huge Boe- 
ing Stratocruisers—and does a bet- 
ter job because of a new type low 
tension ignition harness. The har- 
ness is subjected to physical strains, 
along with chemical reactions, 
which formerly caused the covering 
to chafe through the insulation to 
the conductor. Now all 7 harnesses 
on each engine are protected by an 
outer coating of Geon vinyl plastic 
latex, which improves engine 


B. F. Goodr ich Chemical eee 


B. F. Goodrich Chemical Company supplies only the Geon latex. Scintilla Magneto Division, Bendix 


Aviation Corp., Sidney, New York, manufactures and supplies the harness to United Air Lines, 


FOR ENGINES—MORE SAFETY, LOWER MAINTENANCE 


safety, lowers maintenance costs. 

Besides giving improved abra- 
sion resistance, the Geon vinyl latex 
cover provides better moisture and 
water protection and resists the 
effects of mineral spirit solvents 
while the engine is being flushed 
clean. Like all Geon vinyl plastic 
materials the coating also assures 
resistance to oils, greases, alkalies, 
acids, chemicals and will not sup- 
port combustion. 

Wirat Geon does for this wire 
coating may start you thinking about 
how Geon materials can help you 
improve or develop more saleable 


products. We'll be glad to give you 
helpful, technical advice. For infor- 
mation, please write Dept. HW-6, 
B. F. Goodrich Chemical Company, 
Rose Building, Cleveland 15, Ohio. 
Cable address: Goodchemco. In 
Canada: Kitchener, Ontario. 


GEON RESINS e GOOD-RITE PLASTICIZERS ... the ideal team to make products easier, better and more saleable 


GEON polyvinyl materials e 


HYCAR American rubber e 


GOOD-RITE chemicals and plasticizers « 


HARMON colors 
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tremes varies with managements. 


ee | * The degrees of discrimination 
ig oo practised between these two ex- 


where Extra Power is needed As a rule, the conclusion is, “Excep- 


tions must be made so some men 
may stay after they have reached 
our normal retirement age, even 


though discrimination is shown.” 

Unfortunately, little that is con- 
structive is being done toward serv- 
ing both company and personal 
welfare through an equitable prac- 
tise in meeting this difficult prob- 
lem. 

Instead of the negative approach 
inherent in the thought of dzscrimt- 
nation, Mr. Updegraff suggests the 
positive viewpoint of selection. He 


Automatic ° 
Carriage, 

shifts like 
offers a new approach to the ever- typewriter... exclusive paper grip saves ¢ 


growing problem of when manage- 25% paper. Three popular letter sizes. 


HANDY A FOUNTAIN 


Natural grip fits hand, © 
lessens fatigue. Push- 
. ANOTHER EXAMPLE OF button ink control... € 
replaceable tip. 
fF KELLER Air Tools engineered to industry PLUS complete line of stencil inks L4 
and stencil board. 
+) 
iv Running down and tightening the Write for FREE ft 
| FACTS nuts which attach hinge arms to an “Shipping Guide’ 
49 automobile hood requires a nut setter 
ts IN BRIEF with extra power. The Keller 16-C Nut Al. MACHINE C17 
~ Setter has an especially powerful 109 lowa Ave., Belleville, Il, F 


ABOUT KELLER 


NUT SETTERS motor capable of handling machine 


screw nuts up to %”. . . yet for all 
its power it is light in weight and 


DEVANEY PHOTOGRAPH 


—— easy to handle. 
In the illustration above, the 16-C 
Consume Nat Getter is providéd with ment should write “exit” for elderly 
a less air attachment to deliver power at a more supervisory employees. It is Ccon- 4 
Interchange convenient angle. structive in character and unique 
able parts Keller Air Tools deliver OSS POTS in its method of implementation. It F 
1° per pound — speed production and will, I believe, appeal to manage- a 
operator ment people who have been worry- 4 
fatigue ing about whether their company 
| has been exercising the right policy Z 
Torque controlled from Wide variety of han- as it concerns the uming of full 
20 to 70 ft/lb dles, gearings, speeds, 
and angle attachments 
THE END | 
Send for a 
4 \ for more information and interesting | 
+ ideas on air tool application . ' WRITE TODAY for a thorough insp 
= and estimate of cost of repairs and res! 
Personnel a | [es] | tion. All work done under contract, ! 
, isured and guaranteed. 
| KELLER TOOL COMPANY 4, insured and 
yy TUCKPOINTING @ BUILDING CLEANING 
Grand taven, | @ CONCRETE RESTORATION 
@ SUB-SURFACE WATER PROTECTION | 
(No Materia! For Sale) 


Please send me a free copy of your booklet on Pneu- 
matic Screw Driving and Nut Setting tools 


A Corperetion 
RESTORATION COMP! 
. | 1223 Syndicate Trust Bldg. © St. Lowis 1, 
Company : | “Ob! I'm afraid I can’t work for NATIONWIDE SERVI ct 


Name Title 


| you if you're a subsidiary company : 
| City Zone State have certain standards.”’ 
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‘ @ Yet only recently has industry come 

4 to appreciate fully the many advan- 
: tages of locating their new plants in 

2 the middle-sized town. 

: These ideal communities offer better 

é living conditions—a fuller social life— 


richer recreational facilities. All these 
appeal to executive personnel, office 


Railroad 


Serving the Heart of Industrial America 


Guide’ 


employees and plant workers alike. 


Another advantage: these middle-sized 
communities fit in perfectly with the 
Government's Dispersal Plan for 
industry. 


The Erie Area is rich in these middle- 
sized towns and serves the nation’s 
largest single market. Here one-third 


HUNTINGTON Name . 
IN DIANA Title 
, INDIANAPOLIS | 
| DAY TON Address 
INCINNATI 
CINNA City 


i 

git 


RECREATION 


Industry discovers the middle-sized town 


of America’s people live, work and buy. 
Raw materials, production and markets 
are close together. 


Industry is served by the dependable 
Erie Railroad which connects direct 
with New York Harbor for export busi- 
ness, and offers unsurpassed service 
between New York and Chicago and 
nationwide by connecting railroads. 


MAIL 
COUPON 
TODAY! 


D. M. Lynn, Assistant Vice President 
Industrial Development + Rm.529-F, Erie Railroad 
Midland Building, Cleveland 15, Ohio 


Dear Sir: We are interested. Please send us your Speci- 
fication Card on which we can list our needs. 


Company 


Zone State 
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DEVANEY PHO 
4 a ills Industrial output continued to hover near the record levels of March as most fac- . 
i / tories were operating at near-capacity to meet new and unfilled orders. Retail = 
3 prices. . sales were well above the level of a year ago. Consumers expressed more of a pref- = 
be 


erence for soft goods as the holidays grew near. Prices dipped seasonally and estab- 
lished the pattern of stabilization indicated in the earlier part of the year. Loans to 


LY: ide ‘ 


finance Z businesses and individuals again rose and were above the year-ago level. 

4 E NpusTRIAL production in early only slightly below the third quarter. There ered to be a good short-term indicator of busi- : 
October recovered somewhat from the slightly were some observations of excessive inventories ness activity, was above both a year ago and . 
}. lowered level of September. As measured by the of mill and foundry products but these reports month ago. Papermill operations were scheduled Ss 
Federal Reserve Board, industrial production in were scattered. In some instances, where inven- at 98.5 per cent of capacity. Paperboard produc ' 
| September stood at 234 (1935-1939=100). This tory cutbacks had been sharp, new orders were tion was 3 per cent above the similar 1952 perioc F 

was I per cent below the August figure and 3 received supplanting cancellations. and rose 2 per cent from the August level. New 4 
per cent above a year ago. Output was only 4 per Automobile production in September was esti- orders for paperboard reflected an increase of | 4 
cent below the March post-war high. Mineral mated at approximately 570,000 vehicles and tor per cent from August and were 12 per cent 
and durable goods manufacturing output dipped the year to date at 5.8 million vehicles. Produc- above a year ago. Lumber output remained FF 
below the preceding month and non-durable tion for the total year of 1953 was forecast at somewhat below a year ago as demand was di- 4 
goods manufacturing output was unchanged. 6.15 million, the second largest output in history. minished and producers faced stiffened compe 
Steel output in September was slightly below Produetion in the last few months of 1953 was tition from Canadian mills. 
| both a month ago and a year ago. Steel ingot expected to slip somewhat below the previous Textile mills continued to be generally mor 
production was estimated at 8.9 million tons, highs in the early part of the year as makers active than at the same time in 1952. Some pro- F@ 
2 per cent below a year ago and 5 per cent below cut output for model changeovers. Some short- ducers had anticipated heavier orders and were J 
7 a month ago. Part of the decrease was a result of ages of automatic transmission systems remained somewhat disappointed. However, on the whole. 
| a wild-cat strike in the plant of a leading steel- as a result of the General Motors fire in Livonia, new orders were generally good. A few excep. FJ 
maker in Buffalo, N.Y. In addition, at the same Mich., in late August. tions were to be found among the woolen mills. ; 
tume last year, most producers were operating at Electric power production in September and Makers of house furnishings and appliances i 
capacity Or Over-capacity to compensate for pro- early October continued to top the year-ago usually reported their production as being abo. A 
duction losses incurred during the two-month level by a considerable margin. The average a year ago. The greatest year-to-year increase: . 
steel strike. Total steel output for 1953 was fore- increase was 12 per cent above the comparable were to be found among those firms manutac FF 
cast at 112 million tons, 6 per cent above the 1952 mark. Bituminous coal production in Sep- turing television sets and radios. Furniture oul FF 
previous 195] high. tember amounted to 41.1 million tons. This was put was comfortably higher than a year age. 
Initial stee] orders for the first quartel ot 12 per cent below a year dAgQO and 2 per cent Carpet producers cut their output sched iles | 
1954 were somewhat better than had been antici above a month ago. Crude oil production in somewhat. ! 
| pated by some observers. Fourth quarter 1953 September averaged 6.4 million barrels daily, Construction activity in September was | 
orders of steel were higher than had been earlie: slightly below both a year ago and a month ago. changed from August and expenditures amo 
| indicated and it was thought that they would be Paperboard production which is often consid- continued on pag §) : 
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Tran: 
USINESS 


The 


AUTO’S SHARE or 
ALL MANUFACTURING 


EMPLOYMENT 


MOTOR VEHICLES 
ALL MANUFACTURING 


770,372 
15,612,619 


VALUE ADDED sy MANUFACTURE 


$5,912,525,000 


MOTOR VEHICLES 


ALL MANUFACTURING $102,085,814,000 


METAL CONSUMPTION 


MOTOR VEHICLES 


8,500,570 SHORT TONS 
ALL MANUFACTURING 47,381,914 SHORT TONS 


EVERY GARAGE 


AUTOMOBILE SALES & INVENTORIES 
RETAIL & MANUFACTURING al Dollars 


RETAIL SALES — 
RETAIL INVENTORIES 


MANUFACTURER SALES 
wm ee MANUFACTURER INVENTORIES 


Saas 


1951 


1952 1953 


A car in every garage has long since passed from the status of a political slogan to the measure of the 
American standard of living as there are now 44 million passenger cars in use in the United States. 
The automobile manufacturing industry employs 5 per cent of all manufacturing employment and con- 
sumes approximately 18 per cent of all fabricated metals. For these reasons, some observers have been 
carefully watching the auto industry in recent months for possible signs of weakness. The widening of 
the gap between inventories and sales at both the retail and wholesale levels has abated in recent months. 
In early 1952, the gap was about the same as to-day. All figures are from the Department of Commerce. 


ed to $3.3 billion, according to the Department 
of Commerce and the Bureau of Labor Statis- 
tics. This was 9 per cent higher than in 1952. 
There was a contra-seasonal increase in non- 
residential building, up 2 per cent from August 
while residential construction declined season- 
ally, down 2 per cent from August. Public con- 
struction expenditures amounted to $1.1 billion 
and private construction outlays totalled $2.2 bil- 


lion in September. 
After reaching an 
ager all-time high in 
August, total civilian employment dipped some- 
what in September and was estimated at 62.3 
million. The return to school of many students 
employed during the summer was the main rea- 
son for the decrease. Unemployment remained 
close to the new post-war low established in 
August. The number of jobless was 1.2 million, 
6,000 above the preceding month. The year-ago 
mark was 1.4 million. 

Agricultural employment was 7.3 million, only 
‘2,000 below the August figure. A year ago, the 
umber of farm workers had been 7.5 million. 
in the first nine months of 1953, agricultural 
mployment has been below the year-ago level 
n eight of the nine months. 

According to the Bureau of Labor Statistics, 
ere was a slight easing of the labor supply 
‘om July to September. However, in some areas 


N D U S§S 


MODERN I 


labor shortages remained noticeably more strin- 
gent than at the same time a year ago. Of the 
182 survey areas, 45 per cent were classified in 
the tight or balanced category as compared with 
35 per cent in the previous year. 

Work stoppages in September were more nu- 


SELECTED 


Latest Previous YEAR 


BUSINESS INDICATORS Weexk* Aco 

Steel Ingot Production 217 215 222 
Ten Thousand Tons 

Bituminous Coal Mined 927 952 216 
Hundred Thousand Tons 

Automobile Product@n 144 140 13] 
Thousand Cars and Trucks 

Electric Power Output 831 83] 768 
Ten Million K.W. Hours 

Freight Carloadings 823 804 838 
Thousand Cars 

Department Store Sales LIS 120 124 


Index Number (1947-1949= 100) 


110 110 


Wholesale Prices 
Index Number (1947-1949= 100) 


Bank Clearings 868 987 85; 
Hundred Million Dollars 
Money in Circulation 304 304 296 


Hundred Million Dollars 


Business Failures 169 186 139 
Number of Failures 


*Steel, automobile, price and failures data are tor the tourth 
week of October: all other figures are for the third week. 
Sources: Amer. Iron & Steel Inst.; U. S. Bureau of Mines 
Automotive News; Edison Electric Inst.; Amer. Assoc. ¢ 
Railroads; U. S. 
BRADSTREET, INc. 


— 


Jureau of Labor Statistics: Dun «@ 


R Y 


merous than at the same time a year ago. The 
two major strikes were a wildcat strike of steel 
workers in Buffalo and the longshoremen’s 
walkout in the East. The steel strike was short- 
lived, but the United Steel Workers of America 
announced that it was taking vigorous steps to 
prevent a renewal of unauthorized walkouts. 

The longshoremen’s stoppage was occasioned 
by the expulsion of the ILA from the AFL; the 
ILA efforts to obtain contracts after the expul- 
sion were delayed by the President’s use of the 
Taft-Hartley injunction powers. However, the 
basic issues remained in doubt as shipping com- 
panies pondered their choice of dealing with the 
ILA or the newly formed AFL union. 

Personal income in August eased slightly, ac- 
cording to the Department of Commerce, and 
stood at $287 billion. However, this was only 
fractionally below the previous month’s estimate 
of $287.5 billion, the record high, and was 6 per 
cent above the previous year. 

Month-to-month changes were slight in all 
categories. The largest drop, dollar-wise, oc- 
curred in the payrolls of commodity producing 
industries, down $700 million. However, the 
payrolls in the distributive and service indus- 
unchanged. Government! 


} 


tries were higher or 
payrolls, despite recent cutbacks in | 
ployment, were at a record high of $24.2 bilhon. 


The average weekly earnings of all manutac- 


turing workers in 


August again rose after a 
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BUSINESS 


Regional Trade Barometers 


(1947-1949= 100) 
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REGIONAL 
TRADE BAROMETER 24 
AUGUST 1953 


PERCENTAGE CHANGES 
FROM A YEAR AGO 


Uh; ~5t00 [_] [TTT] +20 


+10 10415 

(7, CHANGE FROM 

Aug. Aug July 

1953 195) 1953 

United States. . 133.7 6.7 
1. New England 114.8 + 46 -~?9 
2. New York 119? 5.0 
3. Albany, Utica & Svracuse. 127.4 + 27 —6,7 
4. Buftalo & Rochester 135.2 +-11.8 2 
Northern New Jersey 129.3 7.6 —48 

6. Philadelphia 126.8 47 
Pittsburgh 142.4 +-12.6 2.7 

8. Cleveland 145.4 L145 10] 
9 Cincinnati: & Columbus 138.; 0.9 
10. Indianapolis & Louisvill 141.5 t 14.9 -1.5 
Chicago 126.8 3.2 & 
12. Detroit 131.0 4-18.7 
13. Milwaukee 133] 2 
14. Minneapolis & St. Paul 119.9 L 49 1.0) 3 


slight dip In July and stood at $71.69. It was 
anticipated that the September estimate of the 
Bureau of Labor Statistics would be even higher 
as the workweek was expected to fise seasonally. 

Amegng the industries reflecting the greatest 
month-to-month increases in the workweek 
were metal industries, ordnance, electrical ma- 


chinery, tobacco manufacturing and apparel. 


Ti / Consumer spending in late 
| 
Ja} oS ptember recovered from 


its slight dip in August as the temperatures de- 
clined. The preliminary Dun’s Review Regional 
Trade Barometer in the month of September 
stood at 132.6 (1947-1949=100). This was 4 per 
cent above 1952 and ] per cent below the pre 
ceding month’s level. 

The final United States Barometer tor August 


was 133.7, 7 per cent above a year ago and 4 


| a 3 
13 | 
12 
8 6 
77 (8 
(5) 
19 
22 
23 

CHANGE FROM 

Aug. Aug. July 

1953 195? 1953 

15. Iowa & Nebraska........... 118.3 + 37 —2.6 
lo. St louis 124.8 14 — 4,7 
17. Kansas City 126.2 + 1.0 
18. Maryland & Virginia........ 132.0 + 7.8 —5.6 
19. North & South Carolina... 138.6 + 2.8 — 6.1 
20. Atlanta & Birmingham...... 139.5 + §$.6 —-3.5 
21. Florida 149.3 + 7,1 —(0.8 
22. Memphis 129.0 + 5.0 + 1.5 
23. New Orleans + 37 —1.0 
24. Texas 140.4 + 36 
25. Denver 128.9 + ().2 
26. Salt Lake City 123.4 — (),2 —4.7 
27. Portland & Seattle.... + 120.8 + 0.4 —6.3 
28. San Francisco 120.1 + 2.) 4.2 
29. Los Angeles 130.6 + /9 —9,3 


per cent below a month ago. The Detroit 
Region (12) continued to reflect the greatest 
year-to-year increase, 18 per cent. A large meas- 
ure of the increase could be attributed to the 
fact that at the same time a year ago, the auto- 
mobile industry was just recovering from a year- 
long slump and disposable income in the Detroit 
Region had not increased as much as in some 
of the other regions. 

Despite the record heat in the latter part ot 
August, consumers in the industrial Midwest 
purchased goods in greater amounts than in the 
previous years. [ne per cent increases averaged 
about 12 per cent. In the East, however, the heat 
had a noticeably depressing effect on sales as 
New England (1), New York City (2), and 
Albany, Syracuse and Utica (3) reflected only 
moderate increases over the previous year of 
approximately 4 per cent. 


Only three regions reflected a month-to-month 
increase in consumer spending. The greiites; 
month-to-month rise was reflected in the Mem. 
phis Region (22), 2 per cent. Other increases 
were less than one-half of one per cent. The 
Los Angeles Region (29) reflected the greatest 
month-to-month decrease, 9 per cent, as spend- 
ing for automobiles dipped noticeably from 
the extraordinary high rate of the previous 
months. 

The New England Region (1) had the lowes 
barometer while the Florida Region (21) had 
the highest barometer. The barometers for the 
rural regions of Minneapolis and St. Paul (14) 
and Iowa and Nebraska (15) remained notice- 
ably below the United States Barometer. 

The cumulative barometer for the Detroit 
Region (12) continued to reflect the greatest in- 
crease over 1952, 18 per cent while the barom- 
eters for Minneapolis and St. Paul (14) and San 
Francisco (28) reflected the least increase, 4 per 
cent. 


Total retail sales in the early part of 
PAUAE October were estimated at from 2 to 
6 per cent above a year ago. Warm weather and 
interest in sporting events deterred: shoppers 
somewhat. However, as temperatures dipped 
sharply in the middle of October, purchases rose 
noticeably. It was anticipated that retail sales for 
1953 would reach a new high. 

There was mounting evidence that the volume 
in non-durable goods was beginning to harden 
while a few soft spots in durable goods sales 
were evident. According to the Federal Reserve 
Board, consumer credit outstanding at the end 
of August amounted to $27.4 billion, an increase 
of less than 1 per cent over the previous month. 
The month-to-month increase was one of the 
smallest in recent months. It was noted that 
the demand for automobile credit had slackened 
considerably in contrast with the marked 
month-to-month increases in the early part of 
the year. Installment buying remained high. 

Purchases of furniture and appliances re- 
mained moderately above a year ago. Sales of 
television sets were among those items reflecting 
the most marked month-to-month increase. In- 
terest in forthcoming sporting events, which 
were to be televised, was listed as partially re- 
sponsible for the increase in video sales. 

Purchases of new automobiles were almost un- 
changed from a year ago. Many dealers made 
strenuous efforts to pare their stocks in order to 
make way for the 1954 models. Used car volume 
was slightly above a year ago. There continued 
to be complaints among auto dealers but tor 
the most part these were from dealers who have 
only been in business since the end of World 
War II, a boom period for the majority of auto- 
mobile salesmen. 

In contrast with the gloomy picture presented 
by some hard goods dealers, apparel and foo 
retailers generally reported their sales as strong 
and steady. Many apparel merchandisers found 


themselves in the most favorable inventor 
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For a business to which im- 


port or export is important this 

site near the economical shipping 

port of Newport News, Virginia, offers 

many advantages. 

@ 200 level acres, adjacent to the New- 

port News Airport. 

, @ Aspur from the nearby C & O main line 

offers fast freight service. 

: @ Water, sewage and power lines in. 


@ Adequate supply of skilled and 
unskilled labor. 


@ Zoned for commercial or light manu- 
facturing. 


For a Pin-Point Survey 

of this or other industrial sites suitable for your busi- 
ness, write to The Chesapeake and Ohio Railway, 
Industrial Development Department, Cleveland 1, 
Ohio, Detroit 2, Michigan, or Huntington, W. Va. 


hesapeake and Ohio Railw 


SERVING: VIRGINIA + WEST VIRGINIA + KENTUCKY 
OHIO + INDIANA + MICHIGAN +» SOUTHERN ONTARIO 
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rubber alloys 


\ | CoME to think of it, we’re a little amazed 

ourselves at the way Ace engineers can 
7 — blend the mechanical, electrical and chemi- 
cal properties of different rubber and plastic 
{| materials. Their aim is always to find the 
one best material for each of your jobs... 
never overdesigned . . . with production 
economy a must. Result: hundreds of tailor- 


AC E® made rubber, plastic, and rubber-plastic 
alloys to choose from... plus many unusual 
Controlled-property materials like Ace-Tex pyrobitumens. Ask 


compounds meet 


your needs for: us for anything from rough-ground rods to 


finished molded assemblies. Our facilities 
“a for molding, extruding, fabricating, and lin- 
MECHANICAL, te | ing are among the world’s largest. 


ak 


“é¢ Always check your ACE 
design engineer’s Handbook * => 
ELECTRICAL, 4 4 when selecting materials 
for today’s production and 
tomorrow’s plans. Ifyou / 
haven't a copy, write Ate 
CHEMICAL today! It’s Free. 
APPLICATIONS 


ACE rubber and plastic products 


» AMERICAN HARD RUBBER COMPANY 
& 93 WORTH STREET + NEW YORK 13, N. Y. 
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MOLDED PARTS SHEET - ROD + TUBE LININGS > COVERINGS 
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position in over two years. The ini- 
tial demand for Fall clothing was 
quite strong and the special Co- 
lumbus Day promotions featured in 
some sections of the country were 
favorably received by shoppers. 

Consumers continued to express 
preference for quality clothes and 
were often willing to pay the higher 
price provided that the merchandise 
was of a better grade. Purchases of 
apparel made from synthetic and 
blended fabrics reflected the great- 
est year-to-year increases. Also in 
greater demand than a year ago was 
clothing made from cotton as the 
fashion promotions of Fall and 
Winter cottons gained consumer 
acceptance. 

Food purchases remained mod- 
erately higher than in the previous 
vear and were above the previous 
month as cooler temperatures stim- 
ulated appetites. Super markets re- 
ceived a greater share of the house- 
wives dollar than in the previous 
vear. Food stores in shopping cen- 
ters generally reflected the greatest 
year-to-year increases. 

Wholesale sales in September 


Industrial Production 


nally Adjusted Index: 19 939==1 Federal Reserve Board 
1950 1g5! 1Q52 1953 
January 183 221 221 236 
February 180 221 221 239 
March 2 
April 
May 
ne 
July 
\ugust 
September 
October 
November 22 
December i8 2 
t Approximation; figure from quoted source not available 
Wholesale Commodity Prices 
Index: 1947-19491! S. Bureau of Labor Statistics 
195 1953 
] 109.9 
11 ‘ 
Apr )S.3 
Ma 
i ailable 
Employment 
Py hi, ok 
\f 
| 
Au 
et 
Novembe l f 2 
f O1.5 
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were moderately above both 


ago and a month ago. Initial orde: 


and reorders for Fall and Win; F% 
apparel were markedly above 
ago. The call for textiles \ 
greater than in the comparable 195) J 
period. Wool trading which | q 
been extremely slow in 
months picked up notably in early J 
October. q 


Automotive supply and _ par 
sales were somewhat lower than: P 
year ago as were purchases of furn. (9 


ture and building materials. |) {9 
somewhat greater demand than 4 
the same time a year ago were ap Fm 
pliances as retailers prepared a 


record Christmas sales. In greates 


demand small - appliance: 
which often are popular gift items J 
Food purchases were somewh:i 
higher than a year ago, althoug 
there were marked differences 
individual lines. Reflecting 
lower meat prices, meat dollar vo 


ume was below a year ago although 
unit volume was somewhat higher. 
The call for frozen foods ani 


. 
canned meats remained markedly 
above the 1952 level. 3 
Consumers’ Price Index 
Index: 1947-1949—100; U. S. Bureau of Labor Statistics Bo 
January 
Feb Uary 
March 
April 
May 
lun 
August 
September 
October 
November 
December 106.9 113.1 114.1 
t Approximation; hgure from quoted source not availab! } 
Industrial Stock Prices 
Monthly Average of Daily Index: Dow Jones 
1951 1952 1953 
January 199.79 244-45 271.71 255.44 Pe 
February 203.40 253.32 265.19 253.04 
March 206.30 249.50 264.48 286.7 : 
Based on closing prices of 30 industrial stocks 3 
Retail Sales 
f Dollars: U. S$. Department of Commerce ; 
la ry 
ke 
Ma 
Ma 
Ju 
sept eT 
() } 
N iber 
her 
t Ay i 
R | W 


coat ‘ | | 
| 
cia | 
| 
dep > 
- 
gk: 
7 
VA 
hits 
pee 1 A, 
- 
4 
4 
j 
/ 
| 
| 
+ 
“ade 
> 
A 
it 
4 
j 
3 
‘ah 
x 
Chie iv 
\ 
: 
ix 
Fe ir, 
a = 
| 


4 
‘= 


PARTLY AUTOMATIC 


Underwood Corporation 


. Adding Machines... 
. Carbon Paper . 


Accounting Machines. . 


NOT JUST 


The Underwood Sundstrand 
Model E Accounting Machine 


7 Fully Automatic 


Typewriters. . 
One Park Avenue 


Underwood Limited, Toronto 1, Canada 


Sales and Service Everywhere 


for all phases of your accounting 
.--the low-cost Underwood Sundstrand Model E! 


Compare the fully automatic all-purpose 
Underwood Sundstrand Model E with 
any other accounting machine in its 
price class! 

There’s nothing simpler! There’s 
nothing speedier! There’s nothing 
more automatic! 

That's why it is so fast, so flexible! 

With the Model E you can handle 
any or all of your accounting jobs. 

It allows rapid-fire form insertion... 
high gear keyboard operation ... “quick 
as a flash” form handling. 


UNDERWOOD 
Qt 


2, 
‘Os 


. » Ribbons Name 
New York 16, N. Y. Firm 
Street 
The Origine! 


US 


The “mechanical brain” control plate 
directs operations, speeds work, mini- 
mizes errors. 

The famous touch-operated 10-key 
keyboard is exclusive with Underwood 
Sundstrand Accounting Machines! 

So get your best buy in low-cost ac- 
counting machines ... the Underwood 
Sundstrand Model E! 

See it demonstrated! Mail the coupon 
or call your Underwood Representative 
today. You'll find him listed in the clas- 
sified pages of your telephone directory. 


° Underwood Corporation 
e One Park Avenue, New York 16, N. Y. 


DR-11-53 


Please send literature further describing your Underwood 
Sundstrand Model E Machine. 
I would lke to have a demonstration. 


___State 
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ether your business 
| needs 325,000 or Millions 


touch with 


Commercial Credit 


if 
4 
INADEQUATE working capital is 
t) curtailing your progress and restricting 
44 your profits—if doubts about continuing 
tw tilable funds are hampering or delaying 
= 
bi plans for your future, get in touch with 
+4 COMMERCIAL CREDIT. 
COMMERCIAL CREDIT assures you quick 
action—funds usually available in 3 to 5 
days—no matter where you are located in ; 
on the United States. You enjoy all the advan- Cash quickly, usually 
tages of taking In partners or selling stock 171 3 fo 5 days Tl1o 
without the disadvantages. No inter- 
4 tag matter where you are 
| ference with ownership, management or 
profits. You pay no preliminary charges. 
} Y our cost is further minimized because you 
' pay only tor the money you use as your 
“4 need varies. The single COMMERCIAL 


Crepit charge is a tax deductible expense. 


Once set up, the plan functions automati- 


caliv tor montns or vears. 


Manufacturers and wholesalers are using 
CoMMERCIAL CREDIT’s method to supple- 
ment Operating cash at the rate of 600 
Do this year. We'd like to 


plete facts about the advan- 


cent 
YUU hii 


' tages this meth d offers you! business. Funds continuously 
Write or wire the nearest COMMERCIAL available for months 
Crepit Corporation office listed below th 
and say, ‘Send me information about plan or years wi Ou 
offered in Dun’s Review.” calls or renewals. 


SALTIMORE 1—200 W. Baltimore St. Cuicaco 6—222 W. Adams St. 
os ANGELES 14—72258.SpringSt. New Yorx 17—100 E. 42nd St. 
SAN Francisco 6—112 Pine St. 


A Service Available Through Subsidiaries of 


COMMERCIAL CREDIT COMPANY 
Capital and Surplus Over $135,000,000 


Inventories for both wholesalers 
and retailers expanded somewhat in 
September. However the increase 
was of a seasonal nature and some- 
what less than in previous years. 
Automotive stocks at both the retail 
and wholesale level continued to re- 
flect the greatest increase over 1952. 
Wholesale inventories were approx- 
imately 6 per cent above a year ago 
while retail inventories were up 
about 2 per cent. 


Wholesale prices in Sep- 


tember and October af- 
ter a few hesitations commenced a 
seasonal downward drift. From a 
high of 284.17 (1930-1932=100) on 
July 23, the Dun anv BrapstReeEtT 
Daily Commodity Index dropped 
to 271.53 on October 21. Lower 
prices for some livestock and metals 
resulted in the decline. 

Among the most notable price 
declines in September and early 
October were steel scrap prices. 
After sliding for 10 consecutive 
weeks, prices appeared to have stabi- 
lized by the beginning of October. 
In some instances, scrap prices rose. 


Steel scrap prices had plummete; 
20 per cent in a month and were % 
per cent below the previous yea; 
Many observers were frankly wor. 
ried about the sharp drop as scra; 
prices are often regarded as in jy 
dicator of the entire steel industry. 

However while fluctuations , 
scrap prices in 1949 and 1950) did 
accurately forecast steel activity, the 
same did not apply in 1947. Tha 
year was marked by a series 6! 
wide fluctuations in quotations a; 
reports varied from pessimism 
optimism. Many of the same shifts 
in opinion are found to-day. 

An easing of finished steel’ pric 
was reflected as a leading maker 
announced that it would absorb the 
freight costs in shipping its finished 


goods to consumers. This was done 
in an effort to meet competitioi 
from local mills. 

Although prices of other metals 


remained firm’ throughout the 
month many buyers remained cav- 
tious as they anticipated further 
cuts in copper, zinc and lead quo. 
tations. 

Another notable price cut was a 


Marie Wilson 
starring in 

“Marry Me Again” 
Released by 
RKO-Radio Pictures. 


"EVEN CAN 
SORT wits | 


VERTICAL | 


SORTERS' 


YOU CAN SAVE 


CORPORATI 
CEDAR RAPIDS, I 
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INDEX 


1. Location and Population 
Railroad, Truck, Bus, ond Air 


Highway Facilities 
IV. Electric Power 
Natural Gos 


Vi 


Vil. Cost of Industral Cos! 
bor Conditions ond Rocio! 
Vill. La 


1X. Types of Industry 


Taxes and Insurance 


Map of Fostoria, Ohio 
Power 

Power Rate 

Map 


Community data from AGE 


Exhibits 


is detailed, thorough, tailor-made 


Write today for free map showing 
power lines and natural resources 
in the AGE service area. 


More and more industries are making it 
standard practice to come to AGE first with 
plant-site problems. 

It makes sense for two good reasons. Num- 
ber 1: The AGE area is large — 2290 com- 
munities in 7 states. With more towns to 
choose from, with the tremendous diversifi- 
cation this larger area offers, you stand a 
better chance of getting the exact kind of 
site you want. 

Reason 2: Electricity serves every home, 


E773 American Gas and Electric Company 


Manager, Area Development Division, 30 Church Street, New York 8 
OPERATING AFFILIATES 


Appalachian Electric Power Company 
Central Ohio Light & Power Company 
Indiana & Michigan Electric Company 


Kingsport Utilities, Inc. 
The Ohio Power Company 
Wheeling Electric Company 


Kentucky and West Virginia Power Co., Inc. 


farm, store, factory. We work more closely 
than most businesses with every community 
group. This unusually intimate knowledge of 
community trends, habits, and facilities saves 
time, work, and money for site-seeking 
executives. 


Shown above is a typical preliminary pros- 
pectus on one AGE town. It’s just a hint at 
the kind of help you get when you outline 
your site requirements to AGE. Write or 
phone in full confidence. 


in7 states 
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Here’s what mM icd [ fd 


LAMINATED PLASTICS 


is doing for steel production! 


A leading steel producer wanted a roll-neck bearing material that 
could cut power costs, increase tonnage and hold more accurate 
gauge. Now, thousands of Micarta roll-neck bearings are perform- 
ing efficiently in steel mills throughout the country. 


What can Micarta do for you? 


| Your problem may be as simple as noise control or electrical insula- 


tion. Perhaps you need a material that resists moisture, that is lubri- 
' cated with water, that is both light and strong, that wears smoothly, 
slowly. Whatever your problem, your industry, or your application 
investigate the qualities of versatile MICARTA. For prompt and com- 


plete information about MICARTA fill out the coupon below. 


you can SURE... ns Westinghouse 


Westinghouse Electric Corporation 
MICARTA Division, Trafford, Pa. 
Attention: L. A. Pedley 


Sir: (Please check one) 
Please have your representative call 


Please send me the complete facts 
on MICARTA 


micarta 


Name Company. 
Address. 
City _Zone 

J-O6512-A 
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5 per cent reduction in plywood 
prices by the leading manufacturer 
of plywood. A declining backlog of 
orders was listed as being partially 
responsible for the decrease. 

Tire prices were raised by two of 
the leading manufacturers in early 
October. The price increases ranged 
from 3 to 5 per cent. Increased labor 
costs were mainly responsible as 
sales remained lower. 

Carpet makers also _ increased 
prices despite declining sales. Wool 
prices have firmed at a higher level 
and are about 12 per cent above a 
year ago. It was also anticipated 
that some clothing prices would be 
increased in the near future. 

As a result of the 
slowed trading in cloths during the 
month of September, prices for the 
80 square cloths dipped 
slightly. Sheeting and drill prices 
unchanged in the month 
while twill and combed broadcloth 


somewhat 


print 
were 


quotations also reflected a slight de- 
crease. 

Food prices were expected to dip 
slightly in the next few months. 
Pork prices declined about 6 per 
cent as Fall marketings were in- 
Lard, and 
bellies also reflected decreases from 
the August level. Beef and lamb 
prices rose moderately but con- 


creased. hams, bacon 


tinued to be well below the 1952 
level. 

Grain prices steadied somewhat 
during September and early Octo- 
ber as the Government’s crop re- 
port generally reported conditions 
and production outlook unchanged 
in comparison with September. 
Corn quotations dipped somewhat 
and were 12 per cent below the pre- 
ceding month. Although they re- 
mained below a year ago, wheat, 
oats and rye prices were virtually 
INDEX 


Dairy WHOLESALE Prici 


Che index ts prepared on the basis of daily spot clos- 


ing prices of 30 primary commodities (1930-1932= 
100). 


Weel 

Ending Mon. Tues. Wed. Thurs. Fri. 
Oct. 23 271.33 271.06 271.5 272.21 272.26 
Oct. 16 Col. D 270.71 270.94 271.33 271.24 
Oct 272.49 270.85 270.44 270.04 70.37 
Oct ) 277.32 277.19 277.19 276.94 274.37 
Sept. 25 278.99 277.35 2 26 «276.83 277.29 


WHoresace Foon Price 
Che index is the sum total of the prices per pound 
of 31 foods in general use. It is not a cost-of-living 
index. 


Latest Weeks Year Ago 1953 


Oct. 20..$6.54 Oct. 21..$6.34 High July 21. .$6.75 
Oct. 13.. 6.57 Oct. 14.. 6.38 Low Feb. 3. 6.15 
Oct. 6.. 6.57 Oct. 7.. 6.44 1952 

Sept. 29.. 6.66 Sept. 30.. 6.43 High Aug. 26.. 6.70 
Sept. 22.. 6.71 Sept. 23.. 6.45 Low Dec. 16... 6.11 
9? & N S R 


in One 
numbering 
machine / 


7 | 
‘ag 


FORCE 
5 Action 


One machin 
fills scores 9 
numbering 
needs 
Provides cop. 
secutive, dup. 
licate, trip. 
licate, quad. 
ruplicate o 
repeat num. 
bering at th 
finger. 


Write 
for price; 
and 
catale 


OM. A. 
& COMPANY, INCORPORATED 
NICHOLS AVENUE, BROOKLYN 8,N.Y. 


Use Self-Dumping Container 


50% LABOR-TIME 
ROURA HOPPER 


—they pay for themselves 


Only ROURA Hos The Exclus 
PATENTED Instant Release Hox 


OCKS ITSELF 


Fitting any standard fork or plotform | 
truck, thousands of ROURA HOPPERS are in 
constant operation handling wet or dry, ho! 
or cold, bulky materials. Simple to operate 
—only one man is required for distributing 
and unloading—quicker and easier. 

The ROURA HOPPER dumps, rights and locks 
itself securely by a simple lift of the patented 
release handle. Sizes 2 to 2 cu. yds. ROURAS 
can also be designed for flat trucks and in 
other sizes to meet specifications—can be 
equipped with special flanges to perm 


stacking for storage or future distribution 
The ROURA will quickly poy for itself mony 


times over. 
Write today for detailed brochure, 


ROURA IRON WORKS, IN 


1419 Woodland Ave. Detroit 11, Mu 
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Both these men are skilled carpenters in a 
wood products shop, and can drive home a 
nail as fast and true as anybody. But when 
they raced each other on a latticework job 
—one with ordinary hammer-and-nails. the 
other with a Bostitch H4 Stapling Hammer— 
staples won over nails 4 to 1. and with cost 
savings of 60% in time and materials. 


The shop foreman reports still more ad- 
vantages of stapling. One “,” staple is more 
nails. The staple won't 


rigid than two °4” 
loosen because its legs diverge inside the 
wood, bracing against each other when under 
severe strain. 


The carpenter can drive a staple all the 


way home with one blow, leaving his other 
hand free to hold the work. Greater “reach” 
helps him cover much more area from one 
standing position. No more “mouthing” of 
nails, either! 


This is just one of 800 kinds of Bostitch 
staplers that trim time and costs on thou- 
sands of different fastening jobs in factory 
and office as well as in the building trades. 
To help you pick the right stapler for the 
job, Bostitch has 325 Economy Men in 123 
cities in the U. S. and Canada—by far the 
largest and best trained group of its kind. 

Check over your own fastening methods 
with your nearest Bostitch Economy Man. 


There’s no obligation. Hell be glad to tell 

you honestly whether stapling can save you 

money. 
Look up “Bostitch” in your phone direc- 


tory or write us. 


FASTEN IT BETTER AND FASTER WITH 


FREE fime and money saving hulletins 


BOSTITCH, 671 Mechanic St. Westerly, R. I. 


| tell how stapling can cut vwour costs. 

| I want to fasten: 


Desk staplers 


Stapling 
hammers 


Stapling pliers 


Carton sealers 


Tackers 


Motor and air 
driven stapers | 


wood cartons 
rubber fahbrie 
plastics 


light metals 


rooting 


DERN 


Man with stapler beats man with hammer 4 to I 
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continued 


NOW in one compact unit! 


Photorpi,, anything in second) 


unchanged from September. Prices 
received by farmers declined sea- 
sonally in September and stood 

256 (1910-1914=100). This was 1 
per cent below August and 11 per 
cent below a year ago. The parity 
ratio, reflecting the difference be- 


SIMPLE—This newest development in photocopy ma. 
chines, now available in one compact unit, 1642” x 231,” 
overall, with only one knob to turn, can be operated 9 
easily by any girl in your office. ; 


tween prices received and _ prices 


EVERYTHING INDUSTRY paid, was unchanged at 92. 


| NEEDS ...from manpower 


looks welll 


| | to markets ... is available in i, After fluctuating 
5 the rich, productive area mild] y, the Dow- ACCURATE—No matter how fine the detail, or what the 


colors, if you can see it in the original you wil! see it ip 
the photocopy. 


VERSATILE—Produces exact, letter-perfect copies up t 
14” wide—whether the original is single or double sided 
opaque or transiucent, white or colored. Photorapid’s§ 
legally accepted copies are ready for instant use, elimi. 
nating costly typing, hand copying and checking — of 
costly outside copying. With Photorapid you can make 
single side copies, double side (to reduce filing space 
transparent copies for use as masters with diazo or blue. 
prints, tissue copies for air mail — all at an unbelievably & 
low cost. Also two-part models for copying from books 
without removing or injuring pages. 


served by MIssOuRI PACIFIC, Jones stock average finally emerged 
In addition to sheltered 


security, your industry 


from its Summer and early Fall 


slump and started a consistent rise. 
From a 1953 low of 255.49, it rose 
to 274.89 on October 22. The vol- 
remained 


will enjoy: 


ume of traded shares 


somewhat lower than is usual 


PREFERRED PLANT SITES: Our Industrial 
Development Department can help select 
your new plant location in an area best 
suited to your needs. 


LABOR: A reservoir of skilled and un- 


this me of year. Many buyers ap- 
peared to be awaiting further de- 
velopments before committing their 
funds. 

The money supply continued to 


FAST— In seconds your finished, perfect copy is ready 
UNIQUE ADVANTAGES 
Closed tight when not in use 
— solution keeps longer. Non. 
metallic constructien prevents 
corrosion. 


Cop's 


Dept. D, 105 Chambers St., New York 7, N.Y. 


skilled labor is available. 


<= 


be somewhat easier than in the past 


WATER: There’s a wealth of water ..; few months. Money for short-term 


ground or surface...in most areas borrowing was more available and 
served by MO-PAC. the 


& 


rate on 90 day Treasury notes 


FUEL: You'll find coal, oil and natural dipped from 2.4 to 1.6 per cent. 


gas in economical abundance. Short-term interest rates by private 


“Give a Hitt long remembered 
“ORIGINAL 


Pennsplbania-Dutch 


Hickory Smoked Meats 
By Mail 


HICKORY VALLEY FARM 


BAKED AND CLAZED 
SHERRY BASTED 


HAM 


Studded with cloves, 
basted with Sherry 
and glazed in our 
ovens. Ready to serve. 
$1.75 per lb. Average 
weight 8-10-12-14 Ibs. 
READY TO EAT 
COUNTRY STYLE H. AM 
$1.50 per Ib. Average weight 8-10-12-14 lbs. © 
SMOKED 


TURKEY} 


Beautiful birds cooked 
to perfection, delicate 
smoked and ready ' : 

i 


: companies were also lowered. 
RAW MATERIALS: Timber, minerals, agri- | lowered 


cultural products, chemicals . .. are at 
the doorstep of most plant sites you 
may select. 


Loans to business expanded sea- 
However the increase was 
All loans to 


commercial, industrial and agricul- 


sonally. 


not as large as usual. 


TRANSPORTATION: Our swift diesels can 


speed your products to market quickly, 


at 


tural firms reflected an increase of 


dependably ...or to any one of eleven / per cent over 1952. 


principal Gulf ports and the Rai/ Gate- 


| , Savings or time deposits contin- 
ways to Mexico—Brownsville and Laredo, 


inane ued to be substantially above a year 


ago and were somewhat above the 
August 
placed the annual rate of individ- 


hgure. Current estimates 


ual’s savings at $17.3 billion. This 


annual rate has only been surpassed 
in the World War II years of 1942 


through 1945. The figure represents 


approximately 7 per cent of total 


4 


disposable personal income. 
FOR COMPLETE INFORMATION: write or wire 


serve. Your answer ' 
any gift problem. $1 


. industrial Development Dept. Missouri 
CLEARINGS 3 
Pacific Lines, 1706 Missouri Pacific Bidg., - Papen per Ib. Whole birds av 
housands o ollars i -14 Ibs 
St. Lovis 3, Missouri; or Union Station, Houston 1, esnedhaie ~ erage weight 10 
952 
Texas. Your inquiry will be kept in strict confidence. er __ 1953 1952 Change * Tender, Ready-to-Eat 
otal 24 ‘ ities 36,068, 106 46,9]? +0.9 Cc anadian Style 
New York 39,002,972 37,031,884 +5.3 
Fotal 25 Cities 75,071,078 72.778.796 BA N 
New BusINESS INCORPORATIONS Ready to eat. ; De 
Ib. 
(seographical! Au ight Months A 4to6 
Divisions 1953 1952 1953 195 G Strip $2.25 per Ib. ' ‘ 
New England 4&5 452 4.753 3.93? 
Middle Atlantic 2,263 2.271 22,478 21,405 Send us your gift list we do the rest 4s 
East North Central. 1,259 1.117 11,77 9,723 thousands of satisfied customers know \ 
West North Central 357 323 3.498 2.866 g 2 
South Atlantic 1.212 1,098 10,622 9.03] HICKORY VALLEY FAI 
East South Central 236 2,051 LITTLE KUNKLETOWN 8, 
West SouthCentral. 484 443 4,389 4,112 ¥ STROUDSBURG, PENNA 
ise » specially priced gift combinations. 
lotal U.S..... 7.487 7.088 70,661 62,052 7 
f 
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The real cost of shelving 
is the erected cost 


4 


PY mam 
| 23)" 
erated 4 


KS 


hat the 4 
it ine 


up 
Sided, 
rapid's 
elimi. 
1g — Or 
Make 
Space), 
r Diue- 

evably { 
books 


eady 


less. DeLuxe precision 
shelving has fewer parts, 
uses 80% less bolts and is 


that is 100% adjustable. 


— It’s quicker, less costly to 


install—easier to adjust. 


factory representative is 


available to give you a 
complete engineering, 


planning and layout service 
‘the without obligation. 
Y ; Write for a free catalog now, 
4 while your mind is on shelving. 
a\ 
Ibs. 


For over 25 Years Manufacturers of: 
MY) Storage Shelving » Library Shelving 
Storage Cobinets + Shop Equipment 


and 


DeLuxe shelving costs you 


the only shelving available 


Wherever you are, a DeLuxe 


> DeLuxe Metal Furniture Co. 
301 Struthers St., Warren, Pa. 


INVESTMENT 


Continued from page 42 


trustee in human relations, that it 
evolves a fair and workable plan 
and sets forth on a course of sound, 
practical action to develop the man- 
agers of the future. We must prac- 
tice the belief that “responsibility 
educates.” 

I can report that we have found 
these policies profitable through our 
practice of Multiple Management 
—a sound, practical, competitive 
builder of men. Let our experience 
speak for itself via the comments 
made by some of our personnel, 
both at the company and elsewhere, 


“What 


does Multiple Management mean 


in answer to the question, 


to you?” 

“The greatest advantage is that 
it gives every young man in the 
business an opportunity to express 
his opinion on matters not of sec- 
ondary nature. Experience shows 
that almost all the recommenda- 
tions made through our subordi- 
nate board structure have been ac- 
cepted, which does give a fellow a 
certain feeling of satisfaction that 
something really worth while is be- 
ing accomplished and that he is 
something more than a glorified 
ofice boy or clerk waiting for his 
superior to retire so that he may 
step into his place.” 

“There is always present the com- 
petitive spirit which makes the 
day’s work more interesting. You 
constantly realize that there’ are 
other people striving for your place, 
and it is up to you to so produce 
as to stay there.’ 

has enabled me to better 
put my thoughts into writing. It 
has given me a confidence and im- 


proved my ability to stand on my 


. 


Af 
© 


‘At least it breaks up the 
monotony. 


Carbon bearings 


Our 1953 production of bronze pumps includes six 
lines, many new designs, closer machining tolerances 
throughout and at our customary low prices. 


Bronze spur gears 


(oilless) (Oberdorfer alloy No. 16438) 


Micro-finished 
stainless steel shafts 


Bronze housing 
(Oberdorfer alloy No. 741) 


| 223 _|_bronzerotary pear | 0-100 6 
2-4 _bronzerotarygear | 0-100 2: 
| seo | | 5 
Vv | 6-21 | “hese 0-30 3 
55 2-23 _bronze rotary gear | (0-100 | 12 
2-25 | 210 3 


Any of the above pumps are available free 
of charge to original equipment manufacturers 
for test purposes on their machines designed 
for resale. 


Write us the details of your installation. We have 
accumulated records of a wide variety of successful 
applications in the past fifty-five years. We may 
the answer to your problem in our files. 


have 


See our catalog in Sweet's PRODUCT DESIGN File 


Industrial Pump Div.. Oberdorfer Foundries. Inc 


7311 Thompson Rd., Syracuse, N. Y 


Address the 1953 edition of the Oberdorfer Industrial Pump catalog to 
g 


NAME..... 
COMPANY 


ADDRESS 


Do you want a factor representative to call [) Yes [] No 
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this plant’s big location problem... 


os 


= 
Ui, al 


Whaté Yours : 


No matter what your location problems may be, 
the Industrial Location Service of the State of New 
York will be glad to get you, confidentially and 
without obligation, the information you need to 
solve them. 


YOU CAN GET AUTHORITATIVE DATA ON: 


Raw Materials: Cost and availability of all materials 
and supplies you may need. 

Transportation: Availability of facilities, cost of as- 
sembling materials and distributing finished product 
between any given points. 

Markets: Industrial and consumer market data. 
Labor: Availability, skills and rates. 

Power and Fuel: Character and cost at any point. 
Available Buildings: Types, condition, facilities and 
terms. Confidential. 

Sites: Availability, size, character, installed services; 
photos and maps. Confidential. 

Community Services: A complete report on the facili- 
ties and attitudes of any community. 

Laws and Regulations: Full data on laws or regu- 
lations applying to any particular form of enterprise. 
FREE BROCHURE AND MAP. Send for “Industrial Location 
Services,”’ a full description of the valuable, detailed 
plant location information New York State will obtain 
torvou. A 1953 large-scale physical map of the state and 
adjacent areas, showing elevations, transportation sys- 
tems, watersheds, etc., will also be sent to you. Write 
New York State Dept. of Commerce, Room 717, 112 
State Street, Albany 7, New York. 


industrial Location Service of 


New York State 


tt A manufacturer of appliances looking for 
LAA a location in the rich northeast market 
| needed a single-story assembly plant with 
ty a fire-safe interior of approximately 40,000 
| sq. ft. Asite of at least six acres for parking 
and shipping was also required. Within a 
_A ks week, the manufacturer had complete in- 
formation about several desirable plant 
am, [at = sites, and was quickly able to close a sat- 
isfactory deal for his new plant. He had 
turned the details of his problem over 
to the best industrial fact-finding organi- 
zation of its kind anywhere—the Indus- 
-.,, trial Location Service of New York State. 


feet and put my thoughts to work.” 

“I have learned a greater respect 
for the older men and their varied 
experiences, and how to apply 
these experiences when approaching 
problems. I have also learned a 
greater respect for the younger men 
with their abundant energy, their 
initiative, and their drive, and I 
have lived with and seen the ac- 
complishments that can be attained 
by combining the two as a team.” 

The man who wrote the preced- 
ing quotation went on to say, “I 
would like to contrast the feelings 
I have just expressed with those I 
experienced before participating in 
Multiple Management. When I was 
promoted to a foreman position I 
knew very little about our company 
other than the department I was 
to supervise, and speaking very 
frankly I didn’t care to learn too 
much about the company, other 
than the knowledge I needed to su- 
pervise in my own department. 
When I approached a problem it 
was in the light of how my depart- 
ment and the people in it would be 
affected. When I considered taking 
action on a subject, I did not con- 
sider how it would affect other de- 


partments or the company a; 
whole. I felt that I could run iny ¢ 
partment and that it was up Ot 
other supervisors to run theirs, | 
did not offer assistance to them, ap; 
I resented helpful suggestions | 
were offered with respect to my (7 
partment. Need I say more abo, | 4 
what Multiple Managemen: 
done for me?” 
The approach to the job of may. 4% 


agement raises business leadersh 


AOTHOR 


CuHarces Perry McCorMickK is a man 
varied interests both in his business 

in his leisure time. In addition to runp 
his own company, he is Chairman 
Board and Federal Reserve Agent 
Federal Reserve Bank of Richmond, Di: 
of the Massachusetts Mutual Life Insu 
Company, and mernber of the govern 
body of the International Labor Organ 
tion. In past years he has been direct 
chairman, and president of many other « 
panies, associations, and bureaus. 

Mr. McCormick has had a number 
books published, among them Powe 
People, Sparks I, and Sparks Il, and his M 
tiple Management has been published » BM 
Spanish and French. A graduate of Balti: 3 
City College and Johns Hopkins Universit 
he holds an honorary LLD from Presbyte: 
College, and is the donor of awards, athley # 
and educational, to West Point, Annap | 
and Maryland State College. 


>>> >> > > > > «KK 


Abell-Howe 
Cranes come 
in capacities up 
to 15 tons; spans 
up to 60 ft. 


Many firms under- 
taking plant expan- 

sion have specified Abell- 
Howe Cranes again and 
again. Some own and operate 
five, ten, twenty and more. 


how much your crane dollar 
buys at ABELL-HOWE 


minimize 


53 W. JACKSON BLVD. 


Of course WE know how carefully Abell-Howe crane 
are engineered and built. And how our craftsmen wit! 

modern plant facilities achieve quality and _ sti 
cost. But these things may not be s 
apparent to you until you get our quotation 
and find by comparison and checking jus 


how much your crane dollar actual) 
can buy. ... We suggest yo 
ask for our recommet 
dations and pri 
information-— 
no obligation 


Line include} 
wide range ° 
motorized and han 
operated cranes, ru" 
ways, monorail 
electric hoists 
age racks and acct 
sories. 


CHICAGO 4, ILL. 
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1. Wood 
Hydraulic Presses 


**... that industrial equipment 


which has maintained = 
high excellence in manufacture 
will continue to be sold, 

and will contribute its worth 
to uplifting the general 

quality of everything produced 


in industrial America... 


ii wil) 


500-ton capacity, open gap hydraulic 
press designed for straightening, forming, 
forcing, forging and similar general 
purpose operations. Write for catalogs 


of our hydraulic presses. 


R. WOOD COMPANY 


PUBLIC LEDGER BUILDING, PHILADELPHIA 5, PA. 


HYDRAULIC PRESSES AND VALVES FOR EVERY PURPOSE © ACCUMULATORS «© ALLEVIATORS e INTENSIFIERS 


2235 

OWT 


134 


as 
ITO ty 
h =. | 
= | 
| 
Ht 
ber 
| Toll: 
| 
— her 
1] 
+3 
il 
tation Hy 
q Vy : 
\ 
| == 
} 
ge 3 
run | niversa | 
| 


~ 


| 

| Replaced a cumbersome, 

, ' Makes pricing for three trading areas easier Bam | 


| Colitho Division, COLUMBIA RIBBON & CARBON Mec. Co., Inc. 


SASH EURO RU ANN 
GU UN 


MERS 


m 


Increased sales 


Cut billing time one-third 


Reduced clerical costs 15% 


money savings in purchasing, manufac- 
turing, distributing, selling, billing and 
accounting. For more information, 
mail the coupon attached to your busi- 
ness letterhead. 
*Where spirit duplicating equipment is 
used, the same results can be obtained 
with a Columbia Ready-Master System. 
Colitho Division 
COLUMBIA & CARBON 


Wherever paper work requires more 
than one legible copy, a Colitho Busi- 
ness System can be used to speed the op- 
eration, climinate transcription errors, 
and cut clerical costs. Colitho. paper 
offset duplicating plates, plain or pre- 
printed, can be incorporated in single, 
multiple part, flat pack or roll forms. 
Colitho Business Systems provide for 
variables and blockouts, deletions or 
additions. Partial information can be 
added at any time. All business paper 
work lends itself to simplification 
through a Colitho System. * 


Co., Inc 
O 


Regardless of the kind of business you 
are in, Colitho Systems offer time and 


OFFSET DUPLICATING 


8012 Herb Hill Rd., Glen Cove, New York 


lease send information. 


Our duplicating equipment is: Offset [] Spirit [J 
Name 
fiddress 
City 


to a higher level of purpose. Law- 
rence A. Appley, president of the 
American Management Association, 
expressed this thought in a most 
interesting fashion. As a result of 
an and discussion 
among business executives, he com- 
piled a series of eight steps in the 
evolution of management's concept 


investigation 


toward man. 


The Eight Steps 

“The first savagery 
which the leader takes the point of 
view that the other fellow is his 
enemy and is to be destroyed. 

“The second step in the evolution 
of management attitude is slavery— 
the other fellow is to be conquered 
and put at my service. 

“Third is servitude—the other 
fellow is to serve me for a consid- 


step is in 


eration and ask no more. 

“Fourth is welfare—the other fel- 
low should be helped up when 
down, without too much concern 
for what got him down. 

“Number five is paternalism—the 
other fellow should be cared for and 
I will decide to what extent. 

“The sixth step is participation— 
the other fellow has something to 


contribute to my efforts and cay 
help me. 


“Seventh is trusteeship—tha: fo, 


which I am responsible is not mine 


I am developing and administering 
it for the benefit of others. a 
“Finally, the eighth step i 


evolution of management attitude ._ 
is statesmanship, under which the @ 


leader takes the position that the @ 


other fellow is capable of being fa; 
more than he is, and it is the !ead. 
er’s responsibility to help him de. 
velop to his fullest potential.” 
Striving to reach this final 
our board of directors recently 
thorized the formation of the Jun. 
our most recent add). 
facilities for training 


ior Council, 
tion to the 

young men for management respon. 
sibilities in the company. Three of 
Council are elected 


the five-man 


by the board of directors for a pe. 


Dun’s REviEW AND Mopern 


INpustry will appreciate early 


notices of change of address. 
Usually, 


four weeks’ 


it is necessary to have 
notice. Please in- 


clude the old address. 


local Berger 


“locker headquarters” 
quotations. Only Berger offers Key-Control 
Steel Lockers—plus the biggest selection 
of standard industrial steel lockers. 


It’s impossible to “forget” to lock a Berger 
Key-Control Steel Locker. Its key is its handle. 
There’s no projecting handle to fuss with 
...no padlock to misplace... 
This door pre-locks when opened and locks 
automatically when shut. Where the user might 
forget, his Key-Control locker 
that workers’ 
effects deserve locked protection at all times. 


no dial to turn. 


“remembers” 
tools, clothing and personal 


Get all the facts about this revolutionary 
new industrial steel locker from your 


representative; or, write direct to 
for details and 


BERGER MANUFACTURING DIVISION 


REPUBLIC STEEL CORPOR 


1048 Belden Avenue 


TION 
Canton 5, Ohio 
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Only PHONAUDOGRAPH has 
these built-in benefits! 


1. Privacy of dictation...other phones 
| “locked out’ against eavesdropping. 

2. Unlimited listen-back . . . to all or 
any part of your previous dictation. 

3. Same-line communication with the 
4 operator for special instructions. 

4. Simpler push-button controls which 
anyone can use without practice! 


PhonAudograph advance features 
make dictation-by-phone practical! 


titude You dictate over the 
special phone ...no wait- 
the ing for a steno. 
tne 
1g tar 
iCad + 
n de. 
step, 2 M 
4 « Many dictators served tae 
by one central recorder 
and operator. 
jun- 
addi- 
Our 
‘SDON- 
‘ee ot 
ected | 
ected 
ad pe- d 
3 
RN back faster for ¥ 
4 Signing... time 
ly 4 and work saved! 
ss. | 
ve | 


Dictation by telephone can be the greatest money-saver in your office 
today! It cuts dictation and stenographic time in half . . . speeds corre- 
spondence . . . gives you fastest signature service. 


But experience shows that the success of telephone dictation depends 
on the key features listed at the left—features which give you “full 
control” over your dictation—assure you of all the cost-cutting benefits 
of this new method. 


These are the exclusive advance features of the amazing Gray 
PhonAudograph— proved in important installations from coast to coast. 
Mail the coupon for the complete story! 


The Gray Manufacturing Company 
Hartford 1, Conn. 


Please rush your new free booklet X-110n how to save Se 
time, work and money with PhonAudograph dictation. 


3 “FULL CONTROL” TELEPHONE DICTATION 
PHONAUDOGRAPH and AUDOGRAPH (individual dictation instrument) 


sales and service in 200 U.S. cities. See your Classified Telephone Directory 
under “‘Dictating Machines.’ Canada: Northern Electric Co., Ltd. Abroad: 
Westrex Corp. (Western Electric Co. export affiliate) in 35 countries. Made 
by The Gray Manufacturing Company—established 1891—origtnators of the 
Telephone Pay Station. 

TRADE MARK *‘AUDOGRAPH'"' REG. U.S. PAT. OFF. 


ADDRESS CITY 
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the 
Pacitic West.. 


Industry 


Somewhere in this vast western area there’s 
a location that’s ideal for your require- 
ments ... for manufacturing, assembly, 
distribution, warehousing or some other 
Furthermore, 


purpose. there are many 


material advantages and attractions that 


make for employee contentment. 


For specific information, we suggest you 
contact your nearest Union Pacific repre- 
| sentative or write the Industrial Develop- 
ment Department, Room 247, Union Pa- 


cific Railroad, Omaha 2, Nebr. 


‘UNION PACIFIC RAILROAD 


riod of one year, and the remaining 
two vacancies are filled by the 
Chairman of the Junior and Fac- 
tory Boards, who will serve during 
their tenure of office, normally from 
three to six months. 

Whereas the functions of the Sen- 
ior Advisory Council are to assist 
the board of directors in formulat- 
ing and discharging the plans, poli- 
cies, and management of the cor- 
poration, the primary purpose of 
the Junior Council is to provide its 
membership with opportunities for 
broader business experience and re- 
sponsibilities. Service on the Coun- 
cil will enable young men in the 
business to understudy at close 
range the trusteeships to which they 
may eventually succeed. 

The Council will attend meetings 
of the board of directors and partic- 
ipate in every respect except that 
the members are not empowered to 
vote. It will act as the liaison agency 
between the board and the suberdi- 
nate boards in our Multiple Man- 
agement structure, and serve as host 
to the Senior Advisory Council 
members when they are in Balt- 
more to attend meetings. In addi- 
tion, the president has the authority 
to assign to the group whatever ad- 
ditional duties he deems desirable 
and advisable. Performance of the 
Junior Council members will be 
WW eighed by the directors tor consid- 
eration in filling board vacancies as 
they occur. 

Many things can be accomplished 
when people work together In unity 
of spirit and mutual loyalty toward 
a common goal. Management can 
prove that it is good management 
when it. strives constantly to be- 
Good 


leaders can become better leaders 


come better management. 
by developing new leaders—and a 
leader, in Our opinion, is one who 
never has tO look behind him to 


know that he is being followed. 


END 


Speed doubled on 
drawing thin phosphor- 
bronze tubes for ther- 
mostat bellows 


20,000 mop Clamps 
per day with roll. 
feed and 4-stage dies 


Contact assembly speed doubled 
on pen- type flashlight cases 


Faster production, better quality, les: 
scrap, safer operation, easter handling 
quieter action, saving on die wear, and 
other profit-boosting results are run-ol-§ Ca, 
mine with Multipress. ke 
In the three cases shown above, Multi- B Mil 
press doubled production rates. Many & sinc 
other Multipress users report gains 
ranging to 8 or 10 times the speed of B 
previous equipment, 
How does Multipress do it so consist: Sen) 
ently? 
It is uniquely engineered to combine 
every advantage of the controlled action 
of fast, smooth, oil-hydraulic power, (in 
capacities of 1 to 75 tons) making it 
readily adaptable to exacting production 
needs of the widest possible variety. For tua' 
details, have your secretary request the 


report “MULTIPRESS—and how YOU 


— 


can use it.” Di 
fem! 
DENISON 
| 
i 
1211 Dublin Rd., Columbus 16, Ohio | Fry) 
We'd like more information on Multipress for: en: 


CRIMPING 
TESTING 
swacing 


ASSEMBLY 
BENDING 
BROACHING 
DRAWING RIVETING 


PUNCHING 
BLANKING 
Cl = 
PELLETING su 


: the DENISON Engineering Co. | 
| 
| 
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BACH MONTH ANOTHER GROUP OF BUSINESSES REACHES THE END OF THE ROAD, AN END THAT OFTEN COULD BE AVOIDED BY WISER CHOOSING AT THE CROSS-ROADS,.-—-HOWE PHOTOGRAPH 


Although there was the usual seasonal decline in failures in September, the 


rate of failure was the highest in over three years. The liabilities involved 


in September's failures were greater than for any September since 1932; the 


volume continued to reflect the predominance of larger businesses in the total. 


bess 

dling 

, and ; USINESS failures declined in 

in-o|- September, for the third consecutive month, 

A ulti- falling per cent to 686, the smallest number 

Many & since January. However, mortality normally dips 

pr to a seasonal low in September. Compared with 
Bthe same month in other years, casualties this 

nsis- M September were exceeded only once, in 1949, in 

abine ME (AE post-war period; they were 27 per cent more 

ction J Numerous than a year ago. 

«othe rate of failure, as reflected in Dun’s 

ng itt ,. 

ction ALLURE INpEx, which adjusts for seasonal fluc- 

. For ‘ tuation and extends the toll to an annual basis, 

vOU Bros to 36 per 10,000 enterprises listed in the 
& Brapsrreer Reference Book. The Sep- 


Biember rate compares with 34 in the preceding 


smonth and 29 a year ago. This was the severest 


esuccumbed last 


B casualty rate in over three years. 
Lhe liabilities involved in September failures 
\ sizable, increasing to $33,817,000, the most 


lor any September since 1932. The rise occurred 


entirely among failures for $25,000 or more: 


casualties involving smaller amounts dropped to 


the lowest level so far in 1953. More businesses 

year in all size groups 

«Ve $5,000. Exceptionally big failures with lia- 
s of $10,000 or more climbed to a twenty- 
peak of 76. 


o-hfths of the month’s casualties had_ be- 


gun operations in 195] or later. Another fifth 
were between three and five years old. 

All functions except wholesaling retlected mild 
decreases in mortality in September. In_retail- 
level 
tood 


stores and eating and drinking places. There 


ing, where failures dipped to the lowest 


since January, declines prevailed among 


was little change in other retail lines except for 
a rebound in casualties. of apparel stores and 
building material dealers. 

Commercial service failures fell off during 
September primarily in the transportation, busi- 
ness, and repair services. In construction, fewer 
tailed 


month, but their decline 


subcontractors than in the previous 
was counterbalanced 
by a sharp increase among general builders. 
More businesses succumbed than in the com- 
parable month of last year in all industry and 
trade groups except service. The rise from 1952 
was relatively mild in retailing, at 17 per cent, 
but sharp in other functions, ranging trom 36 
per cent in manufacturing to 78 per cent in 
construction, Most manutacturing industries had 
more casualties than ad year ago, with a notable 
rise in the machinery and transportation equip- 
ment lines. The increase from a year ago in 
wholesaling failures centered in the food and 
lumber and building materials trades. Within 


retailing, an upward trend from 1°52 prevailed 
generally with the exception of the food, gen- 
eral merchandise, and drug lines. 

Particularly sharp increases in failures from 


the year ago level ired in the 


AULOMOTLLV! 

trade and among turniture and Applance 

CTs where Were Limos Wit iS nu 

1! 

merous. While all tvpes of construction contra¢ 

tors neavier mortalitv this sept 

a year ago, the upturn was most 


among general builders. 
(;eographieally, Middl 


Atlantic. East North Central. and Pacif 


accounted entirely ror the leEcrease pet we 
Midd! 


Atlantic area, continuing downward tor. the 

1) cember. 


August and September. Casualties in 


third month, were 
Contrastingly, five regions had heavier mot 
sharp uy 
States, pring 
West 
\ Louis: and 
th 1952 level n all 


regions except the Middle Atlantic; in that area, 


tality in September, With 


swings the South Central 


Texas. Failures exceeded 


the decline from a year ago Was concentrated 


wholly in New York. Twice as many concerns 


succumbed as last vear in the East South Cen 


tral and Mountain States and three times 


NOVEMBER | 9 105 


ty 
Te 
| 
| 
4g 
oubled 
vv 
9s 
i 
| 
By 
| 
~ 2 
{ 
Aa 
: 
4 
eu 
be 
Atlantic, South 
| 
ry ) 
be? 5 
ro 
| 
|, 
i 
| 
ING 
he 


| 
| 
| 
| 
That's because ADDO-X’s new 
symmetric keyboard is especially 
designed to fit the hand... thus 
increasing speed, accuracy and 
simplicity. Superior designing 
and precision manufacturing 
insure perfect parts coordination, 
cushioned rubber suspension. 
But that’s not all! 
STEP-O-MATIC 
MULTIPLIER LEVER 
makes the ADDO-X a calculator as well when used 
for multiplication. This exclusive feature permits automatic step- 
over to the next higher unit without using the 0-Key. This feature plus 
ADDO-X's “live’’ Repeat and Repeat/Subtract Key makes 
ADDO-X the most advanced adding machine on the market. 
Write for new, illustrated folder and full deiails. 
ADDO-X puts your figures in order 
A DD O MACHINE CO., INC. 
145 WEST 57th STREET, NEW YORK 19, N.Y. CIRCLE 5-6940 
Exclusive U. S. Distributors; Addo-X Adding Machines 
Muito Calculators — Roneo Mimeo Machines 
106 


many in the West South Central 
Region. 

For the first nine months of 1953, 
there were declines from a year ago 
in failures in but two of the nine 
regions. There were 12 per cent 
fewer failures in the New England 
States and 2 per cent fewer in the 
East North Central States. 

Contrastingly, the nine months 
toll in 1953 was higher than a year 
ago by 6 per cent in the Middle 
Atlantic States, 15 per cent in the 
West North Centra} State, 38 per 
cent in the South Atlantic States, 42 


FarmLures BY STATE AND REGION 


Number  Liabilities* 
-9 Months. -9 Months~ 


(Liabilities in millions 
of dollars) 


1953 1952 1953 1952 


25 19 0.4 
4 6 0.2 0.3 
Massachusetts 221 279 8.6 10.7 
po 134 146 5.1 6.1 
Rhode Island............ 7 69 2.1 2.6 

New ENGLAND........ 472 538 18.4 21.1 
1848 1801 80.7 66.8 


New PERS he 275 237 16.8 10.8 


Mippie ATLANTIC... 


186 153 5.9 4.1 
2 7 2.1 1.3 
245 302 14.7 10.4 
Michigan 88 131 39 864.0 
Wisconsin 148 102 5.0 2.8 
Fast Nortru CenrrRac. 709 725 «(31.5 22.7 
Minnesota 62 58 2.9 7 
lowa 48 21 2.7 0.5 
Missourt 45 52 2.9 
North Dakota 3 5 0.1 0.3 
South Dakota 3 5 0.03 0.1 
Nebraska 1! 11 0.7 0.5 
Kansas 25 20 0.9 1.5 
Wesr Nortru Centra 197 
Marvland 86 51 3.8 3.2 
Delaware 5 6 0.06 0.2 
District of Columbia. 17 16 1.3 0 
Virginia 43 55 1.1 1.2 
West Virginia... 43 39 3.7 2.0 
North Carolina 4] 3? 1.4 
South Carolina 22 7 0.9 0.8 
C;eorgia 80 3 2.4 | 
Florida 143 110 


Soutu ATLANTI 


Kentucky 35 24 1.0 0.6 
lennessee 54 62 » 4 1.9 
labama 74 36 3.5 
41 22 1.7 «04 

Fast Soutun CENTRAL. 204 144 9 () 
Arkansas 24 1] 1.0 1.6 
Oklahoma 23 16 L.] 1.7 
Loutsiana 61 43 1.8 1.4 
lexas 135 72 11.2 4.5 

West Soutrn Cenrrar. 243 142 15.1 8.2 
Montana ee 6 4 0.08 0.07 
Idaho ae 20 20 0.8 0.4 
VW yoming 5 ] 0.03 
Colorado 6 12 


New Mexico 13 0.9 ? 
Arizona 54 38 1.4 1.6 
3? 39 0.7 
Nev ida 9G 1] 0.6 0.6 

Mor NTAIN 165 134 5.9 5 2 
Washington 92 9] 3.1 2.8 
(Oregon 48 63 2.1 
California 1376 1176 48.9 32.5 

Paciri 1516 1330 54.1] 37.9 


*| iahbilities do not necessarily add to totals, because 


ot rounding. 


include those businesses that 
nment or bankruptcy 


Business 
eased operations following assig 


asea ioss reditor aster su h acrions @s @€xecu 


tron, foreclosure, or attachment; voluntarily utthdreu 
l at ing unpaid ob J t re Im cOUurT acrions 
such as recetvership, reor ganization, Or arrangement, or 


voluntarily compromised uxtth creditors out of court. 


as used tn the Fatlure Record. 
accounts and 


CurReENT 
have a special meaning; they include alli 
notes payable and all obligations, whether in secured form 
or not, known to be held by banks, officers, affiliated com 
panies, supplying or Government. They 
do not include long-term, publicly held obligations. Off- 
setting assets are not taken into account. 


ompani 


per cent in the East South ( en;,, 


States, 


71 per cent in the We 


South Central States, 23 per «ent j, 


the Mountain States, and 14 | 
cent in the Pacific States. | 

The liabilities of failures 
first nine months of 1953 y 
low a year ago in one region, 
England. The increases in 


IN the 
re be. 
New 


he re- 


maining eight regions ranged from 


13 per cent in the 


to 43 per cent in the Pacific St 


Casualties in the 


est cities were down 15 per cent jp 
September, contrasting with an up. 
turn of 8 per cent in the bal. 


the country. New 


at 144, Los Angeles’ at 23, and Phil. 


Mountain States 


twenty-fi: € laro- 


rt 


nce of 


York City’ 


adelphia’s at 7 were 1953 lows, E 

Tue Fatture Recorp 

Sept. Aug. Sept. pc 

1953 1953 1952 Chee + 

Dun’s Fatture Inpex* 

Unadjusted. .... 30.7 30.3 245 4) 
Adjusted 
seasonally... .. 36.1 33.7 28.8 


NumMBer Or 686 


NuMBER BY Size or Desr 


700 539 4.97 


Under $5,000... . 90 102 117 - 
$5,000—$25,000 321 350 262 4+ 
$25,000-$100,000 199 187 127 4 | 
$100,000 and over 76 61 33 +i 
‘ 
Numser sy INpustrry Groups 
Manutacturing 145 148 10/7 4+ 
Wholesale Trade. 85 71 »8 
Retail Trade... . 336 340 4 
Construction.... 89 92 50 +78 
Commercial 
Service 3] 49 —H 
(LIABIL im thousands) 
(CURRENT. $3 $28,529 $20,138 +42 
Tora. 34" 30.194 20.178 
*Apparent annual failures per 10,000 listed : ( 
prises, formerly called Dun’s INsouvency Ix 
TPer cent change, September 1953 from September * : 
1952 
FaILURES BY Divisions oF INDUSTRY 
Number Lia 
Current liabilities in 9 Months M 3 . 
millions of dollars 1953 1952 19 4 
Minitnc, Manuractrurine..1,301 1,183 
Mini Coal, Oil, M 32 
ning Oal, li, 1S¢ 
ane and Kindred Products 123 130 q 
lextile Products. Appare! 316 280 
Paper Pri inting, Publishing 87 78 
Chemicals, Allied Products 45 44 4 
leather, Leather Products. 76 68 6.1 3 
Stone, Clay, Glass Products 5 33 4 d 
lron, Steel, and Products $3 39 4 
Machinery 112 94 | 4 
Transportation Equipment 37 35 / 
Miscellaneous............. 206 178 
Wuotresace Trape........ 676 583 
Food and Farm Products 04 13 is 
Apparel 42 0.5 
Drv Goods »7 29 
Lumber, Bldg Mats, Hdwre 69 45 
Chemicals and Drugs 24 15 t 
Motor Vehicles, Equipment 24 19 0S 
Food and I 643 706 4 
Apparel! and Accessorie Ss. 467 46? 
Furniture, Furnishings..... 502 329 «+19 
Lumber, Bh ig Mats, lwre. 159 1 36 
\utomotive Group........ 375 I 
ating, Drinking Places.... 580 640 | 
Miscellaneous...........-. 287 273 
CONSTRUCTION. 749 612 
General ButldingContractors 2 
Building Sub-contractors 435 
Other Contractors +? 23 
CoMMERCIAL SERVIC! 462 455 
Pass. and Freight Transport, 153 130 
Misc. Public Services 16 27 ‘ 
Cleaning, Dyeing, Repairs 53 66 
aundries 25 30 
Undertakers 3 
Other Personal Serv: ces 3] 39 { 
Business, Repair Service. 165 133 
UNrrep STaTes 6.394 5,807 ; 
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NEW YORK PUBLIC LIBRARY 


Wa to success 


Since nearly four million people devote their 
full energies to salesmaking, there seems to be 
a robust, ready market for books on selling. Be- 
sides, as Charles B. Roth stresses in his latest 
work, How to Sell Your Way to Success, there 
are millions of others—accountants, fact-gatherers, 
clerks—whose success depends directly on using 
the principles of salesmanship in purveying their 
own personalities. If indeed, all the world’s a 
store and all the men and women, merely sales- 
people, it is rather odd—yet comforting—that 
the constant stream of sales books has not yet 
swelled to a flood. 

This volume stands apart from many earlier 
attempts to impart the art of skillful sales- 
making, for it forsakes the toggy field of in- 
spirational jargon for the clear air of detailed, 
practical advice. Through scores of amusing 
anecdotes, the author proffers the latest tech- 
niques for creating customers, and stresses that 
the flamboyant frippery of the past is no longer 
efficacious in a market in which the salesman 
must continually assess his kit of tools. The en- 
tire exercise of salesmaking, from the artful ap- 
proach to the compelling close, is minutely meas- 
ured, as the author gets straight to the point as 


quickly as any successful salesman. 


McGraw-Hill Book Company, Inc., New York, 207 pages, 
‘5. 


Kecipe for retiring 


Although some people may look forward to 
iirement as a happy age when one can be idle 
th impunity, many others have learned that 
dolence is too frequently the enemy of con- 
ntment. This is deftly demonstrated through 
res of case histories in the new volume, The 
‘andbook of Retirement by Joseph C. Buckley. 
mphasizing that the affirmative attitude of re- 
‘ing to, rather than from, a way of life is most 
ccisive for future happiness, the author describes 
casant prescriptions for successful leisure. 


a 
5 
‘ 
x 
"“MONKMEYER 
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After puncturing the fallacy that to retire 
is to invite death, Mr. Buckley sets out to encom- 
pass the essential ingredients needed to retire: 
income and interests. He describes the most be- 
nign localities together with the cost of living 
and prices of homes in each. He offers a valuable 
collection of stories from real life, of hobbies 
yielding comforting profits, and analyzes the 
entire question of retreating to “a little place 
in the country.” The author’s pleasant prescrip- 
tion for happiness in the twilight years should 
prove at least as valuable as the traditional gift 
watch. 

Harper & Brothers, New York, 329 pages, $3.95. 


How to be boss 


up the ladder is 
problem presents 


After the first heady step 
taken, an awesome, bulking 


MONKMEYER PHOTOGRAPH 


itself: What is the best way to handle one’s help- 
ers? Should the approach be autocratic, demo- 
cratic, or free-rein? Those conditioned to the 
very sound of the word “democratic” should be 
at least mildly shocked on learning that this 
approach is not universally workable in industry. 
This is stressed by Auren Uris, a management 
consultant, in his new book, How to Be a Sue- 
cessful Leader. 

That each of the three leadership techniques 
may be fruitful, depending on the particular 
conditions and people involved, is the theme of 
this volume. Through many illustrative anec- 
dotes, the author describes the conditions which 
call for each approach, so that the supervisor can 
tailor his own techniques in ‘ealing with his 
subordinates. The skilful blending of these three 
methods—the key to successtul supervision-——is 
frequently more valuable than the actual knowl- 
edge of processes and technology. 

The author has included many questions for 
the supervisor to test his own innate abilities in 
working with people as individuals and as mem- 
bers of a group. One of the most worthwhile 
sections is that devoted to the skill of matching 
particular supervisory techniques with various 
types of people. This facilely written volume is 


+* 


applicable both to the plant and the ofhice. 


McGraw Hill Bo R mpany Ince., Neu ror} LIF Pug 
$3.50. 


Under control 


Like the early vaccines, Governmental controls 
on the economy are dangerous to use, but pe: 
ignored in time ot 


need. How tO recoyxynize the particular conditi 1s 


haps doubly dangerous if 


which call for controls, is one ot the topics 
treated in two recent publications ot the IT went 
eth Century Fund. The first ot these, Defense 
and the Dollar by Albert G. Hart, 


nimbly describes the nature and power of the 


economist 


indirect controls. In a jargon-Iree manner, 


author lucidly discusses the uses of credit 


trols, budgetary policy, Federal Reserve opera- 
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“ON-THE-SPOT” 
DUST 
PROTECTION 


A Tornado 
dust collector 
quickly sucks 
up all dust 
from this 
grinder dur- 
ing operation. 


TOOL 
MANUFACTURERS, 
TOO, 


NEED 
TORNADO. 


Take the case of Circle Tool 
and Mfg. Co., Chicago, ... 
alert management recog- 
nized that constantly accu- 
mulating dust, dirt and 
chips were cutting into pro- 
duction time and efficiency 
. thus affecting quality 
and company profits. 


They investigated !—and 
bought Tornado, the pow- 
erful vacuum cleaner with 
air velocities above 300 
m. p. h. Now they clean 


= — walls. ceilings, floors 
or machines in a jiffy 

a —pick up solids or 
liquids without any conver- 
sion. And, incidentally, 
quality as well as profits 
are on the upswing. 


Let the Tornado man turn your dust and dirt into profits 
. . « He'll gladly demonstrate, right in your plant, at no 
obligation to you. 


WRITE FOR JopnaDO. BULLETIN 600 TODAY! 


AEWER ELECTRIC MFG. CO. 


5106 NORTH RAVENSWOOD AVENUE «+ CHICAGO 40, ILLINOIS 
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tions, and Treasury financing, so 
that the sometimes perplexed busi- 
ness man can glimpse the firm 
frame of logic behind the erudite 
espousals of some economists. 

The second volume, Economic 
Controls and Defense by economist 
Donald H. Wallace, is concerned 
with the visible reins on a runaway 
economy: Wage and price controls, 
materials allocations, manpower 
control, rationing, and _ others. 
While emphasizing the innate dan- 
gers to an untrammeled economy 
in using these measures, the author 
also stresses the perhaps greater 
damage from inundating inflation 
in a period of rapid rearming. The 
two volumes offer a vivid under- 
standing of the efhcacy of various 
controls as they have been applied 
in the past. 


The Twentieth Century Fund, New York, 
203 and 260 pages, $2 each. 


Plant cultivation 


Management men_ concerned 
with plant maintenance would un- 
doubtedly consider their lives en- 
riched by the possession of the 
impressive volume, Techniques of 
Plant Maintenance and Engineer- 
ing-—1953. For in this large, 
page volume are gathered the ac- 
cumulated experience of more than 
2,200 executives responsible tor 
maintenance in its various aspects: 
Buildings, equipment, sanitation, 
lighting, and many others. Specific 
techniques that are especially efhica- 
cious in particular industries are 
described in detail, and pointedly 
analyzed through the hundreds of 
questions and answers which flew 
at the Technical Sessions of the 
most recent Plant Maintenance and 
Engineering Conference in Cleve- 
land. 


Clapp and Poliak, Inc., 341 Madison Ave- 
nue, New York 17, 36. 


M easuring market research 


By applying the very techniques 
of market research, the American 
Market Association has produced 
a slim yet not slight study entitled 
Company Practices in Market Re- 
search, Based on detailed question- 
naires from nearly 200 sizable com- 
panies, this survey, conducted by 
Richard D. Crisp, probed the func- 
tions of market research, company 
expenditures, the salaries of research 
executives, and most absorbing of 


YOUR 
NEW EMPLOYEES 


With proper induction and job 
instruction they will be more 
effective, happier employees. This 
means less personnel turnover, 
better work faster, more efficiency 
and increased productivity. 


It’s up to your supervisors. It can 
be accomplished! 


Show your supervisors how with: 


“INDUCTION AND 

JOB INSTRUCTION” 
part of an outstanding sound slide 
program SUPERVISOR TRAINING 
ON HUMAN RELATIONS, which 
includes: 


@ “THE SUPERVISOR’S JOB” 


@ “INTERPRETING 
COMPANY POLICIES” 


@ “THE SUPERVISOR 
AS A REPRESENTATIVE 
OF MANAGEMENT” 


@ “HANDLING 
GRIEVANCES” 


@ “MAINTAINING 
DISCIPLINE”’ 


@ “PROMOTIONS, 
TRANSFERS AND 
TRAINING FOR 
RESPONSIBILITY” 


@ “PROMOTING 
COOPERATION” 


You may obtain a preview 
without obligation. 


Write Dept. S for details. 


WESTEN-WILCOX 


6108 Santa Monica Blvd. 
Los Angeles 38, Calif. 
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Elect 
Power at 
Your 
Finger 
Tips— 


PLANTS IN: MILWAUKEE, 


because this Substation 
does its part! 


OUCH A SWITCH and there it is— 
Berton to run your electric 
shaver, your radioand other home elec- 
trical appliances. 

Not far away there is an electric power 
substation like the Allis-Chalmers unit 
here. It is vital to good electric service 
because it: 
Reduces high voltage from power 
transmission lines to usable lower 
voltage for the lines that serve homes, 
stores and factories. 


Keeps voltage constanf to assure 
best efhiciency from lights and elec- 
tric equipment. 

Shuts off current instantly to pro- 
tect service if the line is damaged 
or dangerously overloaded. 


Allis-Chalmers builds major electrical 
equipment to bring home and industry 
dependable, low-cost electricity. 


Machinery and Equipment to Help People Produce More, 
Have More_—LIVE BETTER! 


ALLIS-CHALMERS 


GENERAL MACHINERY DIVISION 


WIS.— PITTSBURGH, PA.—NORWOOD, OHIO— BOSTON, MASS.—TERRE HAUTE, IND.— MONTREAL, P. Q.— ST. THOMAS, ONT. 
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shown in the new booklet, Profitably 
Using the General Staff Position in 


which cannot. 


4 all—the areas in need of improve- = Business by Lyndall F. Urwick . nq 
ment. Ernest Dale. 

aH American Management Association, 330 After describing the natur: of 

4 \ W. 42nd St., New York 36, 63 pages, $2.50, staft work, the authors catalog he 
“is I ($1.75 to AMA members). pitfalls to be avoided in appl ng 
a4 this management method. Thr. gh 
AA the use of examples from ac wa! 
4 companies, they demonstrate 
os | tasks can be safely delegated ind 


American Management Association 
W. 42nd St., New York 36, 35 pages, ° 
($1 to AMA memebers). 


Short notes 


@ The latest approaches in its field 
are encompassed in the new book 


Pipe and Tube Bending by Paul B 

Schubert. Whether the materia! be 

| DEVANEY PHOTOGRAPH ferrous or non-ferrous, or the bend- 

| ing cold or hot, the pertinent meth- 

t | Executives made easy ods and equipment are fully treated. 

il Generously illustrated, the 183-page 

f To ease the burden of top man- volume is available for $5 trom the 

iB agement, the job of “assistant to” Industrial Press, 184 Lafavette 
1) has come into growing use in recent Street, New York 13, N.Y. 

wp years. While the practise has at @ A new, 35-page pamphlet analy z- 

fe times been in dispute as a nebulous ing The Economics of the Guaran- 

1} catch-all, many companies have teed Annual Wage, the next major 

" found it quite worthwhile. This is goal of several large unions, can be 


had for 50 cents from the Chamber 
of Commerce, Washington 6, D. C. 


rt cut packaging costs 50% 
reduced shipping costs 25% 


McCord Corporation, Plymouth, Indiana, solved both a packaging and 
a materials handling problem with the Generalift Pallet Crate shown 
above. Conferences with General Packaging and Sales Engineers pro- 
duced a crate which held 24 radiators, packed easily, and could be 
handled by fork-lift from the shipping room all the way to assembly 
lines. It formerly took 24 heavy nailed crates and from 24 to 30 hours 
of labor to ready 96 radiators for shipment. Packing the same number 
in Generalift Pallet Crates takes only 4 hours. 

This is only one example of the many packaging problems solved 
every day—at a saving—in General Box Company’s two fine Industrial 
Packaging Laboratories. General Box packaging experts stand ready 
to help you cut packaging costs, too. Write for complete details. 


7 


Which is just what this Pitney-Bowes Mailing 
Scale is! It gives fair weight, and nothing but! 
The automatic pendulum mechanism is fast- 
acting, yet extremely accurate—won’t overweigh 


and waste postage, or underweigh and have your 


letters arrive “Postage Due!” The big hairline 
Find cut how other manufacturers are 
cutting packaging costs. Write for your 


free copy of “‘The General Box.” 
COMPANY 


BOX 


* Des Plaines, Ill. 


indicator gives precise decisions, never wavers. The 
wide-spaced markings are easy to see, save time 
and postage in mailing. 

This S-103 Scale pays its way in any office. 
Special models for parcel post. Ask the nearest 
PB office to show you. Or write for the free 


Factories: Cincinnati; Denville, N. J.; 
Detroit, East St. Lovis, Kansas City, Lovis- 
ville, Milwaukee; Prescott, Ark.; Sheboy- 
gon; Winchendon, Mass.; General Box 
Company of Mississippi, Meridian, Miss.; 
Continental Box Company, Inc., Houston 


4 
SESS “Ly 


illustrated booklet. 


FREE: Handy wall chart of Postal Rates 
with parcel post map and zone finder, 


PITNEY-BOWES 
Mailing Scales “my 


PITNEY-BOWES, INC. 
1582 Pacific St., Stamford, Conn. 


Originators of the postage meter 
-- Offices in 93 cities 
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ih Results pleased all: Participation jumped from 
ed. &§ 1952’s 60 per cent to 95 per cent; and total con- 
tributions were over two-and-a-half times more. 


Ready for peek behind scenes at local agencies, 
workers sit in theater any firm can “build”? quickly 
with awning-type walls and rows of rented chairs. 


irst off, audience sees co-worker who visits an 
zency. Here, Florence Fisher of production talks 
Oo trademark Reddy about Egenolf Nursery. 


~ 
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PHOTO VISIT 


PEEK SHOW 


Pays triple, costs little 


To increase employee participation in community activities, try this idea 
of Thomas & Betts Company, Elizabeth, N.J. Used recently in a Community 


Chest fund drive, it applies to many other projects requiring enthusiasm. 


ACK OF experts or equipment 
for technical perfection didn’t make the T&B 
advertising department falter in its recent pro- 
motion to encourage workers’ backing of the 
Community Chest. Concentrating, instead, on 
what stirs people’s enthusiasm, it produced, un- 
der the direction of Richard Thompson, a suc- 
cesstul program of eight six-and-a-half-minute, 
tape-recorded, colored, lantern-slide talks. 
Program’s basic elements are good for almost 
any kind of a drive for employee participation: 
1. “It you tell people the 100 per cent truth, 
99 per cent will believe you,” says Advertising 
Manager Lois Dussler. (With this philosophy, 
L 


focus of the program became the tacts that 


N DUSTRY 


would help T&B workers understand the cause 
of the various Red Feather agencies.) 
2. Employees got into the act. 


I 


(Each of the 


eignt slide talks featured a popula! worker.) 


Attendance Was VOLUNtTaArv: Was SWeELICC DY 


the desire to see triends on tne 


4. Facts ot talks were inte 
humor and 

5. Expenses were kept to a minimum. 
ter, tor example, Was fe enciosur©rt 
corner 1n 
contributed time, charged only tor materials. 

Here, the camera takes you backstage, helps 


explain how the show w irked. 
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PEEK SHOW 


Ontin, 4 


A Sales Tip for You... 


ways 


HEINN HELPS YOUR 
SALES DEPARTMENT ||. 

CUT ORDER LOSSES and 
MAKE MORE SALES 


PEEK SHow 


LOMAS SOVELLO AT 
THE SCOUTS 


4 


Devices to entice audience though simple, were good. This inexpensive, p 
| | poster won attention because of its location, and its emphasis on emplo 
Your salesmen make more calls and close featured in that day’s show. There was a new show daily for eight d; 
more orders with catalogs that stay up to d 5 
date and in sequence. 


Sales correspondence becomes easier when 
sclling material in the field is as new as 
your latest improvement or price change. 


A 


Your customers know you're on the move 
when vou “make news” by issuing frequent 
catalog inserts. 


If your business is typical of most, 25 % of 
vour accounts give vou 75°, of vour vol- 
ume. Heinn helps you give complete cat- 
alogs to important accounts and special 


editions or sections to others. 


You | ite huge repeat runs of tight- 


hound 


Protecto Process, the patented method of 
6. thermal embossing, gives vour cover the 

exclusive Heinn “3-D look.” Your cover 

hecomes the best ad vou ever had. 


Most of America’s industrial leaders buy 
Heinn for these advantages—and enjoy the 
lowest operational cost per unit per year. 


Representatives in 
Principal Cities 


Originators of the Loose-Leaf System of Cataloging 


THE HEINN COMPANY 


310 W. Florida St., Milwaukee 4, Wis. 
information, please. 


Catalog Covers (} Salesmen’s Carry-Cases [) Salesmen’s Binders 


Proposal Covers Price and Parts Books |] Plastic Tab Indexes 
Easel Presentations Acetate Envelopes _| Sales-Pacs 


Sales and Instruction Manuals Business Gifts as Goodwill Builders 


NAME TITLE 


COMPANY 


ADDRE | 
SS Another promotion device: Company comptroller announced each new ‘ 

CITY over public-address system; good-humoredly recited jingle, “Come sec, ¢ 
see! You'll see pictures a-plenty. The Peek Show starts at just twelve-tw en! 
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; To the man who wants to save 25% on carton sealing costs! e 
We'll let your own shipping department use the amazing new t. 
Marsh Dial-Taper FREE for a day to prove what it can do. The _ a 
Dial-Taper measures tape, moistens it with warm water, cuts it t 
off clean electrically. Tape seals instantly—-one pass of the hands. es =e 
Safer, stronger packages. 
Thousands of firms, including GM, Ford, General Electric, Bendix- | 
Westinghouse, Caterpillar Tractor are Dial-Taper users. Test it as 4° 
they did, with your own tape, on your own cartons, without any ay 
obligation. Check the handy coupon below now for a FREE DEM- a ek: 
ONSTRATION or more information. 
ve, p i 
‘mplo 
ht da ; 
MAIL THE 
BELOW 
TODAY' 
4 
ATTACH COUPON TO YOUR LETTERHEAD AND MAIL 
SPECIFICATIONS... Approved and listed by Under- MARSH STENCIL MACHINE CO. | 
writers’ Laboratories. Heavy duty totally enclosed ; 62 Marsh Bidg., Belleville, Ill., U.S. A. 
motor operates only while feeding tape. 110 volt, 
60 cycle A.C. - Yes, Mr. Marsh, have one of your men make a date with me to let fii 
; Dial-Taper FREE for a day—without : obligation. ee 
Tape 1” to 3” wide, up to 9” diam. roll. Dial 3” to 2 us use a Dial-laper or a day—without any obligation r sn 
duty knife cuts paper, cloth or filament inserted | 
tape. Tape speed—-THREE FEET per second. . 
Built-in water heater with thermostat. Two operators , 
can use same machine. Size 21” long, 9” wide, 10” high. 
; Weight 50 lbs. Rugged construction. Guaranteed. ' 
i (1) Check here for literature only. orisa | 
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THIS TREE HAS A FUTURE! 


Did you know that Marathon’s chemicals from 
wood help tan your shoes . . . dye your clothes 

make your tires last longer? These are just a 
few of the many uses which Marathon Research 
has discovered for these lignin chemicals. 
Although our trees are tagged primarily for use 
in making pulp for paper, they will also furnish 
the raw material for a number of chemical prod- 
ucts. From the lignin or noncellulosic portion of 
wood, once discarded as useless) Marathon’s 
Chemical Division recovers and manufactures The Marathon chemicals derived 
several versatile, low cost chemicals which have from this spruce tree will 1—help 
unusual characteristics, making them applicable 
in a great variety of industrial processes. 


drill an oil well, 2—tan leathers 
for shoes, 3—flavor cakes, cookies 


and ice cream, 4—improve the 
For example, the Marasperses (lignin chemicals) 


can solve your dispersion problems .. . if you 
have a viscous liquid that won't flow readily, or 
a solids-in-water suspension that settles out... 
try adding a small amount of Marasperse, and 
you'll have a free-flowing liquid, or a stable 


wearing qualities of automobile 
and truck tires, 5—make pesticides 
more effective, longer, 6—improve 
cements and ceramics, 7—stabilize 
asphalt emulsions, 8—improve tex- 
tile dyeing operations, 9—prevent 
suspension. 

: scale formation in boilers, 10— 
Write for information on Marathon’s Mara- 
sperses. You'll receive interesting and informa- 


change semi-solids into free-flow- 
ing liquids and perform a great 


tive technical data. many other industrial functions. 


M A AT H 0 N 


CHEMICAL DIVISION 
ROTHSCHILD WISCONSIN 


PEEK SHOW 


CONT iInued 


Preliminary step of Advertising Department’s Thompson was to visit agep- 
cies, size up photo situation; in this case, with director of Visiting Nurse’ 
Association. He spent the most time (only one month) of anyone on show. 


One day only was consumed for employee photographs which covered three 
shots each of every T&B “star” for lantern-slide talk: the star on the job; 
talking to Reddy (above); and, for a finale, addressing audience directly, 


Employees who toured agencies in the shows, did so in real life. Oliver Cat 
berry, for instance, visited YMCA, met the director, asked questions. @ 
Thompson used verbal reactions in the script, especially for last shee 
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Hundreds of users say: G-E switchers save money and time 


More than 2000 G-E diesel-electrics now in service, 
prove that G-E switchers are right for most switching 
applications. 


> 


A LUMBER COMPANY, for instance, repSrts a $350 
monthly saving on its G-E 25-tonner, and 97.7% avail- 
ability for work. 


A CAR MANUFACTURING PLANT uses two G-E 45- 
tonners to do the work previously handled by three 
locomotives—and at a savings of $650 a month, due 
largely to reduced maintenance time and fuel costs and 
accelerated switching time. 


A CHEMICAL COMPANY keeps its 65-tonner in 
service 16 hours a day, hauling long strings of cars up 
grades of 1.5%. With cleanliness as an important factor, 
this company has helped reduce the danger of smoke 
and soot contamination. 


A STEEL COMPANY uses 65-tonners to haul six 50- 
ton cars up 214% grades to their slag dump. They use 
their G-E switchers 24 hours a day, seven days a week. 
Eight hours every two weeks is all that’s needed for 
maintenance and inspection. 


Your yard switching costs can be reduced too! For 
further information about the performance and cost- 
saving qualities of G-E diesel-electric industrial loco- 
motives, write Section 120-67 for the free bulletin, 
“Switch to Diesel-Electrics and Save” (GEA-4909B),. 
General Electric Co., Schenectady 5, N. Y. 


GENERAL ELECTRIC 
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Fie prime purpose of American 
Credit Insurance ts to guarantee 
the value of Working Capital 


invested in A@counts Receivable. 


— are twelve 


major contributions that 


Credit Insurance 


coverage makes to 


maximum sales efficiency 


and sound financial 


management. 


UR booklet gives essential 


facts about these important benefits 


RAN 
quickly and simply. May we mail you 
a copy? Phone our office in your city 
or write AMERICAN Crepbit INDEM- 
NITY COMPANY of NEW York, first 
National Bank Building, Baltimore 
2, Md. Just say, “Mail me book 
offered in Dun’s Review and Modern 


Industry.”’ 


Credil Insurance is a Credit Tool... 


never a Substitule for a Credit Department 


PEEK SHOW 


\ 
\ 


This slide shows Susan Filko meeting the head of St. Walburga’s Orphanage. 
the work done there was wire recorded. 
were her questions, and then played back to Miss Filko’s interested ‘fans. 


His discussion with 


Facts given employees covered more than bare details. With this slide went ! 
description of the whirlpool-therapy technique. Employees were asked | 
contribute the money one weekly pack of cigarettes would cost for 


should I give to a hospital agency’ 


CO? 


Shows also capitalized on human interest as this slide from nursery show prove: 
Employees in shows preceded tours by questioning Reddy about the Red Feather. 
Sample query: “I pay my medical bills, why 
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PON 


it’s Your 


Quality ... that costs no more is yours when 
you choose Fairbanks-Morse Side Suction Centrif- 
ugal Pumps. Extensive engineering laboratories 
.. + production line methods with precision machin- 
ing of all parts enable Fairbanks-Morse to offer you 
a side suction centrifugal with the design, workman- 
ship and performance normally obtained only in 
highest quality split-case pumps. 

Open type, single suction, high efficiency impeller 


... ball-bearing frame construction for long life and 
smooth operation ... one-piece, solid cast frame... 
close-grained smooth cast iron volute... are among 
the many big pump features you'll find in these mod- 
erate priced side suction centrifugals. 

For a “‘cue’”’ to better pump performance, choose 
the pumps that spell quality with a capital “Q’”’... 
Fairbanks-Morse Side Suction Centrifugals. Fair- 
banks, Morse & Co., 600 S. Michigan, Chicago 5, IL. 


FAIRBANKS-MORSE 


a name worth remembering when you want the best 


PUMPS ¢ DIESEL LOCOMOTIVES * ELECTRICAL MACHINERY * SCALES * HOME 
WATER SERVICE EQUIPMENT « RAIL CARS * FARM MACHINERY * MAGNETOS 


35 
a3 
| 
| i. 1 
4 
7 
ra ; 
3 
- 
4 | 
| 
Pape’ 
+»... 
f 
j 
2 
r 
¥ 
hey 
4 ‘ 
waar. 
‘ 
j “4 
Bay 
4 d 
a" 
{ 
‘ 


INDUSTRIAL 


METHODS 


and Materzals 


New coats that protect 


products and equipment 


P every type of 
product and plant equipment can have a new 
Winter coat this year. New protective paints, 
enamels, and surfacing materials range from 
water-based, Hame-sprayable organic resins to 
thin ceramic tile veneers. Here’s a sampling: 

@ A new phenolic coating resin, just introduced 
by Reichhold Chemicals, Inc., can be thinned 
with water, yet heat-cures to a hard, insoluble 
film that’s said to have excellent adhesion to 
metals—aluminum, copper, and magnesium, as 
well as steel—and to be unusually resistant to 
abrasion and weathering. 

lhe biggest advantage of the new resin, 
“Hydrophen,” is, of course, the fact that organic 
solvents are not required. The primary ma- 
terial, a plasticized phenolic made by combining 
a phenol alcohol and an alkyd, is simply mixed 


with ammonia shortly before use, and then 
thinned with ordinary tap water. 

Reichhold chemists say the coating is non-toxic 
and will be competitive in cost with standard 
alkyd finishes. It can be applied by the usual 
spraying or brushing methods, followed by a 
heat cure at 300° fahrenheit for 30 to 45 min- 
utes; or it can be flame-sprayed. The latter 
method—flame-spraying—made possible by the 
fact that the coating contains no solvents, makes 
the material particularly attractive for use in the 
field. When applied by this technique, the coat- 
ing is cured as it is sprayed, and no further 
baking is needed. 

Since the color range of the material is, at 
present, limited to darker shades, the coating is 
suggested primarily for heavy-duty industrial 
use. Later on, though, Reichhold plans to make 


similar urea-based and melamine-based fini: \¢s 
which will be obtainable in lighter shades. 

@ Another new finish for industrial use—oy 
chemical, metalworking, and_ food-proces 
equipment—is a sprayable coating offered } 
United Chromium, Inc., New York 17, N. y. 
After curing (at 350° fahrenheit), this co: 

is said to resist oxidizing agents as well as a id; 
and alkalis. Furthermore, it can be applic 
films up to 20 mils thick. 

@ For lining tanks, drums, and similar equip. 
ment, Gates Engineering Company, Wilm ng- 
ton, Del., has a group of vinyl coatings—some 
of which may be air-dried and are usable on 
concrete and wood as well as metal; while others 
are of the standard, heat-curing type. 

@ For equipment requiring extreme heat re- 
sistance, B. F. Goodrich Company, Akron, 
Ohio, has a new, quick-drying material that can 
be sprayed on metal like paint; yet is said to 
stand temperatures as high as 5,000” fahrenheit 
for short periods. This is a water-base, inorganic 
compound that is designed to adhere directly to 
clean metal surfaces and to withstand most sol- 
vents, and water itself, after drying. This “Pyro- 
lock” coating was developed for military use 
(on rocket parts, and the like), but may well 
find industrial jobs on furnaces and processing 
equipment that operate at high temperatures. 
@ Not to be overlooked when durable finishes 
are under discussion are new silicone-containing 
enamels like Glidden’s “Nubelon S,” introduced 
last Spring, and “Kemclad Hi-Heat” enamel, a 
new, finish just 
Sherwin-Williams. Their combination of heat 
resistance, hardness, and flexibility makes them 


lower-cost announced by 


Vinyl sheeting sticks to steel or aluminum even through bending and em- 
bossing. U.S. Rubber Company suggests use of this new Marvinol-metal 
combination for building siding, machine housings, ducts and truck bodies. 


]?? 


These give materials a new face 


Ceramic tile can now be had in wafer-thin sheets from Kraftile Company, 
Niles, Calit., for surfacing walls, table tops, and the like. Weighing fout 
pounds or less a square foot, it can be made in lengths up to two fect. 
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narticularly attractive for use on home ap- 
pliances. But potential applications range far 
and wide. 

e A different, but equally valuable approach to 


the problem of providing an attractive, lasting 
Gnish for products and plant equipment is that 
of lamination—bonding a sheet or veneer of 
colorful, corrosion-resistant material to wood or 
metal. Pictured below are two new develop- 
ments along this line. A third, a new process for 
bonding laminated plastic sheeting to metal as 
well as wood, was recently announced by Gen- 
eral Electric’s Chemical Division. This combina- 
tion, which involves use of a special Armstrong 
Cork Company adhesive, is now being used in 
production of office furniture. 


Materials Exposition 


set for May 


It’s six months off—but not too early to start 
planning for the second Basic Materials Exposi- 
tion, now definitely set for Chicago’s Interna- 
tional Amphitheatre May 17 to 20, 1954. 

Designed, like its predecessor, to round up— 
in one place and at one time—all the basic ma- 
terials used by industry, it offers a chance for 
engineers, designers, and company executives 
to find new materials and better ways to use 
older ones. 

There will be plenty of new ideas, too, from 
The Basic Materials Conference which runs con- 
currently with the Exposition. It will cover such 
questions as machining of new materials, appli- 
cations for structural plastics, and the special 
materials problems of the oil, chemical, elec- 
tronic, and aircraft industries. 

Managers of the Exposition are Clapp & Po- 
liak, Inc., 341 Madison Ave., New York 17, N. Y. 


New ways to 


head off fi re 


The holocaust at GM’s Livonia plant and 
other recent industrial fires emphasize once 
again the fact that no building is completely 
hreproof, and that no method for reducing fire 
hazards should be neglected. A cross-section of 
ideas—ranging from new flame-resistant coat- 
ings and treatments to basic ideas in plant con- 
struction—is noted here: 

Among the new treatments for flammable ma- 
terials are a launderable flameproofer for cotton 
(see August, page 123), and a renewable-tvpe 
Hame-retardant for cotton, rayon, paper, and 
other cellulose materials. The latter, Du Pont’s 
new “X-12” compound, is a water-soluble crvstal- 
line material that the company’s Grasselli Chem- 
‘cals Department says can be dried at tempera- 
‘ures as high as 250° fahrenheit: does not notice- 
bly stiffen the materials to which it is applied; 
nd has the bonus feature of stabilizing dves— 
making colors more resistant to fading. 

New flame-retardant paints are also being o/- 
‘ered, For example, Fyr-Kote Company, 27th & 


Continued on page 125 


Here’s a Good Idea 


An idea that is good customer-relations and 
employee-relations as well as a fine way to im- 
prove production methods is embodied in this 
booklet prepared by Du Pont’s Petroleum Chem- 
icals Division. 

Du Pont is proud of the production-improving 
“gadgets” its employees have contributed over 
the years, and anxious to keep them flowing. 
Company executives also wanted to share and 


exchange such ideas with others. When a plant 
safety group rounded up a host of good ideas 
previously contributed by Du Pont employees 
for a National Safety Council meeting, Petro- 
Chemicals 


leum Division executives saw a 


chance to achieve both aims. They developed a 
travelling exhibit and a booklet to go with it— 
describing nearly half a hundred of the safety 


‘gadgets’ and encouraging plant employees to 
think up their own. Then, the Division put its 
show on the road—taking the exhibit on a tour 
of customer plants (oil refineries, drilling com- 
panies, and the like; many of which have pro- 
duction problems similar to Du Pont’s own). 
Now, the company is making the booklet avail- 
able for general distribution. Copies may be ob- 
Petroleum Chemicals Division 


tained from 


representatives, or from district ofhices in New 


York, Chicago, Tulsa, Houston, Los Angeles. 


Typical of useful production “gadgets” described in Du Pont booklet are those pic- 
tured here. At right is a drum sling with scissor-type action, rubber hose supports. 


‘See 


Car handling is safer with home-made 


guard rail which can be lowered over tank 


cars that don’t have their own; and scissor-type chock used to block car wheels. 


Maintenance work is speeded bv special carts to carry materials. At left is electrical 
service truck; at right, a cart built by a Du Pont department for window glass. 
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Douglas Streets, Omaha, Neb., has 
an oil-base interior flat wall paint 
-hat is claimed not only to resist 
Jame, but also to retard its spread 
by liberating carbon dioxide and 
calcium chloride. 

Non-flammable hydraulic fluids 
are now attracting great interest. 
Among the newest is E. F. Hough- 
ton’s “Houghto-Safe,” which is 
said to be non-toxic, compatible 
with synthetic rubber packings, 


lor faster fastening 


setting blades in this giant wind tun- 
cl compressor stator could have been 
tremendously time-consuming job if 
onventional methods had been used. 
would have been necessary to drill, 
im, and tap holes, and run each stud 
Instead, Westinghouse adopted the 
elson stud welding process, which 


RN 


non-rusting, and to have good film 
strength. 

A great many equipment-makers 
as well as materials-suppliers are 
thinking in terms of fire prevention 
these days. For instance, Empire 
Chemical Products, Inc., manufac- 
turer of industrial cleaning equip- 
ment, is now supplying a_ latex- 
impregnated disposable bag filter 
for these machines which, the com- 
pany says, not only outlasts ordi- 


makes it possible to attach studs per- 
manently by a mere flick of the welding 
gun trigger. The top photograph is an 
over-all view of the stator (one of five 
being built). In the lower picture, studs 
are being welded on at the far night; 
trunnions mounted at the left. All that 
remains is to spin on the nuts. 


Any 


SIGNODE 


| Another good way to put the skids: 
under your handling costs’ 


Through the packaging magic of Signode Steel Strapping! 


Shown here is a successful adaptation by Signode of a basic skid- 
loading method, made for a shipper of tin plate. 

This commodity can easily be a shipper’s headache. It is heavy 
and slippery, and its surfaces are vulnerable — easily dented 
and scratched. 


So Signode engineers wrapped each unit in heavy, moisture- 
repellent kraft paper, placed metal protectors on the edges, and 
fastened it to a skid with Signode Steel Strapping. Results? Safer, 
easier handling at lower cost! 

Can Signode help you cut handling and shipping costs through 
practical adaptations of one or more basic skid-loading methods? 
It costs you nothing to find out! Write Signode Steel Strapping Co., 
2665 N. Western Ave., Chicago 47, Ill. Offices coast to coast. 
In Canada: Canadian Steel Strapping Co., Ltd. Foreign subsid- 
iaries and distributors world-wide. 


SEND FOR FOLDER SHOWING 6 BASIC WAYS OF UNITIZING 
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This is one of seven Ransburg installations in 


Arvin plants located in Columbus, Seymour, 
Greenwood, North Vernon and Franklin, Indiana. 


When Arvin chair seats and chair backs were redesigned to 
be perforated with hundreds of little holes in each piece, the 
former dipping method of coating was unsatisfactory. Here are 
other reasons why RANSBURG NO. 2 PROCESS wes selected 
to do the finishing job: 


O Simplicity and rapidity with which colors may 
be changed without slowing production. 


© Less floor space required. 


© Provides improved quality with no variance 
in the required 7/10 mil film thickness. 


© Former maintenance and clean-up time re- 
duced to a minimum. 


No savings in paint cost were anticipated. However, the RANS- 
BURG NO. 2 PROCESS—in providing the above, desirable 
advantages—still enables Arvin to reduce finishing costs 10%. 
And, that over dip coat! 


Want to know more about production efficiency of the 
NO. 2 PROCESS as it applies to YOUR production? 
Write for literature showing a variety of typical pro- 
duction installations in factories all over the country. 


ELECTRO-COATING CORP. 


INDIANAPOLIS 7, INDIANA 


nary bags, but: also has the added 
feature of flame resistance. 

The importance of using fire- 
resistant materials, and others like 
them, can’t be overemphasized. 
But, as the Factory Mutual Record 
points out, fire protection starts 
with plant planning, and must be 
bulwarked by constant supervision. 
It includes fire-resistive construc- 
tion, subdivision of buildings by 
fire cut-offs, weekly inspections of 
protective equipment, special safe- 
guards for unusually hazardous op- 
erations, and, above all, good plant 
housekeeping. 


Promoting chemical safety 


It’s not easy to find out exactly 
how toxic a new chemical com- 
pound is. But the increasing num- 
ber and size of court awards in 
product liability suits makes it es- 
sential for manufacturers to have 
reliable toxicity data on new prod- 
ucts. Obtaining such data can be a 
pretty expensive process. Big chem- 
ical companies maintain large test- 
ing laboratories for the purpose. 
But, for the average company, 
exhaustive tests simply are not 
practical. 

What, then, can be done? A Na- 
tional Safety Council committee 
has been wrestling with the prob- 
lem for some time, and still be- 


lieves there are more questions than 
answers. It does, however, note tha 
help on toxicity problems may }¢ 
obtained from some _ university 
medical schools and biological cop. 
sultants; from raw materials sUp- 
pliers; from the government aven. 
cies which administer the varioy; 
regulations (the Food and Drug 
Administration, Interstate Com 
merce Commission, Department of 
Agriculture, and so on); and trom 
the Chemical and Biological Co. 
ordination Center of the Nationa! 
Research Council. 

The NSC committee also sug. 
gests that such testing methods a; 
the range-finding procedure used 
by one major chemical company 
deserves close attention. This 
method gives a pretty good indica- 
tion of a material’s toxicity at a 
reasonable cost—perhaps $500. I 
can be used tor any chemical except 
those considered “very highly 
toxic,” and therefore subject to spe- 
cial government regulations. 

Tests are made on rabbits and 
on albino white rats, and results 
can be roughly interpreted in terms 
of their effects on human beings by 
means of a previously prepared 
table. If, for instance, a dosage con- 
taining one milligram or less ot a 
material per kilogram will kill half 
the animals to which it is given, a 
mere taste might well prove fata! 


It gives production a 1,000 per cent boost 


An outstanding example of the savings 
achieved by induction heating comes 
from Whitin Machine Works, Whitins- 
ville, Mass. According to General Elec- 
tric, which supplied the 50-kilowatt 
heat treating unit pictured here, the 
installation has made it possible for 
Whitin to boost production from eleven 


pieces every three and a half hour 
(batch hardening in a cyanide furnact 
to 35 an hour. The heater handles parts 
up to three feet or more in length and 
has a full control board (left) for setting 
the heating cycle. This unit, plu: 
three 20-kilowatt models, can also bi 
used for annealing, brazing, solder:ng. 
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YOUR ANNUAL INVESTMENT in food 
_ service paying off in employee good will?—in a better day’s 
"a work, all around? Are you saddled with cost factors, hard to 
‘ed justify should business level off? 
Questions like these have led scores of management-wise 
: : companies to get out of the restaurant business and call 
alt . on Factory Stores—Specialists in Employee Feeding. 
d : 
tal fe Our sole business since 1919 has been to take full responsibility 
© for food service in industry: planning installations (we've 
_ J@ yet to see a plant where room for adequate facilities could 
2 @ not be found); scheduling meals to dove-tail with production 
© (to make time, not take time); managing the complete operation 
7 i — buying, cooking, serving and cleaning up (we supply a// 
i the personnel from our staff of more than 1800 specialists — Emplovees enjov the excellence of Union Electric’s Cafereria-— winner of “‘Institution’s’’ 1953 
© f= and, if you wish, all necessary equipment). Food Service Award. Judges scored it high on Employee Morale, Saving in Work H | 
Ingenuity in Meeting Special Problems. 
Factory Stores operates cafeterias, canteens, mobile units, 
| coffee bars, and executive dining rooms for such well a 
. managed plants—both large and small—as: U.S. Steel’s What About Your Food Service? i 
new Fairless Works, Bridgeport Brass, Anheuser-Busch, 
Republic Steel, Allis-Chalmers, Euclid Road Machinery, sides Gg 
Facilities — Convenient to all2 
Continental Rubber; and Ball Brothers and many others. Food—Palatable? Varied 2 b 
@ If you employ $00 or more, Factory Stores has a place in your Prices — Reasonable? Sie 
; planning. Without any obligation, we will sit down with Sanitation — Hygienic? aa 
fm youto discuss how your in-plant food service can be made rurchasing— Advantageous? 
| Accounting methods — Revealing? 
| | into a useful asset—morale-wise, production-wise, COst-wise. able? 
This cheertul, efficient cafeteria serves Operating cost— Excessive 2 
the employees Of Linnerman Products. Employee reaction Helpful2 
4 
: Euclid at East 7Ist Street Be 
Cleveland 3, Ohio Phone: UTah 1-6622 “Employee Food Service— il Si 
Asset or Liability 2” i ik 
N r @ SERVIC E MANAGENMEN T SIN CE i 
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to a human being. If, on the other _—_ available from International ‘jc 
hand, at least half the animals sur- Company, 67 Wall St., Nev Yor 
vive a dose of 50 milligrams per 5, N. Y. 
kilogram, a man will probably sur- Among the new calculatc:s 
4 vive accidental swallowing of a two that should prove most jisefy. 
teaspoonful. One is a weld-strength calculato; 
This range-finding method is cer- offered by the Marketing Sery; | : 
tainly not proposed as the final an- = Department, Lukens Steel (Co; | | 
swer to all toxicity questions, but it pany, Coatesville, Pa. It gives | 
is a step toward bringing order out size of weld required for a giy; 
of what is now mostly chaos. Infor- applied load; and the weight 
mation may be obtained from Na- __ pounds of a given length of wel) 
tional Safety Council, 425 North On the back of this slide-type cal. 
Michigan Ave., Chicago 1], IIl. culator, various types of welds ; 
diagrammed. 
Here’s help on welding The second new calculato: is 
circular slide rule that gives prehex {7 
Booklets, calculators, and stand- and interpass temperatures | 
ards sheets are among the new aids welding hardenable steels. Lincoly | 4 
offered engineers, designers, and Electric Company, Cleveland |) 
welding supervisors. Ohio, sells it for 50 cents. | 
| Available without charge are two The standards sheets—printed on fm 
| excellent booklets on the welding tracing paper for easy reproducti 
of nickel steels: —are designed to simplify engine 


One, Welding and Metallurgical ing specification. Also produced D\ 
Aspects of Stainless Steels, deals Lincoln Electric, they describe type 
primarily with arc welding. It is | of welds, give tables of electroc: 
an eight-page leaflet (GET-1955), size, polarity and current, pound 
published by the Welding Depart- . of electrode per foot of weld, and 


International 
Harvester 


+ 


ts Says: ment of General Electric Company, so on. The set of nineteen sheets | 
3 Schenectady 5, N. Y. is priced at $1. 
HOISTS MUST NOT FAIL 
page publication, Welding of Jy brief 
Nickel Alloy Steels, covers most 
At the Springfield, Ohio, truck plant of International df 
commercial methods ing secretary, 
Harvester Company, two Robbins & Myers 2,000 lb, capacity, Or joining ry, 
1ese materials, an ves a gre: as a valuable Nur 
two-speed, powered trolley, model F-3MDS electric hoists teal of 5} | pe — you 
: deal of general technica orma- srence ary is the America 
lower truck cabs to the chassis assembly line on the first 5 
tion as well. It’s Bulletin A-93, Petroleum Institute’s new Glossar) 


floor. They operate at top speed, on a rigidly maintained 
schedule, eight hours a day. They can’t be permitted to 
fail because they are at key points in final assembly. 
The hoists receive only routine maintenance inspection, 
and apparently they are the hoists that really cannot fail 
—total maintenance cost since installation in October, 
1949—$4.15, to replace one set of load brake friction 
discs that were only beginning to show some wear! 

For full details on the F-3MDS R&M hoist, write for a 
copy of Bulletin 805A. And for the best solution to your 


handling problems, 


hang handling problems on this hook 
name 
position 
| company 
address 
TAKE IT UP WITH 
MOTORS HOISTS CRANES 
FANS MOYNO PUMPS | China was never like this 
A tar cry trom the old coffee mug, and resistance to heat, cold, moisture 
| these precision ceramic parts are used Tiny part in the magnifying lens 
by Bell l'elephone Laboratories in ceramic valve, used tn airborne tele 
many types of equipment because phone sets to keep water out, yet per 
| they offer good electrical properties mit equalization of pressure. 
| 128 DU N’S REVI E W 
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The hermetic motor—that part of a modern di 
d on fm refrigerating unit the user mever sees—is truly Be 
ct “out of sight... out of mind.” 
hee 
db And the fact that it is forgotten is a tribute 
Ype to its design and construction, for here is a 
‘gy motor that must always function perfectly, 
un 
| while permanently enclosed in the compres- 
an 
sor housing. The “forgotten” part of many of 
America’s most dependable refrigeration units Bia 
is an Emerson-Electric Hermetic Motor. 
You can benefit from Emerson-Electric’s 63 ate 
< years of experience in motor design and . 
ou production. If you have requirements in rat- cease 
ica ings from 1/20 to 5 h.p., or hermetic motors Saul 
cary from to 20 h.p., Emerson-Electric has the 
right motor for you. Your inquiry is invited. jel 
THE EMERSON ELECTRIC MFG., CO. 
St. Louis 21, Mo. | 
| Write for these Baa 
Emerson-Electric 
Motor Data Bulletins 
Manufacturers requiring motors 
| 1/20 to 5 h.p. can profitably use these reference te 
guides. Specifications, construction and 
performance data are included for these motors. ‘ Peet 7: 


455-A Capacitor-Start 455-E Oil-Burner 
455-B Split-Phase 455-F Jet Pump 
455-C Integral 455-G Blower 

455-D Fan-Duty 
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IF IT’S LOADS UP TO 


1000 LBS. 


3 5 
7 
5 


of terms used in petroleum refining. 
A 188-page, hard-cover book, it not 
only defines and tells how to pro- 
nounce more than 2,000 terms 
(most of them used by many indus- 
tries besides petroleum), but also 
gives both Gregg and Pitman 
shorthand symbols for each of 
them. For instance, it not only de- 
fines tsooctane (2, 2, 4-trimethyl- 
pentane), but also gives the short- 
hand symbols that. can save time 
for your secretary—and for you. 
The book, priced at $6, may be ob- 
tained from the API, 50 West 50 
St., New York 20, N. Y. 


@® Ductile iron bar stock in 12-inch 
lengths, 144 to 6 inches in diameter, 


strength, 65,000 in yield, ani! hy 
elongation of 3% to 44% jer 
It can be heat treated for o; 
elongation or hardness if di sire; 


® Still another new type of h, 
board paneling is making its de! 
This one, produced by Forest F 
Products Company, Forest G; 
Ore., is said to be unusually smo 
and easy to machine, light in ¢ 
and warp-resistant. Called “Fo; 
it's made from Douglas Fir \ 
in thicknesses up to *% inch 
The long-heralded Mid-Cent, 
Conference on Resources for 

Future now seems definitely set: 
Washington, D. C., December 2 | 


is now being produced commer- 4. Called to discuss the broad p) | 2 
cially by Howard Foundry Com- 
pany, 1700 North Kostner Ave., 
Chicago 39, Ill. (Ductile iron is 
gray iron treated to convert the 
graphite to nodular or spheroidal 


lems of utilization, the Confer 


A 
« 


“YOUR MAN”! 


if you want to lift and move "em fast— 
crates, dies, drums, anything up to 1000 
lbs. and de it CHEAPER —in shop, 
house, shipping platform, anywhere— 
Big Joe's “Your Man.” 


is designed to “lay the groundy 
for the adoption by others 


of policies and programs which} 


safeguard and promote the nati 


form —making it considerably interest.” It will not endorse 


grams or attempt to formulate ayf¥ 


stronger and less brittle than or- 
dinary cast iron.) Howard engi- 
neers say their new bar stock is 
readily machinable and, as-cast, 
averages 100,000 p.si. in tensile 


Topics to be covered are: Com 


ing demands for use of land, 


Big Joe's the husky, one-man hydravilc ization of land resources, wate 
lift used (in almost every industry and 
prominent company you can name) te 
move, stack or lift into place countless 
leads too heavy and risky to handle by 
hand. Bulky supplies, crated merchan- 
dise, heavy tools or parts, that must be 
shifted from point to point quickly — 
ae often through narrow aisles. These are 
uy the tasks Big Joe can do more econom- 
ically and safely. 


source problems, problems 


You con find out if Big Joe's your man by 
simoly asking for illustrated literature 
and specifications or—if you prefer a 
FREE DEMONSTRATION, on your prem- 
ses, just write us today and mention 
what you went Big Joe to do. 


BATTERY OPERATED 
Standard Models 


Capacity 1000 Ibs. Lifting 
heights to 80. Finger-tip 


PEDAL CONTROL 
Deluxe Models 


Capacity 750 Ibs. Lifting 
heights to 68°. Step-on-it 
Control. Control. 


Priced Priced 


PEDAL CONTROL 
Standard Models 


Capacity 750 Ibs. Lifting 
heights to 58 . ““Step-on-it"’ 
Control. 


What ll she have? 


Then, Heinz added yellow, not usu 


She may not know it, but that tumbler 
considered a “‘children’s shade. | 


she’s holding is a tremendously suc- 
cesstul premium (H. J. Heinz Company 
which offers it is almost snowed under 
with requests) that has an important 
lesson in color selection. At first, tum- 
bler was offered in blue, pink, ruby 
white, amber. To no one’s great sur 
prise, first two were most popular. But 


sults were astonishing. That colo: 
runs third—close on the heels o! 
top two. Why? Heinz thinks its fq 
dence of current trend towards us i 


* REG. IN 


Distributors in Principal Cities 
U $. PAT. OFF. 


Cable Address: Big Joe ~— 


BIG JOE MAnuracturine 


COMPANY 


yellow in kitchens. It may neve! 
place “kitchen red” —but it may | 
good second-color choice for m™ 


| 910 W. JACKSON BLVD., CHICAGO 7, ILL. white and amber didn’t “‘take’’ at all. other kinds of home products. 
| 130 D UN’S R EV and 
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1 MACHINE PERFORMS 
7 OPERATIONS 


1. Gathers enclosures. 

2. Inserts in envelopes. 

3. Moistens envelope 
flap. 

4. Seals envelope. 

5. Meters postage or 
prints indicia. 

6. Counts total mailing. 

7. Stacks finished 


pieces. 
INSERTING & 


mailing costs 


be reduced 


MAILING MACHINE 


CUTS COSTS BY 80%! 


“Let a machine do the job” is the phrase 
which built American Industry. Now 
Inserting & Mailing Machine applies the 
same slogan to mailing. By reducing 
hand labor to the minimum, this ma- 
chine saves users as much as 80% of 
mailing fulfillment costs. 


One operator does the work of dozens 
of clerks. One unit replaces several old- 
fashioned “mailing machines.” One 5x10 
section of floor space is all that’s needed 
to process aia running into hun- 


dreds of thousands. A single Inserting 
& Mailing Machine, manned by one 
operator, turns out from 3,000 to 4,000 
pieces of mail per hour... prepares a 


-mailing of 10,000 pieces in less than half 


a day. 


Check your savings ... With rising post- 
age, paper and printing costs—it’s more 
important than ever to save on mailing 
fulfillment. Write today for folder or 
ask to see Inserting & Mailing Machine 
in operation in your city. 


INSERTING AND MAILING MACHINE CO. 


PHILLIPSBURG, NEW JERSEY 


GATHERS ENCLOSURES 


I 


-t 


“INSERTS INTO ENVELOPE «SEALS ENVELOPE PRINTS POSTAGE INDICIA 
N O V |] 


COUNTS & STACKS 
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how 


FERGUSON MOVES 


tractor parts 


for 

high production 
of 

assembled units? 


4 4 


132 


Harry Fercuson, Inc. has turned its 
Detroit plant into a model of materials 
handling efficiency. No fabricating 

is done at all... but thousands of tons 
of parts are received, stored, handled, and 
finally assembled into finished tractors 
“split second” precision. 

Baker trucks play a vital role in main- 
taining “fluidity”. . . as fork trucks 
deliver components to assembly stations, 


—with 


stack *em rafter-high to utilize vertical 
storage space, and load and unload 
shipments from over-the-road vehicles. 
The answer, of course, is a system of 
“feeding” the right parts at the right place 
at the right time .. . emphasis on unit 
load standardization . . . coupled 

with intelligent usage of attachments 
(For example: specially designed racks 
handle unwieldy rear axles or 

several tires in a single trip). Materials 
handling can well be a short cut 

to lowered overhead in your plant 

... write today for full particulars! 


leaders in ‘‘hands-off’’ handling 


THE BAKE 
RAULANG CO. 


1205 WEST BOTH ST. 
CLEVELANO 2. OF 


Baker-Lull Corporation, Subsidiary, Minneapolis. 
Material Handling and Construction Equipment 


non-fuel minerals, energy resource 
problems, problems in resources re- 
search, patterns of co-operation. 


@ Wire rope gets a boost in appear- 
ance as well as performance with 
an extruded coating of tinted trans- 
parent nylon. Rochester Ropes, Cul- 
peper, Va., produces the coated 
cable in sizes from %4 to 1% inch 
in diameter in gold, ruby, and other 
“jewel tones,” reports the coated 
cable lasts up to five times as long 
as ordinary wire rope, is safer to 
handle because the surface is pro- 
tected, and resists abrasion, kink- 
ing, and corrosion. 


@ A_ new bright nickel plating 
bath of the organic type is said to 
produce unusually smooth and 
good-looking coatings and to be 
easier and less expensive to operate 
than others of its type. Developed 
by Hanson-Van Winkle-Munning 
Company, Matawan, N. J., the 
“Nickel-Lume” process requires no 
special plating equipment and uses 


regular nickel anodes. 


Want to know what's in it? 


When Consolidated Engineering Cor- 
poration, Pasadena, Calif., set up its 
mass spectrometer analytical service 
(for chemical analysis of gaseous and 
light-liquid mixtures), company eng!- 
neers knew samples would arrive in 
many forms—but were amazed at the 
variety of containers which actually 
showed up. Some, untortunately, were 
not satisfactory. The containers pic- 
tured here are all acceptable, but CEC 
recommends bottles having a 12/30 
standard ground-glass taper fitting 
(very small samples may be in 3-milli- 
meter capillary tubing); or meta! con- 
tainers, preferably stainless steel. Re- 
member, too, to attach name and ad- 
dress, approximate type and composi- 
tion, and other test information. 
Continued on page 154 


FOR THE MOST 


COLLECTION and 
ELIMINATION 


An important new Schmieg develop. 
ment to wash hazardous dust and 
fumes from the air in a rotating torrent 
of water, combining the cyclonic 
principle of dust separation and posi. 
tive high pressure water action. 


Available 
in Two Types 


1. For wet col. 
lection and 
elimination 
only. 


2. For primary 
dry and se. 
ondary wel 
collection and 
elimination, 
with built-in 
dry type pre- 

cleaner. 


Capacities from 
500 to 50,000 
C.F.M, 


Just a few of many reasons why a new 
Centri-Merge unit is your best investment 
in operating efficiency and economy: 


e Low ratio of power to rated capacity * 
High ratio of water circulated to air 
volume handled « Independently driven 
low speed rotor and fan permit adjust- 
ments to load and operating conditions* 
No slots or nozzles to restrict water 
action ¢ Automatic liquid level control * 
Optional location of air inlet arm « Ma- 
terial disposal by drag conveyor, hopper 
tank skim-off or manual clean-out « Easy 
access to clean-out doors for cleaning 
while unit is in operation e Bearings 
located out of liquid, fully enclosed, 
lubricated from outside. 
Write or phone for Bulletin VU 8-53, des 
cribing the new Vertical Rotor Units 
Then consult with Schmieg engineers to 
plan a Centri-Merge installation for mat- 


imum dust and fume collection and elim 
ination efficiency in your plant. 


THE PURGE 


4701 « DETROIT 34, MICHIGAN 
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The JARECKIE ‘‘Giants for Hire’’ include Clearing, 

; Danly, Bliss, Cleveland, Hamilton, Verson, and Niagara a | 
a to presses ranging from 25 to 1200 ton capacity. These presses ne 


| are capable of producing the largest and the smallest parts A 
4 | 


used in the automotive and appliance industries. 


engineering tools dies stampings ussemblies plating painting 


o 


These giants also contribute to the JSARECKE repu- 
tation for making dies. Each die is production-tested on GRAND RAPIDS, MICHIGAN 


these presses before delivery to the customer. : 


Expanding facilities soon will make it possible for 
: JARECKIE ‘Giants for Hire’’ to serve new customers. JARECKI MACHINE AND TOOL CO. pad 
4 
A facilities booklet will be sent upon request. : 
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op boiler 


requires top stack efficiency &\° 


Many of America’s most efficient 


Power Plants 


equipped because: 1. Breeching, 


fan and stack are built as 
one unit. 2. Integral construction 


eliminates losses due to 


determined draft pro- 


breeching bends Pre« 


duction can be guaranteed G/ « 


designs to fit specific draft 


stack 


production problems. For help 


in selecting the design best 


suited to your needs, contact 


te, The Thermix Corporation 
Project Engineers for Prat-Daniel. 
They can help you with all 
phases of completely 
integrated draft producing 


and flyash collecting systems. 


THE THERMIX CORPORATION GreenwicH, CONN. 
(Offices in 38 Principal Cities) 
Canadian Affiliates: T. C. CHOWN, LTD., Montreal 25, Quebec; Toronto 5, Ontario 


Project Engineers 


Designers and Manufacturers 


PRAT-DANIEL CORPORATION 


SOUTH NORWALK, CONN. 


These ore Prat-Daniel Products 
POWER DIV IN: Tut ac f t Collectors. Forced Draft Fans. Air Preheaters. Induced Draft Fans, Fan Stacks. 
THERMOBLOC DIVISION. Direct-Fired Unit Heaters for industrial and Commercial Applications. 


Keep it clean, . 


A. O. Smith Corporation engi- 
neers adopted both those slogans in 
planning this new welding elec- 
trode plant. From its low-mainte- 


| 


Motorized turntable makes 


nance aluminum and brick exterior 
to its automatic packing machine. 
it’s designed throughout for pro- 
duction of a high-quality product 


easy at new A. O. Smith plant. Mate- 


rials are brought to the near side by fork truck, and are unloaded at far side. 


Three-level oven for baking welding electrode coatings is humidity-con- 
trolled, has access doors throughout its length to simplify maintenan 
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make tt easy 


y high-quality workers with a in. Propane gas is used for heating 
jinimum of physical effort. as well as processing steam because 
Because cleanliness plays such a it is an unusually clean fuel. 
jig role in safeguarding product Pictured below are four of the 
ality, the entire plant was de- many features which speed produc- 
signed with this in mind. Walls are tion as well as promote cleanliness 
‘led throughout. The plant is in the new building. 

vindowless and_ air-conditioned, The plant, located near Lancas- 
nd air intake is controlled so that ter, Pa., will serve as Eastern head- 
here is a slight pressurization and — quarters for A. O. Smith’s Welding 
lirt will tend to seep out instead of Products Division. 


Automatic scale began printed record of each batch. Weigh templets, 
tted over scale face minimize reading errors, safeguard secret formulas. 


nliness is maintained by daily vacuuming of entire plant. Note also 
tile walls, fluorescent lighting, mezzanine-mounting of steam boilers. 


O DE RN IN DU S T R Y 


ios, eg you can save substantial manpower, equipment 
and demurrage charjzes in getting it from 

cars to boilers—with Barber-Greene por'- 

able, low-cost Coal-handling 

Genveyers. For exompie... 


One mas with a Barber-Greene 363 Portable 
Conveyor and 358 Car Unioader can unload — 
to stock pile, truck or boiler-coa’ conveyor — as 
mony as ten cors of coal in an 8-hour day. 
These £-G Units are highly portable, and 
handle all bulk materials as: well os coal. The 
Barber-Greene Portable Conveyor can be moved 
ell aver your storage area dnd used on a 
variety of other work, includ- 

ing reclaiming from stock piles 

as well as removing and load- 

ing ashes. 


» has the capacity of many permanent conveyors, 
yet it can be towed easily behind a truck to 
wherever you have a bulk moterials moving 
problem. Easily operated by one man, it can 
cut car Uunioading costs as much as 90%. Build- 
ing high, wide piles, it makes the most of 
your storage space. 
f you wined fo save manpower and money in your coal unloading and recicim- 
ng methods, write for bulletins on the B-G equipment which interests you. 
BARBER-GREENE COMPANY, AUBORA, BMNOIS, U.S.A. 


A company of engineering and manufacturing experts, . developing and building 
machines .. . for loading, unloading and conveying bulk materials .. . for mixing and 
placing (‘black top’) pavement .. . for ditching... . snow removal 
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A new era in bearings is taking shape... 


A EW 
HYATT 


( dn 


] | 
nome 


BARREL the f 
event 
BEARING 
spont 
now available in volume! togetl 
Industrial designers and engineers seldom make changes . 
in bearing specifications. But when they discover some- q 2 
thing really new—like Hyatt’s BARREL BEARING—out BO Apt 
come the blueprints! And this time they know they've got ( r] 
something! Hyatt’s new Barrel Bearing combines dual- Cus 
purpose design with self-aligning action. It takes load from | 
any direction and operates at full efficiency under condi- iM 
tions of misalignment! And, because barrel-shaped rollers ) 
provide high load capacity with low friction, this unique J 
bearing is ideal for a wide range of applications. Best of all, j 
the cost is far lower than you would expect! Find out ‘ a 
how to improve your product ... Consult a Hyatt Sales- BY & 
Engineer, or write for our new Barrel Bearing catalog. | ‘ 
One 
BUC 
ROLLER BEARINGS & 
« HYATT BEARINGS DIVISION GENERAL MOTORS CORPORATION, HARRISON J. 
Son 
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rHOSE FAMILY HOURS 


Continued from page 50 


Compromise can involve such tac- 
rics as: “I'll be glad to meet you 

night, if 1 may bring my wife 
Jong”; and the training of both 
SC retary and family to prevent tele- 
nhone interruptions. 
A skilled secretary, given enough 
authority. and information, will 
you many home interruptions. 
And the family, coached by you, 


>} can be diplomatic in answering the 


phone but firm about your “un- 


availability.” (The number of calls 


drop considerably 


when word 


coreads that you are hard to reach, 
i 


B report business men happily.) 


Other inappropriate demands on 
family time arise from the busy- 


bodys who are always dropping 


around without contributing any- 


E thing to your enjoyment or the fam- 


ily development (with them be 


polite but firm): from the friend of 


a friend who has something to sell 


(learn how to say “no”); and from 


» the family members themselves. 


Excessive chauffering of children, 


impractical family whims should 


Snot be allowed to use up leisure 


Ftime since these demands have no 


positive value. 


Important Occasions 


One of the most rewarding of 
home activities, everyone agrees, 1s 
the family ritual. Certain days or 
events which the family share, if 
spontaneous enough, become a tra- 
dition. They help to hold the family 
together even after the children 
ire grown. Making time for these 

uals is an idea every man wants 

apply—if he only can remember 
ritual in time. 

Getting the most out of the fam- 

hours involves more, of course, 
the application of the five 

‘cas summed up here. Time sched- 
are a part of the problem, too. 


\nd while no one wants to budget 
time as he does othce hours, 
kind of time consciousness is 

sable because of the complexity 
life a business man leads in 

wentieth century. 

“Why 


vet leisure time and spoil it? 


One man commented: 


iget my business time, and so 


my free time to flow over me 

| wave.” 
me waves lap upon desert is- 
though. Leisure time can 
to as barren an end unless in 


some informal way a man consid- 
ers, and makes time for social en- 
gagements; for the children; for 
thinking together with his wife; 
for periodic checkups on budget- 
ary matters; for a change of scene 
together ; for community-social serv- 
ice work together; and for getting 
home on time. 


What About You? 


In an attempt to analyze the 
leisure-time scheduling of success- 
ful men, this magazine took a pilot 
sample of the habits of over 25 lead- 
ing executives in the New York 
area. Richardson, Bellows, Henry & 
Company, Inc., management con- 
sultants, conducted the telephone 
survey which covered men in posi- 
tions ranging from a comptroller 
and two presidents to a foreign- 
department manager and a director 
of industrial relations. 

Thirty per cent of them arrived 
home on time every night in the 
week. Twenty per cent made it on 
time only one night a week. Eight 
per cent had only every week-end 
free; and one had none free. 

All of the men, when asked what 
changes they would like to make in 
their use of leisure time, stated that 
the most desirable change would 
be to create more time for their 
children. 

Making time for children could 
mean reserving every Saturday 
morning as a special time for blend- 
ing together children and certain 
tasks, as does one tather. He takes 
them along on his own dental and 
doctor appointments, on shopping 
expeditions, and so forth. 

Making time for a change of 
scene together could be as easy as 
taking your wife to out-of-town 
(This will 


also stimulate her interest in vour 


business conventions. 


work.) 

Making time for periodic budget- 
ary discussions will save the irritat- 
ing moments that off-handed, or 
frequent references subtract from 
daily family hours. 

Perhaps no business man will 
think the role of inspired manager 
ot family hours is worth all of this. 
But companies that concentrate on 
health programs built upon preven- 
tative doctoring make an employ- 
ee’s total environment (home life, 
activities outside the company, ten- 
sions and strains) a part of his 
medical picture, even if the em- 


ployee doesn't see the connection. 


CLARK UTILITRUCS handle 


the toughest jobs at least cost! 


... they’re engineered to satisfy driver, maintenance man, management 


Here are the most advanced 6000- 
7000 lb. fork trucks on the market 
today—Clark’s gas or electric 
UTILITRUCS. Built to handle jobs 
that break the backs of less rugged 
trucks, these UTILITRUCS have 
proved their superiority in foundries, 
steel mills, stevedoring* and heavy 
warehousing. They represent an ideal 
balance of essential engineering fea- 
tures. They get more work done at 


less cost, for these reasons: 


1. Easier to drive 


All controls at the driver's fingertips, 
like an automobile; compact and more 
maneuverable; shockless steering; in- 
creased braking efficiency; 140 sq. 
inches additional visibility; 25 inches 
of free-lift; DYNATORK or 
HY DRATORK DRIVE available on 
gas model. 


2. Easier to service 


Complete accessibility for mainte- 


nance. On gas model: one-piece 


‘zipper’ hood folds back to expose 


CLARK 


EQUIPMENT 


engine; one-piece floorboard lifts up 
to expose master cylinder and trans 
mission; swing-out battery. All service 


points easy to reach. 


3. Built to take punishment 


Welded, integral-unit box fram: 
eliminates distortior: higher inch 
pound rating; axle-to-frame mount 
ing absorbs shocks and strains: new 
design wheel and backing plate seals 
out dirt and abrasives. Oil bath air 
cleaner and oil filter standard on gas 
model. Totally-enclosed drive motor 
sealed-for-life bearings on electri 


model. 


We invite you to compare the 
UTILITRUCS to any 6000-7000 Ib 
truck on the market! Without obliga 
tion, you can discuss them with your 
nearby Clark dealer, listed in th 
Yellow Pages of your phone book. Or 


write us for free descriptive literature 


“Special stevedoring model 
available 


Industrial Truck Division 


CLARK EQUIPMENT COMPANY 
Battle Creek 18, Michigan 
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a special message 
for manufacturers of 
automotive equipment 


AT 


need a finish for low cost specify 
‘corrosion protection or 
showroom sparkle? 


Whether you’re finishing non-ferrous parts for high corrosion 
protection, paint base, or for showroom sales appeal, you can 
be sure of low material and production costs and peak perform- 
ance when you specify Iridite. Here’s what you can do with 
Iridite: 
ON ZINC AND CADMIUM you can get highly corrosion resistant 
finishes to meet any military or civilian specifications and 
ranging in appearance from olive drab through sparkling 
bright and dyed colors. 


ON COPPER... Iridite brightens copper, keeps it tarnish- 
free; also lets you drastically cut the cost of copper-chrome 
plating by reducing the need for buffing. 

ON ALUMINUM Iridite gives you a choice of natural alumi- 
num, a golden yellow or dye colored finishes. No special 
racks. No high temperatures. No long immersion. Process in 
bulk. 

ON MAGNESIUM Iridite provides a highly protective film in 
deepening shades of brown. No boiling, elaborate cleaning 
or long immersions. 


AND IRIDITE 1S EASY TO APPLY. Goes on at room temperature by 
dip, brush or spray. No electrolysis. No special equipment. No 
exhausts. No specially trained operators. Single dip for basic 
coatings. Double dip for dye colors. The, protective Iridite 
coating is ‘not a superimposed film, cannot flake, chip or peel. 


WANT TO KNOW MORE? We'll gladly treat samples or send you complete 
data. Write direct or call in your Iridite Field Engineer. He's listed under 
“Plating Supplies” in your classified telephone book. 


iridite is approved under government specifications 


Rescarcn Prooucrs 


INCORPORATED 


Manvfacturers of Iridite Finishes for Corrosion Protection and Paint 
Systems on Non-Ferrous Metals, ARP Plating Chemicals. 
WEST COAST LICENSEE: L. H. Butcher Co. 


CAPITAL 


Continued from page 62 


owned cars for its transportation. 
Under this set-up statistics show 
that one automobile will run 30,000 
miles a year and cost the company 
$2,400. The latter figure is based on 
a mileage allowance of 8 cents per 
mile, and the former, 30,000 miles, 
is the general mileage average for 
salesmen. So, a fleet of 45 cars 
would cost the company $108,000 
annually. 

Under a good fleet leasing plan, 
and there are many available to a 
company of this size, a new auto- 
mobile operating 30,000 miles a year 
would cost $822 in rental charges 
per year, plus $450 for one year’s 
gas and oil. This last figure is lower 
than the gas and oil consumption 
under ownership systems because it 
has been proved that with leasing 
plans salesmen average 25 per cent 
less mileage. 

Adding the figures, we find that 
the leasing plan provides a car for 
one year for a total cost of $1,272. 
The 45-car fleet, therefore, costs the 
company $57,240 for a total annual 
savings of $50,760. 

Naturally, not every company is 
going to pocket a $50,760 savings 
annually by switching from owner- 
ship to leasing. While many com- 
panies do maintain 45-car or larger 
fleets, there are the smaller firms 
with smaller fleets. Savings on 
smaller fleets will, of course, be pro- 
portionately less. 

And, when a company runs just a 
few cars, and the mileage covered 
by these cars during the course of a 
year is considerably less than the 
30,000-mile average, there may be 


How do YOU handle 
TRAVEL 
EXPENSES? 


When your traveling personne! 
reimburse themselves by means >/ 
controlled, protected TRAVELETTERS 
your company benefits by 

saving the administrative 

and clerical costs of expense 
checks, by speeding auditing 
procedures, by improved 
expense control. And the traveling 
man becomes more efficient without 
the worry of being delayed or 
stranded without funds. 

Here's a partig! list of 

TRAVELETTER users: 

Cyanamid Co. 

American Home Foods, Inc. 

Baver & Black Div. of the Kendall Co. 
Binney & Smith Co. 

Commercial Solvents Corp. 

Diamond Alkali 

The A. C. Gilbert Co. 

Internationa! Cellucotton 

R. G. LeTourneay, inc. 

The Lione! Corp. 

Pennsylvania Salt Mfg. Co. 
Prentice-Hall, Inc. 

Sunkist Growers, Inc. 

True Temper Corp. 

Western Electric Co. 

Wm. Wrigley, Jr., Co. 

You'll be pleased to learn 

of the advantages your company 
can enjoy by using TRAVELETTERS 
too! Write for information. 


TRAVELETTER CORPORATION 
Since 1894 | 
22 West Putnam Ave., Greenwich, Conn. 


STANDARD STOCK 
SNAP-APART SETS 


CARBON-INTERLEAVED 
Bills of Lading 
K Invoice Sets [_ 
Voucher Checks [_ 
Request for Quotation 
AND Purchase Order Sets [ 
WRITE 
Receiving Report 
FOR = 
Requisition Form 
Sales Order Sets 
AND 
Correspondence Sets 
PRICES 


W-2 Tax Forms 
Imprinted With Your Name, £ 
10 DAY SHIPMENT — LOW PRICES 


ALFRED ALLEN WATTS ©o., Inc 
218 William St., New York 38, 


Plants; New York City 
Newark, N. J., Belleville, N. / 
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LIXATE BRINE 


LTRATION 


DISTRIBUTION 


{ 


“This is the most efficient way 
to make BRINE I’ve ever seen” 


Simple Installation Cuts Handling and Labor Costs — Auto- 
matically Makes and Delivers Constant, 100% Saturated 
Brine to Any Point in Your Plant at the Twist of a Wrist. 


THE HEART of the Lixate Process— 
developed by the International Salt 
Company —is the Lixator. Basically 
speaking, you put Sterling Rock Salt 
in the top of the Lixator—and you 
pipe brine out the bottom to any 
point you want it. 


are assured of 100°% quality control 
of your products. 

Your brine is always ready. Turn 
a valve and you have brine at a vat, 
a cooling unit, a water softener — 
where you want it, when you want it. 

This is crystal-clear brine—more 
pure because it lacks the impurities 
and foreign matter so often picked 
up when manhandling salt. 


The Lixator can be located near 
the point at which salt is unloaded— 
rather than at the point of use—be- 
cause inexpensive pipe will take the 
brine to where you want it. This 
eliminates costly handling from the 
point of entry to the point of use. 


It all adds up to the Lixate Process 
being the most efficient, most eco- 
nomical way for you to make brine. 

Write today and have our repre- 
sentative call and show you how the 
Lixate Process can be applied in your 
plant. No cost, no obligation. Write: 


The Lixator makes the brine auto- 
matically—gravity does all the work. 
Thus no attention is necessary—you 


INTERNATIONAL SALT COMPANY, INC. 
SCRANTON 2, PENNSYLVANIA 


SALES OFFICES: Atlanta, Ga. ¢ Chicago, Ill. ¢ New Orleans. La. ¢ Boston. Mass. 
Sc. Louis, Mo. ¢ Newark, N. J. ¢ Buffalo, N. Y. «© New York, N. Y. ¢ Cincinnati. O. 
Cleveland, O. ¢ Philadelphia, Pa. ¢ Pittsburgh, Pa. e Richmond. Va. 
ENGINEERING OFFICES: Atlanta, Ga. e Chicago, Ill. ¢ Buffalo, N. Y. 
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HOW THE 
LIXATOR WORKS 


Sterling Rock Salt is stored 
right in the hopper of the Lix- 
ator. Automatically, it feeds by 
gravity to 


the Dissolution Zone where 
water dissolves the rock salt to 
100° saturated brine. 


Gravity then filters the brine 
through a bed of wndissolved 
rock salt and 


it flows, or is pumped, through 
the pipes directly to where you 
need it! 


LIXATE 


FOR MAKING BRINE 


*Reg. U.S. Pat. Off. 
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UNIT HEATERS 


If this is what happens when you go from the office out into the 
shop, your plant is starved for air! The vacuum created by the 


operation of necessary exhaust equipment is usually responsible. 
While our pictures may be slightly overdrawn, something like that 


may be happening in your plant. 


If your building is not new, the vacuum 
may be relieved by crevices, loose-fitting 
doors, windows, and open doors which 
will admit so much unheated air that a 
great deal of discomfort may be caused 
and your present heating system will be 
entirely inadequate. 


If the building is tight—no excess crack- 
age and no frequently opening doors— 
the ventilating system which you so pains- 
tckingly designed and installed to 
protect your employees and increase 
production won't work properly, unless 
you make special provisions for deliver- 


ing into the building an amount of 
warmed air ai least equivalent to that 
which your exhaust system will take out. 


There is an easy solution. Install WING 
FRESH AIR SUPPLY HEATERS with 
Revolving Discharge Outlets. In winter 
they bring in fresh air through heating 
coils varied to just the right temperature, 
replacing exhausted air. In summer, 
with the steam turned off, they circulate 
the air in your plant, giving a cool, 
refreshing sensation to the workers and 
keeping production up to normal in 
stifling weather. 


WING FRESH AIR SUPPLY 
HEATERS 


WING Fresh Air Supply Unit 

with fan enclosed in casing. 
Right) WING Fresh 
Air Supply Unit with 
fan above roof line. 


\ 
2 
4 : 


Write for Bulletin HVT-1 and learn the facts 
about fresh air make-up for your plant. 


L. J. Wing Mfo.Co. 


315 Vreeland Mills Road, Linden, N.J. 


Factories: Linden, N. J. and Montreal, Can. 
In Europe: Etablissements Wanson, Brussels, Belgium 


TURBINES 


DRAFT INDUCERS 


The AUTHOR 


John W. Rollins is the head of a business empire which he developed. It compris: 
radio stations, tour avtomobile agencies, an electronics manufacturing company, a co: 
that sells automobiles to large firms, and another which leases fleets of cars and trucks. H 
accomplished this in the eight years since buying into his first business, an automobile 


in Delaware. 


Born on a small Georgia farm 36 years ago, he has had many of the hard knocks and 
of the experience that go into the rags-to-riches story. Once off the farm, he made h; 
through the Combustion Engineering Company, the Lukens Steel Plant, the Crosley Co: 
and Bendix-Aviation, learning the various phases of business life. 

Despite the great variety of his enterprises, the main interest of Mr. Rollins is center: 
the rental and leasing systems about which he writes here, 


little or no savings under available 
and reliable leasing plans. In these 
cases, the companies are better off 
under an ownership operation. 

Under present day structures, the 
tax factor is highly favorable to 
leasing transportation as opposed to 
ownership, for the lessee can claim 
a 100 per cent tax deduction for the 
cost of leasing his cars and trucks. 
I am sure this point needs no fur- 
ther comment nor elaboration for 
business men. 

Other self-explanatory points to 
be considered by the company now 


operating under an ownership 
tem include: 

1. Leasing avoids speculation 
the used-car market. 

2. A company knows its trans 
portation costs, fixed by cont 
with the leasing firm, for the en 
tire period—one, two, three year: 
or even longer. 

3. New cars every year reduc 
maintenance costs, boost salesmen’s 
morale. 

4. Leasing frees valuable execu- 
tive time from the company’s trans 


portation operation; also bring; 


Way 
SOLVE 
SCALE 
PROBLEMS 


Preven Uses Include 
ALL PIPING SYSTEMS 

CONDENSERS (most types) 

COOLING TOWERS 

ENGINES AND COMPRESSORS 

fo CUBE & FLAKE ICE MAKERS 

BOILERS (to 175 wp) 


and many others 


fou 
EVAPORATIVE CONDENSER ‘ 
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tt = 
MAKEUP and 
= 


EVIS IS NOT A SOFTENER 4 = 


Flow Line Type 
Available for 


Deep Well Pumps 


SOLD ON 90-DAY 
MONEY-BACK GUARANTEE ; 


KEN-EVIS COMPANY | : 
11146 E. Whittier, OX 


KNUPPE & WRIGHT 
E. 46th St., SB 8- 
SAN FRANCISCO 
NORTH-EVIS AGENCY | 
74 Dorman Ave., MI 


Western Amer. Life Bldg., 2-5639 6837 Chevy Chase, EM-0137_ 


1953 wF co EV-B7A 


EVIS Water Conditioners are helping in- 
dustry conquer its costly scale problems. 
Plant equipment is made to operate at 
higher efficiency. Maintenance costs are 
profitably lowered and shut-downs for 
periodic clean-ups are often ensirel) 
eliminated. The EWIS units are Speciall) 
Processed to impart a continuous cata- 
lytic action water-solids flow ing 
through it. This action alters physical 
behavior sufficiently to inhibit most scale 
formations. Many thousands of EWIS 
Water Conditioners are now in service 


Write for further information or ask your 
Plumbing Supply, Air-Conditioning-Re- 
frigeration or Industrial Equipment Job- 


SIZES 


thru 2” 


ber. 


SCREWED 


2” thru 12” 


FLANGED 


EVIS MANUFACTURING CO. 
FRANCHISED REGIONAL DISTRIBUTORS 


SEATTLE 
2437 E.M al Way, 

CHICAGO 


40 BOARDMAN PLACE > 
SAN FRANCISCO 3, CALIFORNIA 


TLANTA 
-EVIS-MIDEASTCO, 
_ 4. E. Richmond St., NE 4-0855 
ALBANY (NewYork) # 
EVIS-NORTHEASTCO. 
37 Rapple Dr., UN 9-7921 
MARINE DIST. 


MORAN-EVIS CO., SAN 
420 Market St., DO 2-4565 
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HIGH LABOR COSTS DEMAND 
SPECIALIZED EQUIPMENT 


Designed to operate at top efficiency with minimum 
maintenance. In developing a complete line, Barrett 
engineers built sturdy units simple to maintain. RESULT: 
all Barrett-built materials handling equipment does its 
work well at low cost...even when operated by less 
experienced help. 

Your Barrett representative will gladly assist in 
selecting the type and model best suited to your job. 


POWEROX— 

Model PO-POK. 
Platform truck. Walkie type for 
skid handling. Available in skid 
handling models. Cap. 8,000 ibs. 


POW EROX 


Model PO-40. Hi-Lift platform truck. Also 
available in telescopic models. Cap. to 
6,000 Ibs. 


LIFT-A-LOFT 


A new platform lift for overhead plant 
maintenance work. Raises 20 ft. in 20 sec- 
onds. One man does the work of 3 or 4. 


TRACTOR OX 


Model TX push-pull type. For towing trailer 
attachments. Rolling cap. 20,000 Ibs. All 
features of PowerOx. Model RTX —rider type. 


NIFTY SYSTEM 


Consisting of a Nifty Lifter and Nifty Skids. 
The economical answer for smaller installa- 
tions requiring fast handling in congested 
areas. 


HI-LIFT OX 


Model TTF-20 walkie-type electric tilting fork 
truck. Ideal for storing and moving pallet 
loads in congested areas. Cap. 2,000 to 
3,000 Ibs. 


PORTABLE ELEVATORS 


Hand and electric. Pile ‘‘ceiling high"’ to 
conserve floor space. Cap. 500 to 2,000 Ibs. 
Custom built to any cap. 


RADOX 


Model RX. Radio remote control. No oper- 
ator necessary. Saves hours in storage cad 
order picking time. 


STORAGE RACKS 


Sectional welded steel space-saving Barrett 
racks for storage of barrels, kegs, skids, 
pallets, dies, etc. 


BARRETT-CRAVENS COMPANY 
4661 S. Western Bivd., Chicago 9, Illinois 
Representatives in All Principal Cities 


Canadian Licensee: 
S. A. Armstrong, Ltd., Toronto, Canada 


ARRETT 


ONE MAN DOES MORE THAN 3 OR 4...WITH A BARRETT 


EVERY PLANT MANAGER 
SHOULD HAVE CATALOG 535 


This 100-page illustrated catalog 
describes the complete Barrett line. 

Full of ideas and money-saving features. 
Contains specification charts. 
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MR. COST CUTTER SHOWS HOW: 


PLATE, when thick, 
4A Supplies a hard, wear-resisting 
surface. In order to get the required 
thickness on right angle shoulders 
of aircraft shafts, one company was 
depositing chromium .012” beyond 
finish size on the ends and then 
grinding to tolerances. Plating alone 
took 6 hours. 


When United Chromium was called 
in, the Unichrome Man showed how 


The change brought about was 
startling. Chromium now had to be 
deposited just .008” oversize on the 
ends because the plate not only 
covered angled surfaces more 
uniformly but also more smoothly. 
Because the Unichrome SRHS Bath 
plated twice as fast as the ordinary 
solution, plating time was cut to 
only 3 hours. And with 44 less 
chromium to remove, still further 
time was saved in finish-grinding. 


6-hour plating job gets cut 


time and work savings in com- 
pany’s bookkeeping and accounting 
departments. 

5. A boon to sales managers—no 
mileage allowance battles, no time 
off for car repair worries, no detail 
of gas and oil expense slips. 

6. Personnel managers relieved of 
demanding a car as a condition of 
employment for salesmen, as is the 
case to-day when companies operate 
under salesmen-owned car plans. 

A newer note in transportation 
leasing is the leased air-plane. With 
the decentralization of many busi- 


our final, and perhaps mos: cup, 


mon, form of leasing. In yea, | 
and not many at that, comap 


cleaning crews. Here, each co; 
pany put the cleaning personne! 
its payroll, footed the bills | 
forms and equipment. 

To-day, a majority of th 


firms rent or lease cleanin: 


sweeping services. Once again, cap. 


ital is untied, savings realized. 
To lease or not to lease? ‘| ha 


the question which many firms ar. 


asking, and many are answeri 


maintained their own sweepi an 


3 


nesses, executives are finding the _ not only in relation to their build f 


to convert the ordinary bath being 
used to the Unichrome SRHS Chro- 


mium Plating Solution. 


need to move from one plant to an- 
other, from one store to another, 
from one staff or board meeting to 
another in the same day, although 


office or factory floor, we come to 


ings, machinery, and car and tru 
Heets, but to many other parts | 
their operation as well. For work. 


ing capital is needed by business 


THE END 


these moves involve hundreds of day, and not easy to come mi 

miles of travelling. Plane transpor- — either. So wherever such working J 10; 

tation becomes the logical solution. capital is tied up in slow-producing : ev 

Mt Leased planes are available to such _—_low-return fixed assets, sooner orf str 
executives to-day, and are finding a later the company will move to pit 
" surprisingly large number of “tak- it. If such a move means leasing J ab 
P ers.” To paraphrase the old axiom, no matter what the nature of pre 
3 the “handwriting” is in the sky, for — product or service, you can be 5 an 
i the leased plane business is just there is, or soon will be, a leasing 108 
warming up. firm ready, willing, and able to uf dir 

Back on the ground again, on the _ tie the capital. = in 
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° MORE WAYS UNITED CHROMIUM HELPS CUT COST OF COATING METALS ° The new 
Paramount Picture 
Packaging costs 75% savi tarri 
Producer could not (Compared with cost 
° ship concrete hard- of chromium plating ° 
ening solution in small sewing ma- 
° economical, ordinary steel drums be- chine parts in baskets, manufacturer . 
° cause of hazardous chemical reaction estimated that the Unichrome Chro- * 
: on the steel. Successfully resisting mium Plating Barrel saves 75% on hi 
a Plastisol labor alone, and uses less power. ad 
Drum Lining en the costly ship- 
: ping problem. . Picture shown is port of 
comedy sequence with 
eee Jerry Lewis at the Bradley 
Washfountain. Released 
by York Pictures Corpora- 
It pays to consult United Chromium tion, -¢ | 
on Metal Finishing Problems EF 
United Chromium offers you the ee 4 
advantages of: (1) 25 years of OF Pall as room 4 ies BR 
specialized experience in metal vate 
finishing; (2) Wide experience in 
both organic and plated finishes; Ss Finding a Bradley Washfountain in the 
(3) A diversified line of products ee washroom at the Country Club, Jerry 
f Lewis, who stars with Dean Martin in “The 
for decor ative and unctiona Caddy,” goes through some laugh-provok- 
finishing — including plating ies ing antics. The Bradley Washfountain intrigues him. 
processes, protective coatings, | ~ Entertainment aside—Bradleys with their roominess, foot- 
chemical conversion coatings for % | control and economy have appealed to all who have the problem 
zinc; (4) Thinking geared to of providing clean sanitary wash facilities. They provide for 
cost-cutting, product-improving up to 10 simultaneously with lower water consumption and in 
possibilities. 4 less space. 
We’d welcome an opportunity ~ For clean entertainment, see ““The Caddy.” For clean = 
to help you, "Finish it better And for the smelter Bradicy | BRADLEY WASHROUNTAI 
Bradley Duo—it has 
foot-control also. BRADLIEV. 
UNITED CHROMIUM, INCORPORATED 00 East 42nd St., New York 17, N. Y. yuk 
Waterbury 20, Conn. + Detroit 20, Mich. * Chicago 4, Ill. + Los Angeles 13, Calif. Catalog 5204. No g 
h igation. istri h Pl bing Wholesalers. 
In Canada: United Chromium Limited, Toronto, Ont. 
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nae SALES & DISTRIBUTION 
an 
Marketing notes | 
un and comments 

h fi h d 
of more than your foot in the aoor 

Effective preludes to a sale. They vary from eye-catching direct- 

mail and the name on the return card is becom- 

king ing harder and harder. Many companies, how- mat novetites to complicatec po0klets designed to simplify complex 


™ ever. have settled back since 1940 and relied on 


cing 
r Ta straightforward presentations in their mailing 
fre: 4 pieces. The copy often has an aura of smugness 
sing fag «about it. It seems to be saying, “Here’s our 
theme «product. We like it. Take it or leave it.” Put 


suc fim another way, the mailing piece does not add an 
® iota to the intrinsic value of the product. The 
direct mail brochure that pulls its own weight 
in terms of requests for calls is one that does a 
little more. It attracts the immediate attention 


‘nvaluable aid for a “tough” presentation is a 


| Oklet with pages of transparent acetate film. As 
2 es turn, successive components of the equipment 
| 
QO E RN I N D U S T 


machinery. 


of the executive even before he realizes the sig- 
nificance of the promoted product. 

One of the brightest promotion campaigns to 
come down the pike in recent years is that on 
behalf of Cincinnati Milling Machine Com- 
pany’s grinding wheels and its coolant, “Cim- 


peel off until the product has been completely 
stripped down. The turned page shows a rear view of 
the part just pecled off. There’s room for text, too. 


R Y 


Exhibitors’ outline for the 1956 


World's 


Fair. 


cool.” It takes advantage of the unusual color of 
the latter product—a distinctive pink, ties both 
products to the interests of users, and proves rea- 


sonably irresistible to those who receive it, ac- 


cording to adman James Nelson of the Ralph H. 


Jones Company, which handles the account. 


The unifying principle in the campaign is a 


novelty enclosure, a different one for each mail- 


ing. Typical example: on the envelope a fish 


about to bite; inside on the first page of the fold- 


over, a cartoon of a man in waders casting. Copy 


reads, “For a prize catch “” On the turned- 


over page, the lead copy reads, “.1 you're fishing 


about for ways to improve the working picture 


in your plant, a short line to us will bring 


some real action.” Running diagonally across 


the spread is a line. At its end is an actual 
fishing fly. 
Over the past few years mailings have in- 


Direct mail piece with impact “visit from 


‘Towmotor Corporation preside nt. Mailing uses [rst 


person, tries to match atmospher ot sales call. FREES 
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One of the actual tests of new 
C'arboloy® Grade 370 was in the 
machining of this generator stator 
frame On this job, a Le *-deep 
interrupted cut is made at a 
machine speed of 80 FPM with 
a 024" feed. Grade 370 con- 
tinues to cut for longer periods 
under the constant jarring and 
high temperatures. 


Taming tough steels 


Here’s a new created-metal—Grade 370 Carboloy® cemented carbide— 
specially developed to help industry do a better job of*teavy-duty steel 
cutting. 

Exhaustive tests by Carboloy engineers showed that on heavy-duty, high- 
temperature machining applications where heavy pressure is encountered, 
other toois failed because the cutting edges deformed. Grade 370 is made 
from start to finish with a new, carefully controlled manufacturing process 
which gives it a built-in structural rigidity to resist this deformation— 
even at temperatures of around 1800° F. 

(jJrade 370 is the first of an entirely new series of Carboloy carbides... 
tailor-made for today’s and tomorrow’s most severe metal-cutting condi- 
tions. It is the latest result of a research program which began a quarter- 
century ago with the first Carboloy cemented carbides; a program which 
is continuously evolving new and better created-metals for industry. 


MEN AND METALS TO SERVE YOU 


Find out how Carboloy created- 
of the Carboloy created-metals you metals engineering can solve many 
might use to advantage. of your toughest problems. Through 
Perhaps - you can apply Chrome the new Engineering Appraisal 
Service, trained engineers, backed 
by 25 years’ experience and modern 
Carboloy research facilities, are at 
your disposal. 

Write today, and indicate which of 
the Carboloy created-metals may 
be of interest to you. 


New Grade 370 carbide is only one 


(‘arbide to combat corrosion, along 
with abrasion in equipment parts. 
Or Carboloy permanent magnets 
to improve your product’s design, 
lower its size, weight, cost. Or Hevi- 
met to build a better balance weight 
or radiation screen. 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


11169 E. 8 Mile Road, Detroit 32, Michigan 


Plants at Detroit and Edmore, Michigan 


First in created-metals for better products 


CEMENTED CARBIDES 


Cemented Chrome Carbides 
for exceptional resistance to corrosion, along 
with erosion ond abrasion resistance 


ALNICO PERMANENT MAGNETS 


for lasting magnetic energy 


HEVIMET 


for maximum weight in minimum space, and for 
rodioactive screening 


Tungsten, Tantalum and 


Titanium Carbides 
tor phenomenal cutting, forming, wear resistance 


“Carboloy’’ is the trademark for the products of the Carboloy Department of General Electric Company 
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cluded flower seeds (“Put your 
plant in the pink”), a crossword 
puzzle (“One word solves your 
puzzle”), a “piece” of the Blarney 
Stone (“There’s only one and you'll 
find no other grinding wheels ex- 
actly like . . .”). The imaginative 
selection of these novelties makes 
a strong play for management at- 
tention (if he doesn’t flycast he 
knows someone who does) and the 
tie-in to a strong sales pitch has 
produced such a response that re- 
cently CMM decided to promote 
grinding wheels the same way. 
Another direct mail campaign 
that makes sense is that used by 
Towmotor Corporation during the 
Autumn. In an 1l-page booklet, 
Towmotor tries to reproduce the 
atmosphere of a personal sales call 
by President Ed Smith. On the sec- 
ond page, for instance, Mr. Smith 
(photograph) is walking toward 
you through the door of your office 
(line drawing) saying, “How do 
vou do sir... Ed Smith from 
Towmotor. .. .” Throughout the 
piece, photographs of Smith are 
tied in with the text as the pitch 
moves through applications, serv- 
icing, to the snappy closer, “Many 
companies, without realizing it, are 
actually paying for Towmotors 


without having them!” 

The first person approach, along 
with the conversational tone of the 
copy, help to animate the mailing. 
Having the “call” made by the 


president adds.a prestige note ‘hat’ 
important, too. Towmotor fo! lows 
through on this by addressing the 
return envelope to C. E. Smith, 
Making cold calls is a tough prop. 
osition these days. One company 
has devised a novel way to get past 
the receptionist by merely exhibit. 
ing its product. The Abbeon Supply 
Company, of Jamaica, N. Y., Dro- 
duces a 7-power magnifier equipped 
with Bausch & Lomb lens. There's 
a flashlight in the handle which 
illuminates the area magnified, 
“Flash-O-Lens” salesmen hand the 
receptionist their business card with 
barely decipherable, minuscule let. 
tering on it. Presumably before she 
gets fed up with the gag, he puts 
the magnifier on it and all is dis. 
closed. Says Sales Manager Wer. 
theim, the minor ingenuity in- 
volved in this tack often provides 
an entree into the plant. 
Presentations are never easy but 
among the most difficult to get 
across are those explaining com. 
plex, heavy equipment. For several 
years Milprint, Inc. has been turn- 
ing out booklets on rotogravure 
printed, transparent acetate film. 
Typical takers are Nordberg Manu- 
facturing Company and the Thew 
Shovel Company. The first pro- 
duces radial engines and the second, 
power shovels and cranes. Mil 
print’s presentation (trademarked 
“Trans-Vision”) works like this: 
Looking at the first page you see 


Mass overhauling ties all promotions together 


Wet paint sign is one of the more than 
20 segments of Martin-Senour promo- 
tion activity redesigned during the 


past two years to secure major visudi 
identity using color and a new, modern 
trademark. (The story is on page | 45.) 
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lf You Have Trouble 
With High-Temperature Lubrication... 


Try dry-film lubrication . . . try ‘dag’ Colloidal Graphite. 
This unique material is not ordinary powdered graphite. It is high-purity, 
electric-furnace graphite, specially treated by Acheson Colloids to produce 
particles many, many times finer than those of graphite powder. Dispersed in a 
variety of liquid carriers — water, oils, volatile hydrocarbons, resin-solvent com- 
binations—‘dag’ Colloidal Graphite goes where it should, and gets down to work. 
‘dag’ dispersions — applied by spraying, brushing, or dipping — give you slick, 
durable, dry lubricating films. They won't gum up or break down at any temperature 
you are likely to run into, because graphite is wholly unaffected by heat up to 3000°F. 
in inert atmospheres. 
Try ‘dag’ Colloidal Graphite for conveyor lubrication, for bearings, for moving 
parts subject to degreasing action, for anything that must move at high temperatures. 
Details are available in Bulletins No. 424-29L and No. 435-29L 


Dispersions of molybdenum disulfide are available in various carriers. We are 
also equipped to do custom dispersing of solids in a wide vartety of vehicles. 


... also ACHESON COLLOIDS LIMITED, LONDON, ENGLAND 
Units of Acheson industries, lnc. 


dag Acheson Colloids Company, port Huron, mich 
DISPERSIONS « 
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It's the new Todd Disburser. 


It dates—signs— protects your company checks in one fast, 


cient operation. 


It’s the only portable machine of its kind in the office equip- 


ment field. 


The new Todd Disburser is smaller and lighter than a type- 
writer. Its cost—spread over the life of the machine—1s only 14¢ 


a day, yet it protects your company checks from alteration not 


only of amount and signature but of date, too. With it, check 


.ssuance is rigidly controlled every step of the way from blank 


check to cancelled check. 


Get all the facts about the new Todd Disburser...the machine 


that saves employee time...cuts down overhead ...does away 


with manual signing of checks and completely protects com- 


pany tunds. 


COMPANY, INC. 


SALES OFFICES I! 


J 


THE TODD COMPANY, Inc., 
Dept. DR-11-53 Rochester 3, N.Y. 


Please have your representative telephone me for an 


appointment 


Name of frm 
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the entire piece of equipment. As 
you turn the pages you expose, one 
by one, the various components and 
subassemblies. Also, as you turn the 
page you are able to see a reverse 
view of the part—this becomes the 
left-hand page (see photo, page 
145). By the time you’ve reached 
the last page, the machine has been 
completely dismantled and you've 
been able to check each part fore 
and aft. 

Because details and spatial rela- 
tionships are shown so clearly—each 
part is shown in different colors— 
the promotion has considerable im- 
pact. It builds drama into the de- 
scription part of the salesman’s pres- 
entation. 


New face for paint 


firm takes two years 


Redesign, using color as impor- 
tant factor, should come naturally 
to a paint company. Nonetheless, as 
a company grows, somewhere along 
the line it wakes up to the fact that 
an enormous amount and variety 
of promotional material is going 
through the mill each year with lit- 
tle co-ordination. Faced with this 
situation two years ago, President 
William M. Stuart of the Martin- 
Senour Company called in designer 
Morton Goldsholl. His assignment: 
creaté visual identity for the com- 
pany’s materials, make them more 
useful, sell color. 

Over the two years since, Gold- 
sholl (other jobs: Container Corpo- 
ration of America, Sears Roebuck) 
worked over everything from rack 
displays to premiums and souvenirs. 
Even executive stationery was re- 
designed. Upwards of 50 different 
selling aids were touched up and 
a new trademark was created. Says 


By rail or by tratler? 


New service by Chicago and North 
Western Railway uses trailers for pick- 
up, flatcars for long hauls, eliminates 
terminal handling costs. C&KANWR will 
soon extend Operation to cover mast of 
its nine-state system. 


STARTING A 


IN 


SALES PRESENTATIONS: 


H Compare your present projector 
-—does it give you these TSI 
1? 


 Compléte Self-Operating Unit 
No reels of film to thread—no screen 
to set up—-no sound speaker to engage 
~—all of these features are combined 
together in the attractive one-unit case. 


“Flick” It’s On—dJust plug into any 
115 volt electrical outlet, AC or DC, 
and with a “flick” of its switch the TSI 
Projector is on and running. 


Automatic Rewind—Dve to exclu- 
sive 16mm film magazine, film is automati- 
cally rewound—no rethreading neces- 
sary——magazine is power driven. It's 
ready to go after every show. 


Daylight Operation—No need to 
draw shades or draperies. Crystal clear 
picture is projected on the self-con- 
tained screen in any lighted room. 


TSI Projectors are available in 5 compact 
models priced to fit your program. 


Model D or H (DeVry or Bell & Howell 

mechanism), Model T (new magnetic 

B & H tape), Model M (400’ film), 
Model M8 (800’ film). 


TSi Offers Nationwide Service— Over 
100 TSI service centefs are located 
throughout the U.S., Canada and Mexico. 


Write today for illustrated brochures 
featuring TSI Suitcase Projectors. 


TSi is the pioneer designer and 
builder of suitcase projectors. 


Technical 


Service 


Incorporated 
—Dept. D-6— 
30865 Five Mile Road 
PLYMOUTH, MICHIGAN, U. S. A. 


Custom Migrs. of Electronic and /or Mechanical Equipme 
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Stopping rust with Rust-Oleum 769 Damp-Proof Red Primer 


... for double protection use Rust-Oleum finish cc atings 


available in many colors, aluminum and white 


RUST-OLEUM. 


Just scrape and wirebrush to remove 
rust scale and loose particles... then 
brush Rust-Oleum 769 Damp-Proof 
Red Primer directly over the sound 
rusted surface. Chemical pre-cleaning 
and other costly preparations are not 
usually required. Rust-Oleum finish 
coats in many colors provide double 
protection. Specify Rust-Oleum... 
prompt delivery from Industrial Dis- 
tributor stocks in principal cities. 
RUST-OLEUM CORPORATION 


2526 Oakton Street, Evanston, Iilinois 


FREE SURVEY: Ask a Rust-Oleum specialist to conduct 
@ survey including actual applications, tests, and 
recommendations. No cost or obligation. 

See Sweets for nearest Rust-Oleum distributor 
or write for literature today. 


Applied by brush, 


dip, or spray. 


...proved throughout 
industry for 
over 25 years 


Such fields as Petroleum, Marine, Rail- 
road, Mining, Agricultural, Steel, Gen- 
eral Industry are but a few who rely 
upon Rust-Oleum. General weathering, 
heat, chemicals, salt water atmosphere, 
fumes, etc., are only a few of the con- 
ditions resisted by Rust-Oleum. 


Water tanks, gas tanks, fuel tanks — 
Rust-Oleum protects your investment. 


| | waa) 


One truck, or a fleet of trucks, applied 
over rust, Rust-Oleum keeps them 
looking better... in service longer. 
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Metal sash and steel windows, roofs, 
gutters, fire escapes, railings —indoors 
and out need Rust-Oleum to stop rust. 


ar 


Wire fence maintenance? Rust-Oleur.'s 
Extra-Long Nap Lamb's Wool Roller 
cuts re-cocting costs up to 50% in 
some cases. 


There is Only One Rust-Oleum 


SS 
SSS SS 
SS Rust-Oleum is an exclu- 


sive formula developed 
by a Master Mariner 
during more than 20 
years battling actual rust 

=== conditions at sea. It in- 
corporctes a specially- 
processed fish oil vehicle 
that will dry, is odor- 
free, and is formulated 
in many colors. Be sure 
you specify genuine 
Rust-Oleum. Accept no 
substitute. 


ATTACH TO YOUR LETTERHE AD-MAIL TODAY 
RUST-OLEUM CORPORATION 
2526 Oakton St., Evanston, Illinois 

Have a Qualified 


Representative Call 
Free Survey 
Complete Literature 
[-] Nearest Source of Supply 


. 
. 
j 
& 
: 
i 
on 
| 
4 
) 
rg J 
bei 
j 
i 
4a 
*¢ 
= 
4 
‘ 
a 
A 
< 
> 
d 
| 
; 
} 
Pt: ; 
R N & OVEMBER | 3 . 149 
th 
» 
4 


Anything from pipe to pretzels, Baltimore Stevedor- 
ing finds Towmotor more than equal to the task. 


The Big Cinch... 


Little inch or big one, any job’s a lead pipe cinch for Towmotor—as your 


man in charge of materials handling will tell you. He’s got some power- 
fully good reasons, too, like TowmoTorque, the new automatic drive 
that eliminates shifting, so operators can get more work done. And 
Power Steering that reduces driver fatigue and raises efficiency. And new 


Cushioned Power Diesels that outdo, outlast, and cut fuel costs in half. 
And many other time and money-saving features vou'll want to know 
about. So don’t sacrifice Towmotor performance for peanuts. Send today 


for booklet describing TowmoTorque and Power Steering. TOW MOTOR 
152nd Street, 


CORPORATION, Div. 8911, 1226 E. Cleveland 10, Ohio. 


THE ONE-MAN-GANG 


FORK LIFT TRUCKS oud TRACTORS 


SINCE 1919 


TOWMOTOR ENGINEERED FOR QUALITY PERFORMANCE 
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Goldsholl, “Too much of design be- 
gins and ends with preformulated 
concepts. Ask the simple questions 
like what, why, when, and for 
whom?” How did he finish the job 
in two years? “Nobody at Martin- 
Senour had to be sold. They recog- 
nized the need.” 


Fair to-morrow 
Hard to believe, but the 1956 


World’s Fair is almost upon us. If 
you're interested in exhibiting, the 
time for planning is now. 

For quite a while a group of 
Houston entrepreneurs have been 
quietly planning, purchasing land, 
making a number of complex agree- 
ments with the State Department, 
and studying procedures. 

Here’s an outline of the present 
plans. The Fair will be privately 
operated on a non-profit basis. All 
net will be used to maintain a per- 
manent establishment. 

Location will be on a 935-acre site 
about equidistant from Houston 
and Galveston, “twice the usable 
space of any previous Fair,” which 
is par for a Texas project. 

Specifics will be ready by Decem- 
ber: space for exhibits, costs and 
and details for concession 
This much is known now. 


rentals, 
rights. 


You will exhibit on a contract basis, 
with cash partial payments in ad- 
and 
have to underwrite a share of the 
revenue bonds the Houston busi- 
ness men are issuing. 


vance for reservation, you'll 


3D without those glasses 


Latest 1s a full color box with its own 


viewing apparatus. Attaches to display 
window with suction cups, too. 


i 
4 


of GRIP- STRUT} 


gives Maximum Strength 


NON-SKID 
RUGGED 
LOW COST 

VERSATILE 


Globe 
potent feature 
(Patents Pending) 


Not welded, not riveted, not expanded, al! 
one piece of material, gives a non-skid 


surface in all directions, a diamond shaped [@ }jo: 
pattern with open space area in excess of oc 
75% of surface, easily cleaned, sanitary. buy 


Simple to install, ideal for on-the- job 


fabricating, replaces existing grating with [ VIOX 
no supporting structural changes neces. P® wor 
sary. Strong yet light in weight. Ideal for F® , 
stair treads, work platforms, catwalks, Py 'C¢! 
flooring, running board steps, in fact for FF forc 
any purpose where safe flooring isa factor. 3 
Available in steel or aluminum. Write for P® crec 
new catalog, showing new low prices, B T 
methods of application, typical installa. F9 
tions and list of nationally known users, F@ |ow. 
Distributors in all principal cities. 


GRIP-STRUT divisin} ion 


The Globe Company plic 
Manufacturers since 1914 
The 


grot 


saril 


thei 
The 


CARBON PAPERS - HECTOGRAPH- UNI-MASTERS - INKED RIBBONS con: 


tent 
mal, 
hon 
use 
tion 

M 


whi 


and 
ker. 
mer 


coul 


No fcair-weather soldiers are these! 
Built to stand the gaff in modern offices 
each Ribbon and Carbon is supremely 
serviceable for its own purpose — hecc 
and shoulders above the mass-production 
commonplace! A joy to executives, se 
retaries and parboiled purchasing agen's 


PANama-BEA VER 
ating 


MANIFOLD SUPPLIES COMP 


Coast to Coast Distributors — 
188 Third Avenue, Brooklyn 17, | 
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= merely potential, and 


LIVING BEYOND OUR MEANS? 


Continued from page 67 


bigger slice of the pie. They are 
buying things they were not pre- 
viously able to afford, or replacing 
worn-out items they “made do” in 
leaner decades. This is the dynamic 
force behind the rise in consumer 
credit to-day. 

The fact that it is the middle and 
lower-income groups which are the 
ones getting a larger slice of the na- 
tional income, has important im- 
plications for installment buying. 
These middle and lower-income 
eroups are the people who neces- 
sarily spend a greater proportion of 
their income on consumer goods. 


| These are also the same people who 


constitute the nation’s largest po- 
tential mass market, because they 
make up 90 per cent of our popula- 


tion. They are the families which 
}use consumer credit, and this enor- 
mous market makes mass produc- 


tion both possible and feasible. 
Mass production creates the jobs 
which keep our people employed 
and thus maintains the mass mar- 
ket. But this market would remain 
the cycle 
could not be completed, without 


O DERN I N 


Most of these citizens 
employ credit in one 
way or another, and 
their wise use of it 
enriches their lives. 
But it should be used 
wisely. 

The financial status 
of this country de- 
pends on the status of 
every individual in 1t. 


consumer credit. While many of 
these middle-class consumers could 
accumulate the total purchase price 
for an automobile, refrigerator, or 
any major appliance, most of them 
do not like to draw out their sav- 
ings, but prefer to buy on time and 
keep their nest egg intact as a sort 
of personal social security. As a 
class, none but our wealthiest citi- 
zens can afford to pay 100 per cent 
cash on the barrelhead for the 
whole variety of consumer durables 
rated as necessities to-day. 

While much has been made of 
America’s great secret of mass pro- 
duction—and justifiably so—the role 
of installment buying in broaden- 
ing the market for our mass-pro- 
duction industries, has been played 
down in a great many instances. 

For example, the widespread sale 
of automobiles, our first mass-pro- 
duction industry, had to wait for 
many years until private commer- 
cial financing institutions were de- 
veloped to extend credit to auto- 
mobile customers. Writing up the 
achievements that have been made 
in the many long and difficult years 
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The missing envelope held the office 
postage ... Should have been in the top 
left drawer of Mr. Jones’ desk, but it 
wasn't. Nobody in the office had it, or 
had seen it. So Sally had to gallop down 
to the postoffice and buy more stamps... 
Two days later the envelope turned up in 
his brief case. 

“Nuts!” said Mr. Jones. 
“Lets get a DM, and we'll 


= 
) I | always Anow where the 
FA stamps are.” 


W iru the DM (desk model) 


z\ postage meter, you always 


have postage available. 
The meter is set for as much postage as 
you want to buy; registers show the amount 
on hand, and the amount used. Postage in 


Mystery the 
missing envelope! 


the meter is always protected from loss, 
damage, theft. 

You always have the right stamp value 
...the DM prints the postage needed for 
any kind of mail directly on the envelope 
... with your own small ad, if you like. 
Prints postage for parcel post on special! 
tape. Has a moistener for sealing envelopes. 
Anybody can use it. 

The DM gives even the smallest office 
the convenience of metered mail... 


The electric RS 


stamps and seals 


saves mailing time 
—and postage. 
Other models 

for larger mailers. Ask 
the nearest PB office 


17S letters a minute 


FREE: Handy wall chart of Postal Rates. 


with parcel post map and zone finder. 


for a demonstration. 
Or send the coupon. 


PITNEY-Bowes, INC. 
2s PITNEY-BOWES i595 sr. HERE 
STAM RD, CONN 
(Postage 
M 
e er Firm 
in 93 cities in 
U.S. and Canada 
NOVEMBER 195 © 753 
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Hlandlinge crates 
without pallets 


How Pitt-Penn Terminal beat 
the high cost of handling 


THE PROBLEM — To equip Pitt-Penn Ter- 
minal Company’s new 10 million cu. ft. 
Pittsburgh Terminal with the most eco- 
nomical, dependable freight handling 
system available. 

THE SOLUTION — Mr. C. B. Wiley, Pitt- 
Penn’s president, toured terminals in 
major cities, personally compared electric 
truck maintenance and performance 
records. 

THE RESULT — Dependable, economical 
Lewis-Shepard SpaceMaster Electric 


Trucks are used exclusively at Pitt-Penn! 


p= 


Here are a few reasons, in Mr. Wiley’s 
own words, for choosing L-S Space- 
Master Trucks exclusively. 

Standrive: “There is far greater safety 
when operating the truck in reverse 
with a load.” 

Monevuverability: “In our investigation 
of all makes of trucks, we didn’t see 
any that beat L-S for compactness 
and maneuverability.” 

Low Maintenance: “I every Case... L-S 
equipment had the lowest mainte- 


mance COST rec ord. 


-spaceMasters can cut your costs, too! 


Let Pitt-Penn’s experience at beating the 
high cost of handling help you. For full 
details, write for Pitt-Penn “Proof Folder” 
and “Electric Fork Truck Comparison 
Charts” — today! 


LEWIS-SHEPARD 


19-11 Walnut St., Watertown 72, Mass. 


since then, The New York Times 
(September 20, 1953) points out: 
“It is hard to recall the repulsion 
with which most folks then greeted 
the suggestion of going into debt to 
buy automobiles. Sewing machines, 
carpets, ice boxes, even player pi- 
anos—yes! Pleasure vehicles—and 
that was what automobiles were 
called in those days—no!” 


Loans for Luxuries 


Most of the established lending 
institutions then in existence re- 
garded cars as toys for the wealthy, 
and loans to ordinary people for 
such “luxuries” were frowned upon. 
It was not until 1913-1917, when. 
companies were formed to finance 
consumer installment purchases of 
automobiles, that the latter industry 
started on a mass-production basis. 

By bringing all consumer dura- 
bles within the reach of most of our 
families, the mechanism of install- 
ment buying makes mass produc- 
tion and low prices possible. For ex- 
ample, in 1921, only 5,000 electric 
refrigerators were sold, at an aver- 
age cost of $550, or a total retail 
value of $2.75 million. At that time, 
mass installment credit *was not 
available in this field. In 1952, with 
widespread use of consumer credit 
for appliances, 3.5 million electric 
refrigerators were sold, at an aver- 
age cost of $155, for a total retail 
value of over $542 million. It has 
been estimated that without mass 
credit and mass production, an elec- 
tric refrigerator to-day would cost 
around $2,000, the lowest-priced car 
would be about $7,500, a radio 
around $750, and a television set 
about $2,500 

Consumer credit also means that 


“The little one isn’t a vice- 
president yet, but he doesn’t 
seem to mind!” 


D U 


At The Board—blue- Bats 


Calculating Machines 


Lowest Priced, 
Complete Calculators 
on the MARKET! 


The low. initial cost and | 


trouble-free service of your 


CURTA — 


Sales 
shipping and 
Count ratios 


Inventory — totals 


problems -eccur during every busi- 


ness day. It performs admirably as 


Calculator 


Ww. Madison Street 
‘Chicago 24, Minois 
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GREENLEE BROS. 
AND CO. 


NATCO, INC. 


FOOTE-BURT CO. 


i SNYDER TOOL 
COLONIAL AND ENG. CO. 
BROACH co. 


incersOLt MILLING 


Wherever you look...... 


see 


Here is a scale model of the production line area problems of feed, control, transfer, synchroniza- By 
of one of the most modern automobile engine plants tion. etc. which must be dealt with in a highly if | 
ever built. Having a capacity of 100 V8 engines per automatized plant such as this. Hydraulic power Sk 
> > > . 4 
a. nis vee with time-and-money-saving can be developed wherever most convenient and pe’, 
applied at any other location. Simplification of de- 
Wherever you look in this plant you'll see sali , is 
Vickers Hydraulics. This is indicated on the photo- 
a. rapid operation, ease of providing interlocks and \ 
graph by the lines leading out from the Vickers- ll . ml. 
equipped machines to the names of their makers. overload protection, low maintenance . . . all are fl 
It is an interesting study ... first for the variety characteristics of Vickers Hydraulic Systems. : 
of machines .. . second for the large number of Do your machines have Vickers Hydraulics? nee 
builders who use Vickers Hydraulics. Vickers The Vickers Application Engineer near you will be 2 | 
Hydraulics is often the ideal solution to the myriad glad to discuss the many advantages. alt 
6445 
VICKERS Incorporated ENGINEERS AND BUILDERS OF OIL eat 
DIVISION OF THE SPERRY CORPORATION HYDRAULIC EQUIPMENT SINCE 1921 be 
1424 OAKMAN BLVD. DETROIT 32, MICH. 
Application Engineering Offices: ATLANTA * CHICAGO (Metropolitan) * CINCINNATI * CLEVELAND * DETROIT * HOUSTON * LOS ANGELES (Metropolitan) ‘ 
NEW YORK (Metropolitan) * PHILADELPHIA (Metropolitan) * PITTSBURGH * ROCHESTER * ROCKFORD »* SEATTLE * TULSA * WASHINGTON * WORCESTER 
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Machines Save 
Time and Money 
in Your 

Plant... 


DO THE SAME JOB IN YOUR OFFICE! 


Cummins Check Signers are “production-line” machines 
that save time and money on a routine office job... sign 
more checks in three minutes than you can sign by hand 
in an hour —and sign with your best signature every 
time! If you sign only 100 checks a week, you can save 
time and money with a Cummins Check Signer! 


By simply replacing signature plate with endorsement 
plate, you can change a Cummins Check Signer into the 
smoothest, fastest endorser made! This is important to 
you, because the average business has as many checks to 
endorse as to sign. Speeds up endorsing; you get bank 
deposits ready right up to the last minute! 


There's a 
Cummins Signer-Endorser 
to fit your business! 


Since 1887 


For 
full information, 
mail coupon 
or phone 
Cummins Business 
Machines 


r 


| | Check Signers 


Name 


Division Offices ame of Business 
in 
principal cities 


Address of Business 


IN BUSINESS AND BANKS @ 


SINCE 1887 


CUMMINS-CHICAGO CORP., Dept. DR-113 
4740 N. Ravenswood Ave., Chicago 40, !II. 


Please send full informatior on Cummins High Speed 


Endorsers 


new products can reach the mass 
market much more quickly, thus 
both supporting production and em- 
ployment, and raising the average 
family’s standard of living. Various 
marketing studies show that it took 
eighteen years for electric ranges to 
reach a million sales. That was be- 
fore the era of installment buying. 
Electric clothes washers required 
about ten years to reach the million 
mark, and most of those wer¢ sold 
before mass credit was operative. 
The newer electric dishwashers, 
however, because of the mechanism 
of installment buying, required 
only five years to reach a million 
sales, with the average purchase 
price down to $300 by 1951. 

Gas and electric clothes driers 
were purchased by a million fam- 
ilies over the same five-year period 
at an average price of $239, also 
thanks to installment buying. Room 
air conditioners hit the million 
mark in a little more than four 
years, and home freezers in less 
than three—also because of the in- 
stallment mechanism. 

The list of such examples is long 
and could be continued almost in- 
definitely, but space is limited. 


In these records of growing 
duction and lower costs to con ; 
ers lies the clue as to the impor 
of installment buying to our 
omy. Mass production wi 
mass sales would be impossible. and 
mass sales without 
would be a similar improbabil:ty, 

Installment buying is not just q 
method for the profligate, the dis. 
solute, and licentious to enjoy some. 
thing to-day for which they cannot 


mass credit 


STEFPFANSON PHOTOGRAPH 


pay or have no intention of paying 
to-morrow. Most consumers are not 
spending beyond their new higher 
incomes, for gross savings are also 
at an all-time high. The levels oi 
savings in the areas traditional) 


Marsu & McLENNAN 
Insurance Brokers | 
CONSULTING 


AVERAGE ADJUSTERS 


AC TU 


Chicage New York San Francisco Minneapolis Detrat Boston Los Angeles 
Toronte Pittsburgh Seattle Vancouver St. Louis Indianapolis Montreal 
St. Paul Duluth Portland Buffalo {tlanta Calgary Washington 
Tulsa New Orleans Phoenix Milwaukee Cleveland Havana London 
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a concise explanation of 
completely automatic elevatoring 
for busy office buildings, 
hotels and hospitals 


“4 


| 
SELECTION 
Wc ELEVATORM@C 


~ 


The increasing interest and widespread 
acceptance of completely automatic — 
without attendant — elevatoring, which saves 
up to $7,000 in operating costs per ele- 
vator per year, can best be explained 
with these figures: 

In 1950, 12.6% of the elevators sold for 
new office buildings or for modernizing 
existing office buildings were automati- 
cally operated and without attendants. In 
1951, this percentage increased to 32.7%. 
In 1952, it reached 58%. In 1953, it is 
expected to exceed 80%. 

Whatever your interest—as a building 
plonner, financier, constructor, owner, man- 
ager, designer — you ll have a much clearer 
understanding of this fast growing trend 


Please send me your two free booklets 
explaining completely automatic... 
(A-405, A-406) 


Autotronic® elevatoring. 


after reading these two free booklets. 


OTIS ELEVATOR COMPANY 


Dept. E 260 11th Avenue, New York 1, N. Y. 
Mr. 

Company 

Address 

City Zone State 
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nothing like “Package” 


when installing a 
PAINT FINISHING SYSTEM 


Check YOUR needs with Peters-Dalton 
where more than 20 years of Finishing 
System leadership and experience are 
backed by expert engineering and design. 


Why “pick” and “choose” components 
separately? P-D will install a complete, 
continuous Paint Finishing System that is 
tops in efficiency and economy because 
it is planned, engineered and produced 
step-by-step for you and you only... 
Peters-Dalton engineers lay out the com- 
plete system to meet whatever require- 
ments cand space limitations necessary in 
your plant. 
Illustrated in the “Package” is a complete 
P-D Paint Finishing System which handles 
700 electric food mixers hourly ... so com- 
pact that it requires but two 20’ x 20’ bays 
. . « It consists of a 6-stage cleaning and 
rustproofing machine with automatic charg- 
ing and automatic centrifugal chemical re- 
clamation devices . . . a separate moisture 
dry-off oven . . . necessary cooling space 
. . » @ completely enclosed spray operation 
with conditioned air supply . . . supply equip- 
ment on the floor adjacent to overhead bake 
ovens . . . bake oven heaters underneath 
ovens ... material flows from bake ovens 
to assembly and packaging in next bay. 


A P-D installation means one responsibility 
for final, satisfactory results—means the 
performance of a Finishing System that 
you can rely upon for smooth, efficient, 
integrated operation and high quality 
work at lowest possible costs. 


B PD) 


Detroit 12, Michigan 


favored by middle and _ lower-in- 
come groups are impressive. Liquid 
savings, or deposits in banks, sav- 
ings and loan associations, and so 
on (excluding corporation and gov- 
ernment savings), are roughly six 
times larger than they were in 1948. 
Deposits in the postal savings sys- 
tem and savings in the form of life 
insurance both have more than 
doubled since 1940. These figures 
demonstrate the ability of most con- 
sumers to budget their incomes 
wisely. But the ability to budget in- 
comes wisely is not reflected in these 
figures alone. 

This is demonstrated from an- 
other side. The facts on delinquen- 
cies, always a good index of the 
soundness of installment selling, in- 
dicate that consumers still buy con- 
servatively even on an installment 
basis. The Federal Reserve Bank of 
Chicago currently reporting on in- 
stallment accounts, says: “There ap- 
pears to have been little increase in 
delinquencies in the face of the rise 
in borrowing during the past year.” 

The June report of the installment 
credit commission of the American 
Bankers Association, bears this out. 
This report, covering the month of 


April, is based on loans to more 
than 4 million borrowers by 300 
widely distributed commercial 
banks. On four classes of direct con. 
sumer credit loans, the 30-to-90-day 
delinquency ratio is lower than the 
corresponding ratio last year. 

On personal loans, the up-to-90. 
day delinquency ratio is 1.134 per 
cent; in April 1952, it was 1.17], 
FHA Title One home mainten: nce 
and repair loan delinquencies de. 
clined to 1.577 per cent this April 


HOWE PHOTOGRAPH 


from 1.718 a year earlier. On prop- 
erty and improvement loans (the 
bankers’ own plan), repayments 
also were made more promptly. The 
delinquency ratio of 1.062 per cent 
this April compared with 1.105 in 
April 1952. Payments on auto loans 
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Heavy Duty 
WAREHOUSE TRUCK 


54” long by 28” wid 
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moves ware 
through all processes 
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fin porcelain 


| enamel plant 


4 
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Carriers MonoRail carries ware throughout entire plant 


ial alloy withstand temperatur 800° F. with no rehandling from special carriers. 


From start to finish, spraying to drying to firing 


pr furnaces allow rapid in-out movement 


MonoRail of 
made of spi 


furnaces and finally to storage one single MonoRail 


system provides a continual flow operation at this 


porcelain enamel plant. The same racks loaded at 


the spray booths carry the ware into and out of 

firing furnaces. Many of the handling operations _ 

once unavoidable are now eliminated. Savings in 

labor alone has fully justified the investment in Se 4s : 
this system. And true of all American MonoRail 
Overhead Handling Installations is the extremely Po 
low maintenance cost. 
Why not let an American MonoRail engineer give 

you all the facts about savings and advantages? “4 


SEND FOR BULLETIN C-1 


Ground coat as well as a large variety of 
colors are used. Ware is huna on special 
MonoRail carriers after spraying. 
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made direct by the bank to the con- 
sumer, showed a parallel decline in 
delinquency. The April 1953 delin- 
quency ratio was .665 per cent. A 
year earlier, it was .731 per cent. 


A 
PERSONALIZED Girt 
that’s sure to 


igh ihe from Damp Only in one class of consumer 
coil over the way Open credit loans—home appliances—was Christmas BUSINESS 
Wind o, Vehjer there an increase in delinquencies, ASSOCIATES, 
es! Shopping CUSTOMERS, 
and that was very slight. The April | , EMPLOYEES. ) 
Extra Protection. All- 1953, up-to-90-day delinquency ratio Easy / 
metal curtain repels of 2.352 per cent compared with Oli. i 
fire, theft, and wind. 2.315 per cent in the 1952 month. oe ‘ 
Extra A Safe Risk 4A 
| —. curtain wits As a matter of fact, the American 
You ae re punishment consumer is so good a credit risk 
and so punctilious in meeting his 
These obligations, that even under the Pears | 
| burden of the depression in the | 


ady Apples, or 
Airmor ts 


cause almost all consumers met 
their obligations on credit pur- 
chases. This is borne out by the 
prospectus covering the $150 million 
financing for General Motors Ac- 


May we send you a copy of our booklet ? 


Dick Othe Loma Fait 


Stall 518 
FARMERS MARKET 
6333 West Third 


ceptance Corporation earlier this 
, cane Los Angeles 36, Calif. 


year. GMAC is the largest in the | “*=="=="" 
automotive financing field. Last year 
it did a $4.5 billion business. Since 
its inception in 1919, the company’s 


average loss has been 8/100ths of 
one per cent, and the highest loss 


experience was 49/100ths of one per 

cent. That “poor” year was 1930. 
The small percentage of defaults 

in consumer installment credit, even 


in the depression, proved that it was 


sound for consumers to improve 
their standard of living by buying 
articles and paying for them as they 
were used—and in the meantime, 
keeping people employed at pro- 
duction. 

It seems somewhat alarmist to 


read the admonitions to-day that 


Kinnear Relling Doors are easily equipped with | we ought to curtail credit sales be- 
Kinnear Motor Operators for highest convenience | cause credit buying is getting out of 
and efficiency. Pushbutton controls can be provided 
at any number of convenient points — a feature that 
not only saves manpower but also reduces heating 


hand. Is it? For example, in 1940, 
the short-term consumer credit out- 


and air-conditioning costs by encouraging prompt standing was 10.8 per cent of our 3 = 4 
door closure. Every door is specially fitted to the disposable income: to-day, it is 9.7 Ic 
individual Easily installed = old per cent. Can we afford more than ne} 
t0 buildings. Write for details and estimate on your W 
gor bul in 1940? We have at least 10 per 
size yirements. door requirements. 
adividuel req cent more population, 20) per cent 
mee 
more people employed, and our 


THE KINNEAR MANUFACTURING (CO. BBR gross savings are about a half-dozen 


174 te Ave., San Francisco 24, Californio ; 
Vecomite Ave., Sen Francie Over-all, we probably could safely 


ROLLING DOORS 


fi d A ts All Principal Cities 
maintain a much larger volume of 


credit sales in every line to-day, 
stimulating consumer industries 


and offsetting any possible let-down 
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GEARMOTORS 


Parallel Shaft Type 
up to 120:1 ratio 


SPEEDRANGERS 


For mechanical or 
electronic controlled 


variable speed 


Right Angle Type 
up to 430:1 ratio 
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oi A TYPICAL EXAMPLE Big dividends can be yours by modern- 
—, OF ADVANTAGES izing with Fostoria — America’s Fin- 
PROVED IN OVER 


est Engineered Ovens. Case history 
experience of over 7,000 installations 
proves (1) no other oven approaches 
Fostoria results in the high percentage 
of energy usefully utilized; (2) no 
other oven compares with Fostoria in 
production per square foot of floor 
space; (3) no other oven can match 


7,000 PLANTS 


_ White Motor Co., Cleveland, 
: Ohio, uses Fostoria Ovens 
practically 100%. Photo shows 
two 75-ft. ceiling suspended 
ovens for finish baking ap- 
proximately 8,000 parts oi 
various shapes, sizes and col- 
ors. Baking time is 5 minutes 
compared to 20 minutes with 


other systems. Quality is the quality of output or the low “per- 
better controlled. Production piece-cost”’ of the high efficiency 
economies permit amofrtiza- 


Fostoria Oven. For any product — any 
shape — any material —any color — 
a better baking job can be done faster 
and in less space with the production- 
proved, modern Fostoria oven. Write 
now for complete facts. 


tion of entire oven investment 


THE FOSTORIA PRESSED STEEL CORP. 
FOSTORIA, OHFO, Dept. 


| Please send me information on Fostoria Ovens 
for 
Nome ...... 
Street 
State... 


| SEND FOR COMPLETE FACTS 


Write for brochure of technical facts 
on Infra-red and case histories of 
| many Fostoria oven installations. Tell 

us about your particular prcblem and 
we will include data directly ap- 
plicable to your operations. 


in defense production. As The New 
York Times pointed out in its afore- 
mentioned article (quoted on page 
154), “The automobile dealer was 
an important man to know in the 
early Nineteen Twenties. The vast 
new industry pulled the country 
out of the brief but sharp recession 
of 1920-1921 and as it grew so did 
the installment credit business.” 


Further Application 


The remarkable growth of install- 
ment buying over the past two dec- 
ades has done much to develop our 
consumer durable industries and to 
lower prices. In fact, the growth has 
been so noteworthy, that even so 
august an institution as the New 
York Stock Exchange is now prob- 
ing ways and means of selling se- 
curities on an_ installment 
And why not? Our tremendous 
middle and lower-income groups 


basis. 


could finance corporate enterprise, 
just as they now carry the automo- 
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Vhe AUTHOR 


Tueopore H. ts President of Stand- 
ard Factors Corporation, a commercial 
finance and factoring company. His work 
keeps him in close touch with the statistical 
and monetary outlook of our many-sided 
economy. He has written on business and 
hnancial topics for many publications, among 
them the Harvard Business Review, Bankers 
Vonthy, and American Banker. 

He finds business activity as 
ident of the Association of Commercial Dis- 
count Companies, Inc., and also as a member 
ot the Board of Directors of the National 
Commercial Finance Conference, a trade as- 
sociation of the national commercial finance 
industry. 

As well-versed academically as he is prac- 
tically, Mr. Silbert has lectured at the Har- 


added pres- 


vard School of Business Administration, the 
University of Chicago, and ts currently giving 
a course in commercial financing and factor- 
ing at Columbia University. 
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bile industry, the refrigerator pro- 
ducers, the radio and television in- 
dustry, and many others. They can 
do this, however, only through the 
mechanism of installment buying, 
a device that has demonstrated its 
ability to provide the means for 
supporting high production levels. 

If the Stock Exchange could de- 
velop a teasible method of using 
this mechanism, it may well prove 
to be a landmark in American cor- 
porate finance. 


THE END 
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Keep INACTIVE RECORDS 
Quickly Accessible with 


DRAWER FILE 


that “builds its own ste 


ONLY Per 


No. 511 LETTER 


UNITs are self-stacking $4.70 Unit 


with factory applied ‘ Slightly higher South and Wee: 
Packed Six Units 
total drawer content to the Carton 
weight at four points. ~e, all 

No matter how high you stack these new TrRans- 
FER FILES, each drawer works perfectly ...no 
bulging, no sticking. Each unit is complete, yet 
each becomes part of a sturdy steel structure. 
Units can be bolted side by side. Metal drawer 
pulls, and grey finish on corrugated fibre-board 
produce neat front office appearance. 

Clip this ad to your letterhead 

for details on other sizes. 


BANKERS BOX COMPANY 


720 S. Dearborn Street + Chicago 5, Illinois 
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ILMS 


for Mana gement 


PUBLIC RELATIONS TRAINING 
SALES PROMOTION EDUCATION 
ENTERTAINMENT ORIENTATION 


Wie movie theater attendance 
has been dwindling steadily in recent years, the 
number of viewers of non-theatrical films—spon- 
sored by industry, education, religious, and tarm 
groups—has been growing with the unbounded 
verve of a movie magnate’s imagination. The 
National Audio-Visual estimates 
that 16mm. sound movie projectors mushroomed 
from about 1,000 in 1936 to 50,000 in 1946 and to 
about 450,000 to-day, and that industry is the 
largest user of 16mm. films and equipment. 
Other estimates place the number of commercial 


Association 


concerns using films in their sales and public 
relations work at 600 in 1942, compared with 
approximately 10,000 at present. 

Films sponsored by business have undoubtedly 
sharpened their entertainment appeal during the 
past few years, particularly since the advent of 
television. 

Companies have discovered that the “open 
sesame” to many TV stations is a low-key com- 
mercial tone and an emphasis on close-up pho- 
tography. Virtually all the important films being 
made for American industry to-day—such as 
Ford’s The American Road-—are conceived with 
the particular needs of TV well in mind. How- 
ever, the desirable audiences in clubs, industry, 
schools, civic groups, and associations are not be- 
ing slighted for distributors are keenly aware of 
the advantages of reaching these groups which 

Continued on page 168 


Have you considered these uses of 
films? 
| | To recruit employees 


To introduce new methods to pro- | 


duction workers 

To summarize operations at stock- 
holder meetings 

To 


lunch-hours 


entertain employees during 
For company-community relations 
To announce new products 


To bring economic information to 


employees 

For satety instruction 

Ld] For programs at club and associa- 
tion meetings 

To launch a new sales campaign 

For training programs for foremen 
and executives 

_] To relate a company’s history 

_! To provide customers with product 

information 


Words To The Wives 


The unusual admission that an employee is 
not earning enough money is not the only thing 


bled by a dollar shortage, and how her cares 


which distinguishes Take It Easy Bill, General is 
Baking Company’s sales training film. Unique “s 
also was the invitation to salesmen to see the af 
film: they were told to bring their wives. Since 2 
the film tells of a salesman’s wife, deeply trou- a 


were quickly lifted, it is not difficult to imagine 
whence came the pressure that sent General 
Baking’s sales spurting after the showing. Pro- 
duced by Transfilm, Inc., it runs 22 minutes. 


Boom Towns 


An example of public relations at its best is 
the documentary film, American Frontier, well 
able to stand on its entertainment value alone, 
the film shows the benefits brought by the dis- 
covery of oil in the Williston Basin of North 
Dakota. The emphasis is on the great advan- 


tages to both—planned prosperity as against the 


old “Boom and Bust” philosophy. Available in 
both 16mm. and 35mm., it may be obtained 
without charge from the American Petroleum 
Institute, 50 West 50th St., New York 20, N.Y. 
Running time: 29 minutes. 


Money Grows on Trees 


The backwoods of the South appear in full 
color in the new 16mm. film, Deep Roots, which 
presents the technical topic of reforestation in 
terms of a typical farm family. How the paper 
industry developed the use of pine and how this 
discovery relieved the struggle for survival in 
the Southern hills are told in this 45-minute 


film. Sponsored by The Champion Paper and 
Fibre Company, it was produced by Wilding 
Picture Productions, Inc., of Chicago. It is avail- 
able from the paper company’s Public Relations 


Dept., General Office, Hamilton, Ohio. 


Creating Craftsmen 


The tool and die industry, the axis upon which 
mass production turns, is sharply defined in a 
new l6mm. color film. Produced by Farrell & 
Gage Films for The National Tool and Die 
Manufacturers Association Tool and Die Mak- 
ing—Keystone of Mass Production, offers for 22 
minutes scenes trom industry of the use of these 
two essentials in the making of discrete prod- 
ucts from autos to zippers. Useful as a recruit- 
ment film, it follows an apprentice through a 
four-year course to journeyman status. Write to 


NTDMA at 907 


land 13. 


Public Square Bldg., Cleve- 
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The control tower for your business ts 
your office. To keep pace with the mod- 
ern production methods and increased 
speed of this mechanical age, it needs to 
be designed to make most efficient use 
of floor space and personnel. Browne- 
Morse ofiice equipment is especially de- 
signed to expedite work in the modern 
office. Its beauty, comfort, convenience 
and durability make your day’s work faster and easier. Such careful 
office engineering and a 42-year reputation for quality have made the 
Browne-Morse Company known as Architects of Efficiency for 


America’s Ofhices. 


COMPANY 
MUSKEGON MICHIGAN 


ARCHITECTS OF EFFICIENCY FOR AMERICA’S OFFICES 


THE FIRST FORD chugged through the streets of Detroit like an 
asthmatic ghost, releasing forces which reshaped the lives of the slum- 
bering millions and broke the bonds separating city and country lite, 


A HORSE was the one reliable source of horsepower in the dawn of 
the automobile age. Cars were handmade by manufacturers whose en- 
terprise was matched only by the courage of a handful of drivers. 


| | 


MASS PRODUCTION by an assembly line was the logical step when 
costs were cut by moving workers trom place to place. When the 
price was cut to a few hundred dollars, the Tin-Elizabethan age began. 


MEMORIES come to life in this impressive 40-minute film, 7/1 
{merican Road. Made by MPO Productions tor the Ford Motor Cor 
pany s fittieth anniversary. Available trom the Ford Film Libra: 
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Etia Universal Drive 


You'll notice a trend toward Etna’s 
inodern machine design. Etna has sold 
more Universai Drive Mills than all 
other manufacturers combined. The 


‘Universal Drive provides greater ac- 


curacy in the forming of the tube, and 
allows an easier change from the manu- 
facture of one diameter tube to another. 


3412 MAPLEWOOD AVE., TOLEDO 10, OHIO 


PERMANENT Of COOLED TRANSFORMER 


For greater efficiency an O1! Cooled 
Transformer is incorporated into the 
machine. It is a permanent unit and 
never has to be replaced. Cooling with 
oil eliminates the necessity to dry out 
the transformer after each days work, 
which is necessary when water is used 
as a transformer coolant. Etna Mills 
. . . Built for continuous operation. 
Write for complete details. 
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‘greatest idea-guide I’ve seen... 


—Frank E. Smith, National Director, 
Blue Shield Medical Care Plans, Chicago 


@ ‘Screen Adventures” is a new 16-page book 
| which lists 325 carefully screened and selected 


16mm sound motion pictures. It lists titles, running 


time, gives a subject synopsis, and tells where-to-get-it. 


\ 


The films are categorized by subject area, and 

\ present a ‘‘catalog’’ of material for business 

\\ meetings, employee showings, club entertainment, 
education, and many more. It’s yours, 

free of cost or obligation. Simply 


send the coupon for your copy. 


... AND HERE'S THE GREATEST 
MACHINE FOR PROJECTING IDEAS 
YOU'VE EVER SEEN 

The Super-Stylist l6mm sound projector 


weighs only 32 pounds, complete with 


AMPRO 


FAMOUS FOR THE FINEST LINE OF 
SOUND PROJECTORS 


carrying case and built-in speaker. 
Permanently-attached reel arms swing 
into place in an instant. Sets up in 4 
seconds, threads easily, operation 
requires the flick of a switch! 


MI-11-53 


AMPRO CORPORATION 
2835 N. Western Avenue, Chicago 18, Illinois 
Gentlemen: 

Send my free copy of “Screen Adventures.” 


Arrange to have an Ampro Audio-visual 
Dealer demonstrate the Super-Stylist. 


Name 
Company 
Address — 
City State 
168 


ask for and schedule particular pro- 
grams to show the handiwork of 
American business. The recent re- 
duction in postage for films should 
hearten many of these groups; the 
usual charge for borrowing a spon- 
sored film is the return postage. 


Reel Briefs 


® Charles D. Warner’s remark that 
“everybody talks about the weather 
but nobody does anything about it,” 
lost much of its cogency, but little 
of its currency with the develop- 
ment of air-conditioning. Two re- 
cent low-key sales promotion films 
have been devoted to the story of 
air-conditioning and its effects on 
our lives. In Heat Attack Equals 
Heart Attack, the Mitchell Manu- 
facturing Company seeks to con- 
vince audiences that a room air- 
conditioner is a health necessity 
through the story of the collapse of 
a high-powered executive. The low- 
pressure sales appeal—mention of 
the company is limited to a shot of 
the Mitchell unit and a credit line— 
qualifies the film as instructional 
and gives it entree to club audi- 
ences and civic groups. Available 
from the company, 2525 N. Cly- 
bourn Avenue, Chicago. 

By coupling this educational film 
with a hard-hitting sales pitch on 
hlm by E. S. Tracy, vice-president 
in charge of its air-conditioning di- 
vision, the Mitchell Company comes 
up with a new sales training film, 
Your Health and Your Wealth, for 
showing at dealer and distributor 
meetings throughout the country. 
® Also concerned with climate is 
the educational film, /t’s in the Air, 
offered by Chrysler Airtemp Sales 
Corporation as the complete story 
of air-conditioning. For twenty min- 
utes, this 16mm. color film illus- 
trates the effects of 
dust, and humidity upon humanity. 
Available trom Modern Talking 
Picture Service, Inc., 45 Rockefeller 
Plaza, New York 20. 
® The pleasing, although unusual, 


temperature, 


problem of surplus funds vexes a 
young couple in the new 20-minute 
movie, Fair Exchange. Like mil- 
lions of others, their knowledge of 
the Stock Exchange amounted to 
little more than its location in lower 
Manhattan. As they learn of its op- 
eration during a visit to a broker, 
many misunderstandings about the 
exercise of investing vanish. Valu- 
able tips on evaluating tips on stock 


D uN’S 


killings, and when and how to )yy 
stocks are among the topics tre ted 
in this l6mm. black-and-white 
Sponsored by Merrill Lynch, Pic rce. 
Fenner & Beane, it can be borrowed 
from Movies, U.S.A., 729 Seventh 
Avenue, New York 19. 

© Ubiquitous as the printed w ord 
paper is among those everyday ob. 
jects scarcely thought of as ha 
a beginning. However, the sto: 
paper from the tree to the printer’ 
door is depicted in the new 30-) 
ute 16mm. color film, Paper Vi ork 
produced by Wilding Picture 
ductions for the Champion Paper 
and Fibre Company. Although pre. 


~ 
2 


pared as a sales promotion film, its 


documentary approach should make 
it appealing to general audiences as 
well as buyers of paper. 

Rather unusual was the approach 
of Champion Paper in having three 
industrial films made simultane- 
ously (Deep Roots is reviewed on 
page 165). While notable economies 
were 
films simultaneously, Champion Pa- 


scored in shooting the three 


per anticipates an audience ot close 


to a million viewers within § six 


months after the release of the tilms 
in early October. 


@ The third film, Good Business 
tells for 35 minutes the story of the 
company as it relates to the com- 


+ 


munities of 


Avoiding the plant tour approach, 


it concentrates on the lives of the 
people who work in forests anc 
mills to create paper. Aimed at the 
audiences in the company’s com 


munity, it is a vivid example of the 


1 


more recent development of the 


public relations film. Like the two 


other films, it is available from the 


Champion Paper and Fibre Com- 


pany’s Public Relations Dept, 
Hamilton, Ohio. 
® Undoubtedly on the right track 


was the Baltimore & Ohio Railroa 
in offering the safety flm, Hupp) 
Locomotive to school children 

the road's operating area. The re- 
sulting reduction in accidents nd 


the warm response of many 2 


ences have brought forth another 
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which it is a_ part. 
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BULLDOG BUStribution’ DUCT 


You can use a single standard 10-foot section of 
BullDog Plug-in BUStribution DUCT to do the 
work of a switchboard, or purchase any desired 
length to provide flexible, plug-in power for light- 
ing and other circuits. 


You can add sections without limit. For this duct’s 
absolute flexibility and salvability enables the 
BullDog Plug-in BUStribution DUCT System to 
grow or change as conditions require. 


With BullDog Plug-in Duct, too, you are assured 
of maximum installation speed and economy, made 
possible by the exclusive BullDog scarf-lap joint. 
Sections clamp together smoothly, quickly, rigidly. 
Bulky, complicated, time-consuming joint fittings 
are eliminated. 


For complete details, write BullDog Electric 
Products Company, Dept. M1113, Detroit 32, 
Michigan; or contact your BullDog Field Engi- 
neer—located in all principal cities. 

©) BEPCO 


THOROUGHBRED IN ELECTRICAL EQUIPMENT 
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unit loads 


AT ONE TIME 


| 


Traveloader picking up and trans- 
porting a master pallet loaded with 
5 skid boxes. 


Side-loading forks and the 
long, flat deck on a Traveloader 
make possible new economies 
in bulk handling in or between 
yard and plant. By using a 
“master-pallet” 5 ft. wide by 
20 ft. long, as many as 18 drums 


of 55 gal. size or 5 unit loads (skid 
boxes or pallet loads) can be picked 
up at one time, delivered to their 
destination, and unloaded . . . The 
“master pallet 
non rigid materials or assemblies 
impossible to handle efficiently in 
any other way. 


‘1s also ideal for long, 


The “master pallet” is made of magnesium to obtain required strength 
with minimum dead weight. Cross-members on underside provide 


support and permit entry of forks. 


The weight of the loaded pallet on the truck deck is distributed evenly 
over the four wheels. Traveloader stacks up to 12 ft. from 10 ft. aisles 
and delivers loads at speeds up to 30 M.P.H. 


THRE BAKER — 
RAULANG Co. 


1205 WEST 8OTH ST. 
CLEVELAND 2, OHIO 


Baker-Lull Corporation, Subsidiary, Minneapolis, 
Material Handling and Construction Equipment 


descriptive bulletin containing 
action photographs, construc- 
tion details and specifications. 


tracks 


film, Close Call For Jimmy, for 
older children. 

Using a relatively unknown tech- 
nique, Stephen Fitzgerald and Uni- 
film, Inc., produced a semi-animated 
color cartoon, described as a Sound- 
Slide Motion Picture, at a slightly 


higher cost than the much less ap- 
pealing static slide film. By means 
of a suspenseful story line, the dan- 
gers of throwing objects at trains, 
placing obstacles on tracks, playing 
on tracks and freight cars, and other 
mischief are powerfully put across. 
® Educational films have proved 
quite effective in explaining the in- 
tricacies of abstract subjects such as 
economics. The money system of 
the United States is the theme of 
the new 16mm. color film, Your 
Money's Worth produced by Byron 
Motion Pictures for the Federal Re- 
serve Bank of Richmond. Offered 
as a college economics course in one 
session, this 38-minute movie film 
is at least a lucid simplification of 
traditional theory. Through charts 
and pictures, the disorders that lead 
to inflation deflation 
plained along with possible meas- 


and are ex- 
ures to insure stability. Can be bor- 
rowed free from the bank in Rich- 
mond 13, Va. or from Baltimore 
Branch, Federal Reserve Bank, Bal- 
timore 3, Md., or Charlotte Branch, 
Charlotte 1, N.C. 


Travelogs 


The silver screen proved a magic 
carpet tor millions in the past as the 
one-time popularity of travelogs at- 
tests. However, in recent years the 
travelog has almost disappeared 
trom the motion picture theater to 
appear more and more as a spon- 
sored film. Recent sponsored films 
offer tours of Hawaii, California, 
and Oklahoma, as well as a cruise 
en a luxury liner. 


® The Hawaiian Story tuses history 
and geography in recounting the 
colorful background of modern Ha- 
wall. Produced by the Hawaiian 
Sugar Planters’ Association, the 20- 
minute color film portrays the 1s- 


D U N 


lands’ long search tor a susta: jing 
source of income. Sandalwood fo; 


est which, until depleted, prov ded 
trading goods; whalers, dispersed 


by the discovery of petroleum and 
Confederate warships; and 


are each considered by the ca: 
New England missionaries, car\ 
sea captains, and traders lend 
this 


mantic aura to 


which can be borrowed froin thy 


association’s ofhice at 731 Investinern: 


Bldg., Washington, D.C. 

bird's-eye view of the Golde 
State awaits audiences of the ney 
l6mm. color film, A World jn . 
W eek—California. By a new tech 
nique of aerial photography a tres 


view of a frequently photographed 


State was achieved. Two electron; 


cally controlled cameras mounted 
on the exterior of a United Airline; 


DC6B Mainliner provided man 


spectacular scenes of colorful cities 


and various points of interest. Pro 
duced by Cate & McGlone of Holl; 
wood for United Airlines, the } 
minute film is available at any 

the United's 
‘California. 

® The exciting State of Oklahom 
is the subject of a recent addition t 


sales ofhices outside 


the Bureau of Mines library of in 


formational motion pictures. 
torical scenes of the Indian Terri- 


tory, tribal ceremonies, and_ the 


great land rush depict the wilder. 
ness, then thought worthless, which 


had been allotted to displaced In 


dians in the early part of the nine- 
teenth century. This 16mm. color 


hlm Oklahoma and Its Natural RK 


sources goes on tor the remainder 


of its 29 minutes to illumine 


rich physical and cultural facets oi 


this State. Sponsored by the Sinclau 


Refining Company, the film stresses 


oil, the State’s most important nat 


ural resource: however, coal, lead, 


zinc, limestone, gypsum, and man\ 


other products are not neglected, 


nor is the agrarian lite. Availabi 


from the Bureau of Mines, Graphic 
Services Section, 4800 Forbes Street, 


Pittsburgh 13, Pa. 


@ Wanderlust undoubtedly rea hes 


a feverish point for many ol 
viewers of the new French | 
film, France Afloat. For here is lit 
on the bounding main in all its sal 
savor for travellers seeking ad 
ture or relaxation, or both. To tast 
the luxury of life aboard a line 
without risking mal de mer, ' 


tO Movies U.S.A.. 
nue, New York 19. 


l6mm. 


729 Seventh Ave- 
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“Our new coal installation produces steam at 
a cost of 32¢ per 1000 Ibs. . . . reduces some 
operating costs about one half,”’ 


says Walter H. Proescholdt 
Asst. Chief Engineer 
The Quaker Oats Company 


Many power plants over ten years old are as dated 
in efficiency as the automobiles of the same period. Ton 
for ton, coal burned in a modern plant can produce 10% 
to 40% more power. Modern coal- and ash-handling 


equipment can also cut labor costs substantially. 


Why not let a consulting engineer look over your 
plant? Chances are he can point out ways of remodel- 
ing so that you can burn bituminous coal the modern 
way ...and save dollars. 


It pays to burn coal efficiently, because coal is not 
only an economical, but a dependable fuel. Coal re- 
serves are virtually unlimited. America’s coal industry 
is the world’s most efficient and progressive. Thus 
youre assured of a plentiful supply of coal at relatively 
stable prices for generations. 


Control center for combined boiler and turbine room operations at Quaker Oats’ modern, new plant 


Quaker Qals 


REDUCES STEAM COSTS BY 


To gain economy plus dependability, Quaker 
Oats Company modernized the boiler room in 
its paper-making plant. One efficient, coal-fired 
unit now supplies all steam needed for heating, 


processing, and power generation. 


Boiler and turbine room operations combined. 
With automatic controls and coal- and ash-han- 
dling systems, two men per shift can operate the 
combination boiler and turbine generator room 
shown at left. Quaker Oats has found that burn- 
ing coal the modern way certainly increases 


efficiency of operation and cuts operaung costs. 


Additional case histories, showing how plants of other 
types have saved money by burning coal the modern way, 
are available upon request. 


If you operate a steam plant, you can’t 


afford to ignore these facts! 


BITUMINOUS COAL in most places is today’s lowest- 


COAL 


COAL 


COAL 
COAL 


cost fuel, and coal reserves in America are ade- 
quate for hundreds of years to come. 


production in the U.S.A. is highly mechanized 
and by far the most efficient in the world. 


prices will therefore remain the most stable of 
all fuels. 


is the safest fuel to store and use. 


is the fuel that industry counts on more and 
more—for with modern combustion and hand- 
ling equipment, the inherent advantages of 
well-prepared coal net even bigger savings. 


BITUMINOUS COAL INSTITUTE 


A Department of National Coal Association 
Southern Building, Washington 5, D. C. 
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GREENER FIELDS 


Continued from page 47 


~ Fs LOOKING INTO THE FACTS wiser in the long run to state the 
\ of .,. LEADS INEVITABLY TO MAGCOA purpose of your call honestly. Busy You Can (Can fake it 


men are more full of the milk of 


human kindness than you might with | 0 é, 
think. Y 


If one of these contacts, letters, 


or calls pays off, you face your high- 3 
est and most painful hurdle—the 4 


interview. Unless you really enjoy 
risking your future on the turn of 
a phrase, a short session with an 


association placement officer, a 
management consultant, or the 
president of XYZ will show you 
vividly just what a ught-rope walk- 
er must feel. 

Rather than merely listing the 
right and wrong answers in job in- 
terviewing, let’s take a hypotheti- 
cal situation. 

You have an appointment and, of 


This light-weight HEAVY-DUTY course, come a few minutes early. 


(Tardiness is the luxury of the em- 


MAGCOA DOCKBOARD ployed.) You are asked to wait. ; PLUG-IN INTER-COM 


Even if you are pressed for time 
m nt and here wh Lighter than a telephone—smaller than 

fs a Better Invest e , y and the wait stretches out from ten ? toaster — VOCATRON* is easy to move e 
7. Made for this Specific Span--You know the problem of bridging car-dock and | minutes to half an hour and some- ‘ and plug in anywhere. Portable mean 3 
truck-dock spans. No problem in this case: the Magcoa representative specified the ‘ versatile — extra usefulness to the active ‘ 


one who came after you just “drops 


exact size Dockboard for this span. business man who must keep in consten! | 


2. Made for this Specific Turning Radius—This is a narrow dock. The lift truck's | in for a minute” and stays ten, your “ touch with his entire organization. : 
turning radius could have presented a problem—but didn't. This Magcoa Dockboord attitude. when vou finally are called , VOCATRON uses the existing wiring 
flares out just enough for this narrow dock... permits part of the turn to be made | . | ade ah : cirevits (105-120 volt AC or DC) in you im 
while the truck is on the board. in, remains rigorously friendly. It is 

3. Made for this Specific Truck and its Load—-As you know, the weight of different | best to shake hands with a broad | the ‘enine trontlernss. Beauibes 00 che f 
handling equipment and loads varies considerably. No problem here: this Dockbcard wiring or installation. Uses less electriciy 
was made for the specific weight requirements of this company’s equipment with top | © ait 5 — than @ light bulb : 


capacity loads. 
Quick Delivery—Long Life—tow Net Cost—Ordinarily you'd assume that equipment 
designed for specific requirements would get a premium price or take longer to manv- 
facture. No problem on that score: Every Magcoa Dockboard is manufactured on a mass- 
production basis; and, if there is sometimes o price differential, it can be checked off as 
negligible compared to the greater long time value you get in a Dockboard that fits 
your specific needs, 
Safety,’ Economy, Efficiency Features—Only Magcoa gives you all these features: 
(1) rounded curb-ends for safer turns, (2) quarter-round safety curbs that protect tires while 
preventing run-offs, (3) comfortable one-piece hand holds for safe lifting and positioning, 
(4) angled crown that keeps edges flush on floors, 
(5) rounded edge beveling that saves tires, equip- 
nent, loads, and (6) rugged safety spans for 
extra strength and elimination of slipping. 
Magcoa Service—At Your Service—If your 
Dockboard needs repair because of abuse or 
misuse, Magcoa Service is at your service—to 
put your equipment in good working order, in 


At home, you can keep in constor BT 
touch with the “hobby shop”, baby: 
room, or a sick room. . . saving time 
steps, and nerves. See VOCATRON cen 
onstrated today, at your local radic 
appliance, office supply, or ce 
partment store. Or return coupe 
below for descriptive folder onc 
the name of your local repre 
sentative. *U.S. Pat. 2,632.8): 


CALINE 


the broader the smile. If an apology ig 
Designers and manufacturers of electron 


short order! is offered, pass ovel the excuse good “Ce 
Looking into the Facts is the title of our new | naturedly and lightly—just grin it cle B’ synchronous timing motors — Ol¢ F 
facts file. It's loaded with information you ought Saybrook, Conn. Research and develop 
to to make investment | (Wy. ment laboratory — Waldoboro, Me. 
++ Gnd ifs yours for the asking. At the some time, Your general attitude. according 
Another “tough” bridgeplate problem into the new Magcoa Portable Yard Ramp. | 
solved quickly and permanently by @ It's g rugged, high-speed loading dock... where | (0 the best advice of top personnel VOCALINE COMPANY OF AMERICA, INC 
M Dockboord. 
Sgwe wow ond when you want it. management, is to be self-confident 526 Vocaline Building, Old Saybrook, Cor 


Pleose send, without obligation, 
information about VOCATRON. 


MAGNESIUM COMPANY OF AMERICA | 22d humble at the same time. In 


MATERIALS HANDLING DIV., EAST CHICAGO 9, IND, — Representotives in Principal Cities | OFGer to exude self-confidence it is 


Zz 
> 
= 
m 


prynoe CPFCEs, basic to sit back in the chair at all 4 

YORK Please send: Dockboard Facts File Portable Yard Ramp Literature 9 times. ywever, 1 youre short 7 

ockelelier Plaza 

PHILADELPHIA 18, lon’t sit ‘ar hack “ee COMPANY... 2 

PHILADELPHIA 18, Nome & Title don’t sit too far back or your feet 

WASHINGTON 5, D. C. will dangle and give you an un- 

7657 Moiine St. | distinguished appearance. 

922 W. 25th St 4 Ss O ) 

Russ Bidg. salary, so it should present no par- STATE. 

ticular problem. However, even hu- ‘ 

mility can be carried too far; for | 

exampie, never offer to work for 
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There is no Substitute 
hor GLASS! 


It is non-combustible ... won't 


burn... it is rigid ... doesn't 
sag or warp. It has a perma- 
nently hard, impervious sur- 
face, not affected by time, 
abrasion, or exposure to the 
elements. If won't corrode or 
stain, It resists chemicals. It is 
easily installed, maintained 


and cleaned by conventional 
methods. 


R N cn 


General Contractor— 


a Youngstown, Ohio 


Employees of the General Fireproofing Co., modern office 
furniture and fixtures manufacturer in Youngstown, Ohio, see 
better, feel better, work better in areas flooded with condi- 
tioned daylight. Eye comfort is an important factor in improved 
working conditions; so approximately 29,000 sq. ft. of Coolite, 
Heat Absorbing and Glare Reducing Glass were installed to 
provide copious quantities of natural illumination at low cost. 
For Coolite removes the harmful elements of “raw” sunlight 
...cuts glare that causes eye fatigue and costly mistakes... 
absorbs up to 50% of solar heat to make interior more 


comfortable. 


Rolled, Figured and Wired glass by Mississippi is ‘‘visioneered”’ 
for better daylight illumination. Available in a wide variety of 
surface finishes all scientifically designed to distribute light to 
best advantage. In your building or remodeling projects 
specify Mississippi Glass. 


MISSISSIPP 


COMPANY 


88 ANGELICA ST. SAINT LOUIS 7, MO. ASE 


NEW YORK CHICAGO @e FULLERTON, CALIF. 


WORLD'S LARGEST MANUFACTURER OF ROLLED, FIGURED AND WIRED 


Joseph Bucheit & Sons, Youngstown, Ohio 
Glazing—Pittsburgh Plate Glass Company, 
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Another SKF “First’.. ‘ 


now,an SKF 
improvement in the 
internal design of 
Spherical Roller Bearings 
provides 


2 to 3/2 times inereaced serview 


Your design engineers can get complete 
technical data about this 
revolutionary advance in design of RISE 


Series 222 and 223 Spherical Roller 
cre rep 


Bearings by asking for GOLSU 
Bulletin No. 365-4. Write to 
SKF |NDUSTRIES, INC., Dept. 616, 


PHILADELPHIA 32, PA. — manufacturers of 


7399 


and HESS-BRIGHT bearings. 


© 1953 ESRF inousteries, 
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nothing. If you don’t feel you're 
worth anything, the interviewer can 
not be expected to react differently. 

At the very beginning it is wise 
to show that you are completely at 
ease. Conventionally this is done by 
discussing the weather. The inter- 
viewer will join in this discussion 
heartily since he is supposed to help 
make you feel at ease. So while he’s 
helping you be at ease and you're 
showing him that you are at, ease 
the weather is likely to be kicked 
around pretty badly. If this part of 
the interview doesn’t come to a nat- 
ural end within 20 minutes, you are 
permitted to make a subtle switch 
to the subject you came to talk 
about. 


Brevity for Safety 


Above all, be concise. Not only 
will brevity save time, but it also 
may prevent you from having to 
give your views on controversial 
management subjects, an omission 
that may weigh heavily in your 
tavor should your competitor for 
the job be a positive person. 

Your portfolio need not be sub- 
mitted unless requested, which it 
never will be. The mere thought of 
reading a portfolio causes violent 
shudders in interviewers. 

Two important don’ts should be 
adhered to strictly. It is unwise to 
volunteer your reason for leaving 
your last position. This tends to put 
you on the detensive and may, in 
the eyes of an overly suspicious in- 
terviewer, give you the air of a 
guilt complex. Never be critical of 
your former boss; most interview- 
ers will assume that such criticism 
indicates there is something wrong 
with you. 

You will be asked your age, and 
this question must be answered 
with absolute honesty. The follow- 
ing indicates your job probabilities 
in accordance with your age cate- 
gory. 
trainee 


In the 


category, 


“Call Jack’s Luncheonette and tell 
the office staff I'm holding a meet- 
ing at eleven o’clock.”’ 


D U N S 


that of a Chicago architect-plan. 


ner quoted recently in the Say 
Francisco Chronicle. He went}; 
on to say, “Every large industy) 
now centered in the East will bef 


The statement i 


forced to establish branches of 


the West Coast.” And he tellif 
why. For the full text of thep 


pres 


Chronicle story and for you} 


copy of the booklet, “Industrialf} 


Opportunities in the Sacrament 
Heartland, write the Sacr 
mento Chamber of Commerc 


or our Industrial Department, i! 
confidence, of course. 


UTILITY DISTRICT 
P. O. Box M-2391, Sacramento 


SACRAMENT) 
HEARTLAND 


/ 

SACRAMENTO MUNICIPAI 


The 


THE LAND THE LORD REMEMBERED 
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LIKE 
THIS... 


HOW DOES YOUR DRAFTING ROOM LOOK AT 5:05 P.M.? 


How Much of Your Company’s Drafting 


Overtime Is Really Necessary? 


Unless your drafting room is constantly plagued by last- 
minute jobs, the chances are that over 50% of your 
drafting overtime is really unnecessary . . . because much 
of the work requiring overtime can be done with ease 


by photocopy. 


Many companies, even those with small drafting rooms, 
save hundreds of drafting hours each week by using mod- 
ern photocopy techniques. And these dramatic labor sav- 
ings can be achieved without additional capital investment! 
Successful photocopy depends on gearing the machines, 


materials and methods to the company’s specific needs. 


PEERLESS PRODUCTS, 


This job calls for expert photocopy counsel . . . a unique 
service of Peerless factory distributors. 

A Peerless factory distributor can discuss your photo- 
copy requirements in management terms. His years of 
experience in the field can be of great value to your com- 
pany. He is skilled in operator training and the newest 
labor-saving techniques. His professional skill coupled 
with the products he sells can pay handsome dividends 
in drafting room efficiency. Why not let him consult with 
you and your staff? For fast service write us direct. 

The entire Peerless line of photocopy papers and 
machines is sold only through this network of photocopy 
specialists. Peerless is one major manufacturer in the field 
whose production and development facilities are devoted 
exclusively to industrial, scientific and commercial photo- 


reproduction. Complete literature is yours for the asking. 


INC. 


Shoreham, Long Island, N. Y. 


Manufacturers of Quality Photocopy Papers and Special-purpose Industrial Photocopy Equipment 


FN Sit YT 


175 


i 
7 
iy 
i ? 
+ 
a 
} 
i 
| 
‘ 
{ 
: 
‘a 
| 
2 { 
i 
str 
x 
| 
| | | 
One 
Pad 
1€ 
4 
yok 
nities 
AY) 
de 
a 
4. ‘ t 
‘ : 
Z 
- 
a 4 
‘ 
* ‘ 
oN 
4 
3 
4 
PRE 
Pd 
: 
“SA 
a , 
Es 
4 ; 
4 
a 
=, 
> 
jy 


little experience. You will have to cellent indicator of his attity 
take a position in a field totally un- toward you. If they remain po, 
related to that of your choice. committal throughout the ep;; 

28-33: You'll have to wait until conversation, he probably isn’ | 
you're older. At this age it’s impor- terested and has no intention ,: 
tant to have 20 years’ experience hiring you. If they are noncomm; 
behind you. tal only when you take a stand ,, 

38-45: The best possible working a controversial question, he dx. 
age, particularly at 35 years, six agrees with you. 


months. In fact, with such ideal Th 
qualifications there must be some- e Once-Over 


4, 


thing wrong with you or you would The interviewer often will tak; 
already be working. quick up-and-down look at you 


Over 46: It has taken you all this the course of the conversat 
time, but your faculties have ma- Women should find this nei 
tured to their highest degree, you disconcerting or particularly h 
are at the height of your power and__tul. He probably is just noticin 
experience. The only thing—your whether your shoes are clean. 
age is a deterrent factor. When you run into the X-ray 


When you are questioned about type of interviewer, who seems 
vour salary needs, answer, “It’s the be staring at you constantly, ¢ 
opportunity that counts.” Pressed to ceal your uneasiness and don’t 


be more explicit, you may—if your him make you self-conscious. Pe. 
last salary was lower than that of _ haps it will help if you pick just on 4 
the position for which you are now of his eyes and watch that. : 
applying—mention that you had Sometimes unemployed vice-pre: 
made a sacrifice to gain experience. idents prefer not to look at the i 
If the salary of the new opening is terviewer at all, but to conduct thi 
lower than your last one, emphasize entire conversation on a very hig 
how challenging the new oppor- important plane. They feel that fv 
tunity seems to you. ing their gaze outside the wind 
The interviewer's eyes are an ex- adds distinction and prestige : 


SLIPP AG 
«<ROUBLES 


Easy to pack, handle, cisplay— 
this Heavy-Duty corrugated box 
means more product protection ‘ 
more freight savings... more 
dealer goodwill. To get full value 

from your shipping box dollar— 
ovr 65th year send fur book!st, ‘Creative Pack- 
age Engineering.” Hinde & Dauch, : 
Sandusk?; 3 ,Ohie. 


WITH 
BELTRACTIO} 


THE Liquid BELT TREATMENT | 


CERTIFIED BY LEADING . 
INDEPENDENT LABORATORIES 
and More Than 110,000 Users : 


Belt slippage can reduce machine 
efficiency as much as 70%. Prevent it 
with BELTRACTION! This liquid belt 
treatment by stopping slippage pre- 
vents chattering and misalignment of 
precision cutting tools—minimizes 
rejects and costly re-working. Write 
for interesting folder ‘*Horse Power 
Where and When You Need It,”’ which 
gives results of tests of BELTRACTION 
by United States Testing Compan) 
and other prominent independent 


BELTRACTION 


laboratories. 


17 FACTORIES AND MILLS 40 SALES OFFICES 

BELTRACTION weatherproofs, oil- LT R AC Tl Oo N C M PAN 

of belts ond prolongs belt life. 1811 W. Winona St. Chicago 40, Ill. 
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Why your 


family can trust 
your refrigerator 


In your refrigerator, Bundy- 
weld protects you as it has 
protected owners of millions 
of other refrigerators, during 
the last 20 years. 


U DERN IN DU 'S 


whole 


A This is the evaporator 
of Bundyweld Tubing, 
where refrigerant picks up 
heat from inside refriger- 
ator. Food temperature 
thus stays at low, safe 
level. 


B Hot refrigerant moves 
down to this compressor, 
which “‘squeezes”’ it, sends 
it on to condenser unit. 
Inside compressor are 
many tubes of leakproof 
Bundyweld. 


C Condenser of leakproof 
Bundyweld Tubing re- 
leases heat to room air, 
cools refrigerant, which 
returns to evaporator. No 
leaks, no tubing troubles, 
no spoiled food for you. 


safer with Bundyweld Tubing 


1. Bundyweld Tubing be- 2. We carefully roll the 3. We take the tube, fire 4. Result: Bundyweld Tub- 
gins as a single strip of single strip like this, make it in a furnace, 
tough, copper-coated steel. it into a double-walled tube. 


copper bonds with the steel. copper-sealed, leakproof. 


Your whole family, pampered pets included, depends on your 
refrigerator to keep perishable foods from spoiling. And your 
refrigerator never fails them. One big reason is that the 
manufacturer gives you the protection of leakproof Bundyweld 
Tubing, to carry cooling refrigeration gases. 


Inside the walls of your home freezer, as many as eighty-five feet of 
leakproof Bundyweld Tubing carry heat-absorbing gases to preserve 
valuable food supplies, at temperatures below zero. These gases can 
rush through a hole invisible to your eyes. But Bundyweld never 
gives them an opening. No wonder manufacturers insist on giving you 
Bundyweld protection in condensers, evaporators, compressors and 
other tubing parts in freezers and refrigerators. 


B d d 

Coarse 

\ Ow! / 


“The lifeline of 
refrigerators and freezers” 


BUNDY TUBING COMPANY 
DETROIT 14, MICHIGAN 


where the ing; double-walled, strong, 
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is Your Printing on a 


CTADVATION 


Are there too many weak, anemic copies? Are some of the 
halftones foggy? Do the solids fade out at the edges? It’s a common 
. poor ink coverage . . . an inking system that can’t keep up 
with the demand. 

There’s one sure cure... a Davidson Dual. Here’s why. Because 
of the exclusive Davidson 2-cylinder principle, the ink rollers always have 
plenty of free time between impressions in which to get thoroughly 
re-inked. There’s no danger of skimping. Result . . . exactly the right 
film of ink evenly distributed over the entire surface of the printing form 

_ not just now and then ... but at each revolution of the cylinder. 

That means sharp, lively, easy-to-read type matter rich, 
. full coverage of solids ... the kind of printing you 
_and should have. 


ailment . . 


detailed halftones . . 
like 
If you do printing you'll appreciate this. And, remember 
Davidson Dual is the only press that does offset printing, direct lithography, 
both printing and embossing in one operation, and all forms of letter- 
always the best method available for each job. No 
Davidson has the answer. 


the 


press printing . 
wonder the folks who know say 


Davidso 


THE WORLD'S MOST 


VERSATILE PRESS i 


Want more details? Write for 
factual reports from users of 
Davidson Duals .. . today. 


DAVIDSON CORPORATION 


A subsid 
Mergenthaler Linc 


ary of 

type Compony 
Dep!. 18, 29 Ryerson St., Brooklyn 5, N. Y. 
Representatives in over 60 principal cities. 
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their performance. This, however, 
can be disconcerting to—and may 
even antagonize—the interviewer, 
particularly if you place yourself in 
the $30,000 salary bracket and he 
earns barely $6,000. 

Every expert interviewer occa- 
sionally allows lulls to develop in 
the conversation. So it often hap- 
pens that he thinks you're think- 
ing and you think he’s thinking 
and a lull grows and grows and 
grows. It is up to you to determine 
whether he is really thinking or 
whether this is a good time for you 
to talk. Development of an exact 
formula for making such a decision 
awaits further research. 


In or Out? 


Toward the end of the discussion 
you will know whether you are to 
get the position. The interviewer 
will tell you. Some interviewers, if 
really interested in you, will tell you 
that you don’t want this particular 
job. If you can convince them you 
do, you’re probably in. If you don’t 
get one of those two responses, you 
are likely to hear one of the follow- 
ing phrases: 

“We will let you know.” This 
may be interpreted any way you 
like. 

“There is no suitable opening 
here now, but we will be glad to 
keep your résumé in our active 
fle.” If you can find out what or 
where the active file is, you may 
have some hope of understanding 
this statement. 

“You definitely have a market- 
able background and should have 
no trouble.” He can’t think of an- 
other thing to suggest to you. 

Good public relations dictate that 
the interviewer, if he can’t give you 
the job, then help you in any way 
he can. So he may suggest that you 
see certain persons. If they are un- 


? 


LS ] 7 
>| 
“Where did you have lunch to-day, 
Miss Evans... Chicago?” 


D U 


Speed-Trols Aid 
Water Conditioning 
and Treatment 


Accelators are engineered to 
permit precise adjustment for 
the many variations in water 
characteristics encountered in 
water conditioning and waste 
treatment... Speed-Trols play 
an important part in achieving 
this versatility ...as impurities, 
temperature, etc., change, recir- 
culation of slurry is varied 
accordingly by accurate speed 
adjustment of the rotor-impel- 
ler. This operation requires the 
infinite speed adjustment and 
positive speed regulation of} 
Speed-Trols, reports Lawrence 
K. Cecil, Vice President oj 
INFILCO, Inc. 

STERLING SPEED-TROL 


GIVES YOU VARIABLE SPEED 
CONTROL NECESSARY FOR: 


Equipment adaptation to: Sequence sy: 
chronization — operators’ abilities — load 
variations due to differences in quantity, 
quality, weight, size, tension, hardness or 
Shape of material to be processed, machined, 
conveyed, blended, mixed, etc. 
Process control of: Temperature —viscosily 
— level — pressure — flow —etc. 
Time control of: Baking —drying — heating 
— cooking — pasteurizing — soaking —- chem: 
ical action—etc. 

With Speed-Trol you get the maximum in 
production, plant efficiency, quality & profit 


20-page illustrated catalog... 


Sterling Speed-Trol, Slo-Speed, | 
Klosd and Klosd-Tite Electric | 
Power Drives. Write for catalog | 
No. 1A-427 


TERLING 


ELECTRIC MOTORS 


Piants: New York City 51; Van Wert, Ohio; 
Los Angeles 22; Hamilton, Canada; Santiago, Chile 
Offices and distributors in all principal cities 
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They learn faster, remember longer 
with Sound Movies! 


McDonnell Aircraft made their own low-cost 
sound movie to train sheet metal assemblers 
in their aircraft plant. The movie was made 
possible through the Filmosound 202 record- 
ing projector which enabled them to add 
their own sound track. An estimated 6000 
aircraft trainees have seen the film. 


This manufacturer of helicopters and air- 
planes knows that no other training tool 
equals sound movies for fast, effective teach- 
ing at low cost. McDonnell also uses movies 
as Sales tools ... and this company relies on 
dependable Bell & Howell equipment. 


In business, industry, church and school, 
more and more sound movies are used to 
solve difficult and costly problems. 

Bell & Howell offers a wide variety of the 
finest picture equipment to help you do the 
best job at lowest cost. 


Bell ¢ Howell 


makers of the world’s finest 
motion picture equ ipment 


igh training costs. 


McDONNELL AIRCRAFT CORPORATION 


WS 


V 


“We cut costs of training our 
aircraft workers with low 
cost sound movies we make 
ourselves using the wonder- 


ful Bell & Howell 202.” 
KENNETH E. DEMOTT 


Training Supervisor 
McDonnell Aircraft Corporation 


St. Louis, Missouri 


New! Magnetic Filmosound 
202 16mm recording projecte 
lets you add sound to your 
movies easily, inexpensively. 
Add sound to old silent films, 
change sound to fit specific 
needs. Runs optical and mag- 
netic sound movies. From $699. 


Filmosound 285 shows optical 
sound or silent films. Brilliant 
pictures, full, natural sound at 
all volume levels. From $449.95. 


Find Out Today How 
Bell & Howell Can Help You! 


Bell & Howell Company 

7175 MeCormick Road 
Chicago 45, Illinois 

Please send me, without cost or 


obligation, complete information 
on sound movie equipment 


for use in: Industry 

[}]Home [/]Church ‘School 
ORGANIZATION. eee 
ADDRESS. ......... 
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The Stanley Works, Magic Door Division, 
314i] Loke S$t., New Britain, Conn. 


[] Please send full information on 


wider — the cost is only $367.50. 


Many types of Stanley controls provide automatic operation 
economically to meet a tremendous variety of traffic require- 
ments on new or existing doors that fold, swing or slide. 


Aagic Door Controls help maintain uniform temperature and 
humidity conditions, channel traffic flow, speed production. 
Representatives are ready to share their knowledge, based 
on over 20 years experience, in helping solve your problems. 


SEE STANLEY MAGIC DOORS IN ACTION 
BOOTH 1200 
Materials Handling Exposition, Philadelphia 


| 

> < 


te 
ee 


Magic Door Controls open plant doors, keep them safely 
open while traffic passes through, then close them — all 
without hands or truck ever touching the doors. For as little 
as $347.25 you can buy Stanley Magic Door Controls with 
standard operator that will open and close a sixty inch “in” 
and “out” door handling two way traffic. This operator 
works with pull cord switch and uses existing air supply 
and existing doors. For openings up to 84” — that’s two feet 


[STAN 


Stonley Magic Door Controls. 
[] Have representative call when in the areo. 


Company Name 

My Name Representatives 
In Principal 

Address Cities 

City Zone__ State 


STANLEY TOOLS +STANLEY HARDWARE «STANLEY ELECTRIC TOOLS*STANLEY STEEL STRAPPINGeSTANLEY STEEL 
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known to you, write down their 
names. If you have already seen 
them, demonstrate even more ap- 
preciation at getting their names 
(although you do not have to go so 
far as to write them down). Never 
let him know that you have already 
seen them. His professional pride 
may be wounded by his inability to 
suggest anything else, which will be 
bad for your own public relations. 


Final Moves 


When to leave is a real problem 
for both of you. If he hands you 
something to read, this may indi- 
cate that he wants you to read it 
outside his office. From your own 
viewpoint, you might as well leave 
when you have determined that you 
can’t get the job or any further in- 
formation of value. Of course, if he 
rises, you have no alternative. It 
you continue to talk while stand- 
ing he may put his arm around 
your shoulders and gently move 
you toward the door. Your best bet 
is to go peaceably. Attempting to re- 
main when his wishes are obvious 
might antagonize him. 

He may say, “Keep in touch with 
us.” This remark, like “How are 
you,’ does not require an answer 
and, as in the latter case, you may 
be thought queer if you take him 
up on It. 

In the course of the six months to 
a year that you are likely to spend 
on the job market, you will find 


WHITE HOUSE BY HOWE 


the executive “shortage” valid in 
every field but your own. You will 
probably be torced in the end to 
take a deep cut in salary and status. 
But with the practise you have just 
had in salesmanship, it should not 
be difhcult tor you to convince your 
friends, with the help of their own 
envy, that your new spot is a “once 
in a lifetime” opportunity. They 
may even—heaven help them—be 
influenced to follow you on the 
executive job trail. 
THE END 
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Production 
Handbook 


Instant Aid for R: 

Solving Scores of on 

Manufacturing re 

Problems 

th 

« The best experience of hun- nt 
direds of industrial firms — to | 
help you plan, organize. engi- 
neer, and control production sol 
processes in any type industry, 
anv size plant. 25 sections Contributors 
packed with today's advanced onsultants 
manufacturing tec hniques 1676 Pages. | 
available in na other single 771° ills > 
source. Covers everything from 
plant organization control sys- Flexible Binding 9 


tems, to materials handling, 
plant layout, machinery, work 
simplification, personnel. 


$10 


THROUGHOUT THE WORLD Ronald Hand. 
beoks are recognized as standard. Thousands 
consider them the first plae e to go for help and 
authority. Each Handbook offers, in compact 
form, the sum total of useful experience in its 
field. From all available sources representing 
progressive, modern thinking, the Handhook: 
review, condense, and coordinate the esse 
of successful practice. 


ACCOUNTANTS’ HANDBOOK | 


Over 90 Contributors. 1505 Pages. 287 1)! , 
tions. 3rd Edition. ie 


“Cost Accountants’ Handboo 


Over 70 Contributors. 1482 Pages. 55 
trations, tables. 


~ FINANCIAL HANDBOOK 


65 Contributors. 1289 Pages. 139 Illustra' 
3rd Edition. 


~ MARKETING HANDBOOK 


69 Contributors. 1321 Pages. 226 Charts, ! 
trations. 


~ PERSONNEL HANDBOOK 


65 Contributors. 1167 Pages. 262 Form: 
trations 


Write for descriptive folder. 


@ HUNDREDS OF THOUSANDS OF HAND. 
BOOKS IN USE THROUGHOUT THE WORLD! 


USE THIS COUPON 
TO ORDER 


-----5} 


Piease send books checked: 
Production Handbook io! 
Accountants’ Mandbook 10 
Cost Accountants’ Handbook 10] 
Marketing Handbook .... 
Personnel Handbook 10 
(Save postage by remitting with orde? 
Money refunded if not satisfied. 
Check enclosed Bill me C) Bil! 
Name 
A-l 
Address 
City .. State.... 


THE RONALD PRESS COMPANY 


15 East 26th Street © New York 10, WN. Y. 
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EMPLOYER RELATIONS 


Home-made Employee Communications 


Warn THE Pacific Electric 
Railway Company, Los Angeles, Cal., decided 
on a new employee communications program 
recently, it had the choice of trying to find, in 
the market place, a ready-made program that 
fitted its needs, or of preparing one of its own. 

It chose the latter method and came up with a 
sound-slide film presentation so successful that 
a whole series of the same kind is now in the 
works. 

The first effort was based on a script in which 
the training and the public relations divisions 
collaborated, an accomplished amateur photog- 
rapher in the concern’s mechanical department 
made color photographs, and staff members 
did the narration—all assisted by a_ local 


audio-visual dealer, the A. F. Milliron Company. 

Equipment used was a Brush “Sound-mirror” 
and Scotch plastic recording tape, manufactured 
by Minnesota Mining & Manufacturing Co., St. 
Paul, Minn. 

The film was put on throughout the Pacific 
Electric Railway Company’s area, in a motor 
coach specially fitted for the purpose. 

For showings to employees’ families, as well 
as the 5,000 employees themselves, the coach was 
driven out to their home communities. Banked 
seats aid vision, and blackout curtains make it 
possible to show the film in the daytime. 

The decision to use this torm of communica- 
tion was carefully thought out. Because it was 
telt the picture on the screen would hold the 


viewers attention, but the narrator's voice would 


actually get the message across, Public Relations 
Director James G. Shea says, it was decided to 
use color slides rather than movies. 

This put a heavy burden on the narration, but 
this was an advantage in many ways, it was be- 
lieved. For one thing, it permitted using the 
voices of actual employees, known to others in 
the company who were in the audience. Since 
the tape could be edited and erased, it was pos- 
sible to “rewrite” the sound until it was con- 
sidered perfect. 

Coflee and doughnuts are served after each 
showing to help provide an informal atmos- 
phere, which promotes frankness in responses 


as to the effectiveness of the film. The reactions 


wow 


Forty-year idea man 


As a result ot the twelfth improvement suggestion made in 


seven vears by one of its foremen, The Timken Roller Bearing 
Company has been enabled to drop finished rollers from the 
machine that gives them their finish grinding, as gently as a 
hen lays eggs. 

The foreman is Harry G. Welsbacher (left) who came to 
Timken when he was sixteen and the company was twelve. 
That was more than 40 years ago. 

Rollers formerly dropped into receiving tray from the chute 
at left, below, and sometimes received tiny nicks. Welsbacher 
devised the rotating spring pipe mechanism at right that de- 
posits them gently. 
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EMPLOYER RELATIONS 


—first film showed a day in the life 
of a typical operator—have been 
good, Shea SayS. 

That, plus the comparative in- 
expensiveness of the method, have 


continued 


ers, salesmen, and in some cases 
purchasers. 

Average cost of top-notch pre- 
sentations, in multiple copies, runs 
from $500 to $700, Minnesota Min- 


‘ assured the production of addi- ing & Manufacturing says, although : 
Photo-exact copies On tional film presentations along the —_in some instances as many as ten 2 
ordinary paper same line. copies of an_ internal-distribution 
Pacific Electric Railway Com-  film-slide with sound has been 
e " pany has provided no specific fig- made for as little as $100. : 
ures on cost, but Minnesota Mining The company, promoting use of 
5 while absorbing shocks of an uneven floor. 
& Manufacturing, which used its its magnetic recording tape, has pre- c 
tape for a project of its own, toted pared a booklet, How to Make 4 

Your Own Slide Film Presentation 


The Kodak Verifax Printer is 
sensationally different . . . lets 
you make 3 copies of a letter in 1 
minute. And you make your copies 
on ordinary paper instead of on 
specially treated papers . . . using 
only one sheet of sensitized Verifax 
Matrix Paper. 

As a result, you can copy letters, 
charts, records faster, more eco- 
nomically—3 copies of a letter cost 
less than 4 cents apiece. 


The only equipment needed is 


up the cost of nine sets of 23 slides 
each, plus nine duplicates of the 
tape recording, at $126.30. That 
amount paid for introducing a new 
chemical product of a highly tech- 
nical nature to nine sales managers 
and 90 salesmen throughout the 
country. 

A similar sales use is made by 
the American Surgical Trade As- 
sociation of Chicago in introducing 


new equipment and its use to deal- 


for Under $20, which has pointers 
for sales departments as well as em- 
ployee relations and personnel men. 


Planning your time 
six months ahead 


To be good, an idea doesn’t have 
to be complex. Example: the “Bar- 
rington Long-Range Executive 
Time Planner.” Sound like an IBM 


MAN SAVER 


SPRING BEARING 
TRUCKS 


Here’s the answer to your problem 
of moving materials more efficient- 


ly, with maximum protection to 


‘ typewriter-size Verifax Printer 
the typewriter size Verifax Printes product, trucker and floor. 
shown above. It's designed for 
every office ...can be placed where On Weld-Bilt Spring Bearing 
the paper work is heaviest . . . op- trucks, your materials move with- 
erated by anyone under present out jarring or vibration. Your 
lighting. And it’s priced for every | : 
truckers work faster and easier, with 
office —only $240 .. . quickly pays 
for itself by eliminating costly less fatigue. Floor drains and door 
retyping, proofreading... and ena- sills are protected against damage, 
bling you to dispatch legible black- as wheels “step” over obstruction. 
on-white copies immediately. 
Because of Weld-Bilt’s shock-ab- 
Verifax copying saves sorbing spring bearings and other [7 
’ superior mechanical features, trucks J 
No other process is as handy as Shop crews as well as operators view low-cost, sound-slide films shown in = a , Ber. Spring 
Verifax copying. It will pay you to Pacific Electric Railway Company's special safety conference coach. Bearings are featured on Weld-Bilt F 
mail this coupon today for free platform trucks of all styles and de- ; 
booklet giving all the facts. signs. Write for bulletin. : 
Eastman Kodak Company a 
industrial Photographic Div. 
Rochester 4, N. Y. 
Cet ar men: Please S¢ nd free Verifax 5 
ookl t and names ot near-by dealers. : 
3 
Cc 
WEST BEND 
EQUIPMENT CORP. | 
State___ 4 Materials Handling Engineers 
Price quoted is subject to 303 WATER STREET, WEST BEND, WIS. 
c nge without notice, 
Blackout curtains make coach shows possible at any time, tiered seats give 
everyone a full view of the screen. Workers’ families are invited, too. 
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PRESS —This 4000-ton hydraulic double-action forming press 
weighs over 500 tons, has a 17-ft top platen, a 21-ft bottom 
platen, a 17-ft crosshead, and a 12-ft blank-holder. 


These big Bethlehem Weldments are, in themselves, 
three good reasons for considering the use of weldments 
next time you need machinery parts, frames or assemblies. 

Take their size. They’re all 47g. Our weldments shop 
turns out jobs of all sizes, up to the largest permitted by 
shipping clearances. 

Although they’re big, these weldments are not exces- 
sively heavy or bulky. For example, a substantial saving of 
weight—and cost—was effected by welding the forging- 
press base shown above. And without any sacrifice of 
rigidity or strength. 

And consider the freedom of design that you have 
with Bethlehem Weldments. We work directly from 
blueprints, bending, pressing and shaping the steel as 
required. What’s more, we can incorporate forgings and 
castings in the finished assembly. The hub of the counter- 


GIANT SHEAVE—This 34-ton wheel is one of four counter- 
weight sheaves for a vertical lift drawbridge. The sheaves, about 
15 ft in diameter, are grooved to carry twelve counterweight cables. 


BASE — This 50-ton weldment, made in the Bethlehem weldment shop, and designed 
to support a 1000-ton forging press, is over 12 ft long, 10 ft wide, and 43 in. high. 


USING BETHLEHEM WELDMENTS 


weight sheave, for instance, is a center-bored forging. 

Finally, as these examples show, Bethlehem Weldments 
are versatile. We can make you a relatively simple machine 
part, like the press base; a rather complex assembly, 
like the sheave; or a finished machine, like the hydraulic 
forming press. 

For all these reasons, you will find the advantages of 
using Bethlehem Weldments well worth looking into. 
Just get in touch with the nearest Bethlehem office. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacitic Coast Steel Corporation. Expert 
Di fributar Bethlehem Steel | xport Corporation 
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It counts a lot... 


where it’s needed! 


Thousands of firms, in many different lines 
of business, use the Tickometer to count sales 
slips, coupons, tags, invoices, tickets—practically 
anything made of paper. Wherever they use it, 
they find that it not only saves the time and 
work required by hand-counting—-but makes 
results available eight to ten times faster. And it’s 
so accurate, thousands of banks use it to count 


currency and checks. 


The Tickometer can be optionally equipped 
to mark, imprint or “rubber stamp,” while 
counting. Food and drug firms, for example, use 
it to code product labels. Others use it to date- 
stamp and endorse checks and other items. 


Rented, rather than sold, the Tickometer 
requires no capital investment. Pitney-Bowes 
service is available from 201 locations, coast to 
coast. Ask the nearest PB office for a demonstra- 
tion or send the coupon for free illustrated book- 
let and folder, ‘“T'welve Case Studies of Savings.”’ 
hese case studies show the remarkable results 

_acheved in the counting and/or marking of 
paper forms by many Tickometer users. 


Made by the originators of 
the postage meter... offices in 93 cities 
in U.S. and Canada. 


PITNEY-BowEs. INC. 
1536 Pacific St.. Stamford, Conn. 
Send Tickometer booklet Send case studies 


Name 
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Address 
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Shoes take to wheels 


New trend in safety-show merchandis- 
ing, where the plant does not have the 
demand to warrant its own safety-shoe 
shop, is the travelling shoe store, stock- 
ed with footwear for all special needs. 
Three Webb brothers, Robert, Kyle, 


electronic computer with built-in 
vox humana and diapason? 

It isn’t. 

The “Time Planner” is simply a 
one-year calendar printed on four 
t a single-fold, letter-size 


pages ¢ 
sheet. Dates are small, white space 
is abundant, ‘a full half-year’s cal- 
endar is visible at once. 

On it can be written the meetings 
you want to attend, the time-goals 
you have to meet, the deadlines you 
have undertaken, all easy to check 
upon at a moment's glance, as the 
dates recorded on a daily memo pad 
are not. 

Barrington Associates, Inc., 230 
Park Avenue, New York 17, N. Y., 
have had so many requests for the 
“Time Planner” in the past, they 
plan to send it to anyone, on re- 
quest, as a promotion piece, annual- 
ly for an indefinite period. 


Lack of rules makes 
‘thieves’ honest 


between 
“honest” and “dishonest” thieves, 


There's a_ difterence 


according to recent labor arbitra- 
tors. awards, Commerce Clearing 


House, Chicago, reports in its Labor 


Ge 


CONTIN 


and Frank, started one of the first si 
mobile shops in 1947, in Norwo 
Ohio, just outside of Cincinnati. T| 
now have two Trailmobiles (abo 
which have proved so successful t 


a third will soon be added. 


Law Journal. Where company rul 
about removing company proper 


without authorization are vague, 


an unauthorized person has giv 


“permission” to take something, 
bitrators have refused to sanct 
penalties. 


The remedy: make rules spécitic. 
make them in writing, assign de! 


nite responsibility for carrying 
the policy. 
Productivity bargaining 


For the company negotiator | 
ning up, this season, against 


demands for either the “guarante: 


annual wage” or a wage based 
“increased productivity,” 
Rudge of Fred Rudge, Inc. 
come up with a timely publicat 
which bears the title of Bargain 
on Productivity. 

Published by the Bureau of \ 
tional Affairs, Inc., 1231 24th Stre 
Washington 7, D. C., it contains 
pages of general discussion ot | 
background for such negotiat 
and 54 pages of appendices that | 
be ot value to the man who actu 
meets with the union. Cost: $9.” 

Continued on page ! 
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SERVES MORE LEADING MARKETS THAN ANY OTHER AIR CARRIER 
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How American Airfreight has 


improved production for leading 


electronic manufacturers 
j To keep assembly lines flowing 
smoothly, the nation’s television in- 
dustry today specifies airfreight de- 
ne livery on incoming shipments from 
| distant suppliers. [hus component 
\ 
ALLA 


O DER N I N D U S T R 


parts are on hand in the factory when 
needed and production schedules are 
promptly met. 

What’s more, such an airfreight 
“program” permits more rapid intro- 
duction of set improvements—and at 
the same time eliminates heavy ob- 
solescence costs on component parts 
that would otherwise be in stock for 
the discontinued models. 

Speak to any of the leading elec- 


oe This ‘Program Keeps the TV Industry on schedule! 


tronic manufacturers—and they'll tell 
you that the production flexibility re- 
sulting from airfreight more than 
compensates for slightly higher ship- 
ping charges. For further information 
on what American Airtfreight can do 
to improve your business, wire us 
collect—and we'll have a representa- 
tive in your office promptly. American 
Airlines, Cargo Sales Division, 100 
Park Ave., New York 17, N. Y. 


AMERICAN AIRLINES 


—— Americas Leading dirline 
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AUTOMATIC ELECTRIC COMPANY—A GREAT NAME 


IN COMMUNICATIONS 


“We ENCOURAGE 


our people to 


**._. It has helped our whole organization 
move mountains of work. We bought our 
P-A-X Business Telephone System in 
1949, and it has already paid for itself!’’ 

Each P-A-X call slashes through delay 
... cuts walking and waiting time. Fatigue 
is reduced, morale goes up. Through this 


inside telephone system, information and 
orders are issued and received direct— | PAX /sasystemof" inside” telephones, 4 
thus cutting the chance of error. separate from the public telephones, q 


With P-A-X, thousands of organiza- 
tions, large and small, are holding down 
the high cost of doing business! When 
employees can reach each other through 
this automatic telephone system (entirely 
separate from the public telephones) sav- 
ings in time and money reach amazing 
proportions. 

Case studies showing P-A-X savings 
have been prepared with the help of P-A-X 
users—and copies are waiting for you! 
Write or call: Automatic Electric Sales 
Corporation (HAymarket 1-4300), 1033 
West Van Buren Street, Chicago 7, IIl. 


business 
telephone 


systems 
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use this telephone... 


and owned by the user. 

PAX is completely automatic and estab- 
lishes all “inside” calls, within sece 
onds, at any time! 

Pax saves on public telephones and 
switchboard—permits marked econ- 
omies in rented equipment. 

pax is manufactured by the originator 
of the automatic telephone. 

pax telephones and switchboards are 
identical in quality with your public 
telephone equipment. 


Please send me more information: 


EMPLOYER RELATIONS 


Man-of-the-Y ear election for employees 


All the excitement of a luncheon club 
annual election is worked up monthly 
at Longren Aircraft Company, Tor- 
rance, Cal., where employees pick an 
outstanding fellow worker on each 
shift as “Man of the Month,” and cap 


Campaign gimmicks were as unrestrained as luncheon clubs’; witness thi 


it off with six-weeks campai-n | 
“Man of the Year.” Two executiy. 
switch jobs for a day with winners » 
each of two shifts; latter get free cok. 


spot, Government bond, and a trop! 


electric sign. But Marilyn didn’t get enough votes for Candidate Monro 


Continued on page |! 
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PUT BARE WALLS TO WORK 


Are 


you letting a bare wall in your offices, sales 


rooms, or conference room go to waste? Use 
photo-murals in black and white, sepia, or full 
color to tell the picture story of your product or 
your plant operation. On top of this, photo- 
murals create a pleasant atmosphere and pro- 
mote good will. We make them of any subject 


Ww 


to fit any space. 


EST-DEMPSTER CO. 


110 W. LYON, GRAND RAPIDS, MICHIGAN 
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Federal Noork benchboard completely controls 
routing of parcel post to and from three St. Louis 
buildings by complex conveyor system served from 
four Federal 300 kva unit substations and control 
centers. General Contractor, H. B. Deal Company; 
Contracting Electrical Engineers, Electric Service Com- 
peny ... both of St. Lovis. 


PARCEL POST in St. Louis is now rapidly moved 
by the Terminal Railroad Association’s new con- 
veyor system from Union Station, a new Terminal 
building, and the Post Office. This system, the most 
elaborate of its kind in the country, is powered 
from four Federal Noark Unit Substations and con- 
trolled by a specially-designed Federal Noark indi- 
cating bench board. 

The unit substations are 300 kva, 4180/480 volt, 
3-phase. Each has a three-position fused primary 
selector switch so that either of two primary sources 
can be selected. Each station has a main secondary 


| 


breaker feeding a close-coupled control center. 
Secondaries from all units can be tied together 
through Federal Noark Bus Duct. 

The benchboard completely outlines the entire 
system and can select any number of conveyor 
arrangements which are instantly indicated by 
illuminated routings shown in miniature. 

Here is another example of Federal’s ability to 
handle your distribution or control problems. Re- 
member, Federal Noark has the engineering skill 
and manufacturing facilities to provide exactly the 
right equipment for your requirements. 


Federal Electric Products Company 


50 Paris Street, Newark 5, New Jersey 


Federal Noark products: Stab-lok Circuit Breakers, 
Motor Controls, Safety Switches, Service Equipment, Indus- 
trial Circuit Breokers, Panelboards, Switchboards, Control 
Centers, Bus Duct — Pacific Electric Manufacturing 
Corporation products: High voltage circuit breakers and 
power switches % Sales offices in principal cities. 
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“No, Lin @ series of Faultless Caster achievements for industry 
BREAKDOWNS ELIMINATED ON TRANSFER CAR 
ERT 
q 


Winner Ernie Roach gives work clothes, tools to manager (left); they swap 
jobs for a day. Dictating to boss’s secretary (right) is one of the rewards. 


The Indianapolis Mill of 
Bridgeport Brass produces brass 
and copper mill products in the 
form of sheet, rod, wire, and TURRET DRILL C 
Bridgeport, as in other industries, available in 3 models 4 

is always of major concern. 
Rough concrete floors and steel 
tracks were a rugged test for 
truck casters. The intolerable 
costs encountered when casters 
under the transfer car frequently 
broke down necessitated an im- 
mediate solution to the problem. 
After trying many different kinds, 
engineers at Bridgeport found 


job. The choice of FAULTLESS | 8 spinpte MODEL 3BH avromanc - 


Engineered Casters by the 4 
Bridgeport Engineering Depart- SPECIFICATIONS: 


ment, eliminated a costly pro- Ms _ ee : MODEL 38H | MODEL 28H | MODEL 24 
duction ‘‘borttle-neck.”’ Now, Drill capacity, mild steel 
more than five tons of brass and O SPINDLE M 
TT copper tube are moved 50 to 60 
| | Speed ran 
~ | lif each day at Bridgeport Brass 
| Company. If you too have a 
| cough caster problem, a Faultless 
\ \ YT ff Sales-Engineer will gladly help 
you choose the right Caster for 


your needs, or write us for cata- 
log specifications, no obligation. 


The FAULTLESS N 1306-8 Extra Heavy Duty Caster 

hose used | Bridgeport Brass, Indianapolis, MI-11 
Indiana, on th heavily loaded transfer car. Precision 
built, deeply « ugated for extra strength, moves loads 


— — 


= 
6'6''x 5'4 


FAULTLESS CASTER CORPORATION 


EVANSVILLE 7, IND. 
Gramche: Allorta, Boston, Chicago, Cleveland, Dallas, Detroit, Grand Rapids, 
High Point, Indianapolis, Los Angoles, New York, Philadelphia, St. Louis, 
Canada: Stretford, Oatario 


WRIike TODAY FOR DETAILED INFORMATION 


BURG TOOL MFG. CO. on.) 


MANUAL 3743 DURANGO AVE. » LOS ANGELES 34. CALIFORNIA 
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Variety, they say, is the spice of life. We hope that a little variety 
here will add spice to your leisure and your learning. For a score 
of over 80, the Order of the Well-Informed:; under 40, maybe a re- 
fresher course is needed. Answers will be found on page 216. 


1. An important factor in the US economy is 
Canada. What proportion of Canada’s imports 
came from this country in 1952? 

61 per cent 74 per cent 


69 per cent // per cent 


| 


2. Like other sections of the country, Wall 
has many expressions peculiar to its 
eu. Nicknames for stocks and bonds abound 
| below we have listed ten ol them. Can you 
uty them: 
\) Chessie Monkey 
William and Mary g) Nipper 
) Big Steel h) ‘Tessie 
Mop 1) Katy 


) Bessie }) Humphreys 


O DE R N IN D UST 


3. According to most recent reports, the fol- 
lowing five industrial groups reported the high- 
est revenues after taxes tor 1952. Sort them out 


and place them in their correct order. 


a) Electric power, gas, and so on. 

b) Class I Railroads 

c) Commercial Banks 

d) Petroleum products and refineries 


e) Chemical products 


4. In what vear was the oldest and still operat- 


ing company in the United States tormed? 


_ 11 
>. Jargon is found in all 


1792 1687 


1704 1666 man. Can you pair up t 


with the corre industry 
) Orang 
) 
I che 
a) ( 


e) Hih 

) Lobster shift 
x ) Ni show 

h) Shadrach 


1) Hot box 


1) Railroad showing 10) 


Dusinesses. S 


peaks fo! itself, but some will puzz 
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No. 1 in a series of Faultiess Caster achievements for industry 
BREAKDOWNS ELIMINATED ON TRANSFER CAR ] 


in the *‘Man-of-the-Year’’ primaries. Its man lost out in the election. 


at Bridgeport Brass Co., Indianapolis, Ind. Departmental meeting discusses which one of its four candidates to support 


Winner Ernie Roach gives work clothes, tools to manager (left); they swap FF 
jobs for a day. Dictating to boss’s secretary (right) is one of the rewards. JR 
The Indianapolis Mill of 
Bridgeport Brass produces brass 7 
and copper mill products in the 
form of sheet, rod, wire, and C 
tubing. Materials handling at 
Bridgeport, as in other industries, »w availabl ¢ Ca 
is always of major concern. 
Rough concrete floors and steel 
tracks were a rugged test for ! 
truck casters. The intolerable 
costs encountered when casters | 
under the transfer car frequently | 
broke down necessitated an im- AZ 
mediate solution to the problem. ie | | Z 
After trying many different kinds, ha | 
engineers at Bridgeport found 
FAULTLESS stood up on the : . 
job. The choice of FAULTLESS DLE MUUEL 
Engineered Casters by the 
Bridgeport Engineering Depart- ¥ 
ment, eliminated a costly pro- MODEL 38H | MODEL 28H | MODEL 2 
duction ‘‘bortle-neck.’” Now, Drill capacity, mild steel | 
more tons and Ram travel 12 [ 
: Company. If you too have a conte Presetective /Preselactiver! 
Cue mE cough caster problem, a Faultless Throat dept! 19 12 
\ YT a Sales-Engineer will gladly help Table work surface 25''x 35 17"'x 34 ] 
you choose the right Caster for 19 19 
your needs, or write us for Cata- : 
The FAULTLESS No. 1306-8 Extra Heavy Duty Caster log specifications, no obligation. 
like those used by Bridgeport Brass, Indianapolis, MI-11 
Indiana, on their heavy loaded transter car. Precision Mot 2-speed, | 900 ~ : 
built, deeply corrugated for extra strength, moves loads 
Height 20 | ~ 
Floor space, approximate 6'6"x | 60"x 51” | 36 
FAULTLESS CASTER CORPORATION | eee 
EVANSVILLE 7, IND. R ODA OR DETAILED ORMATIO 
Graschei m Allanta, Boston, Chicago, Cleveland, Dallas, Detroit, Grand Rapids, > 
Migh Poict, Houston, Indianapolis, los Angeles, New York, Philadelphia, St. Lovis, 
£90 D U N ’ §S R EVI E W an 
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1. An important factor in the US economy is 
Canada. What proportion of Canada’s imports 
came from this country in 1952? 


61 per cent 
69 per cent 


1/92 10S, speaks ton 
1704 1666 man. Can 
\\ } the 
1) Orange 
Like other sections of the country, Wall b) Big | 
‘treet has many expressions peculiar to_ its 
eu. Nicknames for stocks and bonds abound 
| below we have listed ten of them. Can you ea 
ntfy them? e) Hif 
1) Chessie t) Monke t) Lob 
D) William and Mary g) Nipper x) No-she 
Cc) Big Steel h) ‘Tessie h) Shad 
d) Mop i) Katy i) Hot b 
Bessie }) Humphreys j) Ra 


MODERN 


Variety, they say, is the spice of life. We hope that a little variety 
here will add spice to your leisure and your learning. For a score 
of over 80, the Order of the Well-Informed: under 40, maybe a re- 
fresher course is needed. Answers will be found on page 216. 


3. According to most recent reports, the fol- 
lowing five industrial groups reported the high- 
est revenues after taxes for 1952. Sort them out 
74 per cent and place them in their correct order. 
7/7 per cent 
a) Electric power, gas, and so on. 

b) Class I Railroads 
c) Commercial Banks 
d) Petroleum products and refineries 


e) Chemical products 


4. In what vear was the oldest and stil] operat- 


Ing company in the United States formed? 


itself. but some 
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No question about what 
you said 


the facts are 
crystal clear 


- 
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BUSINESS QUIZ 


Continued 


6. Labor deals with management 
and vice-versa, but in these days of 
alphabetical shortcuts you may need 
an interpreter to follow union news. 
Can you identify the following list 


of unions? 
ILA 
UOPWA 
UAW 
UEW 
TWU 
TWUA 
ILGWU 
LAM 
TWIU 
ORC 


In which of the last 23 years 
did the highest and lowest number 
ot business failures occur? 


High Low 
193] 1933 1945 = 1950 
1932 1935 1946 =195] 


+4 


8. a) Which of the following is 


generally considered to be the pri- 


mary reason for industrial and com- 
mercial failures? 
Neglect 
Fraud 
Inadequate sales 
Disaster 
b) What 


total tailures can be traced to this 


average percentage ol 


40-45 45-50 
50-55 55-60) 


Each question is worth 12 points. 


Answers on page 216 


ELECTRONIC 
Design and 


functions of 
Development in 234” high x 


the fields of: 
RADAR 
NAVIGATION complex systems at * 
COMMUNICATIONS concern for circuit details. 
COMPUTATION 


THE MODULAR SYSTEM consists of 16 highly flexible 
electrically and mechanically compatible units witha fy 
regulated power supply which are easily assembled # 
and interconnected by patchcords to perform all the ba: Be 


of independent “fenctions selectively, a complete system 
having a capability of 72 separate functions with as map 
as 31 functions simultaneously available. Design and — 
development engineers can readily operate in the most 


Write for complete descriptive catalog. 


AUDIO PRODUCTS CORPORATION 


THE NEW 


MODULAR 
SYSTEM 


A basic electronic tool for design 
and use of pulse methods for 
information transmission, storage 
and computation. 


rh ep pulse operations. Each. unit (size: 
wide x 9” long) performs a multipliciy 


‘block diagram” level without 


SYSTEM ® 


Automatic Equipment 
oe] for Filling, Handling, 
 w\ Weighing, Blending 

and Discharging 
= Bulk Materials 


Saves 
18c to 85c per cwt. 


These substantial savings 
proved by actual case analyses 
of Tote System installations in 
plants handling variety of bulk 
materials ranging from syn- 
thetic detergents to plastic 
powders, as well as such basic 
commodities as flour, sugar, 
and powdered coffee. 


Get all the facts. Write for this 
/ free, colorfully- 
illustrated booklet. 
it's yours merely 


for a request on 
your letterhead. 


— 


TOTE SYSTEM, inc. 


610 South 7th Beatrice, Nebraska 


NEW 
EXTRA-STRONG 

STAND 
Designed especially for 


Practically impossible to upset. No sway, 
no tip, no skid...no more high repait 
bills due to accidental damage! e 
Design-constructed to serve 4 ways: 
1. Provides a safe, rock-firm foundation 
2. Styled to blend with modern offices 
3. Offers most leg room.. 
hose, bruised shins 

4. Increases employee efficiency 
Protect your investment with Styline 


Other Handy Models 


MS-400 is convenient height for oper’ 
ing machine while standing. MS- 250 
“‘elevator’’ base. MS-200 and MS-!- 
are popular economy models! 


FREE folder on complete line! 


.no snagged 


108-D North Jefferson St., Chicago 6, Ill. 
QUALITY PRODUCTS SINCE 1885 
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# 
e a 
basi: 
our guardians of quality in radio, 
elevisi d d i 
‘ecorded music 
television and recorded musi 
When vou see these trade marks on television sets, everywhere ...from Broadway to Every Street, U.S.A, : 
radios, “Victrola” phonographs, and other electronic You also see these trade marks on records so rich in Hh. 
instruments you are assured the highest quality “lis Ing presence’ that artists seem to be perform 
born of research, fine engineering and craftsmanship. in yvour home. ne 
The sun never sets on these trade marks, and mil- Little Nipper and the familiar phrase “His Master's , 
lions of people around the world turn to them with Voice’ have appeared on recordings made by the world’s a: 
friendly confidence. greatest artists—for more than half a century. : 
ray, . ij 
air ‘ These s; hich standards of litv make NBC 
at ee RCA, as the pioneer, continues to lead in every major Nese Same Men standards OF quality Make \ bw ei. 
: advance... in all phases of television. the nation’s leader in radio and television broadeast- Lae OP 
n po RCA Victor has made radio a household word to ing. You can depend on RCA and RCA Victor trad 3 
P a millions of Americans: “Victrola” phonographs have ex- marks as guardians of quality—sure guides to finer Bests ire ke 
“FE tended great music from the concert halls to homes performance, dependability, better value and service. aie 
Tmks. Js 
ne 
a) RADIO CORPORATION OF AMERICA a 
World leader in radio—first in television a 
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The TIME-TESTED 
MATERIAL 


@ It is non-combustible ... won't burn. 


@ It is rigid . . . doesn’t sag or warp. 


@ it has a permanently hard, impervi- 
ous surface, not affected by time, 
abrasion or exposure to the elements. 


@ It won't corrode or stain. 


@ it resists chemicals — acids, 
solvents, etc. 


@ It retains its original clarity, brilliance 
and lustrous beauty. 


@ It is easily installed, maintained and 
cleaned by conventional methods. 


The traditionally-preferred material for 
window and skylight glazing, glass, and 
glass alone, gives you the proven per- 
formance you need for better daylighting 


Send for free catalog, 
at ultimately the lowest cost. 


“ABC's of ROLLED GLASS” 


Samples on request. 


There is no Substitute for GLASS! 


88 ANGELICA ST. “Z SAINT LOUIS 7, MO. w-. 
= 
NEW e AGO « FULLERTON, CALIF, 


WORLD'S LARGEST MANUFACTURER OF ROLLED, FIGURED AND WIRED GLASS 


WHAT’S NEW 


AS OBSERVED BY THE EDITORS 


Material handling 


Moving things around gets an- 
other assist from a new battery- 
operated lift truck which has a ca- 
pacity to hoist from 750 to 1,000 
pounds to a height of five feet. 

Power comes from two batteries 
connected in series which permit 
day-long continuous use or several 
days of intermittent use, according 
to the manufacturer, Economy En- 
gineering Company, Chicago, III. 

An electric-hydraulic gear oper- 
ated pump provides the hoisting 
force. The raising and lowering of 
loads is simply controlled by “up” 
and “down” push-buttons. 

An added teature is that the bat- 
teries can be recharged by plugging 
any 110-volt al- 
ternating current circuit. 


into conventional 


Heavy duty bearing 


A new bearing design that per 
mits heavy equipment to handle {, 


greater loads is announced by SK) 
Industries, Philadelphia, Pa. Th 
new “C” bearing is the same si: 
and weight as older types and 
interchangeable with them. Hoy 
ever, SKF reports it has a capaci 


25 to 50 per cent larger and a ser 
ice life from two to three and . 


half times as long. é 


Why? It has a new type of inne: 


race, without undercuts. The role: 
are longer, providing more effectiy 


contact between rollers and ring: 


and a new guide ring provides be’ 


ter load distribution with a mip 
mum of friction. 


Furthermore, as SKF points ou' 


the new bearing is self-containe 
self-alining, and can be disassen 
bled without special tools. Two ; 


ries are made, in a number ot sizes 


A novel preview 


More than 22,000 persons wer 


present at the ceremonies dedica 
ing the site of the new oil refine 
of General Petroleum Corporati 
at Ferndale, Wash. The compa 
is the western afhliate of Socon 
Vacuum. 

The special feature of the dec 


cation program was the giant-s 


photographs of the refinery equip- 


ment soon to be erected QO) 
spot. 

Company officials and represe! 
tives of government stressed, 
their speeches, that a new indus' 
was coming to the Northwes 
area long known for its ag 
ture, lumber, and fishing indust 
It was also pointed out that 
oil companies have indicated 
they will build refineries of ‘hi 


own in the general area. 


The Ferndale refinery is sci 
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CUSHIONING 


RESILIENCE VIBRATION 


| | FLEXIBILITY 


9 


many doors! 


Tufflex . . . the amazing felted fiber ... may be your key answer to problems of building a 
better product, speeding production and beating down rising production costs. 

We need manufacturers and fabricators like those who are discovering that Tufflex solves 
tough problems of cushioning, sound and thermal insulation. Flexible Tufflex with 


its many different qualities . . 


. variety of proved and profitable uses... 


may be 


the key to a money-saving solution to your problem. Here are just a few doors to better 


products ... opened with Tufflex! 


TUFFLEX 


problema. . 


Hassocks get rough, tough usage... area 
problem in cushioning. Soft, springy Tufflex... 
easily die-cut with firm, smooth edges... 
makes a bunch-proof, uniform, billowy 
cushion top. Tufflex . . . with its 

controlled thickness and density ... takes 

fast production handling without stretching or 
tearing. The results—more production at 
lower cost... a better product with 

greater salability. 


Delivering fine products “‘factory-fresh”’ 

is a problem solved with tough but 

silky Tufflex. Tufflex used at pressure points 
. at easily damaged edres and tops... 

protects products from shipping room 

to destination. Tufflex “spring-back” quality 

absorbs heavy impact blows. And 

Tufllex meets the new Federal Specifications 

for Cushioning Material! for Packaging 

(UU-C-843), and Postal Specifications for 

Liquid Absorption and Cushion Padding. 


Decorative padding problems, from 
book covers and jewelry cases 

to bed headboards and back bars, 
find profitable solutions with Tufflex. 
Flexible, easy to form, simple to bond 
with foam rubber, paper, cottonette 


backing . . . Tufflex stretches production 


cost factors into faster selling, more 
attractive products. For padded 

and covered items, tufted or smooth .. 
investigate Tufflex. 


Insulating inexpensive food containers 
is just one of many problems stopped 
cold with Tufflex. Tufflex ... ° 

made in many types, sizes, thicknesses 
and densities ... is availatle in 
moisture-resistant, moistuce-absorbent 
or fire-retardant forms. Tufflex is 

also finding wide use as an efficient 
sound deadening and vibration 
dampening material. 


TUFFLEX 


cushioning e protective padding 
sound and thermal insulation 


a Weyerhaeuser Product 


< 
Guaranteed by 
Good Housekeeping 


wt 


ADVERTISED 


send a Aampte aud complete A pectfical 


Wood Conversion Company 
Dept. 239-113, First National Bank Building 
St. Paul 1, Minnesota 


Gentlemen: I'd like to know whether Tufflex can 
solve my problem. Send the free Tufflex literature, 
sample and data file. 4665660860 
My problem is: 
{ ) cushioning ( ) mattress or furniture 
( ) sound deadening ( ) vibration dampening 
( ) protective padding ( ) other 
(shipping) State 
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tomatoes will Mrs. Wilson can?" 


"How many 
WEATHER PROBLEM: Glass jar sales for home canning are 


dependent on truck and home garden yields; yields are dependent on 
weather. A poor tomato crop for example, can reduce glass jar sales 
up to 25%. 


QUESTION: ‘What will the weather do to home canning crops 


—says across the nation ?’’ asks a jar manufacturer*, 
STEPHENS-ADAMSON ANSWER: The day to day affect of varying weather on 15 can- 
* MFG. CO ning crops—fruits, berries, beans, tomatoes, corn, etc. was found by 
analysis of early and late frosts, growing season temperatures, wet 
$215 Conveyor Mfr., Aurora, HM. oot id uled for completion late in 1954. It and dry periods. Next step was to introduce soil moisture studies 
h ~ Sal will have a capacity of 35,000 bar- (two-thirds hind sight, one third prediction) and climatic probability 
r ; based on long term records. Long range temperature and precipita- 


rels a day and its crude oil will be tion trends were then forecast for the U.S. Final product was an 
estimate of fall harvest yields made early in the Spring. 

PROFIT RESULT: Production planning had a new and useful tool. 
Sales and advertising effort was scheduled to coincide with predicted 


favorable areas. 


\ A clever combination 
*Name upon request 


“LUBRIPLATE Lubricants satisfy The telephone has been teamed Weather affects your business... your profits ; 
Member National Assn. 


the ‘one-shot’ requirements of up with the dictating machine as a ape neo 

cur conveyor ile. LUBRIFLATR | of project recently com IRVING P. 
and flows through the hollow shaft to pleted by the John Hancock Mu- he oot 4 
the next bearing. We do not know of a Luther Ph D 4 
single case of bearing trouble through +p \)h sade 
fauity lubrication where LUBRIPLATE the Dictaphone Corporation. The pwr’ Meteorological Consultant i 


has been used.”’ 
installation was labelled the “first oot 4 


delivered from Canada by Trans- 


mountain Pipe Line. 


462 So. Broadway, Denver 9, Colorado 
. The oldest and largest private weather 
% 


For nearest LUBRIPLATE distributor, of its kind anvwhere.”’ . 
see Classified Telephone Directory. To dic lials ; non in 
Send for free 56-page LUBRIPLATE O dictate, a person qgiais a num- for 
DATA Book”... a valuable treatise on ber his telephone. The con- 


Newark 5, N. J. or Toledo 5, Ohio. machine that is idle. Pressing a 


REGARDLESS OF THE SIZE | push-button on the telephone will FILLING MACHINES See Better! Work Better! f >. 


/ 

HIN- 

AND TYPE OF YOUR MAC pressure on the button is released, Rieti: are UX — | 
—Acclaimed the World over 


ery, LUBRIP LATE the machine stops. When the dicta- ° Low Operating Cost 
LUBRICANTS WILL IMPROVE | ‘ion is completed, the caller hangs © Long Service Life 
‘TS OPERATION AND REDUCE | the telephone. A red light then 
to work under! 
AA 


start the machine and, when the 


shows up on the dictating machine 
MAINTENANCE COSTS. and a buzzer sounds to attract the 


typist who removes the recording 


belt and transcribes the message. 
With this device about 100 of the 
insurance company employees can 


Scientifically 
Engineered 


Brackets to Desk, — 7 3 
Board, Lathe, Bench, Sturdily 
Wall or Table pamstructed 
(Floor Mount also Available) 


Finished 


be served with nine recording ma- 


chines. 


Engineer's helper 


A transparent drawing instru- 
Raises, Lowers, 


ment that combines a straightedge, 


scaies, protractor, pat allel rules, tri- Reduce your packaging costs on Liquid or Semi- | Fingertip wey put Control 
angi¢ and a square 1S NOW being Liquid products. Fillers are semi-automatic and | Bube me 
| 
made by Smith Drake Corporation, | accurately fill by weight. | Nickel Steel Tension Springs 
Vented Aluminum Shade 
1206 South LaBrea Avenue. Ingle Various models available—for Cans, Bottles, Radius 45 Inches 


Weight 4 Lbs. 


wood, Cal. particularly useful | Corboys, etc.—and for large or small 
j out-puts. 

feature of the instrument 1s its pair ; 

Satisfied users all over the world filling Petro- 
liding rollers which make it 
| CONSUMERS: Ask for LUXO LAMP 


or g leum Products, Alcohol, Turpentine, Chemicals, Paint 
easy to move the instrument up and Products, Glue, Molasses, Syrups and many others, | at your nearest dealer's 
lor | DEALERS & JOBBERS 
Gown or siaewise Wilh ONE Nan Let us solve your filling problem. Line up with LUXO LAMP 
(a tThumbd Dutton 1s usea to swings REPRESENTATIVES 
For further information write to: Territories still open 


the rolls and change direction). 


The instrument is called the | CRANDALL CAN FILLER MACHINE CO. LXO LAMP CORPORATION 


290 MADISON AVE., NEW YORK 17,N_. Y. 


“Glide-Rule” and comes in two 1393 Niagara St., Buffalo 13, N. Y. 
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Raleigh 903 


*F airfax continuous towels used by Brown & Williamson Tobacco 
Corp. are serviced by Virginia Linen Service, Petersburg, Va. 


Brown & Williamson, makers of “Raleigh” Cigarettes, 
use Cotton Towels* for maximum plant sanitation 


e The makers of “Raleigh” Cigarettes believe that cotton 
towel service Is an important phase of their sanitation 
program. Since they have been using cotton towels, plant 
washrooms are kept tidier and cleaner, and their employees 
appreciate the greater comfort of soft, absorbent cotton 
towels. Raleigh Cigarettes, “the pack with the coupon on 
the back,” are made at the Petersburg, Virginia, plant of 
Brown & Williamson Tobacco Corporation, where more 
than 1600 persons are employed. 

Whatever your towel problem... Wwhether you operate 
a factory, institution, office or store ... you can be sure 
that soft, gentle, absorbent cotton towels will do the best 
job in promoting employee morale, building customer good 
will, increasing tidiness in your washrooms and cleanliness 
among your employees. Cotton towel service is economical, 
it’s efficient and it’s a sign of good management. 


Clean Cotton Towels... 


Sure Sign of Good Management 


Here’s How 
Linen Supply Works... 


You buy nothing ... your 
linen supply dealer sup- 
plies everything. The low 
cost includes cabinets, pick- 
up and delivery, provides 
automatic supply of fresh- 
ly laundered towels and 
uniforms. Quantities can 
be increased or decreased 
on short notice. Local 
service is listed in your 
classified book under SER- 
VILINEN, LINEN SUPPLY 
or TOWEL *SUPPLY. 


Faitrtax:- Towels 


A PRODUCT OF WEST POINT MANUFACTURING CO, e WELLINGTON SEARS CO., SELLING AGENTS, 65 WORTH ST., NEW YORK 13 
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FEEDS 


COUNTS 


MEASURES 


CUTS— AUTOMATICALLY 


The new 


reeds. 


S\ ncne¢cic. 


measures. counts and cuts products ot rubber 


or natural fiber construction 


eliry Measuring and Cutting Machine 


automati- 


cally yan desired length. Designed CO hold closest 
toler: inces hange length or diameter in a matter O! 
seconds. labor cOsts ana ihate- 
rial Waste 
Catalog H gives full details. Write today or if you'd 
| Ke tro see this machine 1n OperatiOn—vVisit the new 
show rooms at our pl int 


SINCE 191 


Export Dept.: 
25 Beaver Sireet, 


New York 4,N. Y. 


3908-18 FRANKFORD AVENUE, PHILADELPHIA 24, PA. 


Canadian Representative: 


W. J. Westaway Co., 


Ltd., Hamilton, Ontario, Canada. 


models. The student model is less 
expensive than the model pictured 
below. On individual mail orders 
there is an extra postage charge. 


Annual report study 
At 


to ease the suffering and frustration 


long last facts are at hand 
of those who must prepare an an- 
nual report. 

Convinced that many of the head- 
aches of annual report preparation 
were somehow preventable, the Ad- 
vertising and Public Relations De- 
partment of Monsanto Chemical 
Company decided to survey a num- 
ber of companies with a view to- 
ward pooling the best practises of 
each. 


The returns from more than 150 


concerns showed that aud 
ports could be speeded ip 
proxy solicitation time sho: 
ease the squeeze on report 
tion considerably. 


Other 


interesting 


cent of the companies prin: an 


reports in two or more colors. T 
average cost per copy is cen 
(the, lowest 5 cents; the high 
$1.50). 

Most companies distribute cop 


of the annual report to considerab 
more than the stockholder gro 
About half send it to all employe 
over 90 per cent send it to ban! 


over half send it to customers 


smallest total distribution repor 
the largest, over 1.3 n 


was 35,000: 
lion copies. 

Still, annual reports are pr 
for stockholders. 


Further 


rs’ 


dl) 


thought is this tact turned up 


the survey: Of the companies | 
1] 
bothered to ask their 
think of 
10 cent 
formal surveys; a 


ing, only per cent have 


stockh 
the 
made 


what they 


Less than per 
tew have 


informal checks. 


Copies ot the 22-page report 


\ 


Ned } 


rod 


and hel»! 
facts uncovered were: Near!y 9, 


THE TAFT MUSEUM 
now a famous Cincinnati 
landmark was once the 

residence of Mr. and Mrs.@ 
Charles Phelps Toft. Built 
in 1820 when architecture 
was influenced by classic 
this historic house 

merits the visitor's attention 
for its charm and authenticity 


HOME OF 


forms, 


ALVEY-FERGUSON 


te original - Since (401 
conveying systems 


Eng neers All Types 


vey Ferq) son 


of Convey Systems 


For All Types of Industry 


950 Disney Street 


Cincinnati is famous for many 
types of products — among 
which are A-F Engineered 
Completely Co-ordinated 
Conveying Systems. 


| You CAN SEE THE SUPERIORITY 


OF A-F CONVEYOR ENGINEERING 


Offices in Principal 


D U N S W 


For a discussion of latest scientific handling methods wr 


<P>THE ALVEY-FERGUSON COMPANY 


Cincinnati 9, Ohio 
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e TAILOR-MADE 


THAT HELPS 
MACHINES 
“THINK”! 


We frequently read about a new machine devised 
to take away some of the tedium of business math- 
ematics. Almost all of these “mechanical brains” 
require paper as an integral part of their thinking 
processes ... and one machine usually can’t “think” 
with another machine’s paper. In this new field, 
Riegel has produced many special tailor-made 
grades. 

This is just one of hundreds of examples of 
Riegel’s ability to make paper for almost any need. 
We now produce more than 600 grades... many 
with properties that would surprise you. Tell us what 
you would like paper to do for you. Just write us 


now, 


PAPERS 


FOR 


INDUSTRIAL 


USE 
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ALL ELECTRIC 


APEco 


Makes photo-exact copies of anything typed, written, 
printed, drawn or photographed in any color or black and white. 


“COLOR-CODE”’ 
YOUR PHOTOCOPIES! 


Now make photocopies in color! The amazing 

Apeco Systematic Auto-Stat makes a dry photocopy in red, 
blue, green, yellow or any other color 

including black and white — in less than 45 seconds. 

Now —‘'color-code” orders, invoices, letters, etc. immediate 
speed up order filling and office procedure —save filing ume! 
This lightning-fast copying machine prints from any PRE-PRINTED COPIES 
original up to 11” wide, any length, whether printed on FOR SYSTEMS USE 


one or two sides opaque or translucent paper 


Increase office efficiency 
with copies in any color for 
recognition, fast- 


dier handling. 


all automatically. Finished copies are ready for instant use, WORK 

Save up to 80% on copying cost by eliminating costly SMe 

re-typing, hand copying, checking and outside | \ 
cOpVviIng service Ofters even Lreater Savines in inc reased \ 
efhcrency., \ 


SO LOW COST! 
Auto 


budget Ol 


Scat installation 
even the smallest firm. 


ete Lpeco Svstemiutic 


d well within th Methods experts acclaimnew 


pre-printed Auto-Stat copy 


: / system offering simplified 
“ Sy office record procedure tail- 
> 
or-made to your porticuiar 
needs 
Expose Process 
ae 


Photocopy Co. Dept. OR- 


2849 North Clark Street, Chicago 14, Ill. 


Please rush me, without obligation, your factual report on office 


its survey may be obtained from 
Stockholder Communications Sec- 


tion, Advertising and Public Re- 
lations Department, Monsanto 


t. Louis 4, Mo. 


Chemical Co., S 


Cargo space heater 


A heater with the feature of port- 
ability has recently been developed 
for trucks and trailers. A single 
unit houses the burner, the bottled- 
gas tank, and automatic controls. 
The product, known as the “Roll- 
A-Way” is manufactured by Rue 
R. Elston Company, St. Paul. 

A roller device enables the heat- 


moved 


This 


is said to eliminate 


easily. 


ing unit to be 


portable reature 


the need for installing heating 


equiprnent in every truck in a Heet 


as the unit can be quickly shifted 


from one vehicle tO anothe 


More news for truckers 


steering unit has 


power 
and is in production 


Wacturin 


Welcome stranger 
& 


[hat is the thought behind a 


public relations program recently 


Nat nal 
an effort to 


the First 
Diego li) 


Inaugurated Dy 
bank of San 


copying. | understand this free booklet pictures and tells the welcome new residents ot Cali- 
complete Auto-Stat story and shows how | can use Apeco 
Auto-Stat in my office fornia, 
Name A 20-page booklet, Digest for 
Firm 
Address Newcomers, 1S the key stone of the 
City Zone State \ program which is being promoted. 
In Canada: Apeco of Canada, Ltd., 134 Park Lawn Rd., Toronto 14, Ontario Ne DOORICI Ports out California 
laws and regulations on such sub 
jects aS reai estate, state, and local 
taxes; automobile ownership; 1n- 
D UN’ S 


New ODHNER give 
the 4 thing} 
you want most in}, 


an adding machin 


7. LESS NOME 
rotary drive cuts out back anit 
forth vibration that causes nois 
in ordinary adding machines, Fp. 
tire working mechanism rubber 
cushioned to deaden sound. 


2. MORE SPEED .,... 


fly over Odhner keyboard becaus 
it is made to fit the human hané 
Key height corresponds wit} 
finger length. All keys are withi 
easy reach. 


3. EASIER TO OPERATE 
Less pressure is needed to pres 
the keys. Double-duty keys cut 
waste motion. 


4. EASIER TO SERVICE| 


It is built in sections to mak 
servicing easier, faster. Fu 
equipped factory service. T 
year spare parts supply availa! 


COMPARE ODHNER WITH ANY 
OTHER ADDING MACHINE ON 
ALL FOUR POINTS! 


In addition to above featu 
ALL MODELS ARE ELECTRIC, 
with direct subtraction. There is 9 
a model for every need, al! c 
petitively priced. Made by th 
makers of FACIT (mad: 
Sweden), world-famous 10-key 
touch calculator. 


TRY ODHNER AGAINST ANY 4 
AND ALL COMPETITION! 4 

Writeus for complete information. 
Odhner Division, Dept. |)! 
FACIT, INC. 5 


500 Fifth Ave., New York 36, N.Y. ; 


FACIT, INC. 


Sole U.S. distributor of Odhner adding machint! 


& 
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chines 


ODER 


AE Products are: Taylor and Perfect Spread Stokers, 
Marine Deck Auxiliaries, Hele-Shaw and Hydramite 
Fluid Power, Lo-Hed Hoists, Lo-Hed Car Pullers. 


. 


You get CS EXTRA advantages with 


O-HED HOISTS 


DESIGNED to operate with top speed and 
ease ... built for longer working life... Lo-Hed 
Hoist has cut material handling costs in plants 
from coast to coast. 

And beyond that, Lo-Hed has extra fea- 
tures that bring maximum safety and efficiency. 
Its bottom block, for example, is completely 
shrouded. On A.C. installations a transformer 
puts 110 volts instead of line voltage at the 
push button controls. Its hook is suspended on 
an oil-impregnated bearing that does away 
with tangled lines. 

Available in five suspension types and in 
capacity ranges from 500 to 24,000 lbs., Lo-Hed 


LO-HED MEANS LOW OVERHEAD 


AMERICAN ENGINEERING 


C OM PF FT 
PHILADELPHIA 25, PENNA. 


iN DU FR Y 


gives you low headroom, too, for which you 
pay no premium. Mail the coupon below for 
complete information . . . it may lead to sav- 
ings that count up, year after year. 


LO-HED CAR PULLER . . . rugged 

. electrically-driven .. . 
moves railroad cars on pri- 
vate sidings cheaply and 
safely . . . cuts demurrage 
costs .. . Saves money inside 
a plant, too; pulls anything 
within its capacity that can 
roll or slide . . . up grades, 
around corners. 


American Engineering Company 
2520 Aramingo Avenue, Philadelphia 25, Pa. 


Gentlemen: I am certainly interested in efficiency. 
Send me full information about 0 Lo-Hed Hoists... 
O Lo-Hed Car Pullers. 


Name Title 
Company 

Address 

City _Zone State 
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Put Your Textile Problem in These 


You’ve known people who seem to “think with their hands”... 
so swift are they to follow thought with dexterous action. Here at 
Schlegel we place great value on “thinking hands”. . . the highly- 
trained hands of Schlegel’s textile engineers ... the skilled hands 
ot Schlegel’s textile craftsmen. 


When you outline an industrial textile requirement to Schlegel, 
our “thinking hands” go to work — experimenting and designing 
and testing with modern textile equipment until we are able to 
present not merely a plan, but a completed product. A product 

eated to meet your specific needs — and capable of being pro- 
duced in volume in Schlegel’s own plants. 

Do industrial textiles enter into your company’s plans for tomor- 
row’? Schlegel’s research and production facilities, backed by 68 years 
of experience, are at your service. We cordially invite your inquiry. 


egel 


MANUFACTURING 
str of Textiles Since 1885 
ROCHESTER 7, N.¥.* OAKVILLE, ONTARIO 


COMPANY 


For the AUTOMOTIVE industry Schlegel certified woven wool pile lining, weathercord, assist straps, 
robe rails, and other textile interior trim e For the AIRCRAFT, RAILROAD, and SHIPBUILDING industries 
- wool pile lining in metal-contained channels e¢ For HOMES ond COMMERCIAL BUILDINGS — Schlegel 
Adjusto-Seal weotherstripping e For the MEDICAL SUPPLY, METAL and WOODWORKING, OFFICE SUPPLY, 
ond RAILROAD EQUIPMENT industries, and for NATIONAL DEFENSE various woven textile specialties. 


surance; trathc laws; voting; and 
where to get information—includ- 
ing visiting Mexico. 

The San Diego County popula- 
tion has doubled in the past ten 
years, Which gives an indication of 
the demand for such a booklet. The 
bank states that it is gaining both 
“new accounts and praise for a 
valuable public service.” 


Atomic safety device 

Wrist-bands containing radio-ac- 
tive crystals are used to protect the 
hands of punch press operators at 
the maintenance base of United Air 
Lines in San Francisco. Three 
Geiger tubes surround the punch- 
ing area. One is at the front and 
one is on each side of the zone 
where injuries are likely to occur. 

If a hand should stray into the 
danger area, the tubes pick up radi- 
ation from the wrist-band and stop 
the machine instantly, even in mid- 
stroke. 

Further, the machine will not 
start unless the operator is wearing 
the wrist-bands. The machine shuts 
off automatically within fifteen sec- 
onds after the wrist-bands are with- 
drawn from the critical zone 
around the machine. 

This safety device was designed 
by Hazatrol Incorporated, Berkeley, 
Cal. It was installed at a cost of 
about $800 


Ball bearing separator 


A visual gage accessory that is 


] 


said to permit separation of ball 
bearings into any one of ten dimen- 
sional classifications differing by 
as little as ten millionths of an 


| 


inch is now being produced by 


The Shetheld Corporation, Dayton, 


The accessory consists of a feed- 


Trajan TRACTOR 


FOR POWER T RAVEL 


MONORAIL 
TRACTOR 


Write for Bulletin 810. 

With a simple, draw-bar attachment 
the Trojan quickly converts slow 
hand-travelled hosts, small cranes 
and other material handling unit 
fast, power-travel. Save time and 
effort; speed up production. 


DETROIT HOIST & MACHINE CO, 


48th Year—Designers & Manufacturers 
* Hoists and Cranes Since 1905 


8203 Morrow St., Detroit 11, Mich. 


NAME TRADEMARK SLOGAN 
Builders of Goodwill for old o 


OWN NEW CUSTOMERS & FRIENDS 
and Truly “Your Own 
to be Used for Years 
reminding your servi? 


for so 
little Cost” 


HAF | 

CHIP-RESISTANCE PRINTED IN CH¢ 

6 COLORS OR COMBINATIONS 

ASK FOR FREE LAY-OUT & QUOTATIONS 
The RAINBOW ART CO. 

BOX 9088 HUNTINGTON. W.VA. DEPT.0 | 


ecker® 


Commernal. indus Kocher the st fe 
trial and institu- both wardrobe racks 
ers. Sanitary kee] 


tional wardrobe 
equipment and 
checkrooms. 


aired, dry and 

Improves employee m 

reduces absenteeism 
® each person with: a 


VALET RACKS 12° x15” lock box fo 


ind personal effects 


Stationary and hang 
vent 
space. Also shelf for 
tor th 9-ft. unit accommodst: 
€ 6-ft. unit 12. Sold by | 
_ ane home office furniture deale! 
for where. 
alog 
#WOGEL-PETERSON 
1121 West 37th Street Chicago”, 
R EV 11 
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UPSETTING some old 


Any good forging handbook will tell you that 
unsupported steel can be upset only three 
diameters. But today’s new forging techniques 
at Utica have revised that. As example, 29” 
of this Inconel X 142” bar were upset into the 
bulb on the end. This bulb, after precise forg- 
ing and finishing, will become a very high speed 
turbine wheel with integral shaft. 


Utica electrical upsetting 

gives special advantages 
Today both old and tough “new” metals are 
being upset—on a production basis—in UTICA’S 
battery of upsetting machines. Many special 
forging advantages result—and unique product 


as to the size of UPS 


ideas 


ETs! 


material costs but machining time and costs 
as well. 


A product of the Utica 
“Quality First” program 


This is just one development in the long range 
UTICA program—which combines new methods 
and new machines to mass produce quality 
forgings...accurate to a very few thousandths... 
many produced from the “new” hard-to-handle 
metals. Today Utica production covers jet 
blades and other defense items—perhaps to- 
morrow we can serve you with some of the 
great forging advances developed during the 
past few years. 


3 design gains too. Primarily the upsetting brings —_ —_ 
r greater strength and ruggedness through con- 
| trolled grain flow. It also makes new designs O folder "File F 6a 
possible—designs previously impractical. Most | 
important of all, it drastically reduces not only on Precision Forgings nn nee, | 
outlines UTICA’S methods | Ves. 
and facilities. Send for 
= Jobs available for tech- your free copy today. No — 
i nically trained personnel. obligation, 
PRECISION---: 
- UTICA 4. NEW YORK 
TRADE MARK FORGINGS 


| C0 


MAKERS OF THE FAMOUS UTICA LINE OF DROP FORGED PLIERS AND ADJUSTABLE WRENCHES 
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Above is pictured the easy narrow space operation of a Revolvator Go-Getter Hi-Straddle 


Lift with fingertip control—fully avtomatic—200° turning orc—no operator training required. 


Avoiteble in 1000 te 2000 pound capec- 
new Revoiveter Uplifter—controlied 
by single tever. Fiexibility 
of model hos goined wide use throvghev! 


Model MH Red Gient Mend Lift Truck. Bal- 
onced non-kicking hendle with interme- 
Giete .letch insurus sofety. Experience 
tested oy over 30 yeori 


The Lew Lift Ge-Gertter pictured cbhove— 
Cepacities 4,000 te 6,000 pounds—fully 
avteomotic- 700° turning orc. 


fifty 


Fingertip 
Control... 


NO OPERATOR TRAINING NEEDED 


Designed by a pioneer of materials handling, 
Revolvator Company, all the lift trucks shown 
are unique in their built-in plus values. 


FINGERTIP CONTROL. All Revolvator lift 
trucks are controlled by simple switches 
placed on the operator control bar. On the 
powered models one switch serves for for- 
ward or reverse movement of truck and load. 
The second switch serves for the raising or 
lowering of loads. Operators of this equip- 
ment, therefore, can initiate work savings 
from the moment of delivery of any piece of 
Revolvator Company equipment at their plants. 


BUILT-IN SAFETY. All Revolvator equipment 
has an extra engineering additive highly 
appreciated by State and National Safety 
Councils. With Revolvator equipment loads 
cannot slip. Deadman controls and automatic 
braking protect every load—and all personnel. 


PRODUCT DESIGN in Revolvator equipment 
is the result of experience engineered into 
equipment with complete understanding of 
shop and warehousing procedures. It is the 
pride of Revolvator Company that no equip- 
ment is ever sold which would be either 
wasteful of its capacity or abused by job 
over-loads. 


For help in solving your materials han- 
dling problems write to Revolvator Company, 
8702 Tonnele Avenue, North Bergen, N. J. 
UNion 3-8120. 


ing trough, a slide which receives 
the ball and carries it into gaging 
position, an ejection chute, and a 
classification tray to receive the balls 
after gaging. 

The device is manually operated 
(the inspector must release the ball 
when it is over the proper section of 
the tray), but the ease with which it 
can be used makes it a considerable 
improvement over many home 
made classification devices of sim- 
ilar purpose. 


Unusual use 


Complaints about damage to 
homes and noisy operations result- 
ing from the construction of a 
storm sewer tunnel at Euclid, Ohio, 
were silenced by using a continuous 
coal mining machine. 

Irate citizens were very annoved 


at the blasting operations in making 
way for the storm sewer at the start 
of the project e they said so. 


City ofhcials and the contractors 
turned to the mining machine to 
complete a twelve-foot round hole. 
By using the continuous mining 
machine it was possible to dig the 
tunnel 30 feet underground which 
eliminated the necessity of disturb- 
ing underground utility services. 
The “Steel 
Dragon,” is shown at work in the 


machine, called a 
picture. It is a development of 
the Joy Manufacturing Company. 
Franklin, Pa. It is powered by spe- 
cially designed motors built by the 
Reliance Electric and Engineering 
Company, Cleveland, Ohio. 


Fast acting furnace 


The compact little gas-fired sold- 
ering furnace shown on page 208 
heat 
source and is said to be capable of 
iron to 1,200 


uses a radiant burner as a 


heating a 4-pound 


informative pages on 


LAMSON 


AIRTUBE 
SYSTEMS 


..-gives you profitable ideas for 
using pneumatic tube systems, both 
conventional and automatic — in- 
cluding dimensional drawings, 
architects’ data, typical installations, 
case histories and lots more — all in 
two handy catalogs. 

We have copies for you... just clip 
this coupon to your signed letter- 
head and mail. 


INS SS 


LAMSON CORPORATION 
111 Lamson Street, Syracuse 1, N. ’: 


Gentlemen: 
Without any obligation on my port, piece 
send me my copies of the Lamson Aijrtube 
Catolog and the Lamson Automatic Swit! 
System Bulletin. 


Nome Title____— 
Company 
Address 

ity. Zone Stote 


Gp 


yh 

ips 

‘ 

red 

4 | 

> 

2 gale 
def 

| 

pes 

© 

re 

a 
: 

| 

ig? || | 4 4 ii 
1 4 —_ 4 S R | 4 

+ 

| 


Rand Methods News 


EEE 


Records can make or break your plant’s operation! 


Today’s alert manufacturing 
executive needs the right, 
simplified record-keeping 
procedures to help increase 
output from existing facilities 
... at lower cost per unit! 


The highly competitive market that exists to- 
day makes it vital for plant executives to be 
on the look-out for new ways to cutback on 
overhead and step-up output per machine. All 
too often, efficient record-keeping methods are 
overlooked in the search for more efficient 
manufacturing equipment. However, we think 
you will find that the right record-keeping 
methods, used in the right place, can offer you 
dramatic new savings and stepped up produc- 
tion. Here are the reasons why. 


A piece of paper can 
disrupt your entire plant 


Communication through the proper use of 
paperwork is vital to smooth, profitable plant 
operation. If records do not provide manage- 
ment with the right facts at the right time so 
that they may check on and control work flow 
through all departments, a tremendous and 
wasteful outlay of time and money can result. 


Effective Production Control 
starts here... 


[t is in Engineering that Production Control 
starts. Engineers must understand how and 
why manufacturing depends on practical pro- 
duction control techniques. If not, trouble in 
back-ordering, in idle time, shortages, “over 
expediting” and slow deliveries result. 

For the “tough-ones” our practical-minded 
Management Consulting Staff can be called in. 
These experienced men can uncover trouble 
spots. They can integrate engineering objec- 
tives with production practices by tailor- 
making the right control methods. They recom- 
mend comprehensive data files for providing 
last reference to engineering facts. They can 
supply specialized equipment for efficiently 
housing and protecting vital engineering draw- 
ings and data. And they can recommend the 
right types of Photocopying equipment for 
engineering department use. 


IN D U S 


Materials Management Systems 
don’t cost —they pay! 


In Material Management you must do more 
than look at “maximum” and “minimum”’ fig- 
ures. Such facts as lead time, value, require- 
ments, availability and economical order quan- 
tities must be considered. And here’s where 
your Remington Rand man re-enters the 
picture. For example, he can recommend an 
efficient system to develop precisé material 
requirements for production scheduling. This 
is accomplished mechanically and at high-speed 
with punched cards, or with manual methods, 
depending on the size of your plant’s opera- 
tions. The Remington Rand man may also 
recommend our Commodity Classification 
Service. This service: establishes identification 
by proper nomenclature and numbering; classi- 
fies parts, assemblies and raw materials; estab- 
lishes parts lists, catalogues and data files; 
establishes interchangeability; etc. 


High-speed tabulating equipment at Rotary 
Lift Co. automatically gives executives fast 
and accurate Production Control facts in a 
fraction of the time previously required. 


What machines? 
How much time? 
How many men? 


Rule-of-thumb Scheduling and Machine Load- 
ing can lead to costly emergencies. That’s why 
hundreds of plants use Remington Rand man- 
ual or mechanical systems to plan the most 
intelligent use of man-power and machines... 
to speed flow of work through factory...to keep 
jobs in sequence without bogging down. Let us 
show you how these economical, efficient sys- 
tems can be tailored to your needs. 


The plant Superintendent of the Aluminum 
Goods Mfg. Co. writes: “Since we took produe- 
tion scheduling out of binders and put machine 
loading on Sched-U-Graph we no longer use 
‘Hot Lists’ to put on pressure.” 


Answer to Fine Machine Loading... 


Simplified, visible Sched-U-Graph boards are 
your most effiective way to determine which 
job will run... when it will run...and in which 
work station or machine. 

Used with manual systems or high-speed 
tabulating machines Sched-U-Graph provides 
effective dispatching of jobs...enables you to 
check individual jobs in most economical 
manner. 

Whatever your reéord-keeping needs, you'll 
find Remington Rand in a unique position to 
recommend the machines, equipment or sys- 
tems best suited for your needs. Remember, 
we have no reason to recommend anything but 
the right machines or systems...WE MAKE 
THEM ALL. 


Free! Fact-filled Manual 
“Production Control Systems 
and Procedures” (X1268A). 
This manual provides a well- 
rounded picture of the theory 
and practice of effective, 
money-saving Production Con- 
wv. trol Systems and Procedures. 
Sections cover: Engineering Records * Sched- 
uling Production Tool Control Materials 
Control. Mail coupon below. 


I-15 


Profit-Building IDEAS For Business 


: Management Controls Reference Library 
Room 1345, 315 Fourth Ave., New York 10, N. Y. 
| Yes, I would like to receive a free copy of | 
| the manual: “PRODUCTION CONTROL sys- | 
| TEMS AND PROCEDURES” (X1268A). | 
| 
| 
| Company 
City Zone__ State —— 
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@ THRU-HUB BEARINGS 


@ POSITIVE LOCK HUBS 
@ DRIVE HUBS 


how to make... 


lf you're looking to moke your 
products the ‘best on wheels’, then 
you'll want to be sure that they roll 
olong on the best wheels for the 
ob! Whether your requirements call for a 

budget-priced, cost-competitive wheel of welded construction, 
or the very highest quality bolted construction, you will find thot 
Goddeyne Wheels keep your products land their reputation) 
rolling along in superbly dependable fashion! 


Built to stand up under the punishment of endless daily use and 
routine rough handling, every Goddeyne Wheel produced con- 
the high standard of quality that insures extra-long 
dependable doy-after-day performance! Avail- 
tems of 


rms to 
service life... 
oble to meet the design requirements of virtually all 
motericls handling equipment, mobile industrial equipment and 
form Operating equipment, Goddeyne Wheels con be supplied 
n sizes ranging from 6” to 16” O.D. Special sizes and types ore 
ovaileoble on request. 


Goddeyne Wheels 
are Available Equipped with... 
@ SEMI-PNEUMATIC OR 
SOLID RUBBER TIRES 


ROLLER, BALL, OILITE, 
BRONZE BEARINGS 


OF THE NEW 


WHEELS 


1300 N. Mclellan St., Bay City, Michican 


WRITE FOR YOUR COPY 


GODDEYNE CATALOG TODAY! 


fahrenheit in less than eight min- 
utes with a surprisingly low heat 


input. 
Selas Corporation of America, 


Philadelphia, Pa., which makes the 
unit, claims that it minimizes ox1- 
dation of soldering tips and is un- 
usually easy to use and maintain. 


This ad is your coupon. Check one 
or both boxes below and mai! {o, 
valuable information on... 


How to cut 
Shipping Costs 


(AND SPEED-UP SHIPMENTS, TOO) 


One of the slowest and costliest ship- 
ping operations is the addressing and 
marking of containers. Described he- 
low are two new “systems” that are 
saving many firms thousands of do]- 
lars every year by reducing the time 
and labor necessary to address and 
mark boxes and cartons. 


If your company is now using large 
quantities of printed labels or the 
old brush-stencil method, it will pay 
you to investigate these new Weber 
systems. 


As the photograph shows, it can ae er 
accommodate two soldering irons. 


Welders’ lenses 


For welders who customarily 
wear bifocal glasses new lenses have 
been designed that are made of 
lucite and will fit standard welding 
helmets. It is pointed out that the 


rnagnifying power of the new lenses 


is needed since the bifocal portion 


of the welder’s regular glasses 1s 
out of line of vision when the hel- 
met is in working position. 
Known as “Ortho-Weld” magni- 
tving lenses, they are available in 
tour optical strengths. This range 
will satisty the requirements of 


most welders who wear bitocals. 


By combining a drill press motor 
and a simple bending fixture, 
lace Supplies Manufacturing Com 
pany, 1300 Diversey Parkway, Chi- 


cago, Ill., devised the portable bend- 


D U 


r 
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PRINTING FACSIMILE LABELS D 


IRECT TO CON- 
TAINERS. Stencil comes already cut 
with facsimile of your label or form. 
Address or other variable informa- 
tion is typed or written in... stencil 
is quickly attached to hand printer 
. label and address are then printed 
on container in a single movement! 
Eliminates labels. One-hand opera- 
tion is fast and clean. Stencil can be 
yrepared with bill of lading set. 
Check square for more infor- 
mation. 


PRINTING AND ADDRESSING LABELS IN ONE 
OPERATION. The Weber KC-E Labe! 
Printing and Addressing machine 
prints shipping and product identifi- 
cation labels at the rate of 100 per 
minute, and fills in address and other 
information at the same time! Also 
counts and cuts the labels to size. 
Solves multiple label addressing and 
marking problem. Saves cost of pre- 
printed labels. Check square 
for more information. 


Please send information as checked in bo 
or boxes above. 


Ortho-Weld lenses are made by ee — 
Bausch & Lomb Optical Company, 
Send Specifications and Complete Details for Quotation Rochester, N. Y. label and 
GODDEYNE WHEEL PRODUCTS Portable pipe bender | systems 


Division of Weber Addressing Machine Co. 
Dept. DR-3 Mount Prospect, Illinois 
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SPEED AND VISIBILITY DEFEAT PRODUCTION CONTROL PROBLEMS 


Anything less than immediate correct action costs you money. To get 


things done you must have the facts without digging and searching. 


In production control, the only thing constant is 
“change.”’ Production systems and records must show 
all the changing conditions—production lags, improper 
machine loading, work progress, material shortage, etc. 
Proper control requires a system in which those items 
which need immediate action can be seen and brought 
to the attention of management the very moment they 
are needed. 

VISIrecord systems which flash these ‘Action Items’”’ at 
a glance are used by such companies as Bell Aircraft Cor- 
poration, E. I. Du Pont de Nemours & Company, Inc., 
Ford Motor Company, General Electric Company, Moore 
Business Forms, Inc., and hundreds of others large and 
small. Over ten thousand records can be scanned in an 
hour, by one operator, because this system of overlap- 
ping the cards sideways, in rows, makes every record in- 
stantly visible. It enables the operator to find, remove, 
post and return four or more records per minute, whether 
posted by hand or machine. 


MATERIAL CONTROL 


In the scheduling of any job, an accurate Material Rec- 
ord is a MUST. Not only must the records show the 
available quantity of each item of material necessary for 
the job, but these figures must be instantly accessible. 
VISIrecord permits the operator to locate the proper material 
card in seconds, enter a reservation for the needed amount, and 
post the new available balance in the visible margin. Items 
requiring replenishment are automatically signalled for 
attention. 


MACHINE LOADING AND SCHEDULING 


A machine loading operation ts at its greatest efficiency 
when facts can he seen without searching the file or removing 
any card. VISIrecord assures this efhiciency. A loading 


record for a group of machines shows the total number 
of ‘‘machine-shifts” available per month. As each job is 
scheduled ahead on the loading record, a vertical graph 
line on the visible margin of the card is lengthened show- 
ing to what date the machine is loaded. Scanning a row 
of these cards instantly shows the date on which addi- 
tional work may be taken on. Cards can be designed to 
cover a week, month or year of loading, depending on 
how close a control is required. 


WORK PROGRESS 


It is absolutely essential that management know tne 
“location”’ of every job in production. V/SIrecord pro- 
vides this information and also shows whether each job 
is on schedule or ahead or behind time, without aay 
thumbing or hunting through cards, manipulating slides 
or turning pages. 

The right hand visible margin of a V/SIrecord produc- 
tion form shows all this information, with operations 
and schedule dates numbered in sequence. The moveable 
signal shows which operation is being performed, pro- 
viding visible, immediate control of the location and progress 
of every job in the plant. Specifications, orders on hand, 
promised shipping dates, tool requirements, and other 
data necessary for production schedules are shown in the 
body of the card. 


FACTS EQUAL MONEY 


VISIrecord provides the facts you need when you need 
them. For complete details on time-saving, work-saving, 
money-saving VJSIrecord Production Control Systems, 
write V[SIrecord, Inc., Dept. D5, Copiague, L. I., N. Y., 
or in CANADA, V/SIrecord of Canada, Ltd., 266 
King St., West Toronto 1, Ontario 
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ing machine which is pictured here. Saipanareopoammeareamaee 
It will handle pipe from '4 to 
| | How’ Ss your 
inches (IPS sizes) and, says 
LETTERH EAD’ 


Get your F REE copy of our brochure *“* ' a 
head Logic” and turn to the check-list us: 
experts to gauge letterhead efficiency 
indicates room for improving your 
letterhead, Hill's 39 years’ specialized e» 
ence——producing the finest engraved st 
ery for hundreds of famous firms—is at 


disposal. 


Learn how Hill craftsmanship can cre 
letterhead you'll be proud of ... one that 
reflects the character, person: ity and pre~ti, 
of your firm .. . scientifically designed to 5 


| assure built-in sales appeal... @t prices 
“Letterhead Logic,” containing impressiy; 
“big name’ samples, is free—without obligs 
tion—to users of 5,000 or more letterhe 
year. Simply jot down, on your present le! (e: 4 


head, the quantity your firm uses and ; 


the company, one man can make to Hill now. 4 
| WRITE: 4 
|e " 60 bends an hour. It operates by | 4 
HILL 
) oO ‘yooe 
puts in palling the trigger 
Fine Letterheads and Business Cards 3 
ra Air conditioned cards 2701) Lafayette Street - New York 12, Ny 
al ° ¢ Dithculties caused by the warp- — Ta 
ing of punched cards can be pre- — i 
vented by air conditioning, accord- lon/iioe FOLDING BANQUET TABLES!» 
with new FINANCE-LEASE PLAN, 
A the Kellogg Company's plant at 
ulomalic Trucks can pay for themselves | Bartle Creek, Mich. | 
Punched cards used in automatic 5 
tubulating equipment tormerly 
trucks are covered by this new warped and stretched because of | 
plan for financing and leasing dampness, causing difhculty in run- 
the materials handling equip- 
fal nine them through the machines. 
ment you need...so that you can CHURCH ST. 
get your truck ‘mmediately and The trouble was eliminated when 
let it earn for you while you pay! air conditioning was installed to 
The Company has on file actual 
ceep inside conditions at 78° and 
case histories ot Automatic trucks THE ““WHIPPET MARKER 
paying for themselves in periods 45 per cent relative humidity. ; 
of less than a year. Businesses of ; 
all kinds have been ‘‘streamlined” with Safety light 
Automatic materials handling units... 
with savings in time, in space, and in A new explosion proo! electric ‘ 
money. lamp for use in areas containing 
. FINANCING PLAN dangerous gases or explosive ma : 
A sensible down payment delivers | 
your Automatic truck. The balance is Galen, 
on deferred payment, from 6 to 36 Crouse-Hinds Co., Syracuse, N. Y. | certons, packages, filled bags, boxes, rolls, cans, e! b 
h J . } candy manufacturers, food packers, distiliers, 
schedu for ‘| ne Hew imp 1s useful tor 1n ponies, etc. Send ror free catalogue. 
you! Lhe regular, low monthly charges 
j nclude e rything nO the interiors ol oi] and THE INDUSTRIAL MARKING A 
“extras” to come along later. gasoline drums and tanks. prapebeatadaara : 
— 454 Baltic Street, Brooklyn 17, N. Y., Dept. DR 
LEASING PLAN :ssentials of the lamp are an 
Leases for 2 to 5 years, or 2 to 9 years, aluminum cylindrically - shaped | — 
depending on type of equipment. Low | 
monthly costs, and a variety of lease | | w ” ; 
options for renewals or for purchase | MOLINE Hole-Hog 
available on request. A flexible, low- Specially Designed 
cost plan! MACHINE TOOLS 
easy new plan for getting AUTOMATIC have cut product on costs 
trucks af once! Mail coupon today! ae 
81 West 87th St., Dept. W-3 
Skylift—Packed with exclusive, top- A\utomalic Chicago 20, Illinois 
performance, money-saving features! 4 
Fer haavy duty sarvice. Without obligation, | would like more 
information on the new ‘“‘Earn-Its-Own- 
Way’ Finance-Lease plan. 
\ Company Name 
\ | ) By Title 
3 
\ | j | 
Nireet Addre 
WORLD'S LARGEST EXCLUSIVE BUILDER OF Cit 
ECTRIC-DRIVEN INDUSTRIAL TRUCKS : 
— DRILLING e BORING 


HONING TAPPING 


MOLINE, ILLINOIS 
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You Can Cut Many Costs 


With OZALID Copies! 


End the costs of re-typing ... proofreading 
... and human errors ... by replacing your 
manual copying methods with Ozalid! 


With the efficient desk-top Ozamatic ma- 
chine, you make direct copies of paperwork 
—letters, invoices, accounting reports, charts, 
or practically anything written, typed or 
drawn on ordinary translucent paper! Your 
first copy is ready in seconds—clean, dry and 
ready-to-use—or up to 1,000 letter-size copies 
in an hour, for less than each. 


Wherever you have a copying job, chances 
are you can cut costs by using Ozalid! 


See how ORDER HANDLING is Simplified 
by using OZALID copies! 


Speeds Up Order Filling! Exsedites Shipments! 


Send Ozalid copies of original order, Use Ozalid copies of parts of original 


quickly to inventory control ... to order for packing memos... bills of 


stock locations . . . to customers as lading ... delivery slips ... labels. 


acknowledgment, and to file 


2 
nnn r £ rt! 

etaiis, or Caii tne UZalic — 
ict sted n the A 
Enter prices, extensions and total on distributor listed Gen LID, py, 

classified pages of your Aniline D. 36 

original order and use Oczalid copies phone book under Dupli- Cir, Film 
4 cating Eau oment and / 7€Ntlem, Y. Or p 
tor Customer invoices ... for accounts Matic Plea. 


In 
Supplies. yo ‘nd 
4 ur mM 
i 


ii] 
atic Mach Nfor 


receivable files ... sales records. 


( °Mpany 


2 
Position 


Cut Copying 
£ the Appl, 
G) ; “4tion Of Gre 


atest In 


J Orde 
der Handling 


Johnson City, N. Y. A Division of General Aniline & Film Corporation. A. 
“From Research to Reality.” ok 


Ozalid in Canada— Hughes Owens Ltd., Montrea! 
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support hook, and explosion-proof 
oan cord connection. Get Sharp Prints of Your 


_ What SHOULD it cost an industrial 
manufacturer to get orders? 


This summary of a recent study by the Sales Executives Club of New York 
can help you estimate what your costs should be. 


Office aid 

“A safe with the utility of a file” 
is the description applied to a new 
office unit manufactured by the 
Meilink Steel Safe Company, To- 
ledo, Ohio. It actually consists of 
several safes since each drawer in 
the filing cabinet can have a differ- 
ent system of locking. 
nverage Cost of Average A drawer of the new insulated NEW, HIGH CONTRAST 


Questions orders per 100 calls cost per 
100 calls | at $17.24* order file cabinet can have as many as PROJECTION PAPER FOR 
MICRO-FILM COPYING 


BUSINESS 
RECORDS 


with 


Summary of Sales Executives Club survey of order costs 


in your opinion, out of every 
100 cold calls made by your sales 9.2 $1,724 $187.39 


force, how many orders do you get? 


@ Industries that have a micro-film 
department are invited to write for free 
samples of Kilborn’s Rapidcopy for test 
purposes. Rapidcopy is mnon-orth.- 
chromatic micro-film copying paper; 
ideal for shooting 16, 35 and 70 mm, : 
frames; can be processed under moxi- 
mum dark room light for production 
convenience. Furnished in various cut 
sizes and rolls. Prompt service on spe- 
cial sizes. Achieve dependable quolity 
in quantity copying. Sharp definition — 
high contrast. Write today. 


In your opinion, out of every 100 calls 
made by following up an inquiry 16.0 1.724 

from your publication advertising, ; $ 12 $107.75 
how many orders do you get? 


In your opinion, out of every 

100 calls made after your prospect 
or customer has studied your 38.4 $1,724 $ 44.89 
catalog and invited your salesman 
to cali, how many orders do you get? 


*$17.24...the average cost per sales call 
reported in the survey 


2915 First Ave. S.E. Cedar Rapids, 


These averages tell the story— Sweet’s district manager near you & 
relatively low number of sales per will be glad to show you how 1,480 2 Orn 
100 calls made cold; many more manufacturers use Sweet’s services 
when calls are made on ad leads; in this connection. PHOTO PAPER COMPANY 
and another big jump of sales per Or send for the free booklet, POONARERS 004 THE MAMUSACTURE OF 
100 calls made after the prospect “Some New Data on the Cost of QUALITY PHOTO PAPER SINCE 1895 
has studied your catalog. Natur- Producing Orders in Industrial 
ally, the cost per order goes down Markets” (from the Sales Execu- . | 
. seven locks. These can be a series 
proportionately. tives Club study). Write Dept. 25. th | ele lock 
helping manufacturers salesmen 20 hey your the they | 
get more invitations to call. The ane ta aalle” er seeking to keep records and data | 
safe from prving eyes. It is available 
@ | SWEET'S CATALOG SERVICE Division of F. W. Dodge Corporation 119° W. 40th St., N.Y. 18, N. Y. ON YOUR TRUCKING OPERATION 
/ Designers, pt S& f manufacturers’ catalogs for the industrial & construction markets. : 
| =a standard letter or legal sizes. In order to make trucking operations succ 
} ; ful and profitable, you should know how 
vehicles in your fleet are being operate: 


Ouick setting the highways. You can get all the impor 

facts in permanent charted form i! 

A new resin adhesive has been | vehicle is equipped with a TACHOGRA? 
—the Time-Tested Recording Speedomet 
Vehicles equipped with TACHOGRAP! 
> ~ompany, \\ ashington, spend less time in repair shops. . . they! 
fewer accidents .. . and earn lower insure 
. rates. The coupon below will bring | 
temperature to go from clamping to | the facts. 


> machining of wood materials. 
Its fast-setting and odorless prop- 


developed by Timber Engineering 


TAX 
EXEMPT 
INDUSTRIAL 
| BUILDINGS 


We will erect up to six 
million square feet of in- 
dustrial buildings on a 54- 
acre tract with railroad 
sidings on State Highway 


#1 in Jersey City for lease 
GENUINE 8" 10" 


Glossy PHOTOS w DAY! 


tenants may erect their own 
ln ¢ 
/2 In 5,000 Lots 


buildings which for 50 years 
6c in 1,000 Lots 
EACH $7.99 per 100 


will be wholly exempt from 
all real estate taxes on build- 
Postcards $23 per 1,000 
Viounted Enlargements (30x40) $3.85 


ings ond land. 
“Copy Negative 8”x10”, $1.25; postcards 75c’’ 
Full color postcards 3M—$99.50"' 
Under supervision of famous 
James J. Kriegsmann 


Plozre 77-0233 
OPYITRT 165 West 46th 51. 
New York 19,N. ¥ 


WE DELIVER WHAT WE ADVERTISE 


which requires ten minutes at room 


erties plus the fact that it does not 
REALTY INVESTMENTS require special ventilating facilities 
565 FIFTH AVENUE » NEW YORK 17, N. Y. will help in making wood adapt- 


on the dash of 
your vehicles 
AND GET A 

PERMANENT RECORD 

@ WHEN ENGINE STARTEO 

@ HOW LONG IT IDLED 

@ HOW FAST IT TRAVELED 

@ DISTANCE BETWEEN 510% 

@ WHEN VEHICLE WAS 
IN MOTION 

@ WHEN VEHICLE STOPPED 


MAIL COUPON TODA’ 


Wagner ELECTRIC CORPORATION 
6439 PLYMOUTH AVE., ST. LOUIS 14, MO 


able to production line techniques. 


A new machine for the weaving 


of cloth has been developed which 


is said to be the cure for many of 


the problems of the textile indus- 


© try. No lubrication is needed as the 


t 
iu Please send me Bulletin SU-3C and complete informoto 
NAME ond POSITION 
bushings, nylon gears, and | g company 
| 
| 
| 


loom is equipped with oil-impreg- 


L. N. ROSENBAUM & SON 


Financing & Reorganizations 
565 Fifth Avenue 
New York 17 


ADDRESS — 
CITY STATE — 


We operate (Number)_______ vehicles. 


anti-friction bearings. This helps to 


eliminate the oil, grease, and dirt 


to which lint clings. 


An electro-magnetic clutch allows 
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Now Blankets of Fibrous Glass 
Warm and Cool Homes! 


Fibrous glass “blankets” offer so many unique advantages 
for home insulation they’ve set an entirely new standard. 


They resist heat through the widest range of temperatures 
... deaden sound... won’t rot, corrode, support combustion or 
attract vermin ... flex so easily and weigh so little that any 
contractor can quickly cut and fit them to almost any contour, 
resulting in low cost installation. 

This popular insulating medium is made by binding very 
small-diameter glass fibers into batts with phenolic resin. 
Reichhold, the world’s largest producer of synthetic resins, 
is a major supplier of such binders. 


REICHHOLD CHEMICALS, INC. 
630 Fifth Avenue, New York 20, N. Y. 


Creative Chemistry . . . Your Partner in Progress 


Uses of 
RCI Products 


CANVAS, PAPER AND GLASS CLOTH 
LAMINATES: PLYOPHEN cresol, phenolic 
and resorcinol-formaldehyde resins and 
varnishes; RC! polyester resins. 


CARBON PAPER: RCI inorganic chem- 
ical pigment colors. 


CASTINGS: FOUNDREZ powdered phe- 
nolic resins (for the shell molding proc- 
ess); FOUNDREZ liquid phenolic resins and 
FOUNDREZ core oils (for core binders). 


FURNITURE, PLYWOOD, FLOORING, 
HARDBOARD AND CHIPBOARD: 
HYDROPHEN phenolic glues; PLYACIEN 
protein glues; PLYAMINE urea-formalde- 
hyde glues; PLYOPHEN phenolic and re- 
sorcinol-formaidehyde glues. 


LEATHER: BECKOSOL alkyd resins (for 
leather finishes); PLYOPHEN resorcinol- 
formaldehyde resins, SUPER-BECKACITE 
pure phenolic resins, SYNTHE-COPAL 
ester gums (for leather adhesives). 


LINOLEUM: BECKOSOL alkyd resins and 
PENTACITE pentaerythritol resins (for 
linoleum coatings); RCI inorganic chem- 
ical pigment colors, 


PAINTS, VARNISHES AND LACQUERS: 
BECKACITE (1) fumaric, (2) maleic and (3) 
modified phenolic resins; BECKAMINE 
urea-formaldehyde resins; BECKOLIN 
synthetic oils; BECKOPOL modified phe- 
nolic resins; BECKOSOL (1) phenolated, (2) 
phthalic-free, (3) rosin modified, (4) pure 
drying and (5) pure non-drying alkyd 
resins; KOPOL processed Congo copals; 
PENTACITE pentaerythritol resins; STY- 
RESOL styrenated alkyd resins; SUPER- 
BECKACITE pure phenolic resins; SYNTHE- 
COPAL ester gums; WALLKYD pure dry- 
ing alkyd resins (for alkyd flat wall vehi- 
cles); WALLPOL vinyl-type copolymer latex 
emulsions (for latex flat wall coatings); 
RCI inorganic chemical pigment colors. 


PAPER: BECKAMINE urea-formaldehyde 
resins (for adding wet strength, improv- 
ing the wet rub of starch-clay coatings, 
and waterproofing starch adhesives); 
RCI inorganic chemical pigment colors 
(for paper coloring); STYRESOL styrenated 
alkyd resins (for paper coating). 


PRINTING INKS: BECKACITE fumaric, ma- 
leic and modified phenolic resins; BECKO- 
LIN synthetic oils; BECKOPOL modified 
phenolic resins; RCI inorganic chemical 
pigment colors. 


TYPEWRITER RIBBONS: RC! inorganic 
chemical pigment colors. 


WAXES AND POLISHES: BECKACITE 
modified phenolic and maleic resins; 
SUPER-BECKACITE pure phenolic resins; 
SYNTHE-COPAL ester gums. 
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and it’s all yours FREE! 
THE ANSWERS TO QUESTIONS LIKE THESE: 


What is the most profitable cleaning cycle for my lamps? 


Hou 
Wheu 


Name 
Company 


Addr: 


can I avoid 83°o of my lamp burnouts? 


and WHERE does group lamp replacement save me 
money? 


can I replace six lamps for what it now costs me to 


replace one? 


JUST CLIP AND MAIL THE COUPON 


CHAMPION LAMP WORKS 


LYNN, MASSACHUSETTS 


Please mail me your Engineered Lamp Maintenance 
File Folder G 


“eee * * @ 


for precise starting and stopping. 
Another advantage is that the new 
loom can be operated under at- 
mospheric conditions which 
controlled both as to humidity and 
temperature. Moisture control of 
the stock being woven is recognized 
by the industry as being important 
in the manufacturing process. 

The new loom, with about 55 
fewer parts than the conventional 
units, was the idea of the manage- 
ment of The Borden Mills, Inc., 
Kingsport, Tenn., and was devel- 
oped by the Hunt Loom and Ma- 
chine Works, Greenville, S. C. 


A new chore 

The cathode-ray oscillograph was 
recently given the job of measuring 
the speed of a baseball thrown by 
big league pitchers. This electronic 
machine is usually employed in 
industry and in laboratories for 
many measuring and checking tasks 
ranging from the observance ot 
Diesel engine compression to test- 


ing uniformity of gear teeth and 


determining the sound that fish 
make under water. 

The result ot this new applica- 
tion of an oscillograph made by 
Allen B. DuMont 
Inc., showed that a Brooklyn pitch- 


Labe rat TIES. 


er tossed the ball at more than 90 
miles an hour through two frames 
equipped with electronic cells at 


home plate. 


Lightweight hose 

A fire hose incorporating glass 
fiber varn has been introduced by 
the Boston Woven Hose and Rub 
ber Company. Lighter than regu: 


] 


cotton hose, it can be coled 


more compactly and handled eCasier 


because it does not absorb water. 


Service Award Plan 
worth writing for? 


For just a few seconds time and 
the cost of a 3¢ stamp, you can 
learn about a Service Award— 


(1) As desirable to your employee 


as it is to you. 


(2) That honors you as much as 
your employee. 


(3) That is a constant, instant re- 
minder of vour appreciation. 


It’s all part of the interesting Lord 
and Lady Elgin Service Award 
story detailed in the free, no- 
obligation booklet. It’s yours 
for the writing. Address below: 


Service Award Department, Box 11 
Eigin National Watch Company 
Elgin, Hlinois 


ELGIN 


WATCHES 


LADY ELGIN GAYETY and LORD ELGIN 
HENSLEE. Case engraving with special 
compony identification (including trade 
mark reproduction) available on back. 
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Air Palletier, another first developed through Crescent JOB 
ENGINEERING, eliminates the principal cause of explosions 
because there are no electrical devices...no motors, con- 
tactors, or resistors. The drive unit and hydraulically oper- 
ated lift mechanism are powered by air motors. Air is 
supplied either from a compressor (located outside the dan- 
ger zone) or from piped air when used within the plant. A 
spring-loaded reel carries sufficient hose length to provide 
75 feet of operating radius. When piped air outlets are 
available, operating area can be increased up to 200 feet, 
or more. 

Pricewise, Air Palletier costs considerably less than special 
type so-called ‘‘explosion proof” electric trucks. 


For maximum safety—specify Crescent 
Air Palletier. Complete specification 
literature sent promptiy upon request. 


Our 36th Year 


CRESCENT TRUCK COMPANY 


Division of Barrett-Cravens Co. 
1005 Willow Street 
LEBANON, PENNSYLVANIA 


INDUSTRIAL 


AISLE-SAVER. 
Stand-up Model. 
Extremely 
Maneuverable. 
1000 to 4000 Ibs. 


LOAD CARRIER. 


4000 to 10,000 Ibs. 


low 
AIR F 


Heavy-Duty 
utility truck. 


TRUCKS FOR 


= 


| 


LOW HEAD. 
ROOM MODEL. 
For highway truck 
loading and 
unloading. 
2000 to 4000 Ibs. 


TRACTORS. 
For trailer towing. 
For all trailer train 

loads. 


‘ee 


SUN OIL CO., MARCUS HOOK, PA., 
3000 Ib. Air Palletier, equipped 

with 12” side shifter, stacks pallet 
loads in ship’s hold. Models also 
available in 2000 and 4000 Ibs. 


EVERY USE 


} 

HIGH-LIFT 
PLATFORM. 


Telescopic — 
4000 to 6000 Ibs. 
Non-telescopic — 

14000 to10,000 Ibs. 


LOW-LIFT 
PLATFORM. 
For lifting and 
moving skids. 

1000 to 10,000 Ibs. 
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LAKELAND STEEL 


SHEETS STRIPS 
COILS / PLATES 


Detroit , Michigan 


QUAIL ON TOAST? SURE! 
FOR A REALLY DIFFERENT 


GIFT ror 


EMPLOYEES AND CUSTOMERS 


We have prime — oven-dressed 
and frozen quail at $28.00 per dozen 
delivered anywhere in the S. 
Packed 4 birds to the carton in dry 
ice. Due to cost of dry ice, packing 
and shipping charges, we do not make 
shipments of less than 12 birds. Terms 
cash with order. W holesale orders of 
100 or more birds, $2.00 per bird, if 
full order is made in one shipment to 
one destination. 


it 21, Michigo® 
4-3520 


UNiversity 


Freight Allowances 
Permitted for Tonnage Shipments 


FACILITIES OF TWO WAREHOUSES 
TO SERVE YOU WITH RAIL SIDINGS 


lb 


CHRISTMAS GIFT ORDERS 
ACCEPTED NOW 


LOWRANCE QUAIL FARM 


1730 Picher Joplin, Missouri 


New Ideas to Help You 

INCREASE YOUR EARNINGS 

DONS REVIEW and Modern Industry 
every month 


One yvear subscription to 4. and Posses- 


sions. Canada. Pan America countries - 309. 


DUNS REVIEW and Modern Industry, 
99 Church Street. New York 8. N.Y. 


Enter my one-year subscription 


[|] Payment Enclosed or [ |) Bill Me 


Send to 


Name 


VWs Title 


faddress 


QUIZ ANSWERS 


Ouiz starts on page 193 


1. 74 per cent 
2. a) Chesapeake & Ohio 
b) Western Maryland 

United States Steel 
Missouri Pacific 
Bethlehem Stee! 
Montgomery Ward 
Northern Pacific 
Texas Pacific Coal and Oil 

Kansas, and Texas 

Treasury 


Missouri, 
United States 
per cent bonds 
First: 
refineries 
Second: Class I Railroads 
Third: Electric 
so on 
Fourth: Chemical products 
Fifth: Commercial banks 
4. 1687—The Perot Malting Com- 
pany of Philadelphia. 


21/ 
> /4 


Petroleum products and 


power, gas and 


5. a) Orange peel—a term used to 
describe a marred finish in Enamel- 
ing. b) Big haircut—describes the 
annual wheat harvest starting in 
the South and working North— 
Agriculture. c) Cat-cracker—short 
tor catalytic Pe- 
troleum. d) Cutie pie—name given 


cracker used in 
radiation survey meter in 
Atomic energy. e) Hifi—short tor 
high fidelity—Radio and Recording. 
Lobster shift—work 
Newspapers when nothing much 


to a 


shift on 


should happen. g) No-show—pas- 


senger with reservation on Airlines 
who tails to make Hight. h) Shad- 
rach—a mass of iron that has not 
responded in the desired manner 


1) Hot box- 


On 


—Oover- 
Rail- 


}) Railroad showing—Adver- 


in Steel making 


g. 
heated friction bearings 
rodds. 
tising cards in railroad trains. 
6. [ILA- 
men 
United 
Workers’ 
United 
United E 
-Lransport 
TWUA 


ot America. 


-International Longshore- 
Association. 
Othce 
Association. 
Auto Workers. 
lectrical Workers. 
Workers 
Textile W orkers 
ILGWU 
al Ladies’ Garment Workers’ 
[!AM—International Asso- 
Machinists. TWI/U 


International 


Order of Railroad 


Protessiona! 
UAW 
URW 
TWU 
Union. 
Union 


Internation- 


and 


Union. 
ciation of 
Workers’ 
ORC 
Conductors. 
7. High-—1932—31,822 
Low—1945— 809 


5. a) lnadequate 


obacco 


Union. 


sales—which ac 


count for (b) between 45 and W 


per cent ot failures. 


UOPW A— 


Picture of an executive Jim 
worrying about transportatiy 


Worrying? Who's worrying? 


Since Business Fleets, Inc. took 
over our auto transportation 
burden, we save time, money, 
repairs ... and it’s all 100% 
tax deductible! 


‘on 


WRITE US TODAY FoR 
THE COMPLETE FACTS 


Telephone 4- -7400 


NATIONAL 
REQUIREMENTS 
SERVICE 


AIR FORCE BUSINES) 
SPECIALISTS 


If you are engaged in Air Force work 
or are thinking of expanding your op 
erations into this field, you can profit 
staff of Air Fora 
Reputable proie 
sional services are available to you 1 

\ SALES PROGRAMS 

\ SUBCONTRACT WORK 

\, CONTRACT NEGOTIATION 
, CONTRACTUAL LIAISON 


\ ENGINEERING LIAISON 


ably utilize our 


business specialists. 


Our offices are centrally located in Day 
adjacent to right kield, the ** Procurem 
Center” of the Air Force. 
manufacturers and engineering and reseat 
United Stat 


Services extend! 
organizations throughout the 


Your Inquiries are invited 


NATIONAL 
REQUIREMENTS 
SERVICE 


HULMAN BUILDING DAYTON 2, OHi0 
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